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WEBSTER builds your reputation 
because Webster has its own repu- 
tation to maintain. For 64 years 
Webster has stood for the finest 
there is in carbon papers, typewriter 
ribbons and duplicating supplies 










The answer's easy . . . the same customer giving you a re- 
peat order. That means you've made a friend with a many- 
sales future — because she knows you'll give her what she 
wants. She knows she can depend on you because she’s 
seen the quality names you feature — names like 














wv TER is recognized. Webster's 
MultiKopy is a nationally-known, 
nationally advertised brand. Web- 
Ster associates you with “good 
goods the biggest reason a cus- 
tomer has for giving you a repeat 
order 








“Brand Loyalty’ 
sters MultiKopy Carbon Paper and Star Brand 
Typewriter Ribbons have earned the “brand loyalty”’ 

of thousands of individual customers and the 
Stationers who supply them. 











ER BRANDS have exclusive 
features. For example, Webster's 
Micrometric Carbon Paper is the 
only carbon paper with a numbered 
scale edge. This prevents “‘running 
over’ and re-typing — a big saving 
of time and temper. 


is no accident. It’s earned. Web- 
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composed of managers and agents for the vari- 
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reaches some dealers in forty-eight other coun- 
tries who deal in American office equipment. 
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indirectly connected with the industry the journal 
represents has any share in its ownership or 
voice in shaping its policy, which has in view at 
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to the best of its ability. 
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= $255" 233. = For the benefit of the subscribers the lines 
advertised in this issue are here classified. 
Many of the requirements of the modern busi- 


ness office are represented. Should subscribers 

be interested in any article of office equip- 

J ment not listed here, they are invited te com- 
=. : municate with the service bureau, through 


which the information will be promptly and 
cheerfully given by letter without obligation. 
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Sheppard, C. E., . Co 
Wilson Jones Co. 

Loose Leaf Sheet Covers, Plastic 
Aigner, G. J., Co 
Aigner Index Co. of N. Y 
Markilo Co. 
Neiman Loose Leaf & Bary. Co 
Smead Mfg. Co. 
Wilson Jones Co. 


Loose Leaf Tray Binders 
Nat'l Blank Book Co 
Posting Equipment Co 


6 





Sheppard, C. E., Co 
Wilson Jones Co 
Mail Distributors 
Advanco Products Div. ASB 
Globe-Wernicke Co 
Victor Safe & Equipment Co 
Manifold Books & Business Forms 
Hano, Philip, Co 
Map Tacks 
Graff, George B., ¢ 
Marking Devices 
Force, Williar 4 & { 
Tweeten Fibre ({ I 
syns Pons, Laundry 
' - ¢ 
Matched Oice Suites 





In liana De k ¢ 

Leopold Co 

Seerbo. Fran & Sor Ir 

Standerd Purr e | 
Memorandum Books 

Ennis Tag & Salesbook ¢ 

Master-Craft Cort 

Nascon Prod D 

Nat Blank I K ¢ 

Rockw Bar ( 


Memorandum Devices 
Bates Mf ( 
Currier Mfg. Co 
I Ning Prod ( 
Mending Tape 
Dent mn Mfg. ( 
Minr ta Mining & Mfg. ¢ 
Reyburn Mfg. ¢ Ir 
Metal Badges, Checks, Tokens 
Dayton Stencil Wort 
Moisteners 
Hy t-O Mfg. ¢ 
Self -« Inkstand ¢ 
Numbering Machines 
Rate Mfe. Co 
z ree WwW iam A & { 


t R. A & Co 
ome "Furniture, Custom Built 
It Surrey Ir 


oMce Furniture ‘Sectional Units 
We 


R oe Ba rt ( 
Office Fureitere ‘Warehouse Wholesalers 
Office Furn. Whol. Distribtrs 
Office wercrnene and Railings 
Globe nicke 
Watsor gt Co I 
Office Printing Outfits 
Force, William A & f 
Fultor Marking Equipment ¢ 


Pads, Figuring 
Nat B k Book ¢ 





Wilson Jones ( 

Paper 
Berkshire rP r 
Eaton P 
Rockw 
Saxon Paper ¢ 

Paper Clamps 
Acco Pr te Tr 
Autmtec. Pencil Sharpener ¢ 
( man & Der mn Mfg. ¢ 
Elbe File & Binder ¢ Ir 
Esterbrook Pen ( 


Hunt, ¢ Howard, Pen ( 
Paper Clips 
Cushmar 


& Denison Mf ( 
Noesting Pin Ticket ¢ 
Pittsburgh Cut W ‘ 
Vail Mf { 

Paper Fastening Machines 
Arrow ustenet I 
Autmt Pencil Sharpener { 
Bat Mf Co 
Fastener Cort T 
Markwe Mf { 

Victor Safe & Equipment 

Parcel Post & Postal Scales 
Hanson Scale ( 


Paste 


See A cihe 
Pen & ink Sets 
Se & Ink Set 
Pencil Sharpeners 
Au 


S rim r ¢ 
Flward Rs » (% 
Hur { Howar Pe ( 
Pencils Mechanical 
Al ‘ 
] r k P { I 
Kahr Dat I 
Tweeten I re ( I 
Pencils, Wood Cased Lead 
4 I 1 ¢ 
Dixor ep! ( ‘ 


Penholders 
D ¢ 

Pens, Steel 
Exterbr , he 
Hunt, ¢ Howard Pen ( 
Sengebuscl If -¢ ks ! 

Pins and Pin Containers 
N Pin T Co 

V \ Co 

Platens, Typewriters, ete 
Ar Ss ( 

Posting Trays & 2. 
Sea Loose eaf Tr 


Presentation Covers 
Ar I 


‘ & Index Co 
Elbe F & Binder ( Ir 
Fllingsworth Mfg. Co 
Smead Mfg. Co 
Price & Sign Markers 
I ‘ we Tian A & « 
F t pane Eq me ( 
; & { 
Price Card Maotders 
Orthwine tudolf. ¢ 
Publications 
or Ar nces 
Punches 
A , ' 
\ I ex { \ y 
Ra Mf ( 
( »he-Werr k { 
iH & |} M 
N Blank Book ¢ 
s 1 Mf ( 
W n Jone ( 
Ribbons and Carbons 
Allle rbon & R Mf ( 
Amer Carl m Paper Mf ( 


Ames Supply Co. 
Buckeye Ribbon & Carbon Co 
Codo Mfg. Co, 
Consolidated Ribbon & Carbon Co. 
Kores Carb. Paper & Ribbon Mfg 
Corp 
Manifold Supplies Co 
Old Town Corp 
Peerless-Imperial Co In 
Queen Ribbon & Carbon ¢ 
Regal Typewriter Co 
Rose Ribbon & Carbon Mf Co 
Royal Typewriter Co 
Storms, H. M., Co 
Underwood Corp 
T 8. Typewriter Ribbon Mfg. Co 
Webster, F. 8., Co 
Write, Ine 
Rubber Bands 
Robert Weldon, Rubbe 
Rubber Stamp & Plate Mie. “Mehs. 
Amer. Evatype Corp 
a Stamps 
nkers & Merchants, I: 
Rubber Stamps, Interchangeable Die 
E imar Ine 
Rubber Type 
Force, William A & 
Stewart, R. A & « 
Rulers, Transparent 
C-Thru_ Ruler Co 
Safes, Office 
Art Metal Construction (« 
Brush-Punnett Co. 
Cole Steel Equipment Co 
General Fireproofing ( 
Guardsman Safe Cs 
Herring -Hall-Marv 
Invincible Metal t 
Meilink Steel Safe ¢ 
Mosler Safe Ca, 
Protectall Safe Corp. 


Shaw-Walker Co 








Victor Safe & Equipmer ( 
Sales Books 
Innis Tag & Salesbook ( 
Sand Urns 
Glaro Machine Product 
Valeo Co 


Seales, Postal 
H son Scale Co 





Scrapbooks 
Elbe File tinder ¢ I 
Globe-Wernt« Co. 
Mfg. Co 
Jones Co 





tox ( 
s Mfg. Co 
y-Jamestown Mfg ( 
Metal Products I 
wuer Mfg. Co 
i Corp 
Supreme Steel Product Ir 
Shows & Exhibitions 
Nat'l Business Show Co 
Nat'l Office Furniture As 


Signals, index Card 
Ennis Tag & Salesbook ( 
Graff, George . ‘ 
Victor Safe & quiy nt ¢ 
“—— Changeable. ‘Letter 


Smoking Stands, OMece 
’ ne Pr ] 


fact 
Lasalle Products Co 
Roya Metal Mfg. ¢ 
Sr King Produce 
V » 
Wells Chair Corp 


Sorting Devices 
Amberg File & Index ¢ 
Currier Mfg. ¢ 

wman & Erbe Mfg. ¢ 

Spindle vives 

W r Corr 


Stamp Pads 


tates Mfg. Co 

Fores W illian \ & 
Fulton Marking Equit t 
Rivet-O Mfg. Co 





Stewart, R. A & Co 
Stands for Office Machines 
All-Steel ent I: 





Welch Industries 
Wells Chair Corp 
Staples and Stapling Machines 
Arrow Fastener Co., Ir 
Bates Mfg. Co 
Fastener Corp., The 
Markwell Mfg. ¢ 
Vail Mfg. Co 
Stationery Racks 
{alverson Specialty S 
Stencils, Brass 
Dayton Stencil Works 
Stenographers’ Notebooks 
Er l 


Stools 
Harter Corp é 
toy Metal Mfg. ¢ 
We Industrie 
We Chair Cort 
Storage & Transfer Cases 
St juipn t Ir 
\ eT I & Index ¢ 
Ar M Const { 
Art & Sa Cort 
Bankers Box Co 
Bark ( I & ¢ 
BR M Co 
Cardina I 
Cole Steel } pme ( 
‘ bia St Eq r 
( I 
{ Ta wn Mf ‘ 
Fr er Sales Co 
G 1 I oofing « 
Globe-We ke Co 


OFFICE APPLIANCES, 


Guide System & Supply Co 
Herring-Hall-Marvin Safe Co 
Imperial Methods Co 
Invincible Metal Furn. ¢ 
Metal Office Furn. Co 
Oxford Filing Supply ¢ 
Parker Steel Products, In 
Peerless Steel Equipment ( 
Pronto File Corp 
Rockwell-Barnes Co 
Security Steel Equipment ( Il 
Shaw-Walker Co. 
Vanguard Eng. & Mfg. ¢ 
Weis Mfg. Co 
Yawman & Erbe Mfg. Co 
Store Fixtures & Equipment 
All-Steel Equipment Ine 
Strong Boxes, Fire Protected 
Herring-Hall-Marvin Saf 
Meilink Steel Safe Co 
Protectall Safe Corp 
Victor Safe & Equipment ‘ 





Tables l 
Art Me Construction ( 4 
Cardinal “Sales Inc ' 
Corry-Jamestown Mfg. ( 

Globe-Wernicke Co. . 
Haskell, Ine € 
Lyon Metal Products, Ine ' 
Maso Steel Products ( 


Royal Metal Mfg. Co 
Security Steel Equipment ( 
Shaw-Walker Co 
Standard Furniture Co I 
U. 8. Chaireraft Mfg. Cort t 
Victor Safe & Equipment ( ( 
Wells Chair Corp 
Yawman & Erbe Mfg. Co 

Tables, Folding 
Adirondack Chair Co 
Midwest Folding Products 

Tabulating & Statistic Machines 
Burroughs Adding Machine ( 


Mfg. Co 
on Tag & Salesbook ( 
Reyburn Mfg. Co., Ir 
Vesephene Rocmengnes 

M 








sat 
Elbe " File B ler Co., I 
Glidex Cor 
Rest-A-Phone ¢ 
Victor Safe & Equipment ( 

Thumb Tacks ' 
Graff, Geors B., Co 


Noesting P Ticket ¢ 
Vail Mfg. < 
Ticket Holders 
Aigner, G J Co 
Aigner Index Co. of N. ¥ 
Smead Mfg. Co 
bh Tables 
*recision Mf Co 
mR Boards 
Photo Materia Co 
Type, Typewriter 
Ames Supr 
Typewriter Cleaning Materials 


Ames Sup 

Cardinell Corp 

Norta Distr iting Co 
Regal Typewriter Co 
tivet-O Mfg. Co 


Webster, F. 8 ( 
Typewriter Cyshicn Bases & Knobs 


Ames 8S 

Peerless-Imper . Co Ir 
Typewriter Cushion Keys 

Ames Suppl ) 


Peerless-Imperial Co., Ir 
Speed Key Corp 

Typewriter Parts & Tools 
Ames Supply ) 

Typewr. Pedestal Desk Mechanisms 
Seng Co., The 


Typewriters, Mfrs. of 


Aller -m © Susiness M 
Royal Typewriter Co., Ir 
Smith, L. ¢ & Corona Ty 


Underwood Corp 
Typewriters, Rebuilt & Owe 
Int'l Office Appliances 

Regal Typewriter Co 
Upholstered Furniture 

Bright Chair Co 

Cardinal Sales, Ine 

Grand Rar 

Imperial 

Jasper Seati 


Niemanr 
Royal Metal 
Scerbo, Frank ms, I 





Stationers Mfg. { 
U. 8S. Chaircraft Mfg. ¢ 
Wells Chair Corp 
Upholstery Materials 
Bolta Products 
Masland Duraleather ¢ 
I S. Rubber ¢ 
Vault Steps 
Cotterman, I. D 
Visible Systems Equipment 
‘ 


Aigner, G ) 
Aigner Index Co. of N. ¥Y 
Art Metal Construc ( 





Commercial ¢ 


Globe-Wernicke Co 


Master-Craft Corr 

Nat'l Blank Book Co 
Shaw-W Co 

Sheppard, { I ‘ 

Victor Safe & Equipme ( 
Wilson Jor ( 


Yawm an & Erbe Mfg. ( 
Wardrobe Racks 


Crawford M Craftsme ( 
Waste Baskets 

Art Steel Cort 

Cole Stee } ment ¢ 
General Fireproofing ( 
Globe-Weert ke ( 
Goodfrend M Produ ( 
Haske I 

Nat'l Vul Fibre ¢ 
Ohio Ca & { wn Co The 
Securi S Equipment ( 
Shaw Walker ( 

Wells Chi Co 





March, 1953 





The rate for classified advertise- 
ments is fifteen cents a word, mini- 
mum charge $3.00, payable with 
order. Add six words if box address 
} | is used. 





WANTS & FOR SA 


SALESMEN AVAILABLE MECHANICS AND REPAIRMEN WANTED 








, CESSFU . 1 R SE 1G . OFFICE MACHINE MECHANIC Wanted for California 
, SFUL CONSUMER SELLING experienc: Prefer married man age 2 


equipment protection equipment ind 25 to 45 with experience and refer- 
jor companie 3 Also PEs ¢ te, me nari dat ences. Have one good man and need another to keep up with 
nioyed by leading manufacturer of he growing sales and service. Agency for Smith-Corona, Corona 
ior ery. Desire outside galling connec tior and Royal Portables, Victor Adding Machines, Friden Cal- 
ffice equipment and stationery dealer. Box culators, and Gestetner Duplicators—also used office ma- 
eemthininadin Haden, 2 ) i ; chines, Cover entire county, located in seat. Have roomy, 
~— © well equipped shop, salary and incentive plan. State in appli- 





-c cation years of experience and what make of office machines 








~~ SSIVE ean a atee ge years wonta the you have worked on. Please enclose snapshot of self. C. E. 
suppl S i ‘ rraphic ¢ s t ‘ oO ‘ like > , o Se line ‘elif 
Box C-110, care Office Appliances, Chi Dunn, P. O. Box 1047, Salinas, Calif 
WANTED—COMBINATION SUNDSTRAND adding machine 
oo ind Underwood electric typewriter repairman. Must be sober 
CUT - = and reliable. This is an excellent opportunity for the right 
EXECUTIVES AVAILABLE man who is interested in a future. Furnish complete details 
aecneneiaeaeees . ees in letter. Apply Underwood Agent, Siegel Office Equipment 
AN ANUFACTURER who is in need of a Good Company, Lincoln, Nebraska 
! t unoffensively aggressive in Publix 





WANTED: EXPERIENCED TYPEWRITER REPAIRMAN, all 
makes, as shop-man Furnish complete details in letter. 
Apply Siegel Office Equipment Company, Lincoln, Nebraska. 


Promotion. Box C-111, care Office Appli 








OFFICE MACHINE MECHANICS AVAILABLE TYPEWRITER & ADDING MACHINE MECHANIC wanted 


by Smith-Corona and National Adding Machine dealer. Must 
—_ be thoroughly experienced. Top pay, good working condi- 

















I NE REPAIRMAN—tTypewriter and Adding tions Excellent opportunity for right man. Typewriter 
some calculator and cash register ex- Service Company, 118 Third Street NW, Albuquerque, New 
service manager, also operated own busi- Mexico 
| re Office Appliances, Chicago 6 
= — TYPEWRITER AND ADDING MACHINE MECHANIC 
NE MECHANIC, factory trained by one of Wanted by Royal and Victor Representative in Las Vegas, 
ers, open for new connection. Eight years New Mexico. Married man preferred. Good proposition for 
Married. High School education. Vet steady and stable man. Write or wire Las Vegas Stationers, 
nes serviced are NCR (full line), Clary Las Vegas, New Mexico. 
typewriters, adding and calculating ma 
jlete information upon request. Address TYPEWRITER AND ADDER REPAIRMAN; good chance for 
Appliances, Chicago right man with Royal dealer in California’s best city. Ad- 


dress Mr. I. A. Cleveland, 735 Broadway, San Diego, Calif. 
































SALESMEN WANTED TYPEWRITER & ADDING MACHINE MECHANIC: Steady 
pusiemmanianians ~~ employment, liberal proposition. One with sales ability pre- 
cs = ‘ ait : ferred but not necessary Muncie Typewriter Exchange, 
TS MFG. COMPANY Milltown, N. J Muncie. Indiana 

years of know-how offers excellent oppor- 

ng on Typewriter Dealers and Stationers 
d Ribbons for all machines. Our prod SALES REPRESENTATIVES AVAILABLE 
guaranteed and our prices will guar- 

now your territory may be open. Mee 

— -- —__— SALESMAN WITH OUTSTANDING RECORD, including ex- 
SALES CALL ON BANK and commercial accounts perience as branch and sales manager, desires to give full 
printing, office furniture, office sup- time to one line in California area, or will represent two or 

t on commission basis in the State of three non-competing manufacturers, Interested only in prod- 

Douglas Ine P.O. Box 1923, Oklahoma ucts of definite merit with good sales potential. Best of ref- 
erences. Address C-114, care Office Appliances, Chicago 6. 
VAN RIENCED OFFICE MACHINE SALESMAN LINES WANTED FOR NEW ENGLAND by young experi- 
chine department, selling typewriters enced manufacturers’ representative. Interested in commer- 
culators, check writers, duplicators, time cial stationery and wood or metal equipment. Qualified to 
orado office upply house Salary and do first class sales job. Box C-115, care Office Appliances, 

of past experience, family, age, etc. Box Chicago 6 

Appliances, Chicago 6 
SEE eeeeeeeeeeeeeeeeeeeeT LINES WANTED BY TOP FLIGHT SALESMAN 

[ENCED OUTSIDE SALESMEN to sell EXCELLENT CONTACTS with purchasing agents and buyers 

ff tems and supplie Here is an excellent in largest national accounts, and dealers and agents in the 
ding Twin City firn Excellent city ter Pittsburgh Tri-State area. Years of experience as salesman 

det: Replies confidential sox P-103 and manager. Top credit and best reputation. Convincing 

Chicago 6 references. Write C-116, care Office Appliances, Chicago 6 

RIENCED., Full time: Midwest territ JOBBER ITEMS WANTED: Smaller office supply items and 
“Write S > & \ gp Pe. oe 1 “as Da : supplies wanted to distribute along with the Print-O-Matic 

\ = Fie ; on, ine a uane machines and supplies in Minnesota, Dakotas and surround- 

ing territory. Donald F. Rossin Co., 423 So. 5th St., Minneap- 


a lis 15, Minn 
RIENCED, Full time Baltimore-Wash 
Replies confidential Write §S EK. & M 
ne St New York 7, N. Y 








SALES REPRESENTATIVES WANTED 





APOC LEE HS a ie MANUFACTURER WANTS SALESMEN to call on office fur- 
EXECUTIVES WANTED niture dealers and jobbers with amazing, new, patented, 
——— anes eees W HIRL-O-MATIC smoking stand, for New England, Midwest 


VEN ABILITY to completely manage Office and Southeast When plunger is pressed, revolving disk 
I ent susiness ! mid-Western city of throws all ashes and butts into receptable, sealing in all 
ability to operate and expand smoke and odors, Available in floor and table models in 5 

to opportunity to acquire substantia ittractive finishes. Write fully in first letter. All replies con- 

ylete details al it vour record and con fidential Box P-106, care Office Appliances, 100 E. 42d St., 


room 1023, New York 17 





re. Write to P-104, care Office Appliances 
LARGE MFR. (EST. 43 YEARS) OF LOOSE-LEAF Products, 
desires Sales Representatives. Commission basis. Write stat- 
ing experience, territory desired, et« Box 951, Fall River, 





ERIENCED STATIONERS 








S, DEPARTMENT MANAGERS, buyers Mass 
kroom employees in short, personnel for — — 
ind matil-order commercial stationery ae — . peseenees ones . . 

\ irge, steadily expanding organization MANUFACTURER'S REPRESENTATIVE WANTED. Oldest 

eral salaries. Permanent positions, with exclusive manufacturer of quality carbons and ribbons has 

es to advance Send complete informa several territories open for a good representative who is 

rences, to P , care Office Appliances now calling on stationers and office equipment dealers. A. P. 
Little, Inc., 100 South Fitzhugh S8t., Rochester 8, N. Y. 

LOYEES KNOW OF THIS AD WANTS AND FOR SALE, Continued on Page 8 
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WANTS AND FOR SALE, Continued from Page 7 





SALES REPRESENTATIVES Ww ANTED, Cont'd 








MANUFACTURER OF UPHOLSTERED CHAIRS and Sofas 
has opening in many choice territories for top notch sales 


representatives with following in office furniture dealers 
Will exhibit at N. O. F. A. Cleveland Conventior Mail full 
particulars in first letter to Box P-107, care Office Appliances, 


Chicago 6. 


MANUFACTURER'S REPRESENTATIVE WANTED to sel 
well-known Foneholder——a fast moving nationally advertised 
item for all stationery, office supply dealers and wholesalers 
Protected territory, high commissior Write giving com- 
plete details, to Reyam, Dept A i6 W Washington St., 
Chicago 6. 











RETAIL BUSINESS FOR SALE 





OFFICE SUPPLY and Equipment Business successfully oper 


ated for eighty years. Located I Ohio city over 250.000 
population. Sales over $120,000, @ross average near 40 pet 
cent. Established accounts. Write P-108, care Office Appli 


ances, Chicago 6, for particular 
OFFICE MACHINES AND FURNITURE Business. Several 
excellent franchised lines Northwest city serving 500,000 





metro population, has recorded sales to $300,000 year, cur 
rently running $100,000 with owner devoting time to other 
interests. Aggressive operator can earn $20,000 up with min 
imum investment, low overhead, trained personnel, good 
service department. Sell $25,000 be« ise owner must devote 


> 


entire time to other interests. Box P-109, care Office Appli 
ances, Chicago 6 





A GOOD BUSINESS. WONDERFUL PROSPECTS, PLEASANT 
LIVING IN CALIFORNIA. Stationery, Office Equipment and 





Supplies Business established 30 years in pleasant County 
Seat in fast-growing section. Eniovable surroundings, best 
fishing and hunting. Should do $100,000 this year on present 
basis and much more when construction begins tremen 
dous hydro-electric and irrigation development seautiful 
modern store. Absolutely top lines and franchises. Opportu 
nity for younger man to make real money in next 10 to 20 
vears. Owner retiring to enioy earned leisure while still able 
Box P-110, care Office Appliance Chicago f 

OFFICE MACHINE AND SUPPLY Busine n Southeast 
Georgia, carrying best lines of machines, well « lipped shop 
Year volume about $40,000. Owner wants to retire $7000 
will handle. Write Box P-111, care Office Appliances, Ch 


cago 6. 





OFFICE SUPPLY and Equipment Business vith a suc 
cessful record of oneration for many years. Located in Ohio 
city of over 300,000 ponulation Sal in excess of $100.000 
Established accounts. Out of state management makes dis 
posing of business desirable Box P-112, care Office Appli 


ances, Chicago 6 





FOR SALE, WELL ESTABLISHED AND GROWING commer 
cial stationery and office equipment business in Chicago com 
mercial area outside of loon district. Great opportunity for 
man or men acauainted with industry Inventory and eauip 


ment about $60,000. For particulars write P-113, care Office 
Appliances, Chicago 6 





OFFICE SUPPLY STORE IN ROCKY MOUNTAIN city of 
60,000. Good outside trade area being worked. Gross sales 
last year $28,000: rent $70.00 with 3 year leas Price com 
plete at $7,500... Box P-114, care Office Appliances 


Chicago 6 








WANTED TO BUY RETAIL BUSINESS 





“WANTED TO BUY—Moderate size Office Supply Business it 
Mid-West. Must stand investigatior Box P-11 care Office 
Appliances, Chicago 6 














WANTED TO BUY—Office supply |} nes city above 50,000 

pop. Long established with wood retail locatior Can pay 

$15,000 cash. Box P-116, care Offic Appliances. Chicago 6 
LIsTs 

WILL SELL CHEAP list of 5 M commercial stationers and 

office appliance dealers. Also list of app. 5 M typewriter and 

adding machine dealers. Name not duplicated. The Kraus 


Co., 48-02 438d St., Woodside, N. ¥ 








ADDING MACHINE PARTS, TYPE, ETC. 





LARGE STOCKS of new and used Adding and Calculating 
Machine Parts available. Quotations furnished on specific 
parts upon request. I. A. Dehn, Jr 1643 101st Ave Oakland 
Calif. 








FOR SALE AND WANTED TO BUY, USED EQUIPMENT 





ELLIOTT-FISHER, Burroughs, Moon Hopk s, Adding and 
Calculating Machines, Comptometer Electr« itic Type 
writers, and fanfold machines, bought and sold Chicago 
Office Appliance Co., 1930 West 2ist St., Chicago § 


ELLIOTT-FISHER AND SUNDSTRAND machines. Comptom- 
eters, Burroughs, Friden, Marchant, Monroe Calculators 
Electromatic typewriters. Adding machines and all office ma- 
chines bought, sold, rented, rebuilt. Teeter-Warsh Co 849 
N. 3d St., Milwaukee 3, Wis. 





NATIONAL BOOKKEEPING MACHINES wanted, 3000 Class, 
t and 6 total machines, with typewriter and front feed car- 
riage, above 40,000 serial number; also, 3100 Model, Adding 
Machines, Calculators, Comptometers Advise serial and 
model numbers. Office Machines Inc., 619 Pine St., St. Louis 
l Missouri. 








BURROUGHS BOOKKEEPING MACHINES, All Models, 
Bought and Sold. Give serial number and model in request 
fo 
I 








r quotation Business Equipment C« 160 W Larned 
etroit 26, Mich 





WANTED TO BUY: Late Model Elliott-Fisher bookkeeping 
and billing machines Must be over 270,000 serial number 
J. & T. Office Machine Co., 605 W. Washington St., Chicago 6 


CLOSING OUT 
750 LATE MODEL REMINGTON and UNDERWOOD NOISE 
LESS TYPEWRITERS, 250 LATE REMINGTON DELUXE 
ELECTRIC TYPEWRITERS, each complete and in good 
operating condition 12 BURROUGHS and UNDERWOOD 
ELECTRIC FANFOLD BILLING MACHINES. 250 RIBBON- 
WRITER ATTACHMENTS, new, for 10” and 14” carriages 
makes an original and two copies—eliminates use of carbon 
paper All above items can be imported into the U.S.A 
DUTY FREE. Write Crown Equipment Co. Ltd., 1011 Bleury 
St., Montreal, Quebe« 


BURROUGHS, MOON HOPKINS, ELLIOTT-FISHER Book 
] 
bh 





eeping Machines, Comptometers, all makes caiculators 


ought and sold Dorrell Office Machines Co. (Inc.) $3 So 
lith, Minneapolis, Minn 





NATIONAL 2000 &3000 Class, Burroughs Bookkeepers, Cal 
lators, Addressing Machines. bought and sold. Send full 
description. Pan-American, 1225 S. Olive, Los Angeles 





WANTED ALL MAKES ecalculators and adding machines 

State make, model, serial number and adding capacity In- 

ternational Office Appliances, Inc., 326 Broadway, New York 
N 


WANTED TO BUY—Sunstrand bookkeeping machines, Mod- 
el 4. C and D. Give complete model number. serial, size 
carriage and whether front feed or back feed. International 
Office Appliances, Ine 326 Broadway, New York 7, N 
BURROUGHS, MOON HOPKINS illiott-Fisher, Remington 
Accounting Machines, and evervthing in the office machinery 
lime State model, serial number and we will quote highest 
ish prices. International Office Appliances, Inc., 326 Broad 
iy, New York 7, N . 





WANTED: Burroughs or N.C.R. Bookkeeping and Billing 
Machines, Calculators, Comptometers, Adding Machines, et 
ny style. Quote complete description and best price. AM 
ERICAN BUSINESS MACHINES, Inc 173 Broadway, New 
York 12, N. Y¥ 


ELLIOT-FISHER machines, calculating machines adding 
machines—all off equipment, bought ind sold Ww J 
Crowley Company, 906-908 N. Water St., Milwaukee 2, Wis 








BURROUGHS PRODUCTS our specialty. get our higher cas} 
prices for calculators bookkeepers billers comptometers 
A. L.. Steen, 547 So. Dearborn, Chicago 5, Ill 





RURROUGHS ACCOUNTING MACHINES Bought and Sold 
Dearborn Eauipment Company, In 301 West Lake St., 
Chicago 6, Tll 

VARITYPERS, IBM'S, all kinds office machines sold, bought 
holesale, export All-Laneuages Typewriter Co 119 West 
ird Street, N. Y. CH-3-8086 








VARITYPERS WITH TYPE WANTED 


serials above 

115.000 preferred Rentals, trade overhauling ADAMM 

Company 250 3rd Ave New York 10 Phone ORegon 
8765-6 


CASH FOR NIAGRA BX2M and A. B. Dick 90 Mimeogeraphs 
ind late model Underwood and Royal Typewriters Housel 
Box 13, Basking Ridge, N. J 

CASH PAID FOR MULTIGRAPH, MULTILITH, Varitypers 
Mimeograph Addressographs Typewriters Presses Also 
we trade and sell. Write Dixie Service, King, North Carolina 





ACME, all makes used visible filing equipment 


KARDEX 


Thousands of reconditioned cabinets, panels, books, always 
on hand Spe al service and prices to dealers for purchase 
or sale Get ur quotations Chas Ss Nathan In 548 





Broadway, New York 12, N. ¥ 


VISIBLE EQUIPMENT bought, sold and exchanged We 
pecialize in rebuilt Kardex, Acme and International Visi 
ble Factograph cabinets, as well as other makes. Write and 
tell us what Visible Equipment you need or have for sale 
Special prices t dealers Heinman Office Equipment Co 
Dept. OA, 4 N. 8th St., St. Louis 1, Me 


AMOUNT ised visible cabinet 


LARGE KARDENX ACME 
AND RAND Variety of sizes and styles A-1 condition 
very reasonable Eversteel Equipment Company, 69 Spring 


Street, New York 12 


— Cog g i J 
KARDEX, ACME, POST INDEX, et 
SPECIALISTS IN VISIBLE Filing Equipment for 30 year: 
Full cooperation offered to dealers on sales or purchases. All 
equipment thoroughly rebuilt and guaranteed. Commercial 
Card System Co., 135 Grand St., New York 13, N. ¥ 


OFFICE APPLIANCES, March, 1953 











State of the Industry - - - - 


aA 


@ December 


; 


New Order is in 


444411 


iad I 

f 
1c 
iga 


saddle at Washington 
representing the will of 


ot function apparently with 
the ¢ 
ine 


pel! mail, he had t 

pener 
tall member were tempor 
til the old civil-service retainers 
w to order such basic items as 
tatlonery and oilice equipment in 
ential—or should we say, most 


A 


NSOEA dealer tles for 


~~ 
Ct) 
rx 


ine 


ons, reports NSOEA 


; 
t Total sales were up 34% over 
na were ¥ w1ove the total ! 
ear previous. ihe entire year had 
tal sales but n scnange in oliice 
+ -_ l « as emlac 
nt, supplies and stationery sales 

y 4 wr ? 


@ There’s good advice 


= The 


OFFICE 


n pre 
manage 
per tl 
Drou 


4e 
+ the 
¥ , 

AL LLi€ 

V4 . 

| y ] 

Tt, , 
v¥ e tT 
acer 
mage! 
| “Ty 
IDO! 


} > ~ ww ™ 
lat reaeral taxes 


veor 
yea! 


cent bulletin issued 
Credit Men by the 


Henry H. Heinmann. He 
cautiona policies should 
ment regularly as a check 
eo! that the new et-ur 
yht ak t a depressionle 

t 1dvice, “Avoid the 
ne Yaministration aut 
wit 1avantage I 1r 


dc 
in your business 


es not 


will be reduced 


ths just ahead. We have a debt 
the world’s largest interest-payinag 
National Records Management counc 
pusinessmer ild throw t 
ete ré Is threatening to er 


APPLIANCES, 


y . re etfiittfar 
ec yer are stulied 
. . an 
LI. } c hr 
¢ ie tninks tha t 
1 
y 1 r or d ~ arrret 
A = ' A v¥ A 
thHinet ir jetr he 
Ab © dust! y A Dec! 


March, 1953 


doing a good job of selling, or at least of convinc- 
ing industry that preservation of records is a first 
order of survival. : 


® Those Who chuckle daily over the business prob- 
lems of wallet & Bobble, as depicted in the popular 
Gasoline Alley comic strip, were amused on Feb- 
ruary 9 over the plight of the stenog, Isabel. She 
decided that the filing system which “wasn't de- 
signed, just growed" needed a major operation. 
Isobel suggested that it needed to have “plenty of 
vertical folders, tabs, and index gquides—with a 
separate file for neckties, socks and laundry.” 
There’s a challenge for the brilliant minds in the 


industry.—-COS 





Good Reading This Month ..... 


Page 13. How can a salesman overcome a prospect's objec 


tions? Here's an informative article which can help in the 
battle against sales resistance. It gives case examples of 


rebuttal arguments in tough situations 


Page 15. ‘I 


plight of a 


Get It for You 


small-city office 


Can Wholesale” points 


dealer 


up the 
machine: The writer 
; some telling blows against a pr 


Pros 


ictice which he claims 
ina cons 


to the industry 


are sure to follow 


Page 17. What are the basic reasons for employee griev- 


mces? How can they be located and cured? Charley 
Broaded’s article is a frank di of that all-important 
ibject of firm morale 


Page 19. C. L. (Rocky) Jones analyzes merchandising vs 
pecialty selling. Office machine dealers in Chicago heard 
his address recently. The view Mr. Jones deserve more 
culation in the industry 
Page 21. V. N. Vetromile urticle asks the question: “If you 
1d to move your business could you pick the right loca- 
tion? Here is a treatise on the vital factors in locating a 
cessful business. Anyone contemplating a change in 
re site should study the views expressed here 


Page 22. Fred Merish, n 


— »a) 
inseior 


oted business analyst and financial 


tells how stock count can be made easy 


A simple 


ii 11iU 1ea 


> profitably adapted 


Page 24. The Modern Display section presents case history 
information on now unique i) res can promote typewriter 
1les and how to get the most ; ible 


benefit from a con- 


-ern's window displays 


Page 28. Leading off in 


re Albert S 


the office furniture 


section this month 


Keshin’'s findings on how follow-up seating serv- 


"e can pave the way for new sales. A dealer's experiences 


re recounted in order to help others 





Does Drumming Pay? 


A moot question put to 
members of the stationery 
trade in 1874 by the pioneer 
journal of that business, the 
American Stationer (published 
in New York by Howard Lock- 
wood), forerunner of OFFICE 
APPLIANCES with which it was 
merged in 1928. 


Written Especially for The American Stationer 


“This question is being discussed 
by merchants in every trade includ- 
ing our own. The large and wealthy 
houses which have been established 
for years, and who are known 
throughout the country, contend 
that they do not need to “drum” 
for orders—they have only to put 
a line of goods bearing their im- 
print on the market, and their rep- 
utation alone will sell them. This 
may be true in the book business, 
but it is not so in the stationery 
trade, as we will presently explain 
The reasons for this belief are 
simply an excessive sense of their 
own importance to the trade. They 
have a notion that their money will 
buy goods a little cheaper than a 
younger house can get them, and 
they think that people will trade 
with them just for the honor of 
the thing. We have heard the man- 
aging partner of one of our largest 
stationery houses talk in this way 
to their travelers. Other houses ad- 
vance the following reasons why 





review of 
some events at 
the start and in 
the progress of the 

OFFICE EQUIPMENT IN- 
DUSTRY and its trade journal 


OFFICE APPLIANCES 















Conducted by 


EVAN JOHNSON 

For 34 years Editor of 
OFFICE APPLIANCES. Since 
1941, Contributing Editor 





drumming does not pay, that 

“It leads to merchants buying 
goods before they need them, and 
opening needless accounts, beside 
selling goods on credit which they 
might otherwise sell for cash. 

“It leads to large reorders by the 
importer, to excessive production 
by the manufacturer, and to a sur- 
feit of goods in the market. 

“It causes the forcing and sacri- 
ficing of goods by the holders to 
meet their bills. 

“It leads to the loss of the sea- 
son’s profit alike to the buyer and 
seller 


Certain Buyers Benefited 


“It benefits those only who buy 
goods when they want them, and 
who cannot see the advantage of 
buying summer goods in January, 
or winter goods in July. They think 
if drummers were dispensed with 
there would be fewer goods im- 
ported or wanted, fewer goods sold 
on credit by country merchants, 
and fewer goods sacrificed. There 
would be fewer failures, a greater 
number of satisfactory balance 
sheets, and, lastly, a greater number 
of ‘successful merchants.’ 

“Add to these reasons the ex- 


pense of maintaining a first-class 
traveler, and these parties say de- 
cidedly that drumming does not 
pay. 


Objections Unsound 


“The people, however, who talk 
in this way are generally those who 
are in business on special capital, 
and those who will not pay for the 
services of a really first-class man 
to represent them, for the reason 
that it is expensive. They want all 
the profit at once, and are not 
willing to wait for trade to develop. 
They have a first-class man, per- 
haps, with a salary of $2,000 a year 
and expenses. They expect that 
man to come to them from a house 
which he has represented perhaps 
for years, and immediately transfer 
his entire trade to their establish- 
ment. They expect improbabilities, 
and because he does not come up 
to their expectations they discharge 
him and say drumming does not 
pay. Yet they hire a new man who 
has never made a trip in his life, 
and is not acquainted with a man 
upon the route, but who will work 
cheap, say for $600 or $800, and 
expect him to sell goods advan- 
tageously. The profit on the goods 
such a man sells will not pay his 
traveling expenses on his first trip, 
and very likely he may have to 
travel a year before he can make 
both ends meet, for it is estimated 
that it costs from $1,500 to $2,000 
to introduce a new traveler to the 
trade. Yet penurious people cannot 
understand this. They may have 
grown up in the business, and are 
thoroughly posted, but they have 
never made a trip in their life. They 
may perhaps have run over to Bos- 
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ton or Philadelphia, perhaps they 
have made a pleasure trip out to 
Chicago and St. Louis, and having 
received by the trade 
there, and obtained a considerable 
amount of orders, they come home 
satisfied that any- 
yoods. No one ever 
mistake in his life. 
They have not put the profits 
against the expense account. They 
d down their average 
intermediate 
have not just missed 
a train thereby lost a whole 
day, because they have not had 
two large sample trunks to pack, 


been well 


more than ever 
poay can sell 


maae a WOrsSé 


have not p lle 
by small rders at 
points They 


but were ready to go when it was 
time for the train to start. They 
have not learned that nine times 

of 10 it is the traveler who 


sells the |: 
of the ho 


keep the 


not the reputation 
An old traveler will 
mers upon his route 
when he will be with 
them, and many of them will wait 
for him, while no rival drummer 
can induce them to buy, unless by 
extraordinary sacrificing. When the 
traveler arrives he is warmly 
asked who he 
travels for. The dealer does not 
employers, whom he 
may never have met; he only knows 
the man who stands before him. He 
may have bought from him time 
after time, and never been cheated, 
and hence he will trust him. He 
does not care whether he represents 
the rich powerful house of 
C. & H., or the young struggling 
house of B. & Co. He gives him an 
order, if prices are right, without 
asking if he is changed his house. 


, ‘ 
posted aS to 


greeted: he is not 


sare for Nils 


This much for the employers’ 
side of the Next let us look 
at the drummers’ side—and here 
the principal reasons are found why 
drumming does not pay 


Qualifications Exaggerated 

We said the principal reasons 
why drumming does not pay was 
the fault of the traveler himself. 
For instance, when a traveler is 
looking for a position, he sets his 
ileal too high. If the 
amount of sales really reach $50,000 
per annum, he stretches it to 
$75,000, and on in that propor- 
tion. Again, when asked the usual 
profit he has been making, he will 
put it 5 to 7 per cent too high. 
0d deal of dissatis- 
often the opening 
separation which is 
sure to follow a connection made 
ntation and fraud, for 
the traveler knows when he tells 
> story t is false, but he also 
engagement and sal- 


} ‘ 
sai€S a f2Trea 
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ary depend on the representations 
he makes of his ability. So indeed 
it does, but a man who only sells 
$50,000 a year at 10 per cent profit 
is a positive loss to a house who 
pays him $1,000 a year and ex- 
penses, as a rule, for generally the 
travelers in the stationery trade 
average their expenses at $10 per 
day, and are on the road fully nine 
months in the year. The traveler’s 
salary and expense account alone 
eat up $3,700 of the profits, to say 
nothing of the expenses of doing 
business, bad debts, etc. The prin- 
cipal idea with most travelers is 
to run up a large total of sales, 
without thinking that profit is the 
main thing. For instance, when 
a buyer hesitates, he will take some 
leading article, such as Faber’s pen- 
cils, Arnold’s fluid, or David’s inks, 
and offer them at very low prices 
indeed, throwing them out for a 
bait to start a bill. But this game 
has been played out, and it often 
happens that the baits are all taken, 
and the fancy goods, whereby he 
hoped to make up his profit, are 
dropped like hot shot, for the ma- 
jority of the buyers are not fools. 
They will think more of a man who 
gives them regular prices on such 
goods, and be more tempted to buy 
his fancy goods if desirable than 
they do after he has sold them 
goods at or below cost, and the 
profit on which, they know as well 
as the salesman, is intended to be 
made up on something else.” 


Fine Clothes Arouse Suspicion 


Another article refers to factors 
which caused complaint, one factor 
being the expensive garb which in- 
cluded “silk hat, ivory headed cane 
and kid gloves.” The writer reports 
being in a dealer’s office when a 
drummer called. 


“Friend,” said the dealer, “I can- 
not buy anything from you.” “Why 
not” responded the drummer. “For 
the reason” said the dealer, “I can- 
not afford to pay for the fine clothes 
you wear the cost of which I know 
must be in your bills——” There 
was also reported a protest on “Ex- 
cessive wine suppers” and some- 
thing about railway ticket scalping 
“an invention of recent date” and 
the following observation upon 
traveling expenses. “I believe that 
a man can go over the regular 
route from St. Louis to St. Paul, 
carrying 400 pounds of baggage for 
seven and a half dollars a day 
and stop at the best hotels on the 
route and be as much of a gentle- 
man as when he spends ten dollars 
a day.” 

“Does Drumming Pay,’ the ques- 
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tion put and answered seventy-nine 
years ago, is here presented as a 
reminder of the importance of the 
mission of the men on the front 
line of one of the greatest divi- 
sions of commerce. 


The term drummer, appropriate 
in the days when the country was 
less populated and where in some 
sections train schedules were un- 
certain, hotel accommodations lim- 
ited in several respects, and excess 
baggage a bother. One special dif- 
ficulty was certain destinations 
from nearest railway § stations 
reached only by horse and wagon. 
In winter snowbound trains and 
wagons stopped traffic, sometimes 
for several days. In other seasons 
weather conditions in wind and 
water furnished experiences con- 
tributing to the difficulties of travel 
but more frequently there was in 
view the grandeur of sun rise over 
hill and dale, then cloud sheep 
trailing across the empyreal blue 
to form an end of day the pattern 
of the glorious sunset. 


All this and the friendly greeting 
of the prospect making drumming 
in those days a romantic adventure. 


Wielandy Records Adventures 


In the preface of his impressive 
story of the origin and development 
of the stationery trade, THE RO- 
MANCE OF AN INDUSTRY, the 
reader rides with the author Paul 
J. Wielandy on his first trip across 
the then thinly-settled western 
country and shares with him the 
thrills of the journey. And in the 
general content of the volume he 
will be impressed with the listing 
and descriptions of the articles 
which consituted the stock of a 
first class stationery and book store 
of the times. 


By changes in the trading prac- 
tices of the office equipment indus- 
try through the past quarter cen- 
tury “drumming” has become a 
somewhat commercial profession, 
under another name, contributing 
to the expansion of the industry. 
For the traveling salesman is not 
only representative of manufactur- 
ers or jobbers, or both, he also is a 
member (or eligible to be) of the 
Field Division of NSOEA consisting 
of 12 Travelers Clubs, some holding 
weekly meetings, independent of 
but co-operative with the 14 re- 
gional branches of NSOEA under 
direction of 14 District Governors. 


The traveling salesman’s many 
contacts in the day’s work, with 
mutual advantage the object, help 
to increase membership in the in- 
dustry’s organization and build up 
attendance at their meetings. 


11 








anee 


ES 05: | 
RED CROSS FUND 


i 


Give Now 


Make life a little better for the men and women in 
the armed forces, for hospitalized veterans, for dis- 
aster sufferers and for those in need in other lands. 
Every month in the year, thousands of people in 
distress reach out to the Red Cross for help they 
must have—help that can come only through you. 
Don’t leave it up to your neighbor. Give now! Do 
your share in financing the cost of collecting blood, 
providing financial assistance for servicemen, vet- 
erans and their dependents; of furnishing emer- 
gency aid and rehabilitation to disaster victims. 
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Some Ways for Salesmen to Overcome 


Prospect's Objections 


MOTTERSHEAD 


m@ MANAGEMENT TODAY is burn- 


ing midnight oil to catch up the 
lost time sales revitalization 
which occurred in the hectic days 


of post-war reconversion. Many 
sales organizations have been re- 
built from the ground up in the 


past three years and others have 
felt the serious tightening up of 
policy all the way down the line. 
Numerous companies are shrink- 


ing field representatives’ territor- 
view towards hiring more 
ultivating the field more 


les with a 
men and 


intenslvel' 


Play Vital Roles 


In the midst of this activity, sales 
iles tools, sales training 
fundamentals all 
come to play an important part 
Howeve! egardless of product 
training territory management 
training, policy training and con- 
supervision by experi- 
men and field sales su- 
pervisors, there are cerain elements 
if sales “know-how” which new 
pe for and which many 
have neglected. Among 
ability to handle ob- 


sistent field 


enced sale 


tnem is tne 


Ever. ilesman has encountered 
the objections that 
prospect nd potential buyers put 
ip as a reen for their real or 


saieS resistance 
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imaginary reasons for not buying. 
Sometimes these objections are 
real; frequently they are not. We 
cannot go so far as to say that 
people intentionally give false rea- 
sons for not buying, but many of 
the objections they offer are not 
valid, while the real reason, often 
unconscious, lies hidden. 


Solution Counts 


The real problem is not the valid- 
ity or the honesty of the objection 
put forward by the buyer. The real 
problem is what to do about it. His 
objection must be met and over- 
come in such a way that it is 
removed, not merely temporarily 
beaten down to rise again later. 
Objections must be met in such a 
way that the buyer is hardly aware 
of what is going on except that he 
has somehow changed his mind 
voluntarily. Whether the objections 
are real or false, factual or imag- 
inary, they are real to the prospect, 
and must be treated as such by the 
successful field salesman. There are 
three main techniques in common 
use for overcoming objections: di- 
rect rebuttal, the “yes-but” method, 
and what we call the boomerang.” 


Direct Rebuttal 


In its simplest form, this method 
of overcoming objections says: 
“You're nuts!” or “You're a liar!” 
and the man who shouts the loudest 
and carries the biggest club wins 
that round. In a more polite form, 
direct rebuttal simply says: ‘To the 
contrary, you really want to buy 
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this item in spite of your objec- 
tions.” 

The old jingle says: “A man con- 
vinced against his will is of the 
same opinion still.” You can’t brow- 
beat a buyer into action. You can’t 
change his mind or activate his 
emotions by winning an argument. 
Get back to first principles. The 
big secret in selling is to make the 
buyer act as you want him to be- 
cause he wants to do it. 


“Yes—BUT:” 


This is a little more tactful and 
is perhaps most often used by 
people who are making a conscien- 
tious and sometimes obvious effort 
to be tactful. In essence it says: 
“There is no doubt a lot of truth 
in what you say, Mr. Jones, and 
you have undoubtedly given the 
matter a lot of thought, BUT, here 
is a factor which you have not 
considered and because of it you 
should do so-and-so.” 

This method gives the buyer 
credit for being sincere, credit for 
having some sense and some intel- 
ligence, admits the weight of the 
objection but counter-balances it 
with new facts or another idea. 


The “Boomerang” 


The boomerang is the method 
which really rings the bell, but the 
salesman has to be constantly alert 
to use it, and not every sales inter- 
view creates an opportunity to use 
it. The fellow who doesn’t want to 
buy insurance because he’s lucky— 
he had seven narrow escapes last 
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year—that’s just the reason he 
should buy it, now. By the law of 
averages his luck has just about run 
out. 

The secret of the “boomerang” is 
that it converts the man’s objection 
into his primary reason for buying. 
He is afraid we can’t make deliv- 
eries; our firm has a better record 
of making deliveries than any other 
and we guarantee delivery against 
a penalty, so he can’t miss. He has 
had bad experience with shoddy 
merchandise in some shipments; 
we're selfish people too, and we 
can’t stand for such things because 
it costs us money. 


Objections Vary 


There are, of course, many objec- 
tions and variations of objections 
encountered by the men on the 
firing line. However, a few of the 
more common reduce to the buy- 
er’s saying he wants time to think 
it over; he has to talk to his asso- 
ciates about it; his company is buy- 
ing other products right now and 
is over-loaded and can’t undertake 
more expense right now; he wants 
to wait and see what future busi- 
ness conditions will be; he thinks 
there may be a change in personne! 
in his company and he can’t com- 
mit the company to anything right 
now; he already has the product 
of your competitors; he thinks the 
price is too high, your product is a 
luxury for him. Let’s see how some 
experienced field men handle these: 

“T want time to think over your 
proposition.” 

“IT want you to have all the time 
you need to think it over. Are there 
some points that I have not made 
clear or where I can give you more 
information? If so, I'd appreciate 
your questions now, because I’m 
sure you'll agree with me that the 
time to think about this proposal 
is now, while I’m here to answer 
your questions and help you with 
the problem.” 


Analyze Problem 


In some cases the buyer who 
“wants to think it over” has some 
other reason for delaying action. 
Analyze the situation and if pos- 
sible find out what that reason is. 
He may want to check your offer 
with the experience of another cus- 
tomer of yours; he may be holding 
another offer behind his back while 
getting information from you; he 
may simply be picking your brains 
while intending to buy elsewhere. 
Smoke him out. The boomerang is: 
“NOW is the time to think because 
I’m here to help you NOW.” 

“Our company is buying heavily 
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in other lines right now, and we 
can’t undertake any more expendi- 
tures at this time.” 

“IT realize, Mr. Jones, that your 
company is undertaking a very 
heavy program right now and that 
it can use every available dollar for 
present committments. Here is an 
opportunity for quick profits, fast 
turnover, which will make available 
more cash to help handle that pro- 
gram you're talking about.” 

OR: “I know, Mr. Jones, that at 
the moment your company has to 
economize at every turn. This pro- 
posal means just such economies. 
An installation of this type will 
bring about the economies I have 
mentioned and lessen your com- 
pany’s financial burden more and 
more as time passes.” 

The boomerang: His objection 
becomes his main reason for buy- 
ing, NOW. 

“IT want to wait and see what 
business conditions will be siz 
months from now,” 


Don’t Delay 


“Mr. Jones, an executive in your 
responsible position can’t afford to 
wait and see what the other fellow 
is doing. Our competitive market 
today means that we must each one 
of us be a jump ahead of the com- 
petition if we are to bring home the 
bacon. We have to predict the fu- 
ture as best we can with the facts 
we have. After all, all business is 
essentially speculative; there’s a 
risk in it. That’s what we get paid 
for, taking risks. I think that going 
ahead right now would be the best 
decision you could make under the 
circumstances.” 

The direct rebuttal . . . politely 
tell’s the man he is ducking his re- 
sponsibility to make a decision. 

OR: “Mr. Jones, I can’t blame 
you for wanting to wait a bit until 
conditions clarify themselves. We 
don’t know now whether there will 
be a depression, more inflation, or 
an atom bomb drop on us tonight. 
BUT, we do know that regardless 
of “conditions” we are going to have 
to stay in business and try to make 
a profit. Now this proposal is an 
opportunity for your company, and 
so forth .. .” 

The “Yes—BUT” swings his 
thinking to his real need to decide. 

“T’ll have to talk this matter over 
with my associates.” 

“Mr. Jones, let me ask you a 
favor: You’ve given me an hour of 
your time this morning, and have 
listened carefully to my story. I 
think you have a fine understand- 
ing of what my company has to 
offer you. I have spent ten years 


representing my company, which 
specializes in doing what we pro- 
pose to do for you. I don’t think 
I can expect you to answer all the 
questions your associates might 
raise with only an hour’s prepara- 
tion. Could you call them in here, 
or take me with you to see them 
while I’m here to help you discuss 
this with them?” 

Yes—BUT: “Let me help you talk 
to them.” 


One Answer 


“There are a lot of changes in 
top personnel taking place right 
now, and I can’t commit the com- 
pany to anything at this time.” 

“Mr. Jones, I have been doing 
business with you for two years 
now and I have always felt that 
you were a man who felt very 
strongly the responsibilities of your 
position, wanted to make the right 
decision for the company at all 
times. You know what this proposal 
means for your company. With 
your background, you _ probably 
know better than any new man just 
what would be the right decision. 
Whether you stay where you are, 
or some other individual takes over 
another executive job with your or- 
ganization, the basic policies of 
your company are not going to be 
changed over night. If you accept 
this proposal now, whatever hap- 
pens, you will know you have done 
the right thing.” 

The boomerang: “The best thing 
for the company regardless of 
changes.” 


Another Reply 


“We already have everything we 
need in that line. The XYZ Com- 
pany has been serving us for years.” 

“Undoubtedly, Mr. Jones, the 
product you have been buying from 
the XYZ Company has been satis- 
factory to you, or you wouldn’t still 
be buying from them. I wouldn’t 
recommend that you make any 
change just for the sake of chang- 
ing or because you like the way I 
comb my hair. My interest and 
yours, is in getting the best deal 
for your company. Now we know 
that you must have quality, per- 
formance, reliable service, manu- 
facturer’s guarantees, a good price, 
split billing, split deliveries and 
overnight service on replacements. 
I don’t believe that if the XYZ 
Company, or anyone else, were giv- 
ing you all that, you would be talk- 
ing to me today. There are the 
eight basic requirements of your 
Situation, and I believe that our 
company is the only one that can 
give you all of them.” 
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"! Can Get tt 
for You 


Wholesale” 


W AM WARNER, SR. 

Edito? Note—The accompany- 
ng article points up the plight of 
the small office machine dealer 


the fact that his cus- 
ncouraged to buy “at 
vholesale” through catalogs circu- 
lated by merchants who are outside 
of the industry. The comments 
Warner’s and are 
means of stimulating a 
ion and inviting other 
ng this problem.) 


hampered 


tomers 


given are Mr 
printed a 
frank di 


deas conce? 


GOOD MANY YEARS 
nies in the gift busi- 
iloged portable type- 
1dding machines at 
discount prices. Al 
first there ere not too many of 
and it was only 
ecasionally that you lost a sale 
these catalogs. 
Now, thi are becoming so nu 
every merchant, re 
gardles f his type of business, re 
these brochures. I 
would say that he has more oppor- 
discount prices 
than he has 
egular solicitation by 


g@ FOR A 


certaln npa 


these com} 


pecause 


merous 


tunity t 1" at 


from thes« 1ouses 


Idea Spreading 

This wou not be so injurious if 
the practice were confined to busi- 
But another idea 
developi o rapidly that it will 
prove to be very harmful to legiti 
ite typewriter dealers. I am 
practice of offering 
these typewriters to the business 
hous¢e istomers at discounts 


>; NOUSE LOTi¢ 
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ranging from 15 to 25%. We have 
lost a number of sales in this man- 
ner to these catalog firms. 

I realize, of course, that the type- 
writer business has always been 
competitive but certain allowances 
could be made when it is confined 
to the typewriter dealers exclusively. 

Now, with drug stores, hardware 
stores and grocery houses having 
access to these catalogs, almost 
anyone can ask his druggist or 
hardware dealers for an opportu- 
nity of “a deal.” In some cases the 
merchants will even suggest that 
they can “get it wholesale.” 

In the long run this practice has 
eaten into the dealer’s profits at an 
alarming rate. It seems to the 
writer that the manufacturers of 
these products should be sure that 
they are channeled through legiti- 
mate outlets and not offered to the 
general public. 


An Ultimatum 


Circularizing cur town of 20,000, 
are, perhaps, 25 to 30 Chicago, New 
York and St. Louis companies who 
send in their catalogs at intervals 
of six months. This means that we 
have had many cases where the 
customer will ask our opinion re- 
garding the best make to buy. He 
will then inform us that he can 
get it at a 15 to 20% discount in the 
hardware or grocery store. As an 
ultimatum he tells us that unless 
we care to meet that figure he will 
have to buy the machine elsewhere. 
That’s a situation which the manu- 
facturer should help to clean up. 

At the beginning, a number of 
years ago, there were probably 
only three or four catalogs in cir- 
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culation that listed portable type- 
writers. But today there are so 
many offered that the manufactur- 
er’s list price will soon be a thing 
of the past. It will mean that many 
typewriter dealers (including my- 
self) will be forced to protect them- 
selves by cutting the price of rental 
machines to discourage the sale of 
portables. We are considering such 
a plan very seriously. 


Losing Business 


We usually buy portable typewrit- 
ers 50 at a time and are not con- 
sidered as small operators by any 
criterion. But we have lost so much 
business to these discount houses of 
late that we will become a very 
small operator when it comes to 
portables. 

Please understand that we are 
not complaining about the compe- 
tition that may be furnished by 
legitimate typewriter dealers who 
may become very wild at times. The 
many discounts they have offered 
appear insignificant when com- 
pared with those of the catalog 
houses. 

Perhaps 95% of these catalog 
houses do not even carry stocks of 
machines. They procure them from 
the manufacturer’s branch when 
ordered and usually sell on a C.O.D. 
basis. Again they have an unfair 
advantage because we, of course, 
sell on open account as well as 
terms. 

The manufacturers themselves 
hold the key to this situation which, 
I believe, most legitimate type- 
writer dealers wish to have stopped. 
They may say that they are not 
aware of the problem but all they 
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have to do is to investigate and 
they will find that the practice 
actually exists. However, there are 
some catalog houses who are not 
listed as franchise dealers of the 
manufacturer and who obtain the 
machines through a dealer source, 
perhaps paying the dealer a dollar 
per machine profit instead of buy- 
ing from the manufacturer. 

One manufacturer refrained from 
the practice for a considerable 
period and we were able to sell its 
machine in our store because we 
could point with pride to the fact 
that the ——was not a machine 
to be “footballed” and if the cus- 
tomer wanted the best naturally he 
should pay the regular price. 


Advertising Not Enough 


But now even that manufacturer 
has become involved in the mess. 
As I said before, aggressive adver- 
tising does not overcome this. It 
will force many a dealer to lower 
his prices on rentals in order to 
make up in rental volume what is 
lost on the sale of portables. 

The writer has been in the type- 
writer business for 35 years and 
has seen some pretty rough times, 
but this latest development will do 
more to discourage the portable 
business from the dealer’s stand- 
point than anything I have ever 
experienced. 

I might add that in most cases 
the small-town dealer has a hard 
time breaking even on repair serv- 
ice. Then, when he is loaded down 
with machines purchased elsewhere, 
he has very little opportunity to 
make a profit. 


Service Expected 


The bad thing about this whole- 
Sale selling is that the customer 
thinks that because you handle 
this make of machine on a fran- 
chise that you should be obligated 
to render service regardless of 
where it is purchased. 

If you don’t give the service, 
sometimes it is reported to the com- 
pany and you get a nasty letter. 
When you then remind the manu- 
facturer of the obnoxious practices 
you are told that the situation has 
been “magnified” or ‘does not 
exist.” 

I believe that a manufacturer 
should make chain stores selling 
typewriters pay for service on their 
own guarantees as it is much 
cheaper for them to do this than 
to maintain a service department 
Otherwise, an extra advantage is 
offered to the chain stores at the 
expense of the legitimate dealer. 
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THE SALT LICK 


Monthly musings on salesmen 
and their problem: 


by L. R. ADDINGTON, vice-president 
dealer sales, Art Metal Construction Co. 


@ GOOD SELLING technique can be de 
veloped by the average salesman. Suc 
cessful selling as a profession depends 
almost entirely upon whether the salesman 
has improved and developed his selling 


techniques. 


Most of the failures in salesmen are 
caused by a lack of good selling prac- 
tices. Walking backward on how a sales 
man may end up with good selling tech 
nique, we find a pattern which has de 
veloped unvaryingly as follows: (We are 
defining technique as the repeated prac 
tices in selling which produce plus results 
in sales and continuing good will on the 
part of the customer.) 

1. Plus-producing technique. 

2. Plus attitudes. 

3. Self-analysis. 

4. Observation. 

5. Sense of responsibility or desire 

to serve others. 

6. Constant trying. 

7. Likes to work or responds to 


challenge. 

8. Determination to succeed or im 
prove. 

9. Pride. 


We do not, of course, have space here 
to discuss all the factors leading up to 
good selling technique, but a thoughtful 
look at the factors as outlined will pro- 
vide any person with food for thought as 
to the development of technique in a suc 
cessful salesman. Good technique cannot 
in its entirety be something that a person 
is born with and arrived at haphazardly. 
We are not born with abilities, we are 
born only with urges, and any man who 
wants to be a salesman has the basic 
urge. Whether he succeeds as a salesman 
depends entirely upon whether he de 
velops good selling technique. 


What are the factors in good technique 
which produce orders and satisfied cus 
tomers? Technique is seldom an instinc- 
tive reaction or act even though it may 
appear to be so, due to the fact that it 
has been done or accomplished many 
times and perfected through trial and er 
ror. A salesman should develop his tech 
niques so that they appear easy and 
natural. A few techniques which a sales 


man must develop are 


He must look and act as though he is 





going somewhere. He must smile and be 
friendly when he doesn't always feel like 
it. He should state very quickly after 
greeting a prospect, why he is calling. 
He should be interested in the other fel- 
low’s viewpoint. He should learn the art 
of subtle compliment. He should practice 
asking intelligent questions. He should 
understand and study the meanings of 
words. He should be keenly aware of the 
impression he is making by studying the 
customer's face and his reactions. 


Be alert to whether the subject you are 
talking about is of interest to the listener. 
Work toward getting other interested 
parties in to listen to your story. Be in- 
terested in all people around you and their 
ideas. Pass the time of day with all people 
that you see or contact on a call. Learn 
the names of as many people as you can 
in your customer's operations. Teach your- 
self the way to get information without 
appearing nosey. Ask for time to get in- 
formation which the customer wishes. Do 
not plead ignorance. Enthusiastically praise 
your company and its products. Do not 
apologize for an occasional defect in a 
product, but develop a technique of using 
this situation to prove to your customer 
that your guarantee means something 
Never talk down to anyone. Point up 
values, don't try to prove prices only. 


The above are just a few techniques 
which a salesman must develop. If a man 
is determined to become a good salesman, 
he must constantly improve himself and 
his talents. If he is to be constantly mo- 
tivated, it must come from a force within 
him. 


The Biblical story of the talents probably 
could best be used today and become a 


motivating factor if expressed in the fol- 
lowing way Any man who works to 
less than the limit of his abilities each day, 


denies his Lord 





NEXT MONTH: 


give same attention to small 
prospect as to largest cus- 
tomer. 
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Locating and Curing 


Employee Grievances 


(C HAk - BROADED 


gw EMPLOYEE GRIEVANCES in a 
business organization, as dependent 
on the performance of its employees 


as the average office supply and 
equipment store, should be treated 
as promptly as an infection of one’s 
body 

If they are allowed to grow and 
fester, grievances can spread rap- 
idly to the point that they may 
jeopardize the very existence of the 
organization. It is to the direct per- 


ige of the office supply 
retailer and his subordinate super- 
visors that they (1) know how to 
rievance when‘ one 
take immediate steps 
basic causes for such 
emotional disturbances 
basis for the griev- 
or imaginery, the effect 
yee’s usefulness is the 
same. He inable to concentrate 
on his job, and both the quality and 
quantity of his work deteriorate 
He quickly infects others with 
whom he n contact by communi- 
ating his dissatisfaction and irri- 
tation t associates 


onal advant 


recognize 
exists, and 
to remove 
mental al 
Whethe! 
ance 1S reali 


on the empl 


How Severe? 


The extent of the damage, of 
s in part on the in- 
grievance. A mild 
erievance will have little notice- 
able effect on an employee’s work 
A basic minimum of “griping” must 
d in any organization 
But the office supply dealer who 
can keep |! grievances to this basic 
minimum will hold a very decided 
competitive advantage. Not only 
vill his employees work more effi- 
ciently, they will communicate their 
feeling b satisfaction to their 
vorking a Employee turn- 
ver will al be held to the mini- 
num 

Grievances may indicate a fault 
in the management or in the em- 
ployee, or may reflect dissatisfac- 
tion with outside conditions be- 
control of either 
Th ipervisor cannot settle 
very ince that may arise 


course 


tensity or tne 


be anti lpatl 


ciates 


yond the irect 
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However, he can adjust the great 
majority of them through applica- 
tion of a technique which practical 
experience has proven successful. 
This five-point technique may be 
summarized as follows: 

1. Locate the grievance. 
Talk with the employee. 
Get all the facts on the case. 
Take appropriate action. 
. Convince the employee of the 
fairness of the action. 


orm Cw bh 


Locate the Grievance 

Many a grievance has been al- 
lowed to progress until it has 
reached a critical stage simply be- 
cause the owner or supervisor did 
not know how to recognize the 
symptoms. An employee will often 
gripe bitterly to his fellow workers, 
yet say nothing to his supervisor 
to indicate his discontent. 

The employee who is nursing a 
grievance will usually indicate that 
fact by a change in his normal be- 
havior. The cheerful, talkative em- 
ployee will become quiet and un- 
communicative. The normally care- 
ful, meticulous worker grows sloppy 
and careless. Or, he may go to the 
opposite extreme, becoming a “per- 
fectionist” and constantly griping 
about the shortcomings of other 
workers. 

But regardless of the type of in- 
dividual, a grievance will always 
cause some noticeable change. The 
supervisor must therefore know his 
employees and must be constantly 
alert for such indications of a griev- 
ance. 


Talk with the Employee 


When you discover that a griev- 
ance exists, the next step is to dis- 
cover the actual cause of that 
grievance. The only satisfactory 
method for doing this is by private 
interview with the employee. It 
may be difficult enough to get him 
to talk openly and frankly with you 
in private; it would be virtually 
impossible to do so in the presence 
of others 
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An important point to remember 
in your private interview is that 
the things which the employee first 
complains about may not be his 
real grievance. His actual grievance 
may be difficult for him to justify 
logically. If his complaint is not 
based on factual, substantial rea- 
soning, he will appear foolish by 
openly admitting it. In such case, 
he will probably invent things about 
which he can complain legitimately. 
These substitutes may be hours of 
work, rate of pay, days off, or any 
other definite subject. 


Learn the Story 


Often, the employee himself does 
not realize that he is substituting a 
fictitious complaint for his genuine 
grievance. The best way to get at 
the root of the trouble therefore, is 
to encourage him to tell his story 
two or three times. This may ap- 
pear extremely trivial. However, 
many individuals will not mention 
their real grievance until they feel 
that they have established a solid, 
factual case for themselves by 
bringing up the substitute (but 
logical) grievances. Only then wiil 
they feel sufficiently relaxed and 
sure of themselves to mention their 
real difficulty. 


Sometimes complaints will com- 
pletely disappear as a result of a 
friendly discussion. When the em- 
ployee has a chance to fully discuss 
his problem he is able to view it 
objectively. With the more serious 
complaints, however, it will be nec- 
essary to actually do something 
about it to effect a lasting solution. 


Get All the Facts 


After you have secured all pos- 
sible information from the em- 
ployee, you should investigate fur- 
ther to double check his statements 
and to uncover additional informa- 
tion. If your bookkeeper, for exam- 
ple, has complained that she must 
do more work than she can readily 
handle in an eight-hour day, you 
must determine whether her work 
load is actually heavier than it 
should be, or whether she lacks the 
average skill and stamina needed 
for her job. 


Or the difficulty may be due to 
improper job training or place- 
ment, ambiguity in delegation of 
authority, or even unsatisfactory 
home relationships, which are pre- 
venting adequate job attention. The 
employee does not forget his per- 
sonal problems the moment he steps 
into the store in the morning. In 
each case, the supervisor must de- 
termine the truth about the specific 
difficulty by inquiring, checking 
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records, and analyzing job condi- 
tions. 


Take Appropriate Action 

The facts discovered will usually 
indicate clearly the action which 
should be taken. In making a deci- 
sion, snap judgments should be 
avoided. It may also be that de- 
cisions on some issues are outside 
the scope of the immediate super- 
visor’s authority. The manager of 
a store unit in a small chain of 
stores, for example, may find that 
proper solution of a_ grievance 
would violate some general policy 
of the firm. He therefore presents 
the problem to his superior. If his 
superior similarly cannot make a 
decision, it should be presented to 
the next higher authority. 

When the proper authority has 
made a definite decision, it should 
be passed down through the same 
channels of authority to the origi- 
nating supervisor. The latter is the 
person who must adjust the diffi- 
culty, since the employee will lose 
respect for his supervisor if he is 
informed of the decision by anyone 
else. 


Convince the Employee 


The action taken to settle a griev- 
ance may be either liked or disliked 
by the employee. If the action is 
favorable, then the supervisor 
should tell the employee what it is 
and carry out the agreement. If 
the action is unfavorable, the em- 
ployee will continue having a griev- 
ance unless he is convinced of its 
fairness and impartiality. In this 
event, the supervisor must be care- 
ful in explaining the reasons for the 
action. 


If the employee fully understands 
the relationship of the company’s 
and the supervisor’s viewpoint to 
his own, he will be able to accept 
the action as essential. Selling the 
fairness of each decision to the em- 
ployee is of prime importance in 
settling present grievances and pre- 
venting future ones. 


It’s Effective 


The use of this five-point tech 
nique, it should be noted, is just as 
effective in settling imaginary 
grievances as in settling definite 
factual complaints. 

The progressive supervisor also 
welcomes comments regarding con- 
ditions or situations which may dis- 
turb his subordinates. He tries to 
create a climate in which such com- 
ments will be freely forthcoming 
He then corrects such conditions 
promptly and efficiently before they 
create acute and critical grievances 
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DISCLOSURE OF MANUFACTURING 
SECRET 


@ TWO YOUTHS, one 14 and the other 
19, were employed by a typewriter ribbon 
manufacturer. The process for the manu- 
facture of these ribbons, developed by the 
employer through the expenditure of large 
sums of money and years of time and ef 
fort, required the use of some 15 secret 
formulas and appliances, which had been 
scrupulously guarded from disclosure to 
the trade. 

These two young men, after learning 
this process that had been entrusted to 
them in confidence, set up their own ribbon 
company, planning to use this knowledge 
in the manufacture of a competing product 

Suit was brought by the manufacturer 
for an injunction preventing the use of 
these formulas and appliances. In their 
defense the boys contended they had made 
no written contract of any kind to retain 
this information in confidence. 

“The law raises an implied contract,” 
said the New York court, “that an em 
ployee who occupies a confidential relation 
towards his employer will not divulge any 
trade secrets imparted to him in the course 
of his employment. We do not see why 
these employees are not under just as 
strong an obligation to observe and keep 
secret the trust reposed in them as they 
would be had they reduced the contract 
which the law implies, to writing. 


“Nor does the fact that they entered the 
employer's service while minors and at first 
performed duties unimportant in their 
character, relieve them from the faithful 
observance of their obligation. One at least 
was advanced to a position of great re- 
sponsibility and both of them had attained 
their majority before attempting to take 


What the Courts Say — 


(Case histories reported 


by Albert Woodruff Gray) 


improper advantage of the knowledge im 
parted to them while in this employ and 
their present experiments are not in the 
direction of legitimate competition but in- 
volve a breach of trust which we think the 
court should prevent.’ 


Little v. Gallus, 38 N.Y.S. 487, New York 





EMPLOYMENT PROVISION VOID 


@ A SALESMAN’S EMPLOYMENT contract 
with a supply house provided for a salary 
payable bi-weekly, computed at 4% of an 
estimated 75% of his orders. The commis- 
sion on the remaining 25% of his orders, 
known as a “special commission,” was the 
subject of the contract provision that, “Your 
salary and ‘special commission’ is subject 
to the following condition—only salesmen 
who are in our employ as of December 31 
are eligible for the salary adjustment and 
special commission arrangement.” 


The salesman resigned a few days be- 
fore the end of the year and sued to re- 
cover the commissions he claimed he had 
earned up to the time of his resignation 
which had not been paid him by virtue of 
this contract condition. The Illinois court 
said in its decision of this case recently in 
favor of the salesman: 


“If we follow the letter of the agree- 
ment this employee would forfeit over 
$12,000, a sum seemingly disproportionate 
to any probable damages the employer 
may have sustained from the loss of his 
services for a period of 10 days. Neither 
in reason nor in good conscience can it be 
said that the parties contemplated or in- 
tended any such result.” 


Grey v. A. Stein & Co., 108 N.E. 2d 502, 
Illinois 





i= 
:. 


: im, 4 
s. 


New Display Room .. . 


i oe 


. ie ee 
caer H 


An interior v 





iew shows the modern decor of McDonald 
Product Corp., 225 Fifth Ave., New York, N. Y. 
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~KY) JONES 
Adare 3¢ January 1/3 
Meeting of the Chicago 
ffice Machine Dealers 


gw A FEW DAYS AGO, at a Chicago 
Rotary luncheon, I asked Hec 
Suyker of the Fair Store to give me 
yn of the word “Mer- 
chandisin After pondering the 
matter for a few moments he came 
p with this definition: “The sci- 
goods to the con- 


] ] + +s 
1 good dellnith 


ence of moving 
sumer 

We finished the luncheon and as 

was leaving he caught up with 
me to say he had omitted three 
very important words. Those words 
were: “AT a PROFIT.” Merchan- 
dising is the science of moving 
goods to the consumer at a profit 


Better Definition 
Based 


viel 1x 
ViISI0ON aave 


pon newspaper and tele- 
ising I would say that 
should be changed to 
science of moving 
home consumer at a 


the definitio1 
read Th 


roods ft 


pront 
hould break the defi- 
till further, to read 
ndising is a method of 
f a commonly used 
product, through 
of some type of ad- 
tisi? herein the prospect is 
t desire to own and 
ired int tore to purchase.” 
Contrariwise, Specialty Selling is 
method of individual creative sell- 
ng of an article not commonly used 
nd not of mmon knowledge; or, 
of a commonly used and accepted 
roduct where variations or differ- 
t mode r grades are available, 
complete explana- 
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Merchandising 


Versus 
Specialty Selling 


tion of the product and its applica- 


tion in order to create a demand, 
by salesmen trained and equipped 
with complete know-how. 

Specialty selling generally applies 
to a product whose application is 
more fitting in an office, shop or 
factory. 


Analyzing Selling 

From these definitions it can be 
seen that merchandising products 
may be sold through specialty sell- 
ing methods while specialty selling 
products may not too profitably be 
merchandised because of the intri- 
cacies involved. 

Years ago, when I first started 
selling typewriters, it was a spe- 
cialty commodity not commonly 
used and not of common knowl- 
edge and the promotion of the 
product was directed to those in 
offices. Introduction of touch typ- 
ing in high schools and business 
colleges, introduction of the port- 
able typewriter, together with de- 
mand for such machines in modern 
business created by the specialty 
salesman has now resulted in the 
typewriter, both standard and port- 
able, becoming a common household 
as well as an office item—a mer- 
chandising item. 

Presently, merchandising of the 
typewriter, the portable and used 
standards, is confined to sales to 
the home and very small business 
or operator, because new standard 
typewriters are not yet available 
to the dealer. Evidence of this is 
seen in the mass selling of type- 
writers by John Stifter of Detroit 
and many others 


How It’s Done 


What have they done? They have 
capitalized on this common knowl- 
edge of the typewriter by heavy 
display advertising and use of tele- 
vision and radio plus the use of low 
cash payments and budgeting of 
the balance, directed to the home 
body, to lure them into their store 
for the killing. 

I said awhile ago that merchan- 
dising promotion is generally di- 
rected to those in the home, of a 


1953 


product to be used in the home. 
There are exceptions to this rule. 
I recall a merchandising promotion 
of filing cabinets by Famous & Barr 
Department Store in St. Louis a 
number of years ago, directed to 
offices. It resulted in the sale of 
eight carloads of filing cabinets, 
four-drawer filing cabinets, in one 
day. True, the purchasers were 
small businesses buying one or two 
cabinets each, but they were com- 
mercial businesses. 


Join the Parade 


Adding machines have recently 
joined this merchandising field, be- 
cause it is presumed that the home 
needs these machines today almost 
as badly as does the office, because 
of tax problems known to us all. 
While dealers have not yet started 
capitalizing on the common knowl- 
edge and usage of the adding ma- 
chine, as they have with the type- 
writer, it is fair to presume that 
similar merchandising tactics will 
be used between now and April 1, 
the best adding machine sales pe- 
riod of the year. This merchandis- 
ing promotion, however, to make 
it most successful and profitable, 
should be directed at both business 
as well as homes. If successful, it 
may well provide a trend to which 
the new standard typewriter may 
well be added. 


Some Exploration 


Let us explore the items dealers 
sell which can be considered in the 
merchandising classification, appli- 
cable to both home and office: 

Standard typewriters, new, re- 
built, reconditioned and used. 

New portable typewriters. 

New and used adding machines. 

Typewriter and adding machine 
covers. 

Ribbons and carbon paper. 

Stands. 

Type cleaner, rubber keys and 
typewriter pads. 

These can all be profitably sold 
to both home and office through an 
advertising, merchandising, promo- 
tion. 

Now, let’s list the items that are 
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definitely in the specialty selling 
classification: 

Duplicators. 

Addressing machines. 

Check protectors. 

Bookkeeping machines. 

Dictating and transcribing ma- 
chines. 

Calculators. 


Returns Analyzed 


It is granted that display adver- 
tising, television and radio promo- 
tion of merchandising items re- 
ferred to should draw customers to 
the store and good profitable re- 
turns can be expected on such com- 
monly known and used products 


However, to advertise specialty 
selling items, the returns would 
probably not be so good nor too 
profitable. Why? Because they are 
not commonly known and used 
They are items which require treat- 
ment by specialty salesmen. To the 
average homebody and even some 
office help, they are unknown, com- 
plicated, require considerable oper- 
ating instructions or a complete ex- 
planatory demonstration. Let’s call 
it creating the need for the product 


Now, about those merchandising 
products which could profitably be 
sold by specialty salesmen. Ribbons 
and carbons, while a merchandising 
item, ordered by phone or sold over 
the counter, because of various 
grades and degrees of inking, are 
also a specialty sales item of con- 
siderable volume. 


Think About This 


What dealer analyzes his custom- 
er’s requirements to determine if he 
needs a medium inked silk ribbon, 
a heavy inked cotton ribbon; a light 
weight medium inked carbon, a me- 
dium weight intense or a noiseless 
carbon? Ribbon and carbon spe- 
cialty salesmen take away half the 
cost of a typewriter every year 
_from typewriter users in ribbon and 
carbon orders, and yet these items 
are merchandised generally 

We now consider the typewriter 
line a merchandising line, yet new 
standard typewriters are still being 
franchised to exclusive dealers or 
sold through manufacturers’ 
branches by specialty salesmen, but 
their sales are primarily to busi 
ness firms. 

While the whole typewriter is now 
considered a merchandising item, 
platens, feed and bail rollers are 
not merchandising items, and 
neither have they been promoted as 
specialty sales items, and yet the 
very performance of the ribbon and 
carbon is dependent upon the con- 
dition and density of the platen 
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and resilience of the feed and bail 
rollers. 

Dealers prefer to classify them as 
repair parts to be installed only 
when a machine is in the shop for 
cleaning or overhauling, and yet, as 
a specialty sales item, they pro- 
vide the greatest percentage of 
profit of any item handled by the 
dealer. I refer to the sales poten- 
tials of this specialty item aside 
from inclusion in a clean-up or re- 
condition job. ...I mean sell it 
and install it on the customer’s 
typewriter, in the customer’s office 
just as they do ribbons 


Use is Common 


What has happened to the adding 
machine, to add it to the ever- 
growing list of merchandising items, 
is similar to the exodus of the type- 
writer from the specialty sales field 
to the merchandising field. It is 
the result of the machine becom- 
ing commonly known, used and 
necessary. 

The commission or profit on spe- 
cialty sales items is usually larger 
than that allowed on merchandis- 
ing items because of the extra work 
involved in creative selling and 
closing prospects. Whenever these 
specialty sales items become com- 
mon knowledge, commonly used 
and known, they too will join the 
merchandising field 

What is the status of the office 
machine dealer in these two types 
of selling? He is the meat in the 
sandwich at the present time. He 
is trying to do both jobs without 
enough stress on either 

To merchandise he must spend 
money for advertising—not just a 
little money, but enough to become 
a factor—enough advertising to be 
seen and heard and he should ad- 
here to merchandising items in his 
advertising to get the best results 


Must be Prepared 


He must be prepared to finance 
his sales, either carry his own in- 
stallment accounts or arrange with 
a finance company to do it for him, 
for merchandising involves install- 
ment accounts 

He must have a big enough stock 
of merchandising items to justify 
his advertising costs and a source 
of supply to get more. 

In specialty selling he must equip 
himself and his sales force with 
knowledge to do creative selling 
to analyze the needs and require- 
ments of his prospects and to sug- 
gest proper equipment to do the 
job. He is going to have to get out 
and call on prospects—dig up cus- 
tomers. 
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Today, practically every office or 
store needs an addressing machire 
and there are many kinds on the 
market which, if handled alone, 
would provide an excellent income 
for the salesman and profit to his 


boss. Similarly, spirit and stencil 
duplicators are in demand, the need 
is apparent and yet they are not 
sufficiently commonly known to jus- 
tify their being included in the 
merchandising item field. 

I recall, however, back in 1930, 
that I designed a gelatin film dupli- 
cator, stretched over a wood block, 
which I sold in quantity to Famous- 
Barr in St. Louis and they did an 
excellent merchandising job of 
them to both business and school 
teachers. 


Which Is Best? 


And there you have it. Merchan- 
dising versus’ specialty _ selling. 
Which one of these two sale me- 
diums is best for you? Well, that 
is something you are going to have 
to decide. If you have money and 
a good stock of merchandising 
items and are willing to do like 
John Stifter does, over in Detroit, 
spend over $2,000 a month in adver- 
tising during the Christmas season, 
well, like John, you can sell a lot of 
typewriters and adding machines 
for home use on monthly payment 
plan. 

This type of selling does not re- 
quire too large a service depart- 
ment, just enough help back there 
to prepare your machines for selling 
and to take care of a few home 
service calls. Home users of type- 
writers are not as particular and 
don’t require the service that office 
users of machines demand 


But if you don’t happen to have 
a lot of money or a source of supply 
perhaps you would do best by con- 
fining your activities to specialty 
selling where you get the long 
profit for your work and take what- 
ever merchandising business that 
drops into your store or comes your 
way, without spending a lot of 
money advertising for it 


Does specialty selling pay? Look 
at IBM, Ditto, A. B. Dick, Dicta- 
phone, Ediphone, Marchant, Mon- 
roe, Friden, Victor, Clary, all of 
the typewriter and adding machine 
companies. Yes, specialty selling 
will pay if you will work at it, con- 
sistently and intelligently 


Does merchandising pay? Look 
at all the department stores, home 
furnishings, household appliances 
Yes, either method will pay, but 
it’s up to you just how well they 
will pay. 
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Three Basic Needs of 
“Prospector” Opening 
New Stationery Store: 


For the first-time prospector in the in- 
dustry, these three things are of basic 
importance in the opening of a new re- 
tail stationery and office equipment outlet: 


His practical experience—his specific 
1. training in stationery and appliances 
as differentiated from merely having read 
books on retailing in general. 


The ability he has developed as 
ys judged, conservatively, by progress he 
has made in the employe of long-estab- 
lished stationery firms. 


The amount of unencumbered capital 
- —that is, now-in-pocket money of his 
own—which he possesses. 





If You Had to Move Your Business— 


Could You Pick the Right Location? 


¥.N. VETROMILE 


gw IT IS NO HAPPY PROSPECT to 

uproot and relocate 
i stationery and office 
isiness, but so long as 


be require 
an eStablishe 


equipment 


such an exigency is possible, it is 
vitally important for a dealer to be 
qualifi meet the situation to 
the best possible advantage. Then 
again, even the stationer who owns 


property, or who might 
fortune never to be 
erminate his leasehold on 
i desirable location, may have am- 
bitions that envision the opening of 
inother store in his present city or 
in another city in the same general 
trade territory. There is, further- 
more he problem of the location 
that ses to be losing its mercan- 


Nave tne oa 


In each different line of retail 
busine investment, “spotting the 
spot” where a well-designed, well- 
equipped, well-stocked, and capably 
will surely pay is 
vithout ibt the superlative test 
knowledge and ex- 


Managed Lore 
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Of course, the term “will surely 
pay,” in reference to a prospective 
mercantile location, is hypothetical 
until the implied forecast as to the 
value of the location has been con- 
firmed. Nevertheless, intuition or 
“instinct” for selecting the one best 
spot out of many seemingly good 
ones in a given area (supplemented, 
of course, by study of the principles 
involved in judicious location-find- 
ing) has repeatedly enabled pros- 
pectors in the stationery industry to 
select sites of permanent and ac- 
cumulative value 


Location Counts 


Everyone knows that a favorable 
location is prerequisite to business 
success. Everyone knows also that, 
in most things of life, you obtain 
only what you pay for. In the 
matter of merchandising locations, 
however, the ironical fact is that 
the mercantile investor is quite 
likely NOT to get all that he has 
paid for if he does not know con- 
siderable about the complex art of 
location-testing 


In general, a desirable location is 
one that is convenient, easy to 
reach, and is situated in the path of 
logical commercial activities, but 
this is not a reliable prescription. 
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Notwithstanding considering all 
factors, the art of spotting locations 
that are especially auspicious and 
desirable for a given type of retail 
operation involves a skill that is 
based upon tested principles and 
significant observations. Location- 
finding is not a scientific procedure 
that operates with the dependabil- 
ity of a mathematical formula. 

Some business prospectors and 
merchandising counsellors seem to 
possess some kind of inscrutable in- 
tuition for knowing that certain 
store vacancies in certain localities 
simply are not safe risks for this or 
that particular type of business. 
This is true even when they have no 
positive knowledge of anything 
negative in the history of the loca- 
tions which they disapprove. 


A“Minus” Factor 


Not that these men are, nor claim 
to be, infallible, but after they have 
chalked up all the “plus” factors, 
so to speak, about a contemplated 
store site, if there remains even one 
important “minus,” negative, (or 
undeterminable factor about the 
building or the locality) their ex- 
perience favors rejection as against 
experimentation. At least, this ap- 
plies to instances where a lease is 


(Turn to Page 236, Please) 
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Stock Control 
Made Easy 


by FRED MERISH 


business analyst and 
financial counselor 


@ AT A TIME LIKE THIS when 
prices are high, and likely to go 
higher, stock control is needed more 
than ever, yet, our field studies in- 
dicate that no more than 10% of 
the office appliance dealers use 
stock control systems. 


A dealer will scrutinize every 
item of expense closely and fume 
because the light bill has increased 
a few dollars during the month, 
yet, he will employ no method of 
keeping a systematic control of his 
stock to minimize a loss on it 
and stock shortages run into more 
money today than they did some 
years back because the price level 
is much higher now. 


We know cases where stock short- 
ages put a dealer in the red or cut 
his net profit way down. In this 
business, the net is limited, hence, 
the dealer must watch every loss- 
leak carefully or he will find that 
his net is cut back sharply when he 
scrutinizes the figures on his profit 
and loss statement. 


Don’t be Frightened 


Many dealers assume that stock 
control is complicated in operation. 
That’s why they pass it up. Like all 
systematic procedure, it is funda- 
mentally simple. In detail, it can 
be complex and costly. 


The industrialist does have to fol- 
low a lot of recording red tape to 
keep “in the know” on his stock. 
That’s isn’t because the system is 
fundamentally complicated. It’s be- 
cause his operations are involved 
and a system must always mirror 
operations, hence, there is much 
detail to be recorded. 


The dealer can use the same fun- 
damentals, applied in a simple way 
on the goods he stocks, and get as 
beneficial results comparatively as 
the big industrialists with a mini- 
mum of recording and cost. 

There are two phases of stock 
control: financial and recording. 
The former is concerned with 


22 








STOCK CONTROL CARD 





Ites Supplier 


How packed Grade 


Year 
Month 
January 
February 
March 
April 
May 

June 
July 


August 


September 


Octobder 
November 
December 
End ing 
inventory 


Turnover 








Size Description 


Type Minisus Maximum 
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How to Use Stock Control Card... 


At the end of each month, enter the 


figures under columns “OH,” “O” and “S,” using the progression shown. Record the 
figures from sales slips and suppliers’ invoices. At the end of the year, total the three 


columns. Column ‘’O” provides figures that will help when making subsequent purchases. 
Column “S” gives an idea how sales run month to month. Entries on this card may be 
made daily or weekly. Pencil in the figures temporarily using small numerals, or mark- 
ings like this, / / / for 3 and + +--+ ++ for 5. Erase the penciled insertions at the end 
of the month and ink in the total. The total of the “OH” column may be used to figure 
turnover. If this column totals 260, divide by 13 for reasons given in this article, to get 
the average “carry” on the item, which is 20. If the total under column “S” is 60, the 
item has been turned 3 times, 20 divided into 60. This form records only units, not value. 
If you want a valuation record, keep this information on the back of the card, to-wit: 
Date—Quantity—Bought—Unit price. This permits a current valuation of an item in 
stock, or the entire stock, if this information is desired to check the accuracy of the book 


records on inventory or to prepare a profit and loss statement. 


maintaining the inventory invest- 
ment in safe ratio to working capi- 
tal, turnover and operational ex- 
pense. The latter is concerned with 
the accurate recording of incoming 
and outgoing stock and customer 
requirements. 


The stock control record shown 
here has been prepared specifically 
for this field. It covers a six-year 
span and permits the dealer to 
record the data in a limited space 
with a minimum of time. Unless 
the stock runs into thousands of 
items an office clerk can keep this 
system in a little spare time or the 
boss can do the work himself. 


At the top of the card, list the 
item, source, size, and so forth. File 


the card by the name of the item 
alphabetically. If the headings 
shown do not cover the information 
required, adjust the heads to suit. 
“OH” stands for on hand, “O” for 
ordered, “S” for sold. 


The figures entered on this record 
show how the computation pro- 
gresses. At the beginning of Jan- 
uary there were 10 units on hand, 
15 were ordered during January, 
making 25, out of which stock 20 
units were sold to customers, leav- 
ing 5 on hand the first of February. 
Repeat this progression each 
month. At the end of the year take 
a physical inventory and enter the 
result, which becomes the begin- 


(Turn to page 35, please) 
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Sees a Typewriter 


in Every Home 


Larry M nough Views 

fice Machine Future 
W ith otimisn —Tells 

f Progress Made by 
Dealers During His 
45 Yo 7 ‘ nan iT 

in 

we “THE TYPEWRITER has come 


a long way and I predict in the 
next 25 years every home will have 
a typewriter in it.” 

That’s typically optimistic 
forecast of Larry McDonough of 
the Central Typewriter Exchange, 


Inc., Chicag 


Young Old-Timer 


He’s on if those young old- 
timers of the industry prone to 
chuckle and remark, “I would say 
that a fellow never gets old in the 
typewriter business.” 


The latchstring is always out for 
office machine dealers to stop in at 
219 W. Washington St., whenever 
they are Chicago. There, they 
will find Larry a pleasant host and 
one who is keenly alive to the sit- 
iation in either his own firm or in 
the industry as a whole. He carries 
on in admirable fashion despite a 


sight handicap 


Started in 1908 


tarted back in 1908—some 
with the Oliver Type- 
writer Company. The word “started” 
in a literal sense covered duties in 
departments from running 
elling typewriters in the 
city of Chicago 


He finally wound up at Oliver 


Larry 


45 years ago 


various 


errands t 
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with the title, prevalent in those 
days, of “country salesman.” 
“That was my first experience in 
appointing dealers,” confides Larry, 
“and believe me, we had a lot of 
fun. If any association had half 
the membership of the dealers that 
were appointed, they would have 
a larger convention than both the 
Republican and Democratic parties 
in sessions at the Amphitheatre.” 


Joined Remington 


Continuing in his reminiscences, 
Larry says: 

“After leaving Oliver I joined the 
Remington sales force in Chicago 
but could not get the dealer prop- 
osition out of my head, so I finally 
went with the Regal Typewriter 
Company selling machines to deal- 
ers.” 

Of this latter experience, our sub- 
ject relates, “This is where a fellow 
really learns something about the 
typewriter business, and, of course, 
in the making of dealer contacts a 
fellow really gets some good ideas. 


Went to Portables 


“And then for 25 years I was 
contacting dealers selling Royal 
portables. Naturally, I could easily 
be classified as a portable man, and 
I think that machine is one thing 
every dealer should stock. It gives 
a good margin of profit. Dealers 
who have put in portable typewrit- 
ers have found them a very profit- 
able item, especially in the past 10 
years.” 

Still, discussing dealerships, Larry 
says, “It is very gratifying to see 
the type of dealer stores we have 
today compared to those of the 
early days. Then, their wall cases 
were made out of shipping boxes, 
and window displays consisted of 
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Larry McDonough 


whatever few machines that were 
in stock, plus a pound of dust. At 
that time, I believe, most of the 
dealers were considered second- 
hand men. 


“Today, you will find some of the 
highest type business men among 
dealers— men who know how to 
merchandise. 


“IT believe that the portable type- 
writer has done a great deal to 
bring about this condition. It is 
truly a home appliance and prac- 
tically foolproof as far as any serv- 
ice is required. The portables today 
have all the features of the office 
machine and are ideal typewriters 
for the home as well as the person 
in college.” 


Enjoys Conventions 


Larry asserts that he gets “a big 
bang” out of looking back and 
meeting the old timers at conven- 
tions and in Chicago, “because you 
hear some of the most amusing 
tales about getting started in busi- 
ness. A great many of them sound 
like an Alger story. 


“At any rate,” he concludes, “I 
enjoyed every minute in the type- 
writer business. And now in my 
own store I am practicing what I 
used to preach and am very happy 
to say that a great many of the 
suggestions I made years ago are 
proving very valuable.” 


That’s Larry McDonough, who 
has learned how to grow old grace- 
fully and usefully. 


2 LE POPP OOP OD POND lO 


NEXT MONTH 
Harvey P. Rockwell 
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Dispiay Techniques 
of Liston Jackson, 
a Texas Dealer, 
Spell Results 


g@ A JEWELRY-STORE-ATMOS- 
PHERE which surprises customers, 
unique display fixtures that serve 
more than one purpose at a time, 
and mass display carried out to the 
last degree are important selling 
features of the Typewriter Supply 
Company, at 601 Throckmorton St., 
Ft. Worth, Tex. 

The 36-year-old firm, which has 
been remodeled time and time 
again, now represents the maxi- 
mum in display and sales efficiency, 
according to Liston Jackson, head 
of the company. 


All-Glass Front 


Located on a prominent down- 
town corner, only a few short blocks 
from the heaviest traffic intersec- 
tions, Typewriter Supply Company’s 
building features an all-glass front 
which is extended around the side 
to provide approximately 70 feet of 
clear, uninterrupted glass from 
sidewalk to marquee. 

The store interior provides an 
eye-pleasing, restful atmosphere, 
with soft green pastel walls, quiet 
marbleized rubber-tile floor, blonde 
hardwood fixtures and reduced- 
glare fluorescent lamps on all sides 


An Invitation 


With space for more than 500 
typewriters, adding machines, cal- 
culators, and other business ma- 
chines included in the store, a 
glance through the window is a 
natural “come on” as Mr. Jackson 
puts it. 

Along the rear of the windows, 
elevated slightly from the floor, are 
a series of individual platforms, 
which join together to form a con- 
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Set Up For Use .. 


down display unit as well as custom-built display cases. 


tinuous, apparently unbroken win- 
dow floor. 

A variety of props, stands, drum 
fixtures and pyramids are used to 
show as many as 100 business ma- 
chines simultaneously, worked into 
graceful displays with a point which 
tell a compelling sales story. 


Changes Displays 
Taking a tip from retailers selling 
far less durable goods, Mr. Jackson 
has adopted the policy of consist- 
ently changing his window displays, 
regularly showing new develop- 
ments in typewriter and adding 
machine manufacture which are of 
interest to the businessman-public, 
and otherwise giving the public 
something new and different as fre- 
quently as possible 
The jewelry-store atmosphere is 
by no means confined to the facade. 
Much of it comes from the unusual 
showcases which line the walls on 
both sides of the store. There are 
seven custom-built showcases which 
are approximately five feet wide, 
extend to well above eye-level, and 
include three sections of glass 
shelving in the top section, above 
waist-height. Another three tiers of 
hardwood shelving in the lower sec- 
tion extends out from waist to toe 
line 


. Interior view of Typewriter Supply Co. shows the special sit- 


Fixtures are built of a polished 
blonde hardwood, trimmed with 
contrasting strips of brown walnut 
hardwood. There is enough space in 
each of the fixtures to show 18 up- 
right typewriters, 20 adding ma- 
chines, or a full stock of general 
office supplies, such as ink, small 
office machines, typewriter ribbons 
and dip pen sets. 

Concealed fluorescent lamps in 
the interior of each case flood the 
shelves with strong direct light so 
that the details of the smallest 
portable are readily visible from the 
sales floor. The cases are spaced 
out neatly, some four feet apart, 
and the inset niche in between 
makes an attractive separate dis- 
play for leading styles of adding 
machines, comptometers, and 
others. 


Ready for Tests 
A crowning feature in the smart, 
modern store are the test benches, 
three of which are spotted around 
the open front sales floor. Resem- 
bling for all the world the console 
of a pipe organ, these two-purpose 
fixtures are potent sales tools. 
Each is built of dark hardwood, 
featuring at the rear a piano-key- 
board-height shelf, which will ac- 
commodate three upright type- 
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space beneath for 
helf is enclosed in 
ng hardwood panel- 
end which rises in 
pewriter shelf, to al- 
height. Here, out- 
les of brand-new 

other office ma- 
hown 


Every Comfort 
ve customer who 
machine is seated 
led, all-steel posture 
*h two or three are 
le, and pads of paper, 
mple typewriter copy 
in place 
f the unit is in itself a 
Projecting eaves ex- 
top forward, contain- 
fluorescent lamps 
‘essed back toward 
two glass shelves and 
yn which the top- 
riters to be found in 
duplicated 
are in constant use as 
out specialized types 
the front, and then 
pect to sit down and 
| machine at the rear 
hes can be arranged 
according to the 
year and the resultant 


Clinches Sales 
comfort in testing 
a well-upholstered, 
teel posture chair, 
lighting conditions 
linch a lot of sales, 
Mr. Jackson 
e Typewriter Supply 
intains five salesmen, 
the Ft. Worth area, 
central Texas terri- 
percentage of its vol- 
a drop-in basis 


Mr. Jackson. The con- 


n of the store and its 
ypeal has created as 
as office-to-office 
ighout the years 
the Throckmorton 
separate warehouse 
p is maintained sev- 
ay. Along with sales 
the store operates a 


iter and business ma- 


epartment, and has 

riter installation and 
with many of Ft 
institutions 


emphasized at the rear 


re by the huge block 
12 feet wide by eight 
re, framed by two bins 
about 60 recondi- 


riters, is the accommo- 


While at first glance 
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Service Desk .. 
builds good-will as well as good service. 


the shop appears equipped to com- 
pletely recondition typewriters, it 
is spotted there merely to give swift, 
emergency service, when required. 
Although major repairs are handled 
at the warehouse, adjustments, final 
check of typewriters before they 
are delivered to customers and spe- 
cial adaptations for business firms, 
are carried out by an expert, white- 
uniformed mechanic always on 
duty in the store. 

“We have developed a lot of good- 
will from this source,” it was indi- 





The maintenance and repair department at the rear of the store 


cated. “Frequently, the customer 
who has noticed the care with which 
a broken spring or metal part was 
replaced while the owner waited, 
mentions the fact to friends and 
business associates, who thereafter 
depend upon us for business ma- 
chine satisfaction.” 

Offices of the big Typewriter Sup- 
ply Company are located on the 
second floor rear of the store, with 
direct telephone service to the 
warehouse.—RAL 


"Brighten Up Your Desk” Idea 
Stimulates Additional Sales 


m@ SPRING COLOR, the desire to 
“houseclean” in the business office, 
and new developments through the 
winter months are teamed together 
each spring for a successful promo- 
tion at the Kendrick-Bellamy Sta- 
tionery Company, office supply 
dealers of Denver, Colo. 


“It’s Spring” 


Jack Kendrick, president of the 
firm, builds his promotion around 
the clever slogan “It’s Spring! 
Freshen Up Your Desk!.” This sug- 
gestion appears in script letters on 
a green background. At various 
points around the store signs done 
in duplicate face both ways from 
the center of a display table, or are 
located on wall panels’ behind 
counters 

The bright green and white calls 
attention to a carefully chosen se- 
lection of desk accessories, which 
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are equivalent to new drapes and 
curtains for the home. 

In a typical display which ap- 
peared during April of last year, the 
proffered “clean-up-your-desk” sug- 
gestions included letter trays, gay, 
colored plastic wrap-around tele- 
phone cords, ashtrays, bookends, 
desk pads in all price classifications, 
personal files and picture frames. 

The same displays were set up in 
the general office supply depart- 
ment, in the office furniture section, 
and in the gift section. 


A Reminder 


Many busy shoppers are attracted 
by the suggestion and frequently, 
the sign reminds busy executives 
of their own shoddy, worn desk pad 
which may show its year or two of 
hard usage. The sale of a new desk 
pad not infrequently stimulates the 
purchase of ashtray, file and cal- 
endar pad as well.—RAL 
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Concern's Window Displays 


Presenting a List of 
Practical Ideas for 
"Dressing Up" and 
Winning Attention 


@ DESPITE THE GENERAL trend 
toward stunt promotion or colorful 
advertising in all retail fields, it still 
remains true that the average office 
supply retailer may depend upon 
his windows for approximately 40% 
of his total sales volume. 

Facing a more competitive sales 
period, the average retailer will do 
well to ask himself the question 
“Am I getting the most from my 
window displays?” Presented here 
are practical tips on each aspect of 
window display, a list against which 
to check each window and a variety 
of helpful hints. 


Materials Needed 


Unless the retailer hires a pro- 
fessional trimmer he will need a 
complete stock of professional 
equipment to do a worth-while job 
of building up his own displays. 

Included should be crepe paper 
which is always versatile and color- 
ful, shears, a magnetic tack ham- 
mer, a tack puller, tacks and nails, 
wire cutter, and a variety of clips, 
brackets and staples for attaching 
displayed items firmly in place. By 
experimenting with crepe paper, 
the retailer will find that he can 
readily produce attractive drapes, 
tubes, poles, rosettes, rainfalls, and 
other trim accessories which can be 
varied whenever the window is re- 
trimmed. 


A “Picture Frame” 


To get the most from the store’s 
window displays, the dealer will find 
it wise to make his background 
simple and colorful, an attractive 
picture frame for the merchandise 
shown. Three general types of win- 
dow backgrounds are involved with 
the average store: the enclosed 
background, the semi-enclosed 
background, which leaves the rear 
top of the window open for a view 
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into the store, and the open type 
which permits the customer to look 
past the merchandise into the store 
itself. 

Whatever type the retailer is to 
use is largely determined by the 
shape of his window, whether it is 
enclosed on two or three sides fac- 
ing the street, or whether it is a 
window which faces the entrance- 
way, with only a short side toward 
the street. 

Each of these shapes of windows 
may be readily trimmed with crepe 
paper, props and merchandise, with 
a little advance forethought. For 
the most part, however, it has been 
found that the completely enclosed 
window with the back shut off from 
the store interior, gets the best re- 
sults. 


A Suggestion 


To enclose the rear of any win- 
dow, the dealer may utilize either a 
wooden framework constructed of 
lathe or two by fours which can be 
covered over with crepe paper, and 
lifted in or out. If he wants to make 
a curtain consisting of long strips 
of crepe paper hanging down verti- 
cally, he may use a wire across the 
top of the window, as a support. A 
large screen may be used to create 
much the same effect. 

Enclosed with most packages of 
crepe paper are complete instruc- 
tions on how to pull drapes, tubes, 
side valances or curtains. The re- 
tailer can experiment with various 
color combinations and learn to 
tack down the bottom of a roll of 
crepe paper, gripping the top tightly 
in one hand and pulling it up to 
form a gently fluted drape. 

Despite the fact that crepe paper 
has been used for decades in win- 
dow display promotion, it is still by 
far the best investment, and the 
most consistently attractive form of 
window display background. 

Here are tips which every user of 
window display space should keep 
in mind: 

1. Change windows frequently, 
including the crepe paper, trim and 
merchandise. If the merchandise is 
allowed to be faded by sun, or cov- 
ered by dust, it will cause nothing 
but a poor reaction on the part of 
passersby. 


Get the Most Possible from Your 


2. Wash the windows whenever 
they are retrimmed and dust the 
entire interior. 

3. Set up your displays so that 
they will interest people from all 
walks of life, rather than a single 
type of prospect. 

4. Create an assortment of odd- 
Shaped and sized platforms, props 
and shelves, which can be covered 
with crepe paper or painted. Wooden 
boxes, crates, or lengths of wood 
work out well for this purpose. 


Let There be Light 


5. Make sure that there is ade- 
quate lighting in windows at all 
times. Fluorescent light is effective 
where the window is done in white 
or light colors, but for the most 
part, incandescent spotlights show 
up the details of items more closely, 
and will bring more people to the 
glass. 

6. Plan every window so that it 
will present a certain theme, basing 
it around a single subject if pos- 
sible, and showing all accessories 
that are appropriate to that par- 
ticular subject. 

7. Use plenty of explanatory sell- 
ing signs. Many sales are actually 
made while a visitor peers through 
the glass during the evening hours, 
coming in to buy the following day. 

8. Keep a record of what went 
into every window display, and 
sketch out its layout before remov- 
ing the window. Often, it will be 
found, a particularly successful sell- 
ing window can be recorded, to be 
used now and again during the fol- 
lowing years. 


Background Idea 


9. Where a single dominant 
theme is utilized in window display 
promotion, the most effective type 
of window is one in which the back- 
ground is composed of a single sheet 
of solid color, while two graceful, 
pleated drapes lead up from the 
center-rear of the window to the 
upper front corners. Typically, a 
background of purple, dark red, or 
brown crepe paper can be used, 
while two yellow crepe paper drapes 
give a V shaped effect to the dis- 
play. Any merchandise shown at 
the apex of the two drapes, where 
they come together near the floor, 
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Where smaller items are shown, a 


"New Ideas” Window Display 


series of successive pyramid steps, 
or built-up drum pedestals of vary- 
ing heights will likewise get excel- 
lent results. When it is necessary to 


show more than a dozen items in a 


is Constant Traffic Stopper 


g ONE OF THE MOST consistently 
effective means by which the office 
supply retailer can attract atten- 
tion to his window displays is to 
make constant use of the term “new 
ideas in office efficiency,” according 


to General Stationery Company, 
office supply dealers on Eighth Ave 
in New York, N. Y. 

With prob the nation’s heav- 


iest foot traffic 


General Stat 


passing by daily, 
ionery Company has 
constantly aintained every pos- 
sible artifice keep its window dis- 
plays out of the ordinary. 


By and large, windows devoted 
to office supplies are fairly similar 
in any part the nation,” it was 
pointed ind once the stationer 
has finishe etting up his display, 
there is very little he can do to 
make it contrast with those of other 
dealers in the same area. 

One thing we have discovered, 


however, in years of window dis- 


play practic that the word ‘new’ 
always conveys a special appeal to 
the average person, and that it will 
stop traffic, even if the passerby has 
no use for office equipment.” 


One section of the window is al- 
ways set aside for the display of 
new ideas in office efficiency. A 
four-foot circular platform is uti- 
lized to show new developments, 
with explanatory signs, arrows and 
frequently, a specially-focused spot- 
light. 

Such new ideas may be an in- 
expensive, but efficient rubber clip 
to allow use of a French ‘phone 
without the hands, a pocket stapler, 
a handy paper punch, clever inno- 
vations in index files, a new type 
of dip pen set or a strikingly de- 
signed desktop clock. 

All items, no matter what their 
exact relationship to the customer's 
potential use may be, are always 
shown first in this section of the 
window so that the 50,000 or more 
people who pass daily in this pop- 
ulous section of downtown Man- 
hattan, may be sure of at least one 
or more items of genuinely new 
interest in the windows. 

One aspect of this type of dis- 
play promotion which has con- 
stantly surprised the General Sta- 
tionery Company management, is 


window, no two should appear at 
the same level. 

A broken design, with every ele- 
vation offset, will show far more 
eye-appeal, and passersby will ex- 
amine each item separately. 


the huge number of non-business- 
men customers who have, been at- 
tracted. For example, when an in- 
expensive adding machine, designed 
for occasional use in the office, was 
shown, many were sold to house- 
wives who confessed that they had 
trouble keeping figures straight in 
the family budget. 


Similarly, when an extremely 
long-wearing typewriter ribbon was 
introduced, professional men, such 
as lawyers, writers and physicians 
made more purchases of the ribbon 
than did cost-minded business 
office executives. 


Almost daily, the new idea section 
of General Stationery Company’s 
otherwise standard display windows 
has built new friends for the Man- 
hattan concern. 


“We have found it good business 
to let the public know that there 
are just about as many improve- 
ments being made in the manu- 
facturing of office supplies as in 
automobiles, sporting goods or 
household appliances,” an executive 
summed up.—RAL 





Moving Scissor Symbol... 
empha r 10us cutting of costs 
ng r f the mechanized scissors 
cuts” is illuminated 
Another feat f this cutstanding window 
lisplay by A nerantz & Co., Philadelphia 
s tk mact front of the window which 
ins 12 | t lay. The side of the machine 
moving parts in opera 
r contains actual samples 
well as black and white 
ise of photographic and 
ro! 1 new development in the 
luy iting ‘ A zn added attraction to 
t inside, free samples of 
were offered 
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Follow-up Seating Service 
Paves Way for New Sales 


by ALBERT S. KESHIN 


special writer 


@ SINCE EXISTING customers pro- 
vide the best source for new busi- 
ness either in repeat merchandise 
or in providing recommendations 
for leads, the alert dealer will culti- 
vate this source of volume with an 
eye to future orders. One of the 
most pleasing methods of entry for 
renewal business is to appear as 
part of a maintenance service 
rather than with an order blank in 
hand. It’s far easier to ask, “How 
is our installation bearing up?” 
than “What do you need today?” 

A firm which has found service 
calls highly productive for getting 
new business is the Modern Sta- 
tionery Printing Company of Balti- 
more, Md. The service seating 
program includes a contract where- 
by the customer is called upon a 
year or more after the installation 
to see that his chairs are in work- 
ing order. The serviceman, however, 
is a salesman as well and in the 
course of his visit he encourages 
new business from the account. 


Policy Defined 


Modern’s policy is to assure free 
seating service for six months after 
the installation, automatic with the 
order. Then the customer is advised 
that for a small charge this period 
may be extended to include subse- 
quent service visits for adjustment, 
oiling, minor repairs or whatever 
else is needed. 

The cost is so small that the aver- 
age customer is glad to avail him- 
self of this facility, signing in ad- 
vance for a year or two-year service. 

When the serviceman calls at the 
customer’s office he is not dressed 
in uniform, nor has he the appear- 
ance of a mechanic. Instead he is 
attired in a neat business suit and 
looks like a salesman. He takes the 
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opportunity to look over the entire 
office set-up, checking as to other 
equipment that may be needed. 
While there, he may often be ac- 
costed by the office manager as to 
market conditions, new products, 
and so forth. Occasionally this in- 
formal conversation may recall to 
the executive what he needs in the 
way of equipment. The serviceman, 
however, does not attempt to make 
a sale. His function is to report 
back to the store’s sales manager, 
Newman R. Donnell, who then as- 
signs the account to one of the 
salesmen working that territory. 


A Way to Sell 


It has been found that these 
service visits are also highly pro- 
ductive for selling chair casters of 
which Modern carries a well-round- 
ed stock. While making his call the 
serviceman can easily point out how 
the floor surface has been worn by 
lack of casters or imperfect ones. 

If the chair has to be taken out 
for repair, it is brought to the serv- 
ice shop in the rear of the store. 
There, the serviceman has modern 
tools, equipment and workbench to 
do the work immediately so that 
the customer doesn’t lose time in 
having it sent elsewhere. 

In summarizing the advantages 
to a dealer in maintaining a peri- 
odic follow-up chair service, Claude 
G. Wilcox, Jr., president of the firm, 
declared, “It has consistently en- 
abled us to make direct contact with 
the customer and has brought us 
increased business which we might 
not have obtained otherwise. I know 
of one instance where we couldn't 
even get to a purchasing agent, but 
when we offered him a service con- 
tract for his chairs and our service- 
men became acquainted with him 


Newman R. 


Policy Planners ... 
Donnell, scles manager, and Claude G. 
Wilcox, Jr., president, talk over the seat- 
ing program for Modern Stationery & 
Printing Co. in Baltimore. 


through subsequent calls, he devel- 
oped into a regular account. 

“This also has been extremely 
helpful in training the serviceman 
to step up to a salesman’s rating. 
After a man has been working as 
an outside mechanic for some time 
he acquires selling ability, and so 
is in line for the next selling job 
we have open.” 

To advertise these chairs and 
service, Modern relies heavily on 
newspaper ads which are character- 
ized by a humorous sketch and what 
is known to the trade as “light copy.” 
One ad which attracted a lot of 
comment sketched the various types 
of sitting postures as slump, swoop 
and droop. Another was titled “We 
know why you’re a Tired Business- 
man.” 

All of the ads feature caricatures 
and arresting headlines which 
makes them stopper copy, attract- 
ing the attention of the reader im- 
mediately and putting over their 
message in a light, good-humored 
vein. 


Tuesday Preferred 


Inserted in a series which runs 
about every three months the ads 
appear once a week, usually in 
Tuesday’s paper. Tuesday was con- 
sidered more suitable than other 
days since it does not conflict with 
normally heavy ads in the latter 
part of the week and is preferable 
to Monday. The ads are not large 
and do not mention price. 

For direct-mail promotion, Mod- 
ern publishes a four-page leaflet, 
photo offset, which in effect is a 
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miniature italogue with current 
price quotations and product de- 
scriptions. It somewhat resembles a 


t and this appear- 
intensified by a 
paper story on the 
rtaining to a topic of 
For example t one time a reprint 
headlined: “Tailored 
Chair Called Aid to Brain Clarity,” 
reading matter which further bore 
the value f scientific chair 
instaliatlo! 
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vaS carried 
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issued about 


Customers Go 


ge DYKEMA OFFICE SUPPLY 
Company, Kalamazoo, Mich., of 
which Raymond Dykema is the 
owner-manager, has materially in- 
es of office furniture 

way meriting the 
imitation of any retailers who labor 
handicap as the 


reased its 


nae! rie ame 


Dykema formerly did. 

Like the cal commercial sta- 
tionery store an, Mr. Dykema lo- 
ited his ffice furniture depart- 
ment in th ement, devoting his 
entire street-level fioor to general 
tationery and equipment items. As 
a result, naturally, the exhibition 


office furniture did not come to 
t visitors to the store 
ime for the express 
I furniture and 
inquired whether it was handled 
furniture took up too 
ich space to be shown on the 
offered far larger 
ofits per unit than most ordi- 
first-floor items 


the notice 


urpost ‘ f } iving 


First Plan Failed 


Entran the basement furni- 
ire dep: ent was down a flight 
tairs | ted close to the store’s 
nain street entrance, and just to 
ne side of it. Mr. Dykema from the 


did he could to attract at- 
basement entrance- 
vay, putt ip conspicuous signs 
lentifyin at the head of the 
especially indicat- 

wi large black arrow on 


Still, it comparatively little 
ised by t visitors to the store, 
who, upon entering from the street, 

lally intent upon buying some 


ther ite passed by the descend- 

stai vithout noticing them 
Havin e the purchase orig- 
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every five or six weeks. About 9,000 
are mailed throughout Maryland 
and adjacent territory. They are 
addressed to purchasing agents or 
key business executives whose 
names are turned in by the com- 
pany’s salesmen. Otherwise they 
are addressed to the trade-name 
only. 

As a further means of attracting 
business, Modern runs an occasional 
special item which is emphasized in 
all of its advertising. Salesmen are 
offered an extra bonus on all sales 
of this special. 


inally bringing them into the store, 
they again passed the stairs on 
their way out, without stopping. 

Solution to the problem finally 
was achieved when Mr. Dykema 
had two especially handsome blow- 
ups made of large photographs pic- 
turing his complete basement fur- 
niture department. These he had 
placed high on the rear wall of the 
store, directly within the line of 
vision of every person entering the 
main street door. 


Location Told 


Below them, a large, attractive 
lettered sign stated the exact loca- 
tion of the basement furniture de- 
partment and invited store visitors 
to visit it as something they really 
should not miss before leaving the 
store. 

The result has been, states Mr. 
Dykema, that his hidden furniture 


There are seven salesmen on the 
staff, covering the entire state of 
Maryland, or 26 employees in all. 
One delivery truck is used on sta- 
tionery and contract hauling of 
equipment. 

The business was established in 
1918 by the late Russel H. Schmidt. 
In 1946 it was incorporated at which 
time Mr. Wilcox was named pres- 
ident and treasurer and J. H. Miller, 
vice-president and secretary. 

A complete line of office equip- 
ment and furniture, stationery and 
printing is handled. 


Down—Sales Go Up! 


department now has many times 
more visitors than ever it had be- 
fore, and sales of such items have 
greatly increased. 





Stairway to Opportunity .. . The 
entrance to Dykema Office Supply Co. 
office furniture department, downstairs, 
is identified by a sign after attention 
is directed by the photographs des- 
cribed in the accompanying article. 





Customers Can‘t Miss . . 
ply Co. street-level floor call attention to the office furniture department downstairs. 
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Large photographs in the rear of Dykema Office Sup- 
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Furniture 


Volume 


by R. A. LATIMER 


special writer 


g@ TIMELY CONCENTRATION on 
specialized professions, one by one, 
has proven a consistent and effec- 
tive means of building office furni- 
ture volume at Sable’s, Inc., 36- 
year-old office furniture firm in 
downtown Detroit, Mich. 

Sable’s has occupied the same 
location at 322 W. Lafayette, two 
blocks from the famous Woodward 
avenue shopping district, for the 


past 27 years, and during that time, 


has found that office furniture sales 
are by no means limited to office- 
holders themselves, according to 
Dominic “Nick” Ferrari, general 
sales manager. 

In recent years, following World 
War II, the company discovered that 
timely attention to the professional 
prospect has helped to eliminate 
sales doldrums through the year, 
and to substantially increase the 
inventory with highly specialized 
furniture. 


Location Ideal 


Location has definitely played a 
part in establishing this sort of 
sales program, according to Mr. 
Ferrari. Nearby are Detroit’s largest 
medical office buildings, downtown 
clinics, City Hospital agency and 
others. Thus, the professional man 
is kept in mind when trimming the 
store’s unusual window displays, so 
that the doctor, lawyer, or engineer 
passing the store, can quickly rec- 
ognize model offices engineered for 
its specific purposes. 

The major sales feature from a 
display point is a huge rotating 
platform, located in the left-hand 
window of the store. Turned by a 
one-half horsepower electric motor, 
and geared to three revolutions per 
minute, this platform is a heavy 
wooden disk, eight feet in diameter, 
which can readily accommodate a 
desk and executive chair, a dozen 
office machines, or scores of small 
office appliances, according to the 
season at hand. 
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And This Isn't All . . . One of Sable’s, Inc., office furniture showroom that shows 
the extent to which basement can be used to increase display areas. 


Removable drums, of narrowering 
diameter, make it possible to con- 
vert the display into a pyramid, or 
by removing them all, and inserting 
a circular carpet, the display can 
simulate an office corner. 

“Motion has a lot to do with the 
effectiveness of display windows,” 
Mr. Ferrari pointed out. “For ex- 
ample, a typing desk, put on the 
platform and rotated for a few days, 
has immediately shown a worth- 
while sales increase. For this reason, 
the rotating display is in constant 
demand, and we must budget its use 
carefully.” 


Covers Detroit 


Sable’s, Inc., covers the city of 
Detroit to its territorial limits, 
which is a fertile market, indeed, 
recognizing the city’s 3,000,000 pop- 
ulation. Selling schedules have been 
set up to include a lot of midnight- 
oil and after-hours calls, as the 
three-man city staff keeps up with 
a steady list of prospects, obtained 
from previously-sold customers and 
from tips obtained through close 
follow-up of new business buildings 
being established. 

Like almost every other form of 
retail business, office furniture sales 
require plenty of hard work,” Mr 
Ferrari emphasized, “and the diver- 
sity of our market today has point- 
ed this fact up.” 

Diversity comes from the fact 
that the “professional market runs 


in cycles,” as Mr. Ferrari expressed 
it. During spring, for example, it 
may be found that physicians are 
suddenly buying new reception 
room furniture, executive desks and 
tables to improve office appearance 
before the heavy summer season. 

During this stretch of time, which 
may run as long as three months, 
it is a known fact that concentrat- 
ing on doctors will produce a far 
better return than the ordinary 
business office market. Then, a few 
weeks later, the switch may be to 
the “lawyer market,” Mr. Ferrari 
pointed out, with corporation offices 
or individual lawyers, repeating the 
same interest in new furniture as 
characterized the medical practi- 
tioner a few weeks before. 

“We believe that this sort of sit- 
uation is akin to the keep-up-with- 
the-Jones theory,” Mr. Ferrari re- 
marked. 


Way to Sales 


“Professional men meet at clubs 
and parties and when one points 
out that he has refurnished his of- 
fice, another visits him and several 
more prospects are created, chain- 
reaction wise. The professional man, 
incidentally, is a valuable prospect, 
inasmuch as the trend during re- 
cent years has been toward credit 
purchasing, while the professional 
man invariably wants to pay cash, 
and get the entire thing out of the 
way at once.” 
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Along intensive personal 
contact, the firm makes use of 
month-to-month newspaper promo- 
many of which are slanted at 
the professional market, and con- 


tions 


siderable direct mail. The Detroit 
City Directory readily furnishes the 
complete list of all members of a 
specific profession. As soon as a 
definite shift is in the air from one 
type of profession to another, a new 
list of professional men receives 
manufacturers’ direct mail folders, 
rubberstamped with the Sable name, 
plus mimeographed news bulletins, 
personalized letters and so forth. 


Use Advertising 


“We concentrate on each profes- 
sional field as heavily as possible, 
while the sales are coming in,” Mr. 
Ferrari said. “In between we make 
use of institutional ads, stressing 
our long-established position in the 
market, and the fact that our base- 
ment showrooms are among the 
largest in the country.” 


The convenient downtown loca- 
tion of Sable’s, plus a huge base- 
ment showroom provide a strong 
sales asset. There are no less than 
four separate office furniture show- 
rooms, located below the street 
level, broken down into top-price 
level executive furniture, moder- 
ately-priced all-purpose office fur- 
niture, into office machines, and 
finally into large-scale industrial 
setups closely keyed to Detroit of- 
fice management practices. 

Air conditioned and comfortable, 
the huge showrooms, with more 
than 5,000 square feet of space, are 
a sharp contrast to the narrow 
street level store. “It takes plenty of 
advertising to make a success of the 
professional market,” Mr. Ferrari 
summed up, “but in this field, noth- 
ing will ever replace personal calls.” 








Installations at Sessions ...A 
rivate office at the Sessions Clock Com- 


ny Inc., Forestville, Conn., 
Kelsey & Sons, Inc., of Hartford. 


W.E 
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is refurbished 


Skyliner Installation .. . Partial 
view of the offices of Baer Sternberg & 
Cohen, Inc., St. Louis, Mo., completely 
equipped with Orna Metal Products’ Sky- 
liner steel office furniture. The installation 
was made by the National Chair & Fur- 
niture Co., St. Louis. 


The general office at Sessions is equipped 
throughout with Harter chairs and Security 
Steel desks and files. W. E. Kelsey & Sons 
handled the complete installation. 
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Conference Seating ... Gunlocke 
No. 2269 arm chairs were selected with a 
view to the holding of conferences in the 
office of A. B. Howard, works manager 
W. A. Sheaffer Pen Co. All Gunlocke pieces 
are carefully finished to match the Leopold 
desk. 








Installations ... 


Office of President... C. R. Shecatfer 
of W. A. Sheaffer Pen Co., selected a Gun- 
locke executive adjustable chair for work- 
ing comfort in his office at the firm's new 
Ft. Madison, Iowa, plant. 


New Look in Atlanta ... The Citi 
zens & Southern National Bank of Atlanta 
Ga., remodeled its 55-member installment 
loan department with Globe-Wernicke’'s 
wood Techniplan office furniture. Techni 
plan partitions were used to provide semi 
private offices. The Atlanta bank was so 
pleased with the overall change in its op 
eration that it devoted more than half of 
one issue of its monthly publication to its 
new look. Ivan Allen Co., also of Atlanta 
made the installation. 
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Modern Office Living . . . Modern 
ighting, sound rovement, pleasing color 
id desig Shaw-Walker time-engi 
eered ¢ ncluding work-organizer 
esks Seating chairs all go 
yether t reate an efficient, up-to-date 
ffice for the Rubber Flooring Division of 
the American Biltrite Rubber Co., Trenton 
N. J. A comfortable, hard-wearing rubber 
e flooring which the company manufac- 
es wa I n a variety of color com- 


; throug it the office. A. W. Gill 
f Trenton handled the in 
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New Office .. . West-Southwest Sewage 
Treatment Works of the Chicago Sanitary 
District in Stickney, IIL, is attractively fur- 
nished with desks, tables and files made 
by Invincible Metal Furniture Co. Chairs 
are by the Aluminum Seating Corp. 





Tailor Made When Revere Elec 
Supply wanted efficiency, beauty 
f ; itilization in its new 
es, the ver-Dearborn Corp. met al 
yu by supplying Globe 
Wernicke Techniplan furniture. Shown in 
his view of Revere’s general office is the 
produ irrangement of 50-inch 
esk toy 66-inch auxiliary tops which 
neet varyi erical requirements. Hori 
provide specialized 

employees. 
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Business Builders 


Broadcast over Station S-A-L-E-S 
Operating on a wave length of:— 
CONFIDENCE .. . COUR- 
AGE .. . CO-OPERATION 


@ CAREER MEN and women in the 
office equipment field have so taken 
a liking to our genial departmental 
chief Mr. I. Will Pepper-Upper that 
this month we do him honor by 
placing him squarely in the center 
of his own television OA screen. 





And we'll follow this by a March 
good-luck horseshoe with the actual 
offerings. 





Mr. I. Will Pepper-Upper is from 
a Pittsburgh woman advertising ex- 
ecutive: 

“Salesmanship consists of trans- 
ferring conviction by a seller to a 
buyer in our important office item 
field.” 

And in order follow a few selected 
other items from all parts of our 
nation and two from outside our 
borders ... 

Here they are, all “Lucky Finds” 
we know you will heartily agree in, 
ready made for your own use on 
good will blotters,-for salesmeet- 
ings, and for sales-in-field contacts 
We all welcome sales facts tempered 
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with good humor rightly used in 
proper balance. Hence: 

No. 2. From a Kansas stationer: 
“The amount of sleep required by 
the average business man or busi- 
ness woman is about five minutes 
more.” 


No. 3. Dispatched from a Texas 
traveler in the steel office equip- 
ment field: “Sugar daddy defini- 
tion: ‘A form of crystallized sap.” 


No. 4. From an Indiana wood desk 
manufacturer (who gives credit line 
to Clyde Moore). In good March 
15th tempo it reads, “You’ve never 
had it so good, nor taken away from 
you so fast.” 

No. 5. This somewhat longer Mr. 
I. Will Pepper-Upper comes from 
France, the expression of a vaca- 
tioning American Mid-West sta- 
tioner. He captions it “Reputa- 
tion”: “Some time ago, I observed 
that in reading the papers from the 
States that a discouraged, despond- 
ent young man in a New York hotel 
leaped from his top floor room and 
landed on the lap of a visiting 
queen who was being escorted up 
Broadway. 

“The very next night his name 
went up in neon lights as the young 
man who fell for a queen! 

“Now that is one kind of repu- 
tation, but it’s a reputation few of 
us would envy or emulate... no 
future in it! ... what I am eager 
to do as soon as my health permits 
is to return to my office supply 
business in the good old United 
States—continue reading and 
studying that splendid guide of our 
trade, OFFICE APPLIANCES, and tackle 
each day’s problems one by one 
with the eagerness that only one 
who has been away from it all can 
empower.” 

. and No. 6 on our front page 
news this month is from Rio de 
Janeiro; a direct quote from our 
President of the United States that 
our South American friend in our 
trade nominated for a Pepper-Up- 
per collection: 

“The spirit of man is more 
important than mere 
physical strength, and the 
spiritual fiber of a nation 
than its wealth.”— 

Dwight D. Eisenhower. 


*x * * * * o * 


Modern Equipment for Efficiency 


I-D-E-A E-X-C-H-A-N-G-E 









MODERN EQUIPMENT 


OFFICE APPLIANCES, March, 


Presented 
each month to 
give your dol- 
lars CENTS- 
INSURED 
plus SENSE- 
ASSURED! 
Remember 
the price— 


ONE IDEA FROM YOU FOR EACH 
IDEA ORDERED BY 

YOU !!! (Always men- 

tion idea number, and 

address the co-ordinator 

of this page, Care of Shaw and 
Borden Co., Box 2153, Spokane 10, 
Wash. Use this same address in 
sending in your thoughts for our 
Mr. I. Will Pepper-Upper, Here’s 
an Idea From Under My Very Own 
Hat, and Terse Trailer departments 
of BUSINESS BUILDERS’ monthly 
telecast. 





* Yours for your idea-exchanging: 
Business Builder No. 3-53-1: “Really 
Cashing in our Local Market Sur- 
veys and Consumer Analysis Re- 
ports Available—Here’s how we use 
these profitable guides to merchan- 
dising in our own important com- 
munity.” And this Ohio Stationer 
generously gives of his time in this 
idea exchange of his. Use it now, 
but to get it you must send in your 
BUSINESS BUILDER Exchange 
Idea at the time of requesting. 

* Yours for your idea-exchanging: 
Business Builder No. 3-53-2: 
“Roughed-out Notes from Our Dis- 
play Managers’ Notebook on Win- 
dow Trims and Promotions to 
Come!” Here, a progressive Cali- 
fornia stationer actually lets you in 
on modern merchandising ideas in 
the make. 


. * * * * * . 


From Canada comes the winner 
this month of: 


HERE’S AN IDEA FROM UNDER 
MY VERY OWN HAT: 








HISTORY: Something that 
goes in one era, and comes out 
the other. 








. and the postscript from our 
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Quebec stati adds this honest 
comment vhile this idea does 
come from out under my own head 
rear, I have a vague thought that 
I read it some place for IT SEEMS 
QUITE CRICKET TO ME! 
> o * 
AND JUST SOUTH OF THE 
INTERNATIONAL BORDER from 
ir Canadian winner comes a Ver- 


monter reaping the honors of our 
Terse Trailer Department with this 
caption to which 12-word cryptic 
he gives credit line to Jack Leonard, 
quote: — 

“Our generation was brought up on 
the wrong side of the TAX!” 


Again we emphasize: 
“TERSE TRAILERS 
PRODUCE FOR YOU!” 


So send in your TERSE TRAILERS 
and there’s a prize for each one 
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Office-efficiently yours, 
RALPH B. ORTEL 








Herb Walsh Family Flies 
to Hawaii for Vacation 


genial ambassador of 


Herb Walsh 
sales for the Ace Fastener Corporation, 
with his wife daughter enjoyed a 
ecent vacatio: the Hawaiian Islands. 
A flying ent who pilots his own 


plane on busine and personal trips, it 


was quite natural that Herb should use 
lanes f 1 fast hop. The Walsh 

y resid Park Ridge, Ill. 
One of the highlights of the vacation 


was participat the Hawaiian feast 


termed a “Lua Mr. & Mrs. Walsh and 

Marilyn watched the preparation of the 

pig which is ted by stuffing it with hot 

tones and putting it in a hot bed of 
ais in a pit 





Enjoy Hawaiian Feast—Herb Walsh of Ace Fastener Corp., Mrs. Walsh and 
their daughter, Marilyn, participate in a “Luau” or Hawaiian feast 





Stock Control Made Easy 


page 22 
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invent January of the 
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substantial differ- 
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With these cards as guides, the 
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for the year for 

ten M \ dealers figure 
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stock-turn the wrong way. They 
take the count at the end of the 
year, value it, and divide this figure 
into the sales. This gives an erro- 
neous turn. If the stock happens 
to be higher than average at the 
end of the year, the turn will be 
low. If the stock is lower than 
average, the turn will seem high. 

Other dealers take the count at 
cost and divide this cost into the 
yearly sales figure. This gives an 
overly high turn. The cost of the 
inventory should be divided into 
the cost of the sales to get an ac- 
curate turn. 


Use Bin Cards 


Some dealers use bin cards to ad- 
vantage to check the stock in bins. 
These bin cards are replicas of the 
stock control cards kept in the 
office. When stock is removed for 
sale, the clerk records the with- 
drawal on the bin cards. When 
supplies come in, he records them 
also. Once a month an office clerk 
checks the master file in the office 
with the bin cards and investigates 
discrepancies 

This is a good way to keep a 
monthly check on inventory so that 
losses can be choked off quickly. 
Even if you have a stock control 
system, you should make arrange- 
ments to make spot checks peri- 
odically from cards to stock. 
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If you depend entirely upon the 
system to minimize inventory losses 
and take a physical count only 
once yearly you may still find wide 
variances between this system and 
the goods on hand. 


Not “Perpetual” 


Remember that stock control is 
not perpetual inventory. The lat- 
ter records the value of stock, the 
former records the stock only in 
units. It has far more operating 
advantages than perpetual inven- 
tory. It not only minimizes stock 
losses, but it earmarks the move- 
ment of each item purchased from 
the supplier to the customer, it 
keeps the dealer informed about 
customer demands, the slow-mov- 
ers, the fast sellers, the most prof- 
itable items, the loss items, it tells 
him the maximum and minimum 
that he should carry on each item 
so that he does not overload on it 
and does not run short of it, thereby 
losing sales because of “outs.” 


By using this system, the dealer 
can determine within reasonable 
limits what the average “carry” 
per item should be, thus enabling 
him to buy in ratio to his require- 
ments and not over-buy or under- 
buy, sinking too much working cap- 
ital in inventory or using too little 
of it. Both extremes are bad be- 
cause they depress profits. 
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Our Policy on Wholesale 
Prices in Advertisements 


@@ MORE THAN A THIRD of a century ago 
the Van Dorn Iron Works Company, one of the 
early manufacturers of metal furniture for of- 
fices, used large space to announce a new prod- 
uct and quoted the net price to dealers. An un- 
expected result was complaints from important 
retailers who said that the publication of net 
prices was a definite handicap to them. Cus- 
tomers learned the dealer’s cost without being 
made aware of the many essential items of 
overhead which had to come from the dealer’s 
discount. As a result of that and other incidents 
publication of any information which would 
tend to show dealer costs was discontinued. Fre- 
quently, manufacturers not aware of the situ- 
ation include wholesale prices or designate 
dealer discounts in their copy. Almost without 
exception they thank us when we explain and 
authorize us to remove the policy-breaking text. 


Despite a system of careful checking some 
wholesale price or discount references have ap- 
peared in advertisements during the 35 years 
the policy has been in force. One such slip from 
standard occurred in our February, 1953, num- 
ber. The discount appeared on the inside of a 
printed insert and was not discovered until too 
late to make the necessary change. Neither the 
advertiser nor his advertising agency was at 
fault. Rather, the error was ours because we 
failed to make our usual careful examination of 
the insert before binding. 


OFFICE APPLIANCEs is essentially a dealer pub- 
lication. Yet, the wealth of descriptions of mod- 
ern office equipment, devices, and supplies ap- 
pearing in both advertising and reader columns 
each month has attracted to our list of sub- 
scribers office managers and other officials of 
many of the country’s largest users. Others who 
do not subscribe are supplied copies by dealers 


here and there 


and dealers’ salesmen. With some dealers it is 
a regular practice to pass on copies of the jour- 
nal, after they have read them, to certain of 
their customers. 

As a merchandising publication, Orrice Ap- 
PLIANCES holds steady to the purpose of assist- 
ing in every possible way to raise the standards 
of merchandising in the office equipment and 
supply field. On the premise that whatever 
benefits the manufacturers’ distributor benefits 
the manufacturer, we are convinced that the 
policy on wholesale prices is in conformity with 
the basic objectives of sound merchandising 
practices. The inadvertent departure makes it 
all the more certain that the policy will be 
maintained in the future. 





Check List for Letters 


@¢ BETTER LETTERS are a joint effort, con- 
cludes General Foods Corporation, which has 
just published a booklet on effective business 
letters for its own organization. The nine- 
point check list for letter writers could well be 
studied by other businesses. It reads: 


“1. Does this letter go straight to the point? 

“2. Is it conversational—friendly and polite? 
Have I used the ‘you’ approach? 

“3. Does the letter treat the reader as an equal 
and doesn’t talk up or down? 

“4, Is it simple, in words and construction, yet 
alive? 

“5. Does the letter sound sincere? Is it sin- 
cere? 

“6. Is this letter complete? Have I said every- 
thing I should say—and paved the way for the 
reader to take the necessary or desired action? 

“7. Does the letter flow—go smoothly and 
logically from one idea to the next? 

“8. Does it do the best possible job for the 
company”? 

“9. Am I proud to sign my name to it?” 





Nathan Urges Industry 
Support of March of Dimes 


Seymour L. Nathan, president of Charles 
S. Nathan, Inc., chairman of the Office 
Furniture and Equipment “Division of the 
1953 Greater New York campaign of the 
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National Foundation for Infantile Paral- 
ysis, is calling on members of his industry 
to support the $4,000,000 appeal now 
underway. 

Stressing the urgent need for funds that 
faces the National Foundation in 1953, 
Mr. Nathan points out that last year was 


the worst polio epidemic year in history. 
Polio ravaged throughout the United States 
taking its toll of almost 60,000 victims. 

To help them, the National Foundation 
will spend $35,000,000 on medical bills 
alone in 1953. Few patients can bear 
the full expenses of polio—and therefore 
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Colorful Call from 
Valley of the Sun 
Harry erse, winter resident of Phoe- 
Ariz tive office machine spe- 
st in Seattle, Wash., at other seasons, 
de recently by sending a 
py of a | tif illustrated booklet on 
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Dixon Helps ‘Pencils 
Please’ to Good Start 


The ey xon Crucible Company has 
t helped 1 yurate a drive to collect 
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Cabinet's Gift to Truman 
is Bad News to Thieves 


that burglars will not 
Le ¢th,z itt H ry §S 
cabinet. As a going- 


Truman _ recently 
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“Meet the Boss” .. . L. C. Stowell, 
president of Underwood Corp.., is inter- 
viewed by newsman Marshall McNeil! 
on the December 93 show of “Meet the 
Boss."" Mr. McNeil, the program's reg 
ular moderator, is head of the Wash- 
ington Scripps Howard Bureau. The 
half-hour television show is seen at 
10:00 p.m. over WABD and the Du 
Mont Television Network 





away token for the Missourian, members 
of the outgoing cabinet presented him 
with a Mosler secret safe 

The safe, custom-made by the Mosler 
Safe Company, was designed for home 
use. It contains a plaque inscribed with 
the names of all members of the retiring 
cabinet. 
looks good to deco- 
rators—bad to thieves,’ according to Ed- 
win H. Mosler, Jr., president of the 105 
year old safemaking firm. Details of the 


Mr. Truman’s safe 


safe’s unusual appearance and construc- 
tion, however, have not been released 
for security reasons. But should a crook 
find the safe Mr. Mosler claims it would 
take him years to exhaust the lock’s one 
million possible combination changes 








Son of Speed Typing 
Former Champion is 
Science Test Finalist 

Martin C. Tangora, 16, of Evanston, Iil., 
is among the 40 pupils in the nation se- 
lected by the Westinghouse Electric Cor- 
poration to compete in Washington, D. C., 
for college scholarships worth $11,000. 

Tangora, who graduates in June from 
Evanston Township High School, is the son 
of Albert Tangora, once world’s speed 
typing champion and now an office ma- 
chine dealer. 

The talented high school student for his 
science project attempted to find a solu- 
tion of the age old mathematical puzzler 
known as “the four color problem.” It was 
the attempt to solve mathematically, in 
and publishing of four color maps, the least 
number of colors possible and their place- 
ments without placing the same color in 
adjoining areas. His newest project is 
construction of a refractory telescope. 





Gilbert Bosse Becomes 
Thrift, Inc., Chairman 


After 23 years as president of Thrift, 
Inc., financial institution of Evansville, Ind., 
Gilbert Bosse has been elected to the 
newly-created post of chairman of the 
board. Rudolph Meyer was named presi- 
dent. 

Mr. Bosse, who is president of the Im- 
perial Desk Company and was one of the 
organizers of the firm, was a prime mover 
in the chartering of Thrift, Inc., in 1925. 
He was one of its first vice-presidents and 
was elected president in January, 1930. 
The firm expanded under Mr. Bosse’s lead- 
ership and moved to a larger location in 
1943. 








Pencils for Needy Children ... Leo A. Behrendt, Joseph Dixon Crucible Co. vice- 
president, presents his company’s contribution to Salmon Rizk, originator of “Pencils 
Please” drive. Looking on are sponsors Jan Struther, author of “Mrs. Miniver,” and Dr. 
E. George Payne, vice-president of Save the Children Federation 
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the Hu- 


by Irving Settel, authority on retail advertising 


30. Sales Take Well-planned Advertising 


@ FOR THE OFFICE appliance merchant, the 
problems encountered in advertising for sales 
are usually less complicated than they first ap- 
pear. If the promotion is well planned far 
enough in advance, the probability of success is 
greatly enhanced 

But too often the office appliance retailer pro- 
motes somewhat haphazardly, conceiving and 
placing his ads the very same day. Too often, 
he works without plan or format ... and too 
often, the results fall far short of the antici- 
pated mark. 

Pre-planning is of vital importance to all 
promotional advertisers. In this way, mistakes 
are avoided, appropriations are put to work to 
their best advantage. Here, past records should 
act as a guide for action 

It is wise to start your “blueprint” for “sale’”’ 
advertising as early as possible. Besides your 
merchandising and buying problems, promotion 
confronts you in your planning. If you give 
yourself enough time, the probability of suc- 
cess can be maximized. 

Let us consider, step by step, what should be 
done to produce the most effective sale possible 

1. DETERMINE AN APPROXIMATE ADVER- 
TISING BUDGET. It is difficult to advise 
exactly how much should be spent on your ad- 
vertising for this event. The amount varies with 
each individual appliance store, and depends 
upon such factors as location, last year’s sales, 
potential sales and media costs. 

According to the Retail Division of the Ameri- 
can Newspaper Publishers’ Association, office 
appliance merchants spend for advertising an 
average of about 2% of their net sales. This 
figure is for the entire year. Your promotional 
budget should be higher than usual. Your own 
records of past sales will help you determine an 
appropriate amount. Consider the budget verv 
flexible for there will be changes. 

2. CHOOSE THE ADVERTISING MEDIA TO 
USE. Money expenditures alone will not pro- 
duce results for the advertiser. Expenses should 
be carefully planned so that every dollar has the 
opportunity for the greatest possible returns in 
sales. Consequently, the choice of your media, 
the vehicles which carry your promotion, should 
be one of great care 

Available to the office appliance merchant 
are the newspaper, the radio, direct mail, out- 
door advertising and others. Your choice should 
be determined primarily by past experience in 
your own town. You must choose the media 
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which will do the biggest job for the money 
spent. “Rate cards” of the various organizations 
concerned are helpful. From these, you can 
discover such important facts as circulation, 
cost, “waste” circulation, milline rate, and so 
forth. It is well to remember that it usually is 
wise to avoid “putting all your eggs in one bas- 
ket.” The more coverage you get, the better 
chance of success you will have. 

Usually, newspaper advertising should lead 
the rest with about 50% of your total. Radio 
(in small towns where rates are low) follows 
with about 20%. The remaining 30% is divided 
among direct mail, handbills, signs and dis- 
plays. “Internal store display” (window dress- 
ing, and so forth) should be figured on a sep- 
arate budget. 

Where budgets are extremely small, spread- 
ing the appropriations too thin will result in 
inadequate promotion. In such a case, news- 
paper advertising carries probably best the bur- 
den. 

3. USE “MEDIA” EXPERTS FOR HELP AND 
ADVICE. Most newspapers, radio stations and 
direct mail firms maintain a fairly complete 
advertising department. Personnel within these 
departments are usually trained to assist ad- 
vertisers in achieving the most effective ads 
possible. Let us examine each medium and de- 
termine the extent of the help you can get: 

NEWSPAPERS—Most papers maintain a com- 
plete advisory department. In addition, they 
usually subscribe to a “mat” service, a very help- 
ful collection of current “‘stock” advertising ma- 
terial. These are for you to use. They offer 
complete ads including layouts, illustrations ana 
copy in proof and mat form absoulutely free 

Visit your newspaper office far in advance of 
the sale and request assistance in planning your 
campaign. Be the first to take advantage of the 
mat service (it is available to all retailers) and 
choose the material you wish to use. You will 
discover great savings in production costs and 
wonderful ideas for successful promotions 

RADIO STATIONS—Radio stations will offer 
complete radio campaigns including copy and 
scripts written to order. In most cases, this 
material and service is free of charge 

DIRECT MAIL—Most printers will offer ex- 
pert advice on subjects related to direct mail 
pieces. If you can afford folders or catalogs for 
the sale, use them by all means. However, for 
most office appliance merchants, this type of 

Turn to Page 203, Please 
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advice 





OW ERING PRICES is one thing . . . but hammering 
them down at QUALITY’s expense is something else 
again. PANAMA-BEAVER products are superb, 
because we tailor them UP to rare quality standards, 
not DOWN to higgle-penny prices. That’s why they 
are CHEAPER for YOU in the long, hard run... 





/) re. 
PANAMA-BEAVER 


Vitbboak” ain 


MANIFOLD SUPPLIES CO., 188 3rd Ave., Brooklyn 17, N. Y. 


CARBON PAPERS HECTOGRAPH UNI-MASTERS INKED RIBBONS 
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Convention Site Not Selected for 1955 


The 1955 site for the convention of the National 
Office Machine Dealers Association has not been se- 
lected, according to word received from Harold Mann, 
executive secretary of the organization 

Some word has gone out that an eastern city had 
been named but this is not the case. This year’s meet- 
ing will be held in Atlantic City and the 1954 gathering 
will be in St. Louis, but beyond that no cities have 
been named. Several are under consideration but no 
final choice has been made. 





Directors of NOMDA Meet in New Orleans 


Gathering for its annual mid-winter meeting held 
this year at the Jung Hotel in New Orleans, La., were 
30 members of the board of the National Office Ma- 
chine Dealers Association. They came from Elko, Nev., 
to Miami, Fla., and from Los Angeles, Calif. to Provi- 
dence, R. I. 


An entire day was spent in business of the group 
followed by a day of sightseeing in the city and on 
the Mississippi River. Many families accompanied the 
directors. A dinner was held at the world famous 
Antoine’s restaurant. In the accompanying photo- 
graph are the directors who were on hand: 


Seated (left to right) Charles Meyers, Miami, Fla.; 
Liston Jackson, Fort Worth, Tex.; James Ward, Chi- 
cago, Ill.; Harold Mann, executive secretary; President 
Jack Weiner, Chicago, Ill.; Vice-President Edward 
Pfitzenmaier, Ardmore, Pa.; Vito Randazzo, Kansas 
City, Mo.; Al Fincher, Atlanta, Ga.; Irving Ritchie, 
New York, N. Y.; Russell Brewington, Houston, Tex.: 
Clarence Bush, Washington, D. C., and Lee Osmon, 
Tampa, Fla. 


Standing (from the left) William Woods, Providence, 
Rhode Island, Irwin Vincent, Topeka, Kansas; Harvey 
Miner, Kankakee, IIl.; J.O. Waedekin, Milwaukee, Wis.; 
Ed McHale, Cincinnati, Ohio; Harry Van Zant, Dayton, 
Ohio; C. W. McLane, Elko, Nevada; Al Foxcroft, Los 
Angeles, Calif.; Ivan Fifield, Waterloo, Iowa; Al Con- 
nolly, Evansville, Indiana; Lloyd Reedy, Cushing, Okla.: 
W. A. A. Johnston, Knoxville, Tenn.; Roy Malone, 
Dallas, Tex.; Charles Chappell, Pittsburgh, Pa.;: Her- 
bert Toussaint, Camden, N. J.; Harold Steinke, Upper 
Darby, Pa.; Robert Randazzo, Kansas City, Mo., and 
D. L. Keeney, Jr., Dallas, Tex. Jack Macon, Atlanta, 
Ga., was not in the photo. 
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Harold W. Mann, Executive Secretary, 1267 North Wilton Place, Los Angeles 38, California 


Install New Officers of COMDA, 
Hear “Rocky” Jones on Selling 


All of them “old pros” in the COMDA ranks—each 
one an ex-president—new officers of the Chicago Office 
Machine Dealers Association were installed in the Jan- 
uary 13 evening dinner session of the organization at 
the Maryland Hotel. The ceremony, conducted by the 
NOMDA president,, Jack Weiner, was perhaps pro- 
phetic of a banner year for COMDA, inasmuch as it 
was witnessed by a good attendance of nearly 50. 

Installed were: 

President—Bruce Brown, Bruce Brown, Inc., Chi- 
cago. 

Vice-president—Larry K. Walter, Peter Paul Me- 
chanical Service, Chicago. 

Secretary—Harvey Miner, Miner Business Machine 
Company, Kankakee, III. 

Treasurer—Charles C. Creevy, Creevy Office Machine 
Sales & Service, Chicago. 

Retiring President Jack Teeter, “Teeter the Type- 
writer Man,” Hammond, Ind., was presented a gift on 
behalf of the association. 

Announcement was made by the new president, 
Bruce Brown, that joint meetings were planned with 
the Milwaukee OMDA, similar to those successfully 
held in downstate Illinois several years ago. 

At the February session Jack Weiner, NOMDA presi- 
dent, will report on the mid-winter meeting in New 
Orleans, La., and also explain the plan he has ad- 
vanced to have a national company provide financing 
for small down-payment and installment selling of 
typewriters. 

“Merchandising vs. Specialty Selling’ was the topic 
of an inspiring and informational address made by 
Leroy “Rocky” Jones who recently joined the Shipman- 
Ward Manufacturing Company staff after a long and 
varied career in the industry. (His remarks are re- 
printed in full elsewhere in this issue.) 

“Rocky” warned his listeners that to merchandise 
they must spend money for advertising—‘“not just a 
little money, but enough to become a factor...’ Simi- 
larly he said that in specialty selling a dealer must 
equip himself and his sales force with knowledge to do 
creative selling. 

He advocated the merchandising of adding ma- 
chines during the first three months of the year, 

Turn to Page 204, Please 


— 


Mid-Winter Meeting—NOMDA's board of directors in session at the Jung Hotel, New Orleans, La. 
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See how Smith-Corona 
saves your time...helps you sell! 








Open carton... lift 
out...set it down. 


Som codon 0 wsomer Time—8 seconds! 
in. 17 9ECONDS...0r. boss ! 


(and so simple and foolproof to unpack, you can deliver a 














Smith-Corona portable in its factory-sealed carton— with no 


worries about customer confusion or complaint!) 


DI .... case...remove E] 


tiny elastic band. ALL SET TO GO! 
Time —5 seconds! (Smith-Corona 




















Lift cover plate...detach is the world’s 

shipping wire (squeeze ends fastest port- 

in towards center). able in more 

Time —4 seconds! ways than 
one.) 























TOTAL TIME—17 SECONDS...OR LESS! 


No strings, no gummy tapes, no boards or blocks. | by Typewriter Dealers, 2 to 1 over any other 
Just two simple items keep the Smith-Corona make! (Based on nationwide survey of 5000 
portable locked and safe for transit. Not minutes Dealers.) Why don’t you sell the best? 


of your valuable time but just a few seconds with- eee 

L C SMITH & CORONA TYPEWRITERS INC SYRACUSE 1 NY Canadian 
: factory and offices: Toronto, Ontario. Makers also of famous 
It's just another reason — and an important one — Smith-Corona Office Typewriters, Adding Machines, Vivid 


why the Smith-Corona portable was voted best Duplicators, Ribbons and Carbons. 


Smith-Corona “@ fast poems! 
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Left & Right Arm Sofas 


Kenmar Manufacturing Company, 
East Palestine, Ohio 














Royal Bookcase 


Chicago, Ill. 


space. 


For office relexation as wel! as entertaining customers, the new 
left and right arm sofas have been designed especially for the 
busy executive. Measuring 72 inches wide, 34 inches deep and 
31 inches high, the sofas are available with natural, mahogany 
or ebony wood finish legs. U. S. Koylon foam cushioning is 
used and there is a choice of Naugahyde or nylonized Bolta- 
flex upholstery. The sofas are part of the Casual group which 


also includes a double-arm sofa and chair. 
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inches 


Quiet-riter Portable 


Remington Rand Inc., 
315 Fourth Ave., New York 10, N. Y. 


Described as a complete typewriter in port- 
able size, the new Quiet-riter has com 
pletely new styling, a new keyboard and 
many other improved operating features in 
addition to retaining all the basic values of 
its predecessor. New direct set visible 
margins let the typist see where to set 
both right and left margins with fingertip 
ease without moving the carriage. Miracle 
Tab, an exclusive feature of Remington 
portables for over four years, sets and 
clears tabulator stops from the keyboard 
with a flick of the finger. The Quiet-riter 
has a large size paper cylinder with a 
“sure-grip’ paper feeding device. Newly 
designed contour formed, non-glare key- 
tops cushion the fingertips to give a new 
sureness of touch. Other features of the 
portable include a semi-automatic ribbon 
changer and a single, double and triple 
line space selection. A sturdy deluxe car- 
rying case and a touch method typing in- 
structon book is included with every ma 
chine. 


Telephone Table 
Haskell 
303 E. Carson St., Pittsburgh, Pa 

Originally designed for office efficiency, this 
new telephone table with its handy shelf for 
phone books, now doubles as a decorative 
piece for lamps, smoking accessories, books or 
magazines. Among its features are rounded 
corners, a baked enamel finish and an alum- 
inum-banded linoleum top. It is available in 
two sizes 
with a height adjustment from 29'2 to 30! 
The table comes in gray or green. 


Inc., 


18 x 18 inches and 18 x 24 inches 


Royal Metal Mfg. Company, 
175 N. Michigan Ave., 


Easily adjustable to accom- 
modate any size book or re- 
port, this gray metal 
shelf bookcase has been de- 
signed for a variety of ref- 
erence material. Even 
largest size technical reports 
can be held in this bookcase 
simply by moving the shelves 
to the desired height. 
of heavy gauge steel, it is 
said to have _ exceptional 
strength and capacity and 
uses a minimum of 


three- 


the 


Made 


floor 








Royal Elevator Stand 


Maso Steel Products, 
81 W. Van Buren St., Chicago 5, Ill. 


The new heavy duty, portable Royal 
elevator stand is designed to provide 
strong, safe support for heavier office 
machines. It is equipped with four steel 
cups attached to two adjustable steel 
chanrels that accommodate most office 
machines. The feet or legs of the ma- 
chines are easily attached to the cups 
and channels for rigid safe support. The 
Royal elevator device requires only the 
touch of the toe to raise the stand to 
rest on large, soft rubber casters for 
easy portability or to lower the stand 
to the four solid rubber feet. Under 
structures are of all steel with a choice 
of tops in grained Lamidall finishes or 
in all steel or gray green or brown. A 
baked enameled Hammerloid finish is 
also available. The stand is No. 1795-C 
in the Maso line 
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aton 


makes Nascon 


Nascon 
makes Sales 


it's the leading line of Record Books 
for Home, Office and Personal Use 





Guest Books Nos. 275 G and 375 G — Hand- 


Retail customers won't buy unless they‘re offered 
well-styled, quality merchandise of known and de- 
pendable value. That’s why more and more Stationers 
are concentrating on Nascon. 


Here are new items — and already-best-sellers 
from the Nascon line. Feature them... they'll bring 
you volume beyond your expectations . . . that’s their 


selling record. 


The complete line of Nascon Record Books for 
Home, Office and Personal Use is shown in the new 


1954 catalog. Send for your copy today. 








Birthdays At-A-Glance, No. 140 B — 


Auto Record Assortment No. 130 AR — Sturdy, 
zed x 374 
OllL CONSUMPTION 


RIES 


pocket page size 6 with somely styled in two practical sizes. Hand turned, 


jdexed sect for GAS ANI fine fabric covers with floral pattern silk-screened 


ATION REPAIRS AND ACCE in gold on Wine, Green and Gray. Concealed 
Wire-O binding. Page size 5” x 8". Retails at 
$3.50. Page size 9” x 7”, at $4.00. Both indi- 


(Not refillable). 


A boon to those who 
deductible items. Simvu- 
f Blue, Saddle, Red, Black. 
orted books in counter unit 


at $1.25 each. 


. P ’ j f ta 
must keer ox 


vidually boxed. 


Indexed by months for permanent record 
of BIRTHDAYS. 
flower of month and signs of zodiac. 


Pages give birthstones, 


Simulated leather covers, cushion edged 
in Red, Blue, Saddle, Black. Page size 
6” x 35,". Individually boxed. Retail 
at $1.25. 











Nascon Selling Unit with Recommended Assortment No. 51 





This Nascon point-of- 
sale merchandiser in- 
troduced in 1951 has 
produced fabulous re- 
sults for stores every- 


where. ... Write for 








NASCON complete information 
Home RECORD BOOKS about it today. 
HOWAL uss 
Week-At-A-Glance, Assortment No. 1— 12 desk 
t $1.7 ind i2 pocket size (to retail at 
; n sturdy gray ond maroon Prices subject to your usual discount 
‘ Fine simulated leather covers 
Issortr f Biack. Saddle 2 d Rex 
ESmR, Save GAS Med, am PS . Wie NASCON PRODUCTS 
x 3°," pages) provide a full (a /, Mascon » 
week s and memoranda on the dou- >~AT-A-GLANCE~ division of Eaton Paper Corporation 
t sent and following month cal \ a 
roducts 
‘sin, Se teens — | Aeaasan> > PITTSFIELD, MASSACHUSETTS 
hree-year calendar and ailphoa- P ar 
bet } ection. Not refillable. 
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Numbergraphs 


Metalcratt, Inc., 
Mason City, lowa 


Two new types of adhesive-backed 
trol and equipment identification pla 


Serially Numbered Autographs an 


have been introduced to the market 
Both types are backed with resilient, 
activated adhesive that permanently 


any grease-free surface. The Ser 
Autographs are produced in three 


Numbergraphs 


y Metalcraft hig 
solver re > | 


Numbered 
stock rectangular 
sizes on .016 inch chrome metal. Preliminary prep 
aration includes a color sketch which 


Rosetto Supertacker 
J. & H. Rosenheim & Company, 
? Oswald St., Glasgow, C.1, Scotland 


Operating with one hand, this Super- 
tacker drives staples as fast as the 
hand can grip while leaving the other 
hand free to hold the article being 
tacked. It is designed with pawl-re 
lease action to avoid any blow on the 
container that might cause damage to 
the contents. Three machines in one, 
it loads three staple lengths: 3/16 inch 

inch and *%s inch. Other features 
include all steel construction and a 
narrow width so that staples can be 
driven in as close as 1/16 of an inch 
to upright walls and partitions. Since 
the machine is self-contained there are 
no loose parts to get lost. It is guaran 
teed for all time when used with gen 
uine Rosetto staples, thus giving a life 
time of service at no upkeep cost. Na 
tional distribution rights in the United 
States are now available 


N-1 “NUMBERGRAPHS” 


con XK 3/0" 


as 
N-2 “NUMBERGRAPHS” 








to 
2° & */0 





i i / s sent to THE J. M. mv Colas 
the purchaser for approval. Advertising copy is Serie! We 
. . . ~ ] . Mase mi naeeenD, 


lithographed in two sparkling colors 
bers in any sequence are deeply 


stamped into the face of the plate. 


finish aluminum, a pliable metal 


readily shaped to conform to curved or irregular 
surfaces. The purchaser may select either 3/32 inch 
or % inch digits with eight digits per plate being 


the maximum. 


Typewriter Stand 


The Mayfair Company, 
315 N. Desplaines St., Chicago 6, I! 


The new No. 902M typewriter stand 
features smooth snagproof corners 
and a top that has been stamped 
out of one piece. A piano hinge con 
struction, over-size casters and 
reinforced frame are provided to 
prevent wobbling. Made of heavy 
gauge steel the stand is 16 x 37 
inches with the leaves up and 16 x 
20 inches with the leaves down. The 
height is 26 inches. The top is 20 
gauge while legs are of 14 gauge. 
All edges are rolled to be snag 
proof. The stand is available 
gray, walnut or green. Individually 
cartoned it weighs 22 pounds. The 
suggested retail price is $8.95 


a4 


num 
legibly 
Numbergraphs 
bear stamped serial numbers only and are produced 
in two stock rectangular sizes on 


SNR-2 “SERIALLY NUMBERED AUTOGRAPHS” 





mill 
be 








SNR-1 “SERIALLY NUMBERED AUTOGRAPHS” 
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No. 1304'2 Chair 
The B. L. Marble Chair Company, 
Bedford, Ohio 


Created primarily for use with high 
grade modern wood desks, the new No. 
130442 executive chair has a sitting 
depth of 19%4 inches. The height of the 
back from the seat is 202 inches; the 
width of the seat at the front is 23 in- 
ches and the width between arms is 
2042 inches. The companion arm-leg 
chair, No. 1304, has the same dimen- 
sion except the height of the back is 
only 18 inches 





200 Series Safe 


Mosler Safe Company 
Hamilton, Ohio 


Modern functional design plus maxi 
mum protection highlight Mosler’s 
new line of “200” and “100” Series 
“B” and “‘C” label record safes. De- 
signed by Raymond Loewy, the 
fire-resistant units are styled after 
the firm's deluxe 400” Series “A” 
label record safes. Mosler’s Counter- 
Spy dial has been built into all three 
models. Because the numbers are 
on the edge of the dial instead of 
the face, they are visible only to 
the person working the combination. 
The “A,” “B’ and “C” labels indi- 
cate that the new safes have passed 
Underwriters’ Laboratories’ severe 
tests for fire, impact and explosion. 
Other features include streamlined 
horizontal handles and detachable 
skirts. 
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rut PEN suas 
FILLS 


ITSELF 


The desk pen has the fountain in the base instead of the 
barrel. Pen instantly fills itself every time you return it 
to the socket. Pen always ready to write—writes 300 
words or more without re-dipping. 













Finger grip 
never touches ink. No 
chance aerial 

touch you. - 
Fountale base “ink TO SELECT OR REPLACE 
locked" against . +. HERE'S ALL YOU DO 
accidental spillage. Ig 
— ~~ Choose the right point 


. V for the way you write 
: . by NUMBER 


~ 
~ = 


ie 
No = 
i 


< 


"he f 





Oot DESK PEN SET 


This desk pen has every feature customers AND, Esterbrook ‘'444”’ is aset customers know, and 
want plus convenience, good looks, modest ask for. Nationally advertised in leading magazines. 
price. Most of all, it gives them their choice of 

Esterbrook Renew-Points—the right point | Keep a ‘‘444”set on your pen counter. It pays—the 
for the way they write—the job they do. **444” not only fills itself, but SELLS ITSELF, too! 


The ESTERBROOK PEN COMPANY, Camden 1, New Jersey 


THE ESTERBROOK PEN COMPANY OF CANADA, LTD., 92 FLEET ST., EAST; TORONTO, ONTARIO 
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Economy Office Units 
GR Products, Inc., 


140 Federal Square Bldg., Grand Rapids, Mich. 


In X and T arrangements these packaged offices 
called E Units are provided at a cost of about 
$100 per employee. Space economy is achieved 
by work stations using as little as 48 x 54 inches 
of floor space. Three sizes smaller than the 60 x 
60 inches unit, illustrated, permit allocation of the 
minimum amount of space required for the par- 
ticular job. Utility wings, desk-level filing and 
storage, cabinets, drawers and bookshelves are 
optional. The utility wing provides extra desk 
surface at a lower level or may be used for busi- 
ness machines. Partition panels are adjustable 
to 42 and 48 inch heights. Any type of glass may 
be used or the manufacturer will furnish a solid 
filler to replace the glass. Units have a two-tone 
finish with panels in modern gray or beige, with 
desk top and accessories in a matching lighter- 
grained wood. 


Punch and Fastener 


Acme Fastener Company, 

411 N. Tenth St., St. Louis 1, Mo 
The new two hole loose leaf 
punch makes '%4 inch holes, 2% 
inches from center to center. De 
signed for quick action it features 
a large waste container. Fasten- 
ers are available in one- or two- 
inch capacity with 2% inch cen- 
ters. A prong lock compressor is 
provided for permanent fasten- 
ing. The fasteners are packed 50 
to a box. These items were 
described erroneously on page 46 
of the February issue. 





Boltaflex Poinsettia Pattern 


Bolta Products Sales, Inc., 
Lawrence, Mass. 





E-Konomy Kleradesk 


Sengbusch Self-Closing Inkstand Company, 
Milwaukee 3, Wis. 

Constructed in two sections which separate 
in the center the No. 553 E-Konomy Klera- 
desk vertical desk file is constructed in 
heavy sheet steel and comes in green or 
gray. The separation feature permits easy 
and quick insertion of as many standard 
Sengbusch center sections as required for 
individual needs. The unit will accom- 
modate any combination of regular Klero- 
desk high or low center dividers and 3, 6 
or 10 inch floor boards. Two end compart- 
ments of the file are 2 inches wide and the 
adjoining compartments are 1'2 inches 
wide. The center section is expandable 
from 1 to 1% inches. Retailing for about 
$7.95, the new Kleradesk is furnished com 
plete with a set of blank index cards 
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Nylonized Boltaflex, a new develop- 
ment in supported plastic upholstery 
material, is now being produced in 
the deep-molded poinsettia pattern 
which features a highly embossed 
floral design. It has a face sheet of 
standard 20-gauge Boltaflex plastic 
supported by a non-woven backing 
that consists primarily of nylon and 
virgin wool fibres. The reproduction 
in plastic of finely-textured matelasse 
gives it a sculptured look which 
simulates the appearance and tex 
ture of costly fabrics. Designed to 
resist staining, scuffing, fading, 
wearing and peeling, this new fabric 
may be cleaned by wiping with a 
damp cloth. 





NEW 


Continued 











Champlain Chair 


U. S. Chaircraft Manufacturing Corporation, 
225 Belleville Ave., Bloomfield, N. J. 


The Champlain chair is the first of a new line of 
plywood chairs planned by U. S. Chaircraft, man- 
ufacturers of aluminum furniture. Designed in 
modern functional lines to fit the body contours 
and to assure true seating comfort, the new chair 
is made of moulded plywood. The seat measures 
18 x 16 inches and the overall! height is 30 inches. 
A choice of finishes includes natural, black birch 
veneer and walnut veneer. 





Re-Usable File Folder 
Super Vision, Inc., 735 Carnegie 
Ave., Cleveland 15, Ohio 


In the far right hand pocket is 
an identifying plain card together 
with a call card which is used 
to jot down information con- 
tained in the file. The call card 
is printed so that a condensed 
report can be made regarding 
the phone conversation pertain- 
ing to papers in the file or per 
sonal notes of what action must 
be taken. At the left are slots 
for the colored signal card. 
Colors and slots can be adapted 
to signify time for action, the 
reliability of the account or any 
other method by which an indi 
vidual or firm breaks down its 
classifications. The file can be 
used over and over again simply 
by moving the color cards or 
changing the call card. It comes 
in two styles: five pockets, or four 
pockets as illustrated, and is 
made in the standard size of 9 x 
11%4 inches 
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L. M. Church, Church & Stagg Office Supply Co., Birmingham, Alabama 


I told this guy to twist the 


= 





drawer... hit it...slam it 


I 


...and he bought 47 “Y and E” 
Style-Master desks! 





ll 
iH 4 

= 
4 | 
it 

| | 









Not just that easy, because it was a tough saie. 

This purchasing agent had looked at a lot of desks . . . and he didn’t think 
there was a desk built that could take the punishment he gave out. So I laid 
iton the line, “Take that drawer—hit it and slam it—try to twist it. Go ahead.” 

He did, and that “Y and E” drawer took the beating. He gave it a good 
going over, then came up with a smile. 

You've got the kind of construction I like,” he said. Before he left I'd 
clinched the order I didn’t think possible. 47 desks, and 15 file cabinets... 
ill thanks to “Y and E.” 


Che superior construction of “Y and E” equipment is just one of the ad- 
vantages of your ‘"Y and E” franchise. “Y and E” backs every franchise with 


exclusive protection to dealers, and merchandising and sales help on the local 


level. That’s why the “Y and E” franchise can mean more business for you. 


The franchise that means quality merchandise 


YAWMAN 4’? FRBE MFG.(. - 1015 Jay Street, Rochester 3, N.Y., U.S.A. 


Also Makers of Quality Filing Systems and Supplies 
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Lino-Kleen 

Wiemer's Inc., 

70 Vernon St., Bridgeport, 
Conn. 

A linoleum desk top chemical 
cleaner, Lino-Kleen was de- 
veloped to loosen dirt so that 
it can easily be wiped off 
with a cloth or tissue. Two 
minutes after an application 
the desk top is said to have 
the non-glare, non-gloss fin 
ish of the original linoleum 
The new cleaner eliminates 
the need for soap, water and 
buckets, thus simplifying the 
secretary's job of keeping the 
desk top clean. A free sam 
ple of Lino-Kleen is available 
upon request to the company 





Freezer-Write 


Listo Pencil Corporation, 
Alameda, Calif. 


The new Freezer-Write, specially 
labeling home-frozen foods, has 
special point and a newly-developed slender 
lead. Each pencil is firmly mounted 
colored card illustrating the various 
can be used on as well as instruc 
pencil is packed two dozen to 

Seven Freezer-Write leads an 

are packed in a distinctive ma 


one dozen to the box. 
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designed for 


slim barrel 


on a multi 


products it 


lisplay carton 
extra sleeve 


Hand Adding Machine 


Clary Multiplier Corporation 
San Gabriel, Calit. 


A radically new hand adding-substracting 
machine is announced by Clary with the pro 
duction of this model being marketed at a 
retail price beginning at $135.00. The full 
size, heavy-duty machine incorporates ad- 
vanced engineering features of the high-speed 
Clary electric business machines. The com- 
pact size, 14 inches long, seven inches high 
and nine inches wide, together with a light 
weight of 16 pounds, makes the machine 
easy to carry and move about. Among the 
features listed for the new hand machine are 
the automatic space-up of totals and sub-totals 
to facilitate easy reading, the handspan key 
board to accommodate any size of hand, pyra- 
mid keys to eliminate fingernail breaking, 
the extra capacity key and rotary action to 
insure smooth, quiet performance 





Polokaf Ringbinder 


12 S. Jefferson, Chicago 6, Ill 


The new 


Lexington Leather Goods Company 


This new ringbinder is 1312xll 
available in topgrain leather, split-ccowhide and 
Polokaf. The latter is a durable plastic material. 





N E W Centinued 





All-Aluminum Juvenile Chair 


Emeco Corporation, 
Hanover, Pa. 


Designed for use in schools, hospitals and nurser- 
ies this all-aluminum side chair is identical in 
every respect except weight and size with the 
full-sized model. Model No. 1006 Jr. is an all- 
welded chair which offers the maximum in 
strength and long lift. Lustrous scratch-finished 
aluminum is Emecoated, an Anodizing process, 
to render the chair impervious to stains from inks, 
paints, oils and other liquids and pastes. Although 
the new chair weighs less than five pounds, tests 
have shown that it will support from 1,200 to 
1,500 pounds. 


inches and is 


Ritchie Typewriter Cushion 


Safeguard Corporation, 
Lansdale, Pa 


Because today’s efficiency experts maintain 
that typing efficiency can be increased 15% 
by using desks which are approximately 
28 inches high, the new Ritchie sound ab- 
sorbing typewriter cushions give new life 
to undersized desks. Special air chamber 
corner pedestals increase the height of 
the typewriter while at the same time they 
reduce noise, prevent slipping and thus 
eliminate office fatigue. [Illustrative litera- 
ture may be obtained by writing directly to 
the company. 
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What happened to 
Royal Portable #23981? 


Down ...down...down... 
drifted the parachute with its 
unusual cargo — and probably 
more than one spectator held 
his breath that day in 1927. 
For the cargo was Royal 
Portable Typewriter #23981 
being delivered to Mr. W. R. 
Shilling of Pittsburgh by air! 
Such a thing had never been 
done before — but it worked! 
That rugged Royal Portable 
was quickly unpacked, and a typist 





den then and there that the machine wasn’t 
atched. 
Mi ne, one of the best-known and most 


ers in the typewriter industry, president 
pewriter Co., Inc., accepted the strange 


O 21 is still in use, writes Mr. Shilling. Was 
n Jack and his daughter Elsie in high 
now used by Mr. and Mrs. Shilling 


icement he has ever made was to put in 


P.S. Vi ir customers ask about Royal Portable 
might tell them this story. 


UYAL World’s No. 1 Portable 
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PROTECT YOUR CLOTHING O80 LONER 


~» CARTER’'S 


y, 
I~OELIBLE 
CLOTH MARKING PEN 


\\ 











60 
WYNN 
WNNKNINNANN 





Self-Adhesive Labels 


Avery Adhesive Label Corporation 
Monrovia, Calif. 

Ten different types of self-adhesive labels 
that stick without moistening make up the 
new Avery V-Line for office, home and 
personal use. Packets are convenient for 
pocket, purse or drawer and the labels 
are quickly accessible by pulling a tab 
at the top of the packet. The 10 types are 
air mail, special delivery, circular red 
green, yellow and white and four differ 
ent sizes of white rectangular labels. Each 
packet contains only one type of label 
Designed to stick tightly the instant they 
touch any clean, smooth surface, the labels 
require no moistening and are removable 
without damaging wood, glass, plastic or 
similar surfaces. A V-Line counter display 
with a section for each type of label packet 
also is available. 








* 
Laundry Marking Pen 
The Carter's Ink Company 
Cambridge 42, Boston, Mass 
A new ball point indelible laundry 


marking pen has been added to the 
company’s extensive line of marking 
supplies. Markings made with this pen 
are black and it is claimed that they 
will remain black after repeated wash 
ings or trips of the clothing through the 
iry cleaning process. An improved ink 
called Quickset, which meets U. S. Gov 
ernment specifications for indelibility in 
dry cleaning, laundry and bleaching 
work, is supplied in this black and red 
pen which possess a gold colored 
pocket clip. Twelve pens are attached 
to an attractive four-color lithographed 
counter display card 





Reclina-Lounger 


Monarch Furniture Company 

311 E. Green St., High Point, N. C. 
Operating automatically, without levers t 
push or pull, the Reclina-Lounger reclines 
to any position desired. The chair is made 
of all steel coil spring construction with 
hand-tied coil springs in the back cushion. 
Filling is composed of 55% cotton and 45 
rubberized hair. The seat measures 23 x 21 
inches and the chair itself is 34 inches 
wide and 37 inches high. A choice of cov 
ers includes standard Boltaflex, nylonized 
Boltaflex, Fabrialite “200° quality, bur 
nished antique elastic Naugahyde, Kalis 
tron, Newport” pattern fabric, deep buff 
and top grain genuine leathers. A variety 
> lor 


, , 
is also available 


NEW 


Continaed 





T-50 Arrow Gun Tacker 


Arrow Fastener Company, Inc 

1 Junius St., Brooklyn 12, N. Y. 

The new T-S0 Gun Tacker is designed to 
shoot heavier, longer, patented wedge- 
pointed high gauge carbon steel wire 
staples up to 9/16 of an inch leg length 
Precision engineered, the spring action of 
the T-50 works on the principle of double 
leverage for smooth action and power. It 
is specially made to fit the contour of the 
hand for comfortable use. The 1'4 inch 
movement at the extreme point with a 
total spread of 2-1/16 inches is said to 
afford the user faster, easier tacking. The 
new tacker has a patented non-clogging 
mechanism to prevent jamming or clogging 
of staples. A precision-locked mechanism 
permits only one staple at a time to be 
ejected from the staple track. The unit has 
also been designed for easy dismantling 
of working parts to remove dirt, dust or 
grit for smooth operation 


Double Quantity Stationery 
Eaton Paper Corporation 

75 S. Church St., Pittsfield, Mass 

A selected group of best-selling Eaton 
staple papers in boxes that contain twice 
the sheet and envelope count of the regular 
boxes are now available for spring pro 
motion. Eight different Eaton papers, in 
a range of sizes and colors are included in 
this comprehensive and aggressive series. 
The plan is expected to implement a dra- 
matic pick up in paper volume through 
offering bigger values to the consumer. The 
economy of double quantity stationery in a 
single box will be passed on to the con 
sumer. A silver corner-band on each box 
will specify the exact savings, from 19c 
to 4lc per unit 
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put these BUITOUGNS extras 


to work for You... 








be a Burroughs dealer! 





Just take a good look at these extras that make Burroughs 
adding machines easy to sell to your customers . . . and you'll 


see why it’s smart business to be a Burroughs dealer. 


Subtraction as fast as addition 

Total or sub-total with only one key stroke 

Zeros print automatically—save 30% of figuring time 

Listings and totals always visible 

Keys and motor bar can be depressed simultaneously for extra speed 
Keys depressed in error easily corrected before amount is printed 

Narrow forms can be inserted in the carriage for direct listing and totalling 
Clear signals insure positive machine clearance 

Compact, modern appearance 


Lifetime accuracy—proved by Burroughs’ 67-year record of service to business 


Other exclusive Burroughs “extras” available to tage of the profit making opportunity the big line 
you include the facilities of Burroughs’ factory- of Burroughs adding and cash registering ma- 
trained service organization to handle your service chines represents. How about you? Get all the 
jobs. powerful, consistent national advertising facts from the Burroughs factory branch office 
and a complete merchandising service. nearest you, or write to Burroughs Adding 
Thousands of dealers have already taken advan- Machine Company, Detroit 32, Michigan. 


WHEREVER THERE'S BUSINESS THERE'S Bu rroughs 
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Clicksnap Cover 


Central Can Company, 
2415 W. 19th St., Chicago 8, Ill 


Now standard on all key boxes in Cer 
tral’s line of cash, bond and_ utility 


boxes, the new clicksnap cover is de 


Chair Caddy 60 


Midwest Folding Products 
i Ss € l 
Designed to handle any size folding chair the new 


single-fold or 30 dou 
heavy 


chair caddy wil! hold up to 60 
type chairs. It is manufactured of 





jauge steel with all the welded to insure long 
life ¢ trouble free ops n. Extra heavy duty 
asters with ball bearings are provided to assure the 


lerable 


iser of easy wheeling even under a consi 
verload. Measuring five feet ng and | nches 
wide the new caddy weighs 56 pounds. It is finished 
in a lustrous taupe. More complete details may be 
obtained by requesting circular X-3 from the com 
any 


Spirit Process Duplicator 
A. B. Dick Company 
5700 W. Touhy Ave 
First in a complete line of spirit 
duplicators the new model 220 is an auto 
matic feed, hand-operated model 
to meet today’s needs for low cost 
duction. The gravity air lock 
utilized in the moistening system, combined 
with a paper retention system which gives 
results in low 
paper wast 


Chicago 31, Ill 


process 


lesigned 
repro 


principle, 


positive paper feeding 
consumption and reduction of 
age to provide low operating costs 
lic decals are for identification oi 


usea 


controls and condensed operating instruc 
tions so that untrained personnel can pro 
juce high quality copies easily and quick 


ly with a minimum of instruction. The new 


spirit duplicator is especially suited to the 


needs of those who have short run require 


ments 


NEW 


i 


Ce x « 


Scuff Guards 
Shepherd Chair Company 
1912 Main St., Melrose } 


Designed to prevent scrat 


fing and any mutilation to 





Continued 





Ik Ill 
hing, scuf 


the swivel 


base the new mar-proof scuff guards 


have edges protected by hard rub 
ber. The guards pictured are on the 
No. 930 swivel arm chair with tilt 
control. This new executive chair is 
now offered with teel one 





piece base. The 
than the previous mode 


27 inches from front t 


is larger 


measuring 


signed to provide a smooth, p« 
automatic closure and equally efficier 
release for opening. Other additions t 
the line include the Capacitee, a greater 
capacity steel box available with 


without a cantilever tray 


Handy Dispenser 
Ideal Stencil Company 
103 lowa Ave., Belleville, I! 
Designed for hard-to-c 
including the string-filled und re-in 





forced types, the Handy dispenser is 
claimed to operate on a new principle 
When a strip of tape is pulled up for 
tearing from the roll, an automatic 


brake locks the tape in place—-assuring 
a clear and even tear. The mechanism 
is declared to be simple in design, fecl 
proof, automati and tr free for 


vears of heavy-d ity 






Steel Office Desk 





Philadelphia 32, | 


resistant baked enamel 
to bring a modern 
economy price iss. Price t 

linoleum top with minum 
Othe features in 1¢ 


Finished in gray mar 
designed 

the 
features a 
4 x 50 inches 


steel office desk is 


Die construction t 
5 
retanul for 3/9.9 it 





a 


edging that measures 2 





n ied corners, and spacious convertible 
irc is 29'2 inches high and is ad 
) is a large center drawer equipped with 
( tablets. Side drawers can be converted 
t iex file for 3 x r 4x 5 cards 
ising the conversion insert available with tw f v 
ks and dividers. A large double we ls é 
verted into a letter file at slight adde st 
weight of the sk ipproximately 
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Speed-File is the finest value in filing today because 1t 
meets your customers’ demands for greater space- 
saving economies and faster filing and finding. 


Only Speed-File offers half a drawer extra of work- 
ible filing space in every cabinet by room ingeniously 
provided outside the file drawer by automatic opera- 


t10n of an expansion back. 

And remember this! Only Speed-File offers complete 
simplicity and ease of operation: file contents lie back 
in normal filing position a-u-t-o-m-a-t-i-c-a-l-l-y, every 
guide and folder is seen at a glance, records are 
referred to instantly without releasing compressors 
xr removing folders. 


[hese are features that make Speed-File today’s most 


wanted filing cabinet features that help your busi- 
vess as well as vour cutomer’s. Art Metal Construc- 
tion Co umestown, N. Y. 


There’s an Art to FILING efficiency > 









Colorful New Speed-File Booklet 
Now Available 


A new and informative 12-page Speed-File booklet 
AD-2211-53 is now available for distribution through 
all Art Metal Dealers. This colorful booklet details 
and illustrates the unique Speed-File features that 
provide faster filing and finding—shows how Speed- 
File creates greater office efficiency at eye-opening 


low net cost. 















Adjustable Typewriter Desk & Chair 
Royal Metal Manufacturing Company, 
175 N. Michigan Ave., Chicago 1, IIl 


This adjustable typewriter desk and chair, mod- 
ern in design, has been developed expressly for 
high schools and commercial colleges. The type 
writer platform is adjustable for any height from 
26 to 30 inches, thus permitting any student to 
achieve proper posture seating by altering the 
height. The back of the matching chair also ad 
justs to aid in correct posture. The platform raises 
and lowers on a precision-machined worm gear 
constructed so that it cannot lower accidentally 
Automatic safety stops at top and bottom extremes 
make it impossible to strip the gear mechanism 
Measuring 20 x 36 inches, the top of the desk is 
made of solid birch with a natural finish. Square 
tubular metal legs are of a continuous-piece con- 
struction and are available in taupe or gray 
Since attachment of the legs is from the inside, 
no bolts show to mar the desk’s appearance. Desk 
leg glides can be adjusted and there is a leg 
cutout for students who are larger than average. 
The desk has a pull-out shelf, a standard drawer 
for paper and a reinforced detachable shelf which 
fastens to the right-hand legs beneath the drawer 
Wooden corners, mitered and jig-assembled with 
joints sealed under heat and pressure, are rein 
forced beneath the top and along the inside with 
metal locks. The desk is shipped K.D. and can be 
assembled without tools. 





Studiette 


Philip Stahl & Associates, Inc., 
20 N. Wacker Dr., Chicago, III. 


Designed to serve in the home, office 
studio or factory, this new versatile 
cabinet is 48'2 inches high, 34 inch- 
es wide and 16'2 inches deep. It 
contains an adjustable table or 
drawing board and an adjustable 
fluorescent fixture for comfortable 
lighting. (The light is an accessory 
to the unit.) The Studiette provides 
a convenient storage space for draw 
ing materials and implements, sta 
tionery, boxes and small files. In the 
office, the Studiette can be adapted 
to the use of an art utility cabinet. 
Likewise, its designers vision a wide 


variety of uses in the hame for students, hobbyists and part-time 
secretaries. A pull of the lever and the adjustable 30 x 36-inch 





N E Ww Continued 


Dual-Rite Typewriter 

Remington Rand Inc., 

315 Fourth Ave., New York 10, N. Y. 

An outstanding feature of the new 
Remington Electri-conomy typewriter, the 
Dual-Rite, is its ability to produce bold 
or regular weight printwork at a flick 
of the ribbon control. This alternative 
typework results from the use of two 
ribbons. When bold lines or words are 
desired, a Nylex ribbon rises mechan 
ically in front of the customary paper 
carbon ribbon. The bold regular “write” 
is gained from increased ink deposit 
from added key impact due to double 
ribbon thickness and controlled 
“spread” of the printed type. Utilizing 
present Electri-conomy ribbon control 
symbols, when set at ‘R” the new Dual- 
Rite typewriter will produce printwork 
of regular weight. Shifting the ribbon 
control key to “B’ provides a bold type 
result. An electrified carriage return, 
an adjustable key dip and a choice of 
automatic repeat keys are also incor 
porated into the typewriter 


Wireless Intercom 

David Bogen Company, Inc. 

29 Ninth Ave., New York 14, N. Y 

The new wireless Communophone system, designated 
as Bogen model Twin, can be used with two or 
more stations, with all conversation heard by all 
stations in the system. In most cases, a station can 
be located wherever there is a power outlet and 
readily moved from place to place, thus providing 
a high degree of flexibility. The system employs 
power lines already existing in a building as the 
transmitting medium and utilizes an exclusive line 
noise suppression circuit in every unit. Each station 
contains a transmitter and receiver operating at 175 
KC, a frequency which will minimize interference 
with radios, television and other electrical appli- 
ances. An outstanding feature of the Twin is the 
Bogen Silent Watchman which permits a station to 
be locked in Transmit position for use in various 
applications where continuous listening arrange- 
ment or aural supervision is required. The stations 
are placed in service by plugging into a 117-volt 
AC or DC outlet. The oniy requirement is that all 
stations on a given system receive power from a 
line fed by a common meter. Under these condi- 
tions, intercommunication can be effected over con 
siderable distances, often up to several miles. Ad 
ditional stations can be added to the system at any 
time but all stations will receive all conversations 
within the system 








ing and pending, the new product is available for manufacture 


and distribution by interested firms in this industry. Inquiries 


table or drawing board can be shifted from a low of 2442 inches 


to 46% inches high. Protected by U.S. and foreign patents exist 
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should be directed to the above address. 
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BIG REASONS FOR SELLING 


Oxford PENDAFLEX® 








There are three big reasons why you should sell 


at 
a “cl Oxford Pendaflex hanging folders for vertical fil- 


ing, instead of selling conventional filing folders. 


al Reason No. 1: 








Because you make more money. Your pro- 
tected profit* on the sale of each drawer of fifty to 
seventy five Pendaflex hanging folders is around 
$5.00. Your profit on the same number of con- 
ventional folders is seldom more than 90 cents. 


Reason No. 2: 





Because Pendaflex really helps! When 
you sell Pendaflex, you take the fumble out of fil- 
ing for the customer. The time Pendaflex saves 
pays for the installation many times over. You win 
friends by smoothing away their filing troubles. 





Reason No. 3: 





You don’t need to be a System expert! 
Pendaflex is easy to sell. Every File Clerk wants 
her job made easier, every Executive wants to save 
time and money. Every filing cabinet in every office 


asada 
Pendaflex is a sales opportunity for you! 





rar 10a — ae - } 
inchise, sen¢ oday [or 


“leach _ ike Oxford 
oie eng ame. he FILING SUPPLY COMPANY, INC. 
oa Garden City, N. Y. St. Louis 6, Mo. 








‘In Fair Trade States. 


Filing Folders - Filing Guides - Fiberboard Files - Index Cards - Red Fiber Envelopes 
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W. M. Casey 


A. H. Johnson 


@ WHEN A SELLOUT isn’t news, it might well be time 
to re-examine our standards of value. The National 
Office Furniture Association’s seventh annual conven- 
tion-exhibit was a complete sellout at the end of Janu- 
ary, as it was last year and the year before that 
Executive Director John R. Gray noted in his an- 
nouncement that the 170 available booths have all been 
taken by exhibitors, and that the advance registration 
indicates some 2,200 members of the industry will be 
on hand. 

The big news, however, lay in the fact that about 
35 of these exhibitors have never been at a NOFA 
convention before. More than that, most of them 
have never shown at any office furniture meeting of 
any kind. This will be the first time for them, and 
also the first opportunity members of the industry 
have ever had to inspect their lines at first hand. The 
accent will be on what’s new?—what new? in the 
way of profit-making merchandise? 


Who’s Who of Industry 


The complete list of exhibitors reads like a who’s 
who of the industry. The exhibit will be held in 
Cleveland’s Public Auditorium, with convention head- 
quarters located at the nearby Statler Hotel. Guests 
will be housed in the Statler, as well as the Carter, 
Hollenden, Olmsted and Allerton Hotels, all within 
easy reach of the Auditorium. The convention will 
open on Sunday, April 26, and continue through the 
29th. 

In addition to the unusually interesting office furni- 
ture show, Mr. Gray revealed some of the details 
concerning the featured speakers, business to be con- 
ducted, the ladies’ program, and so forth. Where the 
speakers are concerned, the emphasis is on getting the 
maximum out of the dealer’s sales efforts. For this 
purpose NOFA has lined up a cast of people who are 
leaders in their respective fields, and who can discuss 
selling in down-to-earth terms 

Arno H. Johnson, for example, is vice-president and 
director of media and research, J. Walter Thompson 
Company, one of the outstanding advertising agencies 
in the country. His topic will be “After Defense 
Spending, What?” It is Mr. Johnson’s job to know 
what the American market is like, and in his talk he 
will apply his knowledge to the office furniture field 
He will also deal with the kind of a job the dealer’s 
advertising dollar should be performins 


Dr. Lapp on Program 


One of the most interesting talks will be given by 
Dr. C. L. Lapp, Professor of Merchandising at Wash- 
ington University of St. Louis. Dr Lapp has made 
several surveys on salesmen, and his published results 
have stamped him as an authority on salesmanship, 
selling, and the job of maintaining a sales force at 
peak efficiency. His articles have appeared in business 
publications across the country, drawing the interest 
of manufacturers as well as retailers and wholesalers 
His presence on the list of speakers illustrates the 
highly practical nature of the program 

Paul M. Fletcher, NOFA’s management consultant. 
will be on hand to lead another of the group discus- 
sions’ for which he has developed an enviable repu- 
tation, as well as to offer his observations on the cur- 
rent scene. Mr. Fletcher’s appearances at past con- 
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NOFA Convention to Accent 
"What's New” in Industry 





The Program: 





SUNDAY, APRIL 26 


0 P.M Registration, Hotel Statk 
P.M.-9% P.M Registration, Public Aud 
M.-9 P.M Exhibits, Public Audit 
Luncheon and dinner can be chased at the Audi- 


MONDAY, APRIL 27 
A.M NOFA “Know-How” S« 
Anne Saum—New York 
Selling Office Furniture Atmosphere.’ 
Demonstration of good lay-out procedure Paul M 
Fletcher NOFA Consultant, New York 


P.M Curtain Raiser Luncheor Hotel Statler 
President V. L. Caldwe presiding 
Speaker Walter M. Cas« Beaumont, Tex ‘Selling 
in Today's Economy 
P.M.-9 P.M Exhibits—Publiec Auditoriun 


PUESDAY, APRIL 28 


A.M Convention business ‘ Grand Ballrom—Hote 
Statler 
A.M Certified office planning se ice progran f the Wood 
Office Furniture Institute Robert \ Spellman, 
assistant secretary 
Noor Luncheon—Grand Sallroon Hotel Statler 
Speaker Arno Johnsor ice-president J Walter 
Thompson, New Yor} After Defense Spending 
What?” 
6 P.M Exhibits open 
P.M h Annual NOFA bar Grand Ba m—Hotel 
Statler 


Informal dress—Awaré 
Cleveland Male Chorus 


Stage Show and Entertainment 

Speaker: Rev. Fay Le Mead Life Can Be Fun.” 
Shilch Congregational C} tian Church Dayton. O 
Dancing 


WEDNESDAY, APRIL 29 
Industry Workshop Meeting 
M Dealers’ meeting—Moe Turmar Chairmar Past 
President, NOFA, Metw Office Equipment Corp 
New York, N Y 


Manufacturers’ meeting 


Representatives’ meeting ( hairmar (st S. Long 
Cincinnati, Ohio 
P.M Closing Luncheon—Grand Ba on Hotel Statler 
Speaker Dr. C. L. Lapy Profe of Merchandising 
Washington Universit St Louis M **Sale 
Supervision a Forgott I t 
P.M Exhibits—Publie Audit 


FOR THE LADIES 
SUNDAY, APRIL 26 
Registration 
Get-To-Gether—Hotel St: 


MONDAY, APRIL 27 


A.M Bus Tour 
P.M Convention Luncheor 
» P.M Caricatures 
P.M Shopping Tour 
Bridge Canasta 
TUESDAY, APRIL 28 
A.M Cleveland Health Museun 
The home of “Juno’’—the world-fam« talking trans- 
parent women 
Noor Style Show—tTerrace Roor Hotel Statler 
P.M Astrologist—Palmist 
Bridge Canasta 
P.M tr annua conventior Dat 


WEDNESDAY, APRIL 29 


P.M ( ing convention lunche 
P.M S ettes 

Bridge Canasta 
P.M Exhibits 


ventions, and NOFA area conferences, have invariably 

aroused a great deal of enthusiasm 
F’. Lee Meadows, lecturer, author, minister, counselor, 
and commentator, will provide a change of paee. His 
topic “Life Can Be Fun” will be of an inspirational 
nature, but since no businessman can bury himself in 
Turn to Page 223, Please 
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ECONOMICAL LUXURY? @@m LOLOL 
is such a thing! 


COMPTROLLER — Swivel Arm 
“Aristocrat” No. 224 


$62.40 iis: 


in Elastic Naugahyde 


igh higher you ll find 
it in every 


nistochal, 
BUSINESS 
CHAIR 


The new Wells “Aristocrats for ‘53” are the most luxurious chairs ever 







r 





presented to office equipment dealers . . . created especially for those 
who want to feature the ULTIMATE in “Seating Comfort.” 


WELLS PAYS THE FREIGHT! Write TODAY for full information! 











Ty Vy 
CHAIR CORPORATION, Michigan City, Indiana 
6 ESS i et) —- 
=. << ("| (1 S rs f y 
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Floyd Ransom, Proveedor de Oficinas, Mexico, D.F., 
Mexico, inscribed his name in the Guest Book on Mon- 
day morning, January 19. In Chicago unexpectedly 
because of certain transportation problems, Mr. and 
Mrs. Ransom were en route to New York City for a brief 
stay before embarking on a long occean cruise. The 
ship’s schedule involves 24 “ports of call,” mostly on 
the Mediterranean Sea. The voyage will be followed 
by an extended tour of Europe. Mr. Ransom antici- 
pates pleasant visits with many business friends in the 
office machine industry in the various cities on the 
itinerary before returning home in June 


A long time friendship with Horace B. Van Dorn, 
vice-president in charge of pencil divisional sales, 
Joseph Dixon Crucible Company, was highlighted by a 
first time personal visit to our offices on Tuesday, 
January 20. Mr. Van Dorn was accompanied by Harry 
E. Hoffman, head of Dixon’s Chicago sales staff. It 
was a pleasant occasion, one which we hope will be 
duplicated many times as the years roll on. 


Stanley H. Brown of Royal Register Company dropped 
in at this journal’s headquarters for a visit on January 
27. His mission to Chicago was one of sales. He re- 
ported steady growth in sales volume. He planned to 
stay in Chicago several days before returning to his 
headquarters in Nashua, N. H., stopping off in New 
York for a short time on the return trip 


Charles Parker of Kenovian & Company, New Yor'x, 
N. Y., business counselor and manufacturers’ repre- 
sentative, was in Chicago on a merchandising mission 
and visited with the office of this journal by tele- 
phone. Mr. Parker has a record for successful sales 
promotion efforts put into effect for several well known 
stationery manufacturers. He has a fertile mind for 
practical sales procedures 


S. K. Jones, manufacturers’ representative, paid 
OFFICE APPLIANCES a visit January 29. He planned to 
be in the Chicago area for several days including the 
first day of the Gift Show to open February 2. Mr 
Jones was a retailer in Jackson, Miss., until he estab- 
lished himself as a manufacturers’ representative 
something over a year ago. He is selling to dealers 
in Louisiana, Mississippi, Tennessee, Alabama, and 
Florida, handling merchandise which formerly he sold 
at retail. His territory may expand with one or two 
of his lines to include another state or two 


H. C. Currier, proprietor of Currier Manufacturing 
Company, dropped in at the offices of this journal Feb- 
ruary 4, just two days after one of OFFriIce APPLIANCES’ 
representatives called on him at St. Paul. One of Harry 
Currier’s specialties for many years has been selling 
He was in Chicago on a sales mission. He was optimistic 
as usual over the outlook for 1953 





Manages New Dealer Sales Division 

Harvey S. Fields has been named Dallas district 
manager of the new dealers sales division of the Mon- 
roe Calculating Machine Company. Mr. Fields formerly 
was a sales representative in Dallas for another office 
machine manufacturer. In his new job he will handle 
distribution of Monroe calculating and adding ma- 
chines.—WLF 
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"Filing 


is my job... 
























DEALERS 

The Peerless “6600” line i 
through and through and is 
for every filing need. Wri 
our dealers proposition 
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so, naturally, | prefer a 
PEERLESS ‘6600’ ” 


ience of the thumb latch built into SS 
the drawer pull eliminates fum- 


mainly filing. The extra conven- 
bling with separate latch. The 





special ball and roller bearing suspension slides allow 
even heavily filled drawers to be operated with a light 
touch. The clever side-locking 
follower blocks are adjusta- 
ble with a simple easy pres- 
sure on the release hinge. 
They save broken finger nails 
and skinned knuckles. Yes, they are de- 
signed for fast, easy filing. 


Of course Peerless Filing Cab- 
inets are built super-sturdy to pro- - 
vide management-pleasing long , 
service. 
—— 





6604 Hasbrook Avenue, Philadelphia 11, Pa. New York Chicago Dallas Los Angeles 
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IACTVIPIES IN OTHER LANDS — 

















Representatives of office equipment concerns abroad, visiting in the United States, are cordially 

invited to make the offices of this journal their headquarters. The staff at the main office, 600 W 

Jackson Blvd., Chicago, and the staff at the branch in charge of G. C. Wheeler at 1023 Pershing 

Square Bidg., Pershing Square, 42nd St. and Park Ave., New York, will be happy to be of any 

possible service. While the facilities at New York are not so many as at Chicago, there will be 
found the same desire to serve. 





NOTES AND NEWS FROM THE BRITISH ISLES 
By S. E. Rhodes 


Lancashire Press Agency, 277 Corn Exchange Buildings 
Fennel Street, Manchester 4, England 


Manchester, February 1 
@ SHIPMENTS OF OFFICE equipment to the U.S.A 
and Canada are wp by 354% in two years, according 
to the latest figures issued by the Office Appliance & 
Business Equipment Trades Association 

Despite trade recessions and the introduction by her 
best overseas customer, Australia, of import restric- 
tions, Britain’s office equipment industry set up a 
new annual export record in 1952, the seventh in 
succession since the war 

Such fulfilment follows in the wake of revelations 
that when the machinery section’s “known and ex- 
pected schemes of expansion have been fully realised, 
an annual production of £45 million will be possible.” 
It suggests a virility and confidence beyond, perhaps, 
the normal. 

Obviously the outstanding achievement of this sec- 
tion during 1952, has been that created by accounting 
and calculating machinery. Exports rose from £2,947,447 
in 1951 to £3,196,788, an improvement of 141%, on ship- 
ment values of just two years ago. When it is con- 
sidered that the 1950 figure was also more than a 100% 
improvement on that of 1949, and a 225% increase 
on that of 1948, it may be appreciated just how great 
are the strides which have been made 

The British treasury’s “Bulletin for Industry” in 
announcing the scope of the machinery section’s ex- 
pansion plan, however, made no reference to great 
expansion recently made in the export field by Bri- 
tain’s manufacturers of safes and cabinets. Although 
in the aggregate this may seem small in comparison, 
this section’s £2,038,172 exports in 1952 represented a 
revenue increase of 89% over 1950, and £438,000 more 
than in 1951. 

Nor does this figure include that of other forms of 
steel office furniture which are unfortunately not seg- 
regated from domestic in the returns. However, as the 
latter combination’s exports in 1952 amounted to 
£2,357,166, nearly £500,000 more than in the previous 
year and an increase of 51% over 1950, there would 
seem reason to suppose that this section, too, is making 
advances. 

Turning to the whole field of office equipment we 
find that last year’s total exports of more than £14,000,- 
000 were nothing less than five and a quarter million 
pounds sterling more than in 1950, machinery ship- 
ments to the U. S. A. and Canada representing a 354% 
increase over those of two years ago 

An official of the O.A.B.E.T.A. told me that in 1952, 
typewriter production in this country was at a rate 
of over 160,000 a year or more than double that of 1949 

“Of these, £2,178,185 were exported, rather less, as 


it happens, than in 1951, but a 49% improvement on 
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1950. Duplicator exports on the other hand showed an 
improvement on both previous years reaching a 40% 
greater revenue than two years ago. Shipments of other 
machinery rose, too, from £2,360,546 in 1951 to £2,653,745 
in 1952, an increase of 38% over 1950.” 

Turning to the future it will be seen that the in- 
dustry intends to push ahead For April, the 
O.A.B.E.T.A. has already taken 15,000 square feet of 
stand space at Olympia during the B.I.F. regardless of 
the fact that its annual Business Efficiency Exhibition 
is to be bigger than ever this year and will open at 
Olympia on June 16, less than a month after the 
closing of the Fair. Already some 45 firms have sig- 
nified their intention of being represented at the Fair. 
A number of these are to share a joint pavilion but 
more than 35 will have separate stands not a few of 
whom have taken many thousands of square feet at 
the B.E.F. ‘ 

The 10-day Efficiency Exhibition at Olympia from 
June 16 to 26 will be on a similar scale to one of the 
world’s biggest there during the Festival of Britain. 
Every effort is to be made to make it an even brighter 
and more stimulating exhibition than its predecessor 
More than 80 firms have so far taken stands and are 
working on blueprints that should mean the intro- 
duction of new labor-saving equipment which even 
the Americans have not conceived 

For the Coronation it is believed there will be 
more Commonwealth and American visitors in London 
than even for the 1951 Festival. If this proves so the 
industry hopes to benefit extensively for although ex- 
porting to three-quarters of the countries of the world, 
the U.S.A. and the Dominions remain its best over- 
seas clients 

It is with deep regret that I have to announce the 
death on January 4 after a long illness of the Chair- 
man of Percy Jones (Twinlock) Ltd., Mr. Percy Jones 

Mr. Jones founded the firm in 1905 and until the 
end took a deep and active interest in all its activities 
His loss will be deeply felt. 


. * 


The application of Imperial Hectograph carbon roll 
typewriters to speed car exports has been emphasized 
in the Jubilee issue of Imperial News, the official 
organ of the Imperial Typewriter Co., Ltd., of Leicester 

Nuffield Exports, Ltd., for example, the exporting 
company of the Nuffield Organization, feeds cars, 
trucks and tractors into a world-embracing channel 
supplying 186 distributors in 132 different countries 
and territories 

That means 132 different sets of regulations which 
have to be observed. And each territory requires its 
own forms! 

There is, however, a further complication. Motor 
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vehicles require servicing which necessitates an ade- 
quate supply of spare parts. The dispatch of these 
parts, ranging from one urgent requirement to a 
stock order of several thousand items presents an even 
greater problem than the export of complete vehicles. 
A large stock order, for example, might run into 50 
or 100 pages of which anything up to 18 copies of 
each are needed to satisfy customs officers, shipping 
companies, distributors and normal office requirements. 

It was to deal with this problem that the Nuffield 
Exports, Ltd., approached the Imperial Typewriter 
Company, Ltd. 

Normal typing, they pointed out, gives at the most 
six legible copies, which means they needed three girls 
to complete what was in effect, only one person’s work. 

As a resuit of on-the-spot examination, Imperial 
typewriter experts eventually suggested that the use of 
Hectograph carbon roll machines with certain adapta- 
tions to meet the particular requirements of Nuffield 
Exports, Ltd., (Readers will recall that the Hectograph 
carbon roll was described in Orrice APPLIANCES when it 
first made its appearance.) 

W. R. Nicholls, head of the service accounts depart- 
ment, of Nuffield Exports, Ltd., claim that the adapta- 
tion has cured most of his company’s headaches. 

“One of their greatest advantages is that they are 
apparently foolproof for since their installation we 
have experienced no mechanical trouble of any de- 
scription,” he said. 

It is with regret that news has been received of the 
death of Sir John McPhee, principal of the Imperial 
Typewriter Company’s Tasmanian Agents, Messrs. J. C. 
McPhee (Pty.), Ltd., of Hobart 


* + . 


Another death which it is with regret I have to 
record, is that of W. Harold Spink, head of W. Harold 
Spink, Ltd., Typewriter Distributors, of Leeds, Brad- 
ford,, Wakefield and York. From 1943 he held a unique 
position in the Typewriter Trades Federation as vice- 
president, and this position he held for three years 
until 1946, always refusing to stand for the presidency 
He leaves a widow, daughter and a son, to whom 
deepest sympathy is extended 





On the Canadian News Front 


Our Industry Across the Border 
BY SPECIAL CORRESPONDENCE 


“A good deal of attention has been focused by the 
world in recent years on the boom that is taking place 
in Canada but Canadians apparently have been a little 
hesitant in recognizing this expansion. With the rise 
in the value of the Canadian dollar to a level in excess 
of that of the U. S. dollar, they are at last becoming 
aware that Canada is fast taking its place among the 
first nations of the world, economically speaking.” 


So declared Brant Bonner, Ph.D., professor of busi- 
ness administration, University of Western Ontario, 
addressing the most recent meeting of members of the 
Stationers’ Guild of Western Ontario, held in London, 
Ont. 

Dr. Bonner said the appearance of special articles 
in leading U. S. publications have done much to arouse 
the imagination on both sides of the border concerning 


New Home of Ottawa Typw. Co., Ltd., Ottawa... 


1. Impressive front of the firm's new location providing passersby 
with complete view of spacious interior 

2. Interior view of the specifically planned offices and showrooms 

3. Office of store’s general manager, Lawrence Ritchie. It also serves 
as display room. 

4. Lawrence Ritchie, general manager, is seated at his desk. Staff 
members are: Front-—-Ted Dobson, Earl Abernethy, Lois Har 
greaves, Mary Skop, Alma Whaley, Walter Byrne; Second Row 
Jerry Clements, Norman Walker, William Manson, Jack Reilley 
Douglas Kalbfleisch, George Liberty Absent were two other 
staffers, Eileen Horan and Eric Paley 
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the Canadian boom. “Certainly there is every reason 
to believe that Canada will continue to develop eco- 
nomically.... 

To deal with Canada’s future, the economic possi- 
bilities of Canada, for the balance of this century at 
least, depends in a large part on population growth, 
he said. “Canada is a large country, much of it still 
unexplored and a growth in the population will pro- 
vide a better balance between natural resources and 
the people to develop these resources. How long this 

Turn to Page 208, Please 
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| depend on... Victor mAK-UR-OWN 


trade mark reg. vu. .o. 


Celluloid Index. Tabs and 
Tabbed Index Sheets 





“Since our office switched to Victor Mak- 
Ur-Own products, | do my indexing much 
faster, with greater accuracy—and at a much 
lower cost to my boss. 

“With the Mak-Ur-Own Celluloid Index 
Tab strips at my finger tips, | can instantly 
custom-fit indexes to suit any size and color 
that a particular job may require. For our 
loose leaf directories, ledgers, sales manuals 
ete., | use the sturdy Mak-Ur-Own Index 
Sheets. Since they come in three distinctive 
vrades, they afford me a good selection to 
suit my every indexing requirement. 

“And Mak-Ur-Own can really take it, too. 
Our records and reference files are constantly 
being used, but these sturdy tabs and index 
sheets remain intact and neat.” 

See your stationer today — ask him to 
show you the quick, accurate, economical 
way of indexing — the Mak-Ur-Own way. 
Always ask for it by name — you can’t do 
better! 





taste! THE VICTOR SAFE & EQUIPMENT CO., INC. » North Tonawanda, New York 
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New York Area Looks Forward to Regional; 
To Kick Off 1953 Series on March 20, 21 


March 20 and 21 are two important dates for the 
stationery and office equipment dealers, manufac- 
turers and field men in the 13th District of NSOEA 

On these two days the first of the 1953 regional 
conventions will be inaugurated at the Hotel New 
Yorker in New York City 

This marks the first time in three years that the 
13th regional will be held on its own and participated 


R. E. Wahrman 





in by only its own members. Spearheading the ar- 
rangements are Regional Governor Richard E. Wahr- 
man of R. E. Wahrman, Inc., New York, N. Y., Chair- 
man Carl C. Judkoff of Cantigny Printing & Sta- 
tionery Corporation and Co-Chairman Howard Shoe- 
maker, Eberhard Faber Pencil Company 

Under the leadership of these men and their com- 
mittees a modern, streamlined convention will have its 
inception in that all the business sessions will be 
conducted starting at noon on Friday, March 20, with 
a kick-off luncheon. The luncheon speaker will be an 
outstanding personality, one with a message of im- 
portance to both members and non-members of 
NSOEA alike. 

After luncheon, the afternon will be devoted to 
talks by outstanding personalities in the stationery 
and office equipment fields such as Adrian Pembroke, 
president of NSOEA, L. R. Addington, vice-president 


of the manufacturers’ division; Paul E. Burbank, gen- 
eral manager of NSOEA, and Ralph A. Maish, Jr., 
vice-president of the field division, NSOEA 

The evening session on Friday, March 20, will start 
with a buffet supper after which the session will be 
turned over to the Stationers Association of New York 
for an open forum. A prominent speaker has been 
assigned to talk on Fair Trade, secured by the Na- 
tional Fair Trade Council, and in addition a pur- 
chasing agent of a large corporation will give the 
point of view from the other side of the desk 

The convention will be concluded on Saturday eve- 
ning, March 21, with the grand banquet and dinner 
dance in the Grand Ballroom of the Hotel New 
Yorker. Music will be furnished by the popular Herb 
Steiner recording orchestra 

Registration fees covering the full convention in- 
cluding the luncheon and buffet dinner on Friday, 
March 20, and the banquet and dinner dance on 
March 21 is $15.00. Additional individual tickets for 
the luncheon and buffet dinner are $5.00 each and 
additional banquet tickets cost $12.50 each. All reser- 
vations should be sent to Fred C. Griffiths, Jr., treas- 
urer, c/o Noesting Pin Ticket Company, 728 E. 136th 
t., New York, N. Y. 





Elect Officers of Winnipeg Stationers 

The Stationers Association of Winnipeg, Manitoba, 
Canada, at its January meeting seated the following 
officers for the coming year: 

President—Norman Sweetlanc 
Stationers, Ltd 

Treasurer—F. Dool, G. R. Bradley Company, Ltd. 

Secretary—Noel Filbey, Peerless Carbon & Ribbon 
of Manitoba, Ltd. 

Auditor—J. Francis, Reliance Ink Company, Ltd. 

Publicity—Vernon Hamilton, Grange Stationery, 
Ltd. 

Representative to the Stationers Guild Club of Win- 
nipeg, Jack Baird, Office Specialty Manufacturing. 


Gregory Cartwright 
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Security Steel Sales Conference... 


Pictured are officers and traveling salesmen who attended the sales 





conference of the Security Steel Equipr Corp. in December, 1952 
at Avenel, N. J. In attendance were: FIRST ROW-Michael La Morte 
James Johnson, James Scott and Howard Ashmore; SECOND ROW 

Ed Bastian; Howard Reyder; Harold G. Tough, manager of stock 
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sales ee G. Drinkuth, vice-president and treasurer; Ralph R 

Davis, president; G. H. Collison, special assistant to the president 

ind Herbert ‘H Kiehn; THIRD ROW~—Jack . x 
Chaney, James Parker, Theodore Gammon 

Herbert Mobus, William Manhattan, Robert Nielson 

James Hearn and Harry Olson 
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\ MONROE CALCULATOR World-fa- 
\ y\ mous; handy, compact, portable; noted 
for ease and simplicity of operation. 





MONROE GRAND TOTAL MACHINE 
Adds and subtracts directly in two 
registers; narrow or wide carrioges. 





MONROE SIMPLEX ADDING MA- 
Ss m a r ft d e a i e r ¢ CHINE Effortless action makes a big 


He's going to rake in a fat pot of profits with 
Monroe Aces. So can you! Prompt action and a 3¢ stamp will 
bring you details of the most attractive 
money-making play in the business— Monroe Calculating 
and Adding Machines. those popular. full-keyboard 
machines that are always winners. 


(;et in on the deal! Mail the coupon. Now! 


MONROE 


CALCULATING AND ADDING MACHINES 


MONROE CALCULATING MACHINE COMPANY, INC. 


Dealer Sales Division, Orange, N. J. 
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hit with operators; direct subtraction. 





A MONROE STATEMENT MACHINE 
A time and labor sover for preparing 
N) accurate, neat-oppearing statements. 


All in both hand and electric 
models and in all capacities. 


Monroe Calculating Machine Company, Inc. 
Dealer Sales Division 
555 Mitchell Street, Orange, N. J. 


Tell me how I can cash in with the popular, fast-selling Monroe line. 
Se ivtiinniitnnisicinaiinies 
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W. G. Stratton Jesse Peck 


District No. 6 Awaits 
"Springfield Special” 


A number of innovations have added to the interest 
in the District No. 6 NSOEA regional and Illinois Book- 
sellers & Stationers Association convention to be held 
at the Leland Hotel, Springfield, Ill., March 26-27 

Knee-deep in the locale and romance of the Great 
Emancipator, Springfield will host this “Lincoln Con- 
vention” under the leadership of Governor Jesse Peck, 
Springfield Stationery Co. The city will be “invaded’”’ 
by a Milwaukee and Chicago delegation traveling by 
train, the “Springfield Special.” This is in itself a 
throwback to the “good, old days’ when stationers 
traveled together to a convention 

This train, the Abraham Lincoln, will leave over the 
Gulf, Mobile & Ohio Railroad (Alton Route) from the 
Union Station in Chicago on Wednesday afternoon, 
March 25, at 4:50 o’clock. Furnished for the exclusive 
use of the delegation with special coaches and a club 
diner. Return trip on the Ann Rutledge will be at 
6:21 p.m. on Friday, March 27, arriving in Chicago at 
9:40 p.m. 

Cost of the round trip will be $9.72 and reservations 
can be made with Chairman Gordon Kickels, C. L. 
Barkley & Company, 1220 W. Van Buren St., Chicago 7, 
Ill. His co-chairman is Roscoe Benge, Codo Manu- 
facturing Corporation. 

The Illinois Booksellers & Stationers Association is 
co-operating wholeheartedly in plans for this con- 
vention and has provided as a luncheon speaker Joe 
Meek of the Illinois Retail Merchants Association, a 
perennial favorite. 

Another highlight attraction will be the address by 
John Mosler of the Mosler Safe Company 


The Shrine Band of Springfield will escort the train 
crowd to the Leland upon arrival Wednesday evening 
A welcome party is then planned 

A number of innovations in entertainment are 
planned by Governor Peck. Of particular interest to 










All Aboard! ... 


Gordon Kickels pilots “Special.” 


the ladies will be the tea at the Governor’s Mansion. 

Governor William J. Stratton will address the open- 
ing session of the convention. 

NSOEA and IBSA dignitaries will place a wreath 
at Lincoln’s tomb on Friday afternoon. 

Reservations should be made at once at the Leland 
Hotel, warns Governor Peck. 





N. J. Office Furniture Assn. Changes Name 

At the January 26 meeting of the New Jersey Office 
Furniture Association it was agreed that in the future 
the club would be called the New Jersey Chapter of 
the National Office Furniture Association. 


Held at the Robert Treat Hotel, Newark, N. J., the 
meeting was presided over by Jack Werfel, president. 
John R. Gray, NOFA general secretary, was the main 
speaker of the evening. Mr. Gray outlined the many 
features included in the 1953 NOFA convention to be 
held in Cleveland, April 26 through 29. He also sug- 
gested that the New Jersey chapter give serious con- 
sideration to adopting the area plan of operations, 
claiming that this arrangement would stimulate the 
interest and attendance of more dealers and manu- 
facturers. A discussion of the plan followed with the 
board of directors instructed to work out the details. 

Other business included the naming of a committee 
to nominate a slate of officers for the coming year. 
Mort Schulman was chosen chairman. Serving with 
him are: Edward Brenner, Harold Bown, Jack Gorol, 
Jack Werfel and Benjamin Schlain. 

A rising vote of thanks was given Jack Werfel, re- 
tiring president, for the leadership he has given. 





In Lincoln City .. . Leland Hotel, Lincoln’s Tomb and Illinois Capitol Building (Springfield Chamber of Commerce Photos 
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CELL-U-SEAL 


An exclusive method developed by Weis for treating upper portion 
of printed indexes to give them additional 
strength and durability. 


CELL-U-SEAL 
Process causes penetration of cellulose right into the stock, thereby 
permanently sealing both the front and back 
surfaces AND the edges. 
CELL-U-SEAL 
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Protects the index clear across the top where wear and tear is 
greatest. Keeps tabs upright. Prevents frayed 


edges and corners. 
CELL-U-SEAL 


Glasslike in appearance and wearing qualities--yet pliable as rubber. 
Will not curl, chip or peel. 
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Indexes remain clear and sparkling for years and years. Protected 
area will not discolor. 
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Advantages quickly realized by customers. Cell-U-Seal Indexes sell 
themselves again and again 


CELL-U-SEAL 


Available on many types and sizes of index guides. See next page 
for further information. 
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CELL-U-SEAL pays off with more profit to 


the dealer and greater value for the customer. 
Wide-a-wake dealers suggest Cell-U-Seal 


every time long-lasting indexes are needed. 

















Be sure you can cash in on the ready ac- 
ceptance of Cell-U-Seal by including them 


in your next order. 














Cert U-Seat 


CELL-U-SEAL protected index guides are made in a wide 
range to meet the varied requirements of your customers. 


STOCK - Heavy, top grade Pressboard, Bristol 
and Manila. 


SIZES - Letter, Cap, Invoice, Check and all 
standard Card sizes. 


TABS - Alphabetical A-Z from 25 to 3000 di- 
visions; Days 1-31; Months; States. 


See our Price List for details. Check your inventory! 
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"Dogwood Convention” Beckons 


Advance registration indicates a record attendance 
of dealers at the 1953 convention of District 4, NSOEA, 
according to Governor Allen B. Cammack of Cammack 
Office Supply, Burlington, N. C 

The session, to be held at the Biltmore Hotel in 
Atlanta, Ga. on Friday and Saturday, April 10-11, 
will be known as the “Dogwood Convention”. The 
beautiful dogwood for which Atlanta is famous is 
expected to be in bloom at this time and will be one 
of the sights which will attract convention visitors 

Highlighting the regional convention will be an 
entertainment program that promises to be one of 
the finest ever enjoyed by Fourth District members 
Atlanta dealers will go “all out” at a gala Welcome 
Party at the Biltmore on Thursday night, April 9 
This will include a cocktail hour and a floor show 
with professional talent, followed by dancing 

The Southern Travelers, noted for their regional 
convention parties, are planning what is expected to 
be one of the most enjoyable parties they have ever 
staged. It will be held at the Standard Club, an 
exclusive Atlanta club famous for its cuisine, and will 
feature a lavish dinner, a round of bingo and dancing 

At the annual banquet, to be held Saturday night 
at the Biltmore, the stationers will depart from tradi- 
tion in that no formal speeches will be held. “This 
time the banquet will feature fine food and informal 
fellowship”, said Governor Cammack 

Wives of Fourth District stationers who have had a 
glimpse of the ladies’ program are more interested 
than ever in attending the convention this year. They 
will get together at a “Get Acquainted” breakfast Fri- 
day morning to be followed by a tour of some of At- 
lanta’s beautiful gardens. At noon they will have 
luncheon at an ante-bellum plantation in the vicinity 
of Atlanta. 

Friday afternoon they will have the opportunity to 
visit the “Cyclorama”, the unique painting of the 
Battle of Atlanta. These features for the ladies are in 
addition to the Atlanta stationers Welcome Party, 
the Southern Travelers big party and the banquet 

The opening business session is scheduled Friday 
morning with a luncheon at noon and an outstanding 
luncheon speaker. Another business session is slated 
for Saturday morning and plans are being discussed 
to hold a panel discussion Friday or Saturday after- 
noon. The theme for the business sessions will be: 
“Planning For Profits”. 

The registration fee will be $20.00 for the men and 
$15.00 for the ladies. The men’s fee will include the 
luncheon Friday and the banquet Saturday night. The 
ladies’ fee will include the breakfast and luncheon 
Friday, the tours and fashion show Friday and the 
banquet Saturday night. 

Fourth District members who have not yet done 
so are urged to make their hotel reservations at once 
with the Biltmore Hotel, Atlanta, Ga 





Boston Stationers Hear Car! Priesing 

Carl W. Priesing, vice-president of American Pencil 
Company, “Put It On the Line” for the regular Janu- 
ary meeting of the Boston Stationers Association at 
the Hotel Shelton in Boston on January 12. Although 
the attendance reflected the severity of the weather, 
the group present received the address of the speaker 
with enthusiasm. 

After the usual fellowship and the dinner, President 
Bob Slate, Cambridge, Mass., called the meeting to 
order and quickly disposed of the necessary work of 
the association and introduced the speaker of the 
evening. 

Those who have heard Carl Priesing “Put it on the 
Line” for several audiences declared each time it 
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seems to get better and more cogent. (This address 
has been reported in OFFICE APPLIANCES several times 
in the past.) His admonitions to “sell up”, “plan bet- 
ter” and “act like a pro” hit the nail right on the head 
for every sales audience. 

President Slate reminded that the big night—the 
annual dinner dance—was to be held February 14 at 
the Hotel Statler and asked for the co-operation of all 
to make the event outstanding in the history of the 
association 





Printers & Stationers Plan Convention 


REPORTED BY ART CARROW 

Directors of the Louisiana Printers & Stationers 
Association held their quarterly meeting on January 17 
and completed plans for the annual convention to be 
held in New Orleans on April 25 and 26 at the Jung 
Hotel 

Co-chairmen Jim Renton, A. Blanco, Inc., New Or- 
leans, and Harold Cornay, Press of H. A. Cornay, New 
Orleans, announced that the meeting will be held in 
conjunction with the meeting of the Southern Graphic 
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Quarterly Meeting in Alexandria, La... . 

Directors of the Louisiana Printers and Stationers Association: L. W 
Tabb, Lake Charles Office Supply, Lake Charles, La. Jim Renton 
A. Blance, Inc New Orleans, La Armand Breard, Monroe Office 
Equipment Co., Monroe, La.; Paul Piazza, Piazza Office Supply Co 


Abbeville, La.; Harold Cornay, Press of H. A. Cornay, New Orleans 
a T. J. (Buddy) LeBlanc, A. Blanco, Inc Hank Kuhlman, Kuhlman 
Office Supply Co., Baton Rouge, La.; Gus Trahan, General Office Supply 
(0., Lafayette, La Virgil Jones, Alexandria Office Equipment Co 
Alexandria, La Bob Burns, Burns Printing C< Monroe, La Not 
shown are Mrs. Inez Land, Baton Rouge; George Rollosson, Crowley 
Edgar Jordan, Sr Alexandria: and Claude Latil, Baton Rouge, who 
were unable to attend 


Arts. The Graphic Arts will entertain with a buffet 
supper on Friday evening from 7 to 10 P.M. at the 
Patio Royal and a ladies’ luncheon at Antoines on 
Friday noon, April 24. All registrants for the Louisiana 
Printers and Stationers meeting are invited to both 
of these functions. 

The Printers and Stationers meeting will open on 
Saturday afternoon at 2:00 p.m. and close at 5:00 P.m 
In the evening a joint banquet will be held in the 
Tulane Room at the Jung Hotel from 6 to 9 p.m. with 
Ciayton Rand as the guest speaker. Dancing will 
follow in the Green Room to the music of the Basin 
Street Six 

The Sunday morning meeting will begin at 9:00 a.m. 
The convention is scheduled to close at noon on Sun- 
day 

Any travelers who might be working in the territory 
are cordially invited to attend the convention as well 
as all printers and stationers of Louisiana 





OED of N.Y. Holds Dinner Meeting 

President Dan Waldner, D. Waldner Co., Mineola, 
N. Y., welcomed 65 guests to the January 5 dinner 
meeting of the Office Equipment Dealers of New York, 
held at the Brass Rail Restaurant, New York, N. Y. 
Prior to the meeting the board of directors met in 
accord with its new policy of getting together before 
dinner so that important business can be more quickly 
placed before members. 

Highlight of the evening was a speech by Miss Anne 
Saum who addressed the New England NOFA Area 
Conference on December 8. Her topic was “Office 
Furniture Dealers Sell Atmosphere Through the Tri- 
Selling Effect.” Stressing the three elements that 
contribute most to the general atmosphere, Miss Saum 
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it’s lucky f 
; it's lucky Tor you 
1] 
people forget 

And it’s lucky for you that your present customers 
s spend money to be remembered . . . that they 
.f 
e spend thousands of dollars to keep their names in 
vw 

front of their customers. They buy “remembrance 
vt advertising specialties”’ in large volume...many of 


them items you have in stock. Now you can get 


your share of this big profit business «++ QB] 


: fe Seedecrsseee” Oe 








: Here’s Remembrance Advertising at its best. 
: Every sales or advertising manager among your 
e 
on customers will recognize the good-will-building job 
la 
un Tatum Monogram Staplers will do. He will quickly 
yn see how Monogram Staplers on his customers’ desks 
M 
1e will keep his company’s name constantly up front— 
th 
ill repeat his advertising message every day of the year. 
in 
M HERE'S HOW TO MAKE BIG MONEY 
Give every one of your outside salesmen a Get in on this new profit opportunity. Mail this coupon today. 

ry Monogram Sales Kit containing: a 
1] 

® Monogram Stapler with 2-color steel name plate on top WILSON JONES COMPANY 

® 25 soles folders imprinted with your name 209 S. JEFFERSON STREET 

@ 25 order forms CHICAGO 6, ILLINOIS 
oa Please send complete data explaining how we can 
el © Actual size specimen name plates ; : 
ra build large-quantity stapler sales with the Tatum 
Yy ® 2500 Tatum Golden Tone Staples Monogram Stapler Advertising Specialty Plan. 
in . 
si @ Tested sales tips for your salesmen name title 
ly . 

All the above for only $1.50 per Kit company — 











ne ‘ 
’ address nore. 
Plus a free direct-mail advertising campaign that will uncover p 

your best prospects among your present customers. city eee 
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pointed out the importance of the first impression 
created by window displays. She then went on to 
detail the elements that provide a pleasant atmosphere 
inside the store. Lastly she spoke of the important 
impression created by salesmen 

Miss Saum is a graduate of Ohio University where 
she earned her B.S. and M.A. degrees. Since 1937 she 
has been associated with Macy’s in New York as staff 
manager of training, personnel director of Stern 
Brothers, also in New York, and in charge of direct 
mail and public relations with R. H. Donnelly Company. 
She now has her own organization which serves as 
consultants of training, merchandising, display and 
so forth. 

At the conclusion of the meeting Activities Secretary 
Seymour L. Nathan, Charles S. Nathan, Inc., New York, 
N. Y., announced that the February meeting would 
be taken over by the Leather Furniture Manufacturers. 
Plans were made for Ralph Gottlieb, Princeton Up- 
holstery Company, Inc., to show a half-finished chair 
and with the help of his workmen to explain all phases 
in the manufacture of leather furniture 





New York Office Appliance Managers 
Elect Harvey Thompson President 


At their annual dinner in the Blue Room and Crane 
Suite of the Waldorf Astoria Hotel, on January 9, the 
New York Office Appliance Managers’ Association 
elected W. Harvey Thompson, Diebold, Inc., as presi- 
dent for 1953. Their high compliments were also 
bestowed on Harry C. Anderson, H. C. Anderson Com- 
pany, in electing him vice-president and upon George 
J. Schmucki, Monroe Calculating Machine Company, 
as secretary-treasurer. 

Special honored guests at this annual dinner were 
16 winners of sales contests—one from the sales or- 
ganiaztion of each member. These winners received 
the heartiest congratulations and best wishes of all. 
Each winner was presented with a handsome mo- 
mento of the occasion by the association. 

Preceding the dinner there was a fellowship hour 
wherein members and their guests fraternized to- 
gether. The pleasure of this get-together was aug- 
mented by the appearance of Mildred Jocelyn and Bob 
Kennedy of musical comedy fame who entertained 
with their voices. 

John A. Noonan, Kee Lox Manufacturing Company, 
received much acclaim from his fellow members and 
guests for the sumptuous repast provided as well as 
for the perfection of all appointments. 

President D. J. Johnston, Pitney-Bowes Corporation, 
called the group to order as the demi-tasse was served. 
He said it was a real thrill to preside at this annual 
dinner which revived a time-honored custom of the 
association, wherein they honored the sales leaders 
of their respective groups. He offered the sincere con- 
gratulations of all the members expressing the hope 
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that each of the sales winners would, through their 
enterprise, iniative and industry, again win top honors 
in 1953. 

As a man who typified the underlying motif of the 
association—‘creative, inspirational competition”—he 
introduced the guest speaker of the evening, Harry M. 
Nordberg, vice-president of sales and service of the 
Pitney-Bowes Corporation. 

The increasing paper-work of modern business is 
“no more, no less, than a manufacturing job” and its 
“vast hidden costs” can be cut by machines in the 
same way that industry uses machine tools, Mr. Nord- 
berg declared. He said: 

“Throughout the office, we manufacture. We manu- 
facture a letter, a statement, an invoice, a result of 
some kind. We manufacture duplicate copies. We 
manufacture addressed envelopes and other repetitive 
information. We manufacture records. And the sole 
purpose of the business machines industry is to cut 
those office manufacturing costs just as machine tools 
in the plant cut product manufacturing costs.” 


Sees Office Workers Shortage 


Stating that the low birth rate in the 10 years prior 
to 1940 has created a “terrific shortage of office work- 
ers,” Mr. Nordberg said the shortage will continue ‘for 
perhaps another five years, and in that period our 
opportunities for furthering the education of business 
in the use of office equipment will reach a new peak.” 

Mr. Nordberg’s remarks were acclaimed by the group. 

The president asked John Noonan to present the 
gifts to the sales winners. This he did in his usual 
gracious and gentlemanly manner, reminding the 
guests the sales winners of today are the sales man- 
agers of tomorrow. President-elect Harvey Thompson 
accepted the gavel with an expression of sincere ap- 
preciation for the confidence the members had evi- 
denced in electing him to the highest honor they could 
give. To the association, he promised his best in the 
hope that it would measure favorably with the dis- 
tinguished record of the past. To the star salesmen 
present he reminded that they must not only be en- 
thusiastic but optimistic. 





Buffalo Stationers Plan Sales Rally 

Hotel Markeen will be the scene of an intense sales 
rally at 8 p.m. on Monday, March 2. The Buffalo Sta- 
tioners Club has planned a two-hour session to be 
conducted by Ralph Myrick, sales analyst, instructor 
at the University of Buffalo and a member of the 
National Sales Executive Club. 

In addition to the talk on salesmanship there will 
be a buffet supper and at the close of the session, a 
social hour. The rally is open to all salesmen and 
saleswomen and members of the Empire State Travel- 
ers club. 
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Annual dinner of the New York Office Appliance Managers’ Assn. 
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it will pay you to replace your old office furniture 


GOOD metal business 
furniture is @ 
GOOD investment 


©GF Co. 1953 


MODE-MAKER DESKS 


OFFICE APPLIANCES, 


EPLACING old and outmoded office 
furniture is not costly. It may 
be an investment which will save 
you money and pay big dividends. 


Your fixed expense per employee in 
salary, floor space and general over- 
head is a minimum of $30,000 over 
any ten-year period. 


For 1% to 2% of your ten-year fixed 
expense you could provide each such 
employee with the finest metal furni- 
ture available plus good lighting and 
proper decorative surroundings. 


GF metal furniture in your office is 
like good tools in a factory. Goodform 
Aluminum Chairs, Mode-Maker 
desks and Super-Filer are designed 
to enable office employees to turn out 


1902 





more and better work with less effort. 


Therefore, replacing your old office 
furniture with GF metal business 
furniture will definitely increase 
productivity. It will also improve 
employee morale, reduce absentee- 
ism, attract high grade help, and 
increase customer prestige. 


GF metal furniture will usually pay 
for itself in a short period of time 
and deliver dividends thereafter for 
a business lifetime. 


To learn how you could benefit by 
the use of GF metal business furni- 
ture, call your nearest GF distributor 
or write The General Fireproofing 
Company, Department X-15, 
Youngstown 1, Ohio. 
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Foremost in Metal Business Furniture 


March, 1953 


GOODFORM ALUMINUM CHAIRS + METAL FILING EQUIPMENT - GF STEEL SHELVING 
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Active in Planning the San Antonio Meeting for NSOEA District No. 9 


LEFT: Officers of NSOEA Dist 
Wilson Staty. & Prtg. C 
Cathey Office Furniture 


Tom Ketchings, Lt. Gov. for 
W. Neill Stewart Jr Cc 











Dallas. CENTER: Dave Reed, governor f NSOEA Dist. No. 9, and 
Paul Burbank, NSOEA general manager. RIGHT: Officers of the Texas 
Travelers who are planning their annual party: Secretary-Treasurer 
Chas. McDaniel, Enis Tag & Salesbook Co.; Chairman of the Executive 


Committee Julian Bailey, Eagle Pencil Co President Art Pfister 
Smead Mfg. Co.; First Vice-president George Tarrant, The Carter's 
Ink Co.; Second Vice-president W. A Wolt Stempel, The Dorsey 
* Dallas, Texas 


Historic San Antonio Calls 


REPORTED BY ART CARROW 


Each spring and summer, thousands of vacationists 
visit the great Southwest,—the Southwest, where the 
Ninth Regional meeting of the NSOEA will convene on 
April 15, 16 and 17 at San Antonio, Tex., with the 
Plaza Hotel as headquarters. 

San Antonio is the capitol of the area that takes 
in Carlsbad Caverns, the White Sands and the new 
Big Bend National Park on the west; the Texas Gulf 
Coast resorts, New Orleans and the Evangeline country 
on the East; the fabulous Rio Grande Valley and the 
alluring old world atmosphere of Mexico to the South. 

For it is in San Antonio that the history of much of 
this great territory unfolded, and here, in this modern 
city, one still finds numerous reminders of the romantic 
past 

Within a few blocks in the downtown area is the 
Alamo, “Shrine of Texas Liberty,” where, in 1836 
Crockett, Bowie and some 180 other heroes died in 
defense of freedom; La Villita, a full block of early 
San Antonio homes, dating back to the first part of 
the eighteenth century; and the Spanish Governors’ 
Palace where viceroys of old Spain held court in their 
wilderness empire. 

All this will greet the registrants attending the 
annual convention of NSOEA District No. 9 when 
Governor Dave Reed calls the meeting to order on 
April 15. 

Local stationers are planning a kick-off party for 
the night off Wednesday, April 15, following the an- 
nual golf tournament which is scheduled for that 
afternoon. 

The Travelers party is planned for Thursday nignt 
at La Villita, which was established as a home for 
soldiers and their families when the first mission (the 
now-famous Alamo) was founded in San Antonio. 
Fortunately, most of the village remains intact today. 
Dating back to 1718, some of the interesting structures 
are built of soft limestone and adobe 

Friday, the convention will close with the annual 
banquet at the Plaza Hotel, located on the Venetian- 
like San Antonio river which winds its way sedately 
through the city with quaint stone bridges offering 
you a rustic vantage point 


Charming Contrasts in San Antonio . Top: San 
Fernand Cathedral and the Main Plaza looking toward Military 
Plaza. Center: Alamo Plaza showing the Federal building and 
Post Office, Alamo Cenotaph and the Medical Arts building 


Bottom: Patio and portion of Cos House, La Villita. 
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LIC says MR. BARNETT PALLEY, President of the Palley Office Equipment Company, 27 Foster Street, Worcester, Mass. 
he 
36 
in “By now, just about every businessman in America knows 
‘ly ; 
of about the revolutionary development in record safes that 
. Mosler has announced. 
sir 
. That two-page spread of Mosler’s in the February 21 
ne ; 
n Satur Evening Post came like a bombshell. It turned 
mn - . . . 
every other safe in America into a back number. 
or Really showed off the new ‘*400,”’ **200” and **100”’ Series 
l- 
at Mosler Record Safes beautifully ! 
nt As a result, practically every businessman in our community 
y , : 
nd is a prospect for a new Mosler Safe. And, believe me, 
O we re ng ajter those prospects ! We've got all the 
" 
DS newspaper, direct mail, radio and point-of-sale material HAVE YOU SEEN IT? This dramatic 2-page spread ap 
weared in the February 21st issue of The Saturday Evening 
wae colicgn . P ehise : = Post. It was the opening gun in the big promotion, which 
iake the most of this promotion. Mosler ntroduced the new line of Mosler Record Safes. A promo 
a . - . i ‘ tion that’s big right where bigness counts the most—in 
l- sSupDI t Iree, to help us hit the jackpot. How’s that lor good, hard-selling back-up material that swings the whole 
* weight of | Mosler’s advertising behind the individual 
- d, solid dealer back-up from a manufacturer !”” Mosler dealer. Want more facts about it? Write, phone or 
g wire The Mosler Safe Company, Hamilton. Ohio 


IF IT'S MOSLER ... IT'S SAFE 


- M ler Safe “: 
osier en 


ink vaults fosler built the U.S. Gold St aults at Fort Knox and the famous bank vaults that withstood the Atomic Bomb at Hiroshima 
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Smiling Faces Mark Sales Rally Held by Golden State Travelers Club in Los Angeles 


Left to right: John New Given, director Metropolitan Junior College; 
Philip Redford, Schwabacher-Frey, Los Angeles, Calif.; Philip Neff 
associate professor of business economics, UCLA; Adrian Pembroke 
Pembroke Co., Salt Lake City, Utah; NSOEA District No. 14 Governor 
Russell W. Davis, Alhambra Office Supply, Alhambra, Calif.; Ralph 


Golden State Travelers Hold Sales Rally 
REPORTED BY BRONSON W. PURDY 


“Your Sales Psychology for 1953” was the theme 
of the second annual sales rally held on June 12 at 
the Rodger Young Memorial Auditorium, Los Angeles, 
Calif. Attended by over 500, the rally was sponsored 
by the Golden State Travelers Club, NSOEA District 
No. 14, with the co-operation of the Stationers Asso- 
ciation of Southern California 

NSOEA Governor Russell W. Davis, Alhambra Office 
Supply, Alhambra, Calif., presided at the meeting 
which was opened with an invocation by Reg Holliday, 
Scripto, Inc. NSOEA President Adrian Pembroke, Pem- 
broke Company, Salt Lake City, Utah, congratulated 
the Travelers for the precedent established in sponsor- 
ing the sales rally. Fifteen similar gatherings will be 
held throughout the United States this year 

Commenting on business prospects for 1953, Philip 
Neff, associate professor of business economics, Uni- 
versity of California, Los Angeles, said that he ex- 
pects no trouble in the coming year. He concluded 
by saying that now is the time to buy while prices 
are expected to remain firm 

John New Given, director, Metropolitan Junior Col- 
lege and supervisor of school community relations, 





V. Maneval, G. W. Faber-Castell Pencil C Paul Burbank, NSOEA 
general manager; Tony Whan, vice-president of Pacific Outdoor Adver 
tising Co.; R. A. Thomas, Grimes-Stassforth, Los Angeles, Calif.; Peter 
Masterson, Acco Products, president of Golden State Travelers Club 


spoke of the necessity for a better working relation- 
ship between business and education whereby the 
stationery industry could obtain sales personnel 
through a training program with. which education 
institutions would be happy to cooperate 

In discussing the proper sales psychology for 1953, 
Tony Whan, vice-president of the Pacific Outdoor 
Advertising Company, said that people buy more of 
what they want than of what they need. He further 
stated that “selling is the art of getting along with 
people” and basically every salesman must know not 
only his product and his customer but also himself 

Closing a very instructive and informative program, 
Paul Burbank, NSOEA general manager, spoke on 
news from Washington, D. C., referring to the great 
changes coming which will mean new selling tech- 
niques. There can not be any complacency in this year 
of salesmanship, he said 

As general chairman of the sales rally, Ralph 
V. Maneval, A. W. Faber-Castell Pencil Company, can 
be proud of a successful meeting again this year and 
a job well done. Assisting him on the general com- 
mittee were: Charles Evans, Ernest Daniels, Walter 
Walvogel, George Hatten and Bronson Purdy of the 
Travelers, together with Roland Thomas, Edward Har- 
rington, Philip Redford, Vernon Vallett and Stanley 
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Learn About Salesmanship A view of the 500 in attendance at Golden State sales rally 
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Words fo sell by! 


WORDS that tell your customers not only how Leadfast Ticonderogas 
are made, but how well they are made. 


WORDS that sell the quality story of Leadfast Ticonderogas to your customers. 


WORDS that will make your customers realize they get extra value 
yar: for their money from Leadfust Ticonderogas. 


ub WORDS that mean you will make a hit with customers by filling every order 
for pencils with Leadfast Ticonderogas. 


i WORDS that help you sell more pencils... better pencils...at a better price! 


You will find these selling words in each of the 
53. Dixon Ticonderoga advertisements appearing in the 
yor Saturday Evening Post and in Collier's magazines. 


101 a 














JOSEPH DIXON CRUCIBLE COMPANY, Pencil Products, 98-J3, Jersey City 3, New Jersey 
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Hall of the Stationers Association 

On the program committee were Roland Thomas, 
Walter McNevin and Vernon Vallett. Robert Westover 
and Peter Masterson formed the publicity committee. 
Acting on the ticket committee were: William Jenkins, 
George Hatten, Herman Hirdler, Stanley Hall, Philip 
Redford, Regional Holliday, Walter Waldvogel, Clyde 
Stickler and Edward Harrington 

Through the co-operation of Schwabacher-Frey and 
John Loechner of that organization, the entire pro- 
gram was recorded on a Steno wire recorder 





Upholstered Furniture Show Held 
in Hotel McAlpin, New York, N. Y. 


From the time the doors were opened on Monday 
morning a large attendance of interested buyers from 
all parts of the country was to be seen each day in- 
specting the varied displays of upholstered furniture 
for home, office and institution. 

The occasion was the second semi-annual trade ex- 
position of the Upholstered Furniture Manufacturers 
Association of New York. The show was staged on the 
spacious mezzanine and adjoining rooms of the McAI- 
pin Hotel, New York, N. Y., during the week of January 
19 to 24. Exhibits were open from 9 a.m. to 11 P.M. each 





On Exhibit .. . Beaver Furniture Corp 

day from Monday to Saturday and courteous attend- 
ants were on hand to welcome buyers and representa- 
tives of department and furniture stores from far and 
near who came to see new creations designed and made 
by some of the industry’s best designers and craftsmen 

Primary objective of the show is that it allows buy- 
ers, who could ordinarily visit but a few of the city’s 
furniture factories, the oportunity to inspect the lines 
of numerous manufacturers all under one roof 

Individual manufacturer’s displays were arranged in 
distinctive room settings in the hotel, showing the new 
furniture offerings to the best advantage. This ar- 
rangement evidently proved most effective because it 
was said that exhibitors booked more business in the 
first two days than they did at the last show held in 
July 1952. 

The new 1953 lines featured at the exhibition covered 
practically every upholstered styling, including con- 
temporary, traditional and decorative type sofas and 
chairs, sectionals and occasional chairs 

Of particular interest was an extensive selection of 
top quality leather upholstered units for home, office 
and institutions. Leather upholstery manufacturers 
represented at the show included: Bright Chair Com- 
pany, Berkey Leather Furniture Corporation, Beaver 
Furniture Corporation and Imperial Leather Furniture 
Company. 

Credit for the association’s most successful show goes 
to the advisory committee who were: Chairman, Walter 
Jaffe, Stephen Furniture Company, Inc.; Harvey 
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Bright, Bright Chair Company; Harold Fredel, Valley 
Upholstery Company; Alan Goldsamt, Mansfield Fur- 
niture Company, Inc., and William A. Shuff, William A. 
Shuff & Company. 








Seen at Upholstered Furniture Show 
1. Bright Chair Co. 

2. Imperial Leather Furniture Group 

3. Berkey Leather Corp. 





Following are descriptions of the lines presented by 
some of the firms in our industry: 
Bright Chair Company, 3 Bleek t N Y 


Berkey Leather Corporation, 595 8 
wow } 
Beaver Furniture Corporation, 42 t. N York, N wn we 
i tx 


) 


imperial Leather Furniture, Inc., 
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NYLON T 


ANOTHER 


When something better comes along, 
Sturgis engineers are quick to test it 
and put it to work for you. That's why 
a nylon thrust bearing is now standard 
on all Sturgis swivel chairs. For after 
subjecting it to more than a million 
and a half swiveling turns (see details 
of test below) we found the amount of 
wear was negligible—a mere .004”’. 
Two other excellent quality metal 
bearings (high price types) were des- 
troyed after 303,840 and 381,600 
swivels respectively. 





good for millions 
of swivels 


shock resistant 


RGIS NYLON 
ST BEARING 


always clean 


never needs 
lubricating 


always quiet 


With nylon thrust bearings on all Stur- 
gis swivel chairs, you can be sure of 
giving more satisfaction to your cus- 
tomers—and you'll have fewer service 
calls to make. 





A 


UST BEARING 


2s VALUE POINT 











— 


— y You can't see oll — 
V the quality that’s 
a \ engineered into 
X Sturgis chairs. y 
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THE TEST: 


A nylon thrust bearing 
and spindle assembly holding a 
248-pound load was electrically 
swiveled through a 120° arc at 
47 swivels a minute. After 
1,555,200 swivels the nylon 
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showed .004"' wear. 
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Now-Brand New 
Profit Horizons 


for you with the 
New Hand- -operated 


CLARY! 


A LE THE BEAUTY, the advanced design, the easy-to-use features that made the 
all-electric Clary the nation’s best seller—now in a low-cost, heavy-duty, hand-operated 

















adding-subtracting machine! 

Clary, already famous for the fastest adding machine in the world, now brings you a new, 
fast-selling-machine plus the kind of liberal discount you need to make gfrofit in your business. 

This‘is not an ordinary hand machine. It’s a rugged but easily portable machine with 
Subtraction and with the same precision engineering, the same-high-quality construction of the 
more expensive Clary electrics. 

For the amazingly low price of $135 you can offer-prospects Clary’s easy-to-use Hand Span 
Keyboard, Clary’s rotary printing, plus subtraction p/us the smoothest, quietest and 
most effortless hand action you ever saw! And at no extra cost Clary offers another exclusive: 4 
The Extra Capacity Key that gives dorble the listing capacity and ten times the 
totaling capacity of comparable machines. 

Investigate this beautiful new Clary—you'll see why its unbeatable combination 
of beauty, efficiency and liberal dealer discount opens up whole new profit vistas for you. 


Remember, too, Clary’s powerful national advertising insures quick turnover. 


CLARY MULTIPLIER CORPORATION + SAN GABRIEL, CALIFORNIA 
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Prices start at $135 / 


YOU can handle the hand Clary line. Mail coupon now for further information 

















| does your work faster 
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CLARY MULTIPLIER CORPORATION, DEPT. OA 
SAN GABRIEL, CALIFORNIA 


(0 Please send me information about Clary’s new hand-oper- 
ated adding machine. 


[] Asa dealer, am interested in handling the hand Clary line. 

















Name 

Address_— 

Firm___ 

City ( ) State 
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Stationers 12:30 Club Convenes, 
Elects Ralph Barnett President 

Some 75 members and guests attended the regular 
monthly meeting of the Stationers 12:30 Club of New 
York, held on Monday evening, January 26, at Rosoff’s 
Restaurant, New York, N. Y. President Philip G. Tag- 
ley, Consolidated Loose Leaf, Inc., presided. 

President Tagley expressed the sincere regrets of 
the club at the sudden death of Mrs. Fay Beck, wife 
of William Beck, controller of Art Steel Sales Corpora- 
tion. He then announced that Treasurer Dwight N 
Briggs, Sun Rubber Company, is recuperating from 
his recent illness and Harry Fensterheim, S. E. & M 
Vernon, Inc., is mending rapidly from an accident in 
which he suffered a broken arm. A handsome get- 
well card was signed by those present to be sent to 
Mr. Fensterheim in the hospital 

Louis F. Caracci, the Nor-Wood Company, Inc., gave 
the annual report on the club’s ready relief fund, 
Stating that a substantial amount of funds is on hand 
for emergencies. 

The next order of business was the election of offi- 
cers. The following slate was placed in nomination 
by chairman of the nominating committee, James T 


Ralph Barnett 





Hurley, Oxford Filing Supply Company: 
President—Ralph Barnett, Blaisdell Pencil Company 
Vice-president—Edward J. Healy, Wilson Jones Com- 

pany. 

Treasurer—Dwight N. Briggs, Sun Rubber Company 

Secretary—G. F. Griffith, Jr., Noesting Pin Ticket 
Company. 

All were unanimously elected 

The board of directors is composed of Chairman 

Philip G. Tagley, Consolidated Loose Leaf, Inc.; Louis 

F. Caracci, The Nor-Wood Company, Inc., New York, 

N. Y.; Nathaniel Kremer, the Kremer Company, New 

York, N. Y.; Mortimer Libien, Libien Press, Inc., New 

York, N. Y.; James T. Hurley, Oxford Filing Supply 

Company, and R. W. Mueller, Esterbrook Pen Company. 
Committees are: 


Sickness Edward Leventhal, Biddle Purchasing 
Company. 
Membership Henry Kleinberg, Henry Kleinberg 


Company, New York, N. Y. and Murray H. Weinkrantz, 
Universal Pad & Tablet Corporation 
Outing—David T. Pomerantz, A. I. Goldberg, New 





York, N. Y.; Herbert Grayson, Ace Fastener Corpora- 
tion and Harry Sills, Commercial Stationery Com- 
pany, New York, N. Y. 

Retiring President Philip Tagley then expressed his 
thanks to his officers and committees for their sup- 
port and co-operation during his two-year term of 
office and remarked that he had enjoyed every minute 
of it. 

President Barnett in accepting the gavel expressed 
his appreciation to members for the honor accorded 
him. 

He then read a letter from Gerard D. White, Acco 
Products, Inc., thanking the club for their gift of a 
handsome clock which was presented to him as a token 
of appreciation for his services as former editor of 
“Stationery Whitems’”, the club’s monthly bulletin. 

The following new members were then welcomed: 
Samuel Levine, Acco Products, Inc.; David Lifton, Lif- 
ton Keppler Associates; Bernard Geiger, Martin M 
Moldow Associates; Max L. Ditchek, Bayles & Ditchek 
Stationery Company, New York, N. Y., and Norman 
Cohen, Perry Printing & Stationery Company, Inc., 
New York, N. Y. 





New Englanders Visit The Globe-Wernicke Co. 
A group of New England dealers and dealer repre- 

sentatives journeyed to Cincinnati, Ohio expressly to 

visit the headquarters of The Globe-Wernicke Co. A 





Welcomed . New England representatives visit headquarters 
f The Globe-Wernicke Co. 


memorable feature of their trip was the plant visita- 
tion in which the group made extensive tours of Globe- 
Wernicke’s steel, wood, and paper divisions to see the 
actual manufacturing processes involved in fabricating 
many of the Cincinnati firm’s more than 4,000 products 
Demonstrations of Globe-Wernicke’s products, in- 
cluding Streamliner Soundguard steel desks and both 
steel and wood Techniplan modular equipment were 
presented by members of Globe-Wernicke’s sales de- 

partment 
The New Englanders welcomed at Globe-Wernicke 
are shown herewith. Seated, left to right: Tom Rus- 
sell, Ward’s, Boston, Mass.; Mrs. Robert McConnaughy 
Turn to Page 224, Please 








G-F Salesmen Attend School 


Representing General Fireproofing dealers 


from all sections of the nation salesmen 
attended a week-long sales sch held at 
Youngstown, Ohi juring the week 

January 19. This was the first in a series 
of five which are scheduled ne each 


month. Increasing the pr 
of the salesmen is the aim of these schools 
during which each 


t-knowledge 


product lines is thoroughly covered. Sev 
eral motion pictures were shown at the 
Youngstown session and a supervised trip 
through the modern plant was part of 


the program 
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3 pencils . . . the finest ever made... 
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CVCrY 


business 
man 


/ needs 


all three 


The new Venus Executive 
Group opens up a whole new 
pencil market for you in business 
and industry. Here are the three 
finest pencils ever made . . . three 
pencils designed to fill the 
business man’s three writing needs 
. designed to give you triple 
sales, triple profits. 


Now you can sell the executive 
the pencils that fit his exact 
requirements: the Venus 
President for notes and general 


writing .. . the Venus 
Commentator for extra bold 
writing ... the Venus Treasurer 


for sharp figures, extra fine 
writing. 


Just as you've sold the famous 
Venus drawing pencils to artists, 
engineers, architects for decades 
on specific degrees, you can now 
supply the business man with the 
varying pencils he needs. 


That's how Venus opens a whole 
new market of sales for you. Be 
sure your business customers 
know you can offer them the 
Venus Executive Group . . . the 
pencils with the distinctive crackle 
green finish and chrome ferrules. 
Fair Travep to assure you full profits. 
Ask your American Pencil Co. 


representative about the Venus 
Profit Assurance Plan. 


NUS €2vecttlive GROUP! 
to fill the executive’s 3 writing needs 


AMERICAN PENCIL CO., HOBOKEN, N. J.,. MAKERS OF THE WORLD FAMOUS VENUS DRAWING PENCILS 
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OUR FAVORITE LANGUAGE IS DEALER-EASE 


We expect you to like us because our carbon paper, 
typewriter ribbons, Typ-Rol type cleaner... 


our full, high-quality line keeps moving. 





But we never have been content to stop there! 


We sell you stock but we give you service. 


Try WRITE’S stock and WRITE’S service... 


and see how we earn our goodwill. 


Ask us today for full information 


write 





Ever have to beg a 
manufacturer for something 
you need badly? 

Stock, special stock, 

special packing, imprint, 
advice, information or 


one of the hundred-and-one 


kinds of a “break?” 


Ever get annoying delays or 
an icy cold-shoulder? 
Maybe from others... 

not from WRITE. 


In every possible way, 

we meet dealers more than 
half-way. WRITE never 

has lost the personal touch. 
We are growing big, 

but you can reach our 
management. We do not 
snoot the small-stock dealer. 


We do not coast on our name. 


o 
incorporated 420 LEXINGTON AVENUE, NEW YORK 17, N.Y. © Factory: BRIDGEPORT 2, CONN. 
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“This one-week tape promotion 


netted us a profit 
of $2,022!” 


Says IVAN ALLEN, JR., President, Ivan Allen Co., Atlanta, Ga. 
























““3M REPRESENTATIVES supplied special displays of 
‘Scotch’ Brand tapes for our store, briefed our 
salesmen on new tape-selling techniques, suggested 
profitable new items in the ‘Scotch’ Brand line for 
special attention,” reports Mr. Allen. “As a result 
our ‘Scotch’ Brand Tape Week promotion sold a 
whopping $9,321 worth of tape. In addition, it 
opened up so many new selling leads that our tape 
volume has been running at a high level ever since!”’ 


TAKE ADVANTAGE of this easy way to build your 
tape business! Let our trained representatives help 
you organize a “‘Scotch’’ Brand Tape Week for your 
store. Write today for full details to Dept. OA-33, 
3M Company, St. Paul 6, Minnesota! 








cCOTCH 


BRAND 








Xe ” 


The term “SCOTCH” and the plaid design are registered trade marks for the more than 200 pressure-sensitive adhesive tapes made in U.S. A. by 
MINNESOTA MINING & MFG. CO., St. Paul 6, Minn. —also makers of “scoTCH” SOUND RECORDING TAPE © “UNDERSEAL” RUBBERIZED 
COATING © “sc HLITE REFLECTIVE SHEETING * “SAFETY-WALK"’ NON-SLIP SURFACING ¢ "3M" ABRASIVES « “3M” apuesives. Gen. Export 
122 E. 42nd St., New York 17, N.Y. In Canada: London, Ont., Can 
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Royal Announces Eight New Managers 


A series of managerial appointments, which became 
effective January 1, has been announced by J. D. Farr, 
office typewriter sales manager for Royal Typewriter 
Company, Inc. 

The Pittsburgh office of Royal is now headed by 
R. H. Greenlee, who was formerly district manager at 
Atlanta. Mr. Greenlee fills the vacancy created at 
Pittsburgh by Manager E. G. Dodge’s announcement 
of his decision to retire from active management after 
a long successful career to devote his entire time to 
a special assignment for the Pittsburgh branch office 

Mr. Greenlee’s association with Royal dates back 
to April, 1940 when he became a typewriter salesman 
at Knoxville. 

The post in Atlanta vacated by Mr. Greenlee’s ap- 
pointment has been filled by G. W. Newman. Mr 





Get Managerial Assignments Left to right are R. H 
Greenlee, C. L. Toms and E. B. Wronski, assigned to Royal Type 
writer managerial posts. 





D. A. Coursey H. F. Madden 


Newman first joined the company as a typewriter 
salesman in Knoxville, July 16, 1936. He has headed 
Royal branch operations in Evansville since April, 1938, 
and it is from this post that he steps into the Atlanta 
managership. 

E. B. Wronski is succeeding Mr. Newman at Evans- 
ville. Starting with the company as a New York 
typewriter salesman in May, 1946, Mr. Wronski was 
named acting manager of New Haven on August 1, 
1947. 

Royal has named C. L. Toms, who formerly managed 
Royal’s Charlotte operations, to be New Haven district 
manager. Mr. Toms came to the company in 1934 and 
gained experience in the selling of both Roytype busi- 
ness machine supplies and Royal typewriters 

D. A. Coursey, formerly district manager of the com- 
pany’s Richmond office, has been named to the district 
managership of the Cleveland office. M. C. Hull, who 
previously managed the Cleveland office, has retired 
after many years of faithful service to the company 

First joining the organization in 1934 at Atlanta, 
Mr. Coursey has come up through Royal’s ranks having 
served in the shipping, service, and sales divisions of 
the company. 





Succeeding Mr. Coursey at Richmond is M. A. Ken- 
ney, who previously headed branch operations for the 
company at Tulsa. 

The vacancy created by Mr. Kenney’s transfer to 
Royal’s Richmond headquarters will be filled by a 





=. 


More Royal Managers... Also assigned as Royal Type- 
writer managers are (left to right) G. W. Newman, J. O. Hokenson 
ind M. A. Kenney 


newcomer to the company’s managerial ranks. J. O. 
Hokenson, formerly typewriter salesman in Kansas 
City, has been named to this position. 

H. F. Madden is taking over the managerial respon- 
sibilities in Birmingham for Royal 





Claud Allen Retires from G/W 

A. C. Howard, president of The Globe-Wernicke Co., 
has announced the retirement of Claud Allen, veteran 
of more than 40 years in G/W sales operations and 
active in the office equipment industry for half a 
century. 

Mr. Allen began his career in 1902 with the Wm. 
H. Hoskins Company of Philadelphia, Pa., an active 
G/W dealer. Seven years later he joined The Globe- 
Wernicke Co. at its Philadelphia retail store. Sub- 
sequently he helped organize G/W retail stores in 
Cleveland and Detroit. 

Assigned to the New York office in 1932, Mr. Allen 


Claud Allen 





remained there until his recent retirement. During his 
50 years in the office equipment industry he has seen 
business headquarters progress from what he terms 
“the barnlike affairs of earlier days’’ to today’s attrac- 
tive and convenient office. 

Mr. and Mrs. Allen now make their home at Allen 
House in Dover, Del. 


re Us, P lease . 


An item in the February issue stated that Herbert 
C. Toussaint of Al Spaide Office Specialties, Philadel- 
phia, Pa., is the new president of that firm. Instead, 
he is president of the Office Machine Dealers Asso- 
ciation of Pennsylvania-New Jersey-Delaware. The 
error is regretted 
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Special for the 
NOFA 


mn Convention and Exhibit 
| Cleveland — April 26-29 









IN MAY ISSUE 


Special Section 


; Vee og 
rinted in Sepia SA Ae! “Hual 
io iting ri 
3 Cc rT lo 4 iy 











EXTRA READERSHIP 
EXTRA ADVERTISING VALUE 
EXTRA CIRCULATION 









COPIES WILL BE DISTRIBUTED AT 
THE CONVENTION IN CLEVELAND 


Use BI \CE to get your story over BIG 


‘is Final closing date for Advertising 
ns PRIL 3rd 


Send your Space Reservation NOW to: 


| (fice 
| Appli lances 


600 WEST JACKSON BLVD., CHICAGO 6, ILL 
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Itex Holds Grand Opening 


Manufacturers’ representatives came from all over 
the country to be present at the grand opening of 
Idaho Typewriter Exchange’s new store in Pocatello, 
Ida. The firm’s suppliers even co-operated to the ex- 
tent of donating nearly $1,000 worth of merchandise 
as favors during the two-day opening, held December 
5 and 6. 

In planning the new store L. Pollack, general man- 
ager, felt that it should be as complete as possible 
The stationery and furniture departments were en- 
larged and a new section added for greeting cards 
social stationery and gift wraps 

The service department was also modernized and 
materially increased. Serving as a model office, the 
general accounting offices are housed in a large bal- 
cony of Itex’s new store. There is also a large office 
furniture display in the basement. Murals, drapes and 


90 


NEW POCATELLO STORE 


section of main floor 





machines department 





service department 





furniture department 





mfrs. reps. at opening 











5 
<i Mat - 
~~ Bs) ay 2 


~~» 















Attend Opening FRONT ROW: Bob Lynch, Minn. Mining & 
Mfg. Co.; Ray Goshert, Idaho Falis store manager; Paul Clemons 
Dictaphone Corp. MIDDLE ROW: Sam Otto, Pocatello store man 
ager; Bill Tonkin, Sturgis Posture Chair Co.; Ralph Crane, Itex, mgr 
machines div.; Lud Pollak, gen. mgr. Itex; Guy Boyd, Shaw-Walker 
Co. BACK ROW: Johnny Mangels, Ditto, Inc.; Walker Lybarger 
Royal Typewriter Co., Inc.; Don Johnson, Minn. Mining & Mfg. Co 
Wayne Hall, mgr. office furniture & supply Itex; Rudy King, Diebold 
Inc.; Hank Lyles, McMillan Book Co 


carpeting add to the comfort and beauty of the 
showroom 

Another feature of the new store is the fixtures 
secured from Ray Eichenlaub of Service Steel Prod- 
ucts Corporation. Besides being attractive and highly 
adaptable they have evoked many compliments from 
visitors 

The history of the store begins with John Ritchie, 
who was Atlanta branch manager for Royal Type- 
writer Company during the early part of World War I 

When he found his health to be failing he decided 
to move to Idaho and take up farming. But before 
long he missed the typewriter business and giving up 
farming opened the Idaho Typewriter Exchange in 
Burley. The following year, 1919, Mr. Ritchie moved to 


OFFICE APPLIANCES, March, 1953 


ent 


ant 








>MONS 


man 
mgr 
Jalker 
arger 
Co 


»bold 









Office furniture by 


MURPHY CHAIR CO. 
() per shoro. Kentucky 





Its good business 


| H I 


OFFICE 


TO SPECIFY 


Masland Durasol 


PLASTIC COATED FABRIC 


ONLY MASLAND 
MAKES DURASOL ... 
THIS TAG IS YOUR 
PROTECTION 








Whether you buy or sell office furniture it pays to 
specify Masland Durasol as the upholstery covering. 
It’s practical and colorful—cleans easily, 

wears well and is equally at home on furniture 


rol reception room. factory office or board room. 





Specify Masland Durasol . . . write for samples. 





> Upholstered 


with 





VMASLAND DURALEATHER CO., Dept. 64, Philadelphia 34, Pa. 
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New Bound Book Memo Display 


3 Popular Loose Leaf Displays 





Send for this : MEMO 


NATIONAL MEMO Sales-Making 
60 Memo Book 
Display 
Today 





6100- A & B Plastic Memo 
Display Outfits 
Contains assortment of 
3 sizes and 4 colors. 

NO. 6100A — 24 books 
List Price includes display — $44.00 
NO. 6100B — 30 books 
List Price includes display — $54.50 







$ | tun . 
ST eno 1008 


6000A Low Priced 
Memo Display 


Y%” Assortnent 
List Price includes display — $27.00 


Od 





List Price 
incls. display 
$39.90 











Wooden Display Box Including Refill—No. 54-001—60 Books Bound in 
Black Morocco Grain Tex Hide — Turned In — Red Edges 
Q Number Size Ruling Retail Total 
Value Retail 
6 1369'4 3%x2% Faint .40 $2.40 
a a 6 1372 4%4x2% $&¢ 45 2.70 
ewe | 6 1372” 4%x2% Faint .45 2.70 
NO. 6200A — 12” Assortment 3 1373 5% x 3% $&¢ 60 1.80 
List Price includes display — $16.00 3 1373” 5% x3\% Faint .60 1.80 
a e 3 1374 6%x3% $a¢ 65 1.95 
3 13741 6% x 3% Faint 65 1.95 
NATIONAL BLANK BOOK COMPANY : 3 1376 6%x4Y% $a¢ 75 2.25 
! 
Holyoke, Massachusetts 3 13764 6%, x 4a Foint 75 2.25 
Please send me the following Memo Dis- 3 1377 7x4 $&¢ 95 2.85 
' 
Pore 3 13771 7% x 4 Foint 95 2.85 
100 i - P 
No. 6000A No. 6200A 3 1378) 8% x 5% Faint 1.05 3.15 
Have representative call ' 3 1383 3%, x 5V% $a¢ 60 1.80 
' 
Nome : 3 1383'4 34%x5% Faint .60 1.80 
3 1384 3% x 6Y $&¢ 70 2.10 
Company : : 
' 3 1384'% 3%x 6% Faint 70 2.10 
amg 
Address $39.60 
' 
' 
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DIFFERENCE 





SPECIALISTS 


in the manufacture of: 


@ Master Units (Plain and Printed 
@ Spirit Carbons 
e Gelatine Carbons 


@ Spirit Carbon Paper Ribbons 


@ Duplicating Fluid and Hand Cream 
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Pocatello where he rented a room on the second floor 
of the Orpheum Theatre building. About two years 
later he again moved, this time to 211 S. Main St. 

Continued ill health eventually forced him to give 
up the business and in 1924 the store was sold to Mr. 
Pollack who was employed there together with a 
mechanic. By the end of the year a branch store 
was opened in Idaho Falls and one in Twin Falls. Five 
years later still another store was opened, this one 
in Boise. The firm still operates all but the Twin Falls 
store which was sold to a former employee, Carl Sher- 
wood, who still operates it. 

In 1942, faced with the prospect of having no ma- 
chines to sell, the firm entered the stationery busi- 
ness which has now become a major item besides 
contributing considerably to the expansion of the 
office machine volume by customers who come in for 
office supplies and stay to visit the large office ma- 
chines department. 

The company now operates 12 sales and service 
trucks and intends to add eight more in order to 
cover more efficiently the tremendous area covered 
by the territory. From one end to the other is approxi- 
mately the same distance as between Chicago and 
New York, but of course the area is considerably less 
populated—in one county there are two square miles 
for each man. Nevertheless, Mr. Pollack states that 
a large amount of business is secured from the most 
remote corners of the territory. “The public has been 
more or less trained to expect our representatives and 
actually watches for our bright yellow trucks,” he says 

Business in the three stores is divided into two divi- 
sions, the office machines division, the office furniture 
division and supplies. Ralph Crane heads the office 
machines division and Wayne Hall is in charge of 
office furniture and supplies 

Each division head devotes all of his time to the 
buying and promotion of items in his particular de- 
partment. This system has proven to be very effective 
and sales in both divisions have been climbing 
steadily. All buying and accounting is done at the 
new store, which is also the home office 

The store managers are in the younger group and 
each of them has been associated with the firm for 
many years during which time they have proven their 
sales ability. The Pocatello store manager is Sam 
Otto; the Idaho Falls store manager is Ray Goshert 
and Wendell Birrell manages the Boise store. All 
three stores have been remodeled within the past 
few years and are modern in all respects 





Collins Represents Leopold in New York 
The Leopold Company has announced the appoint- 
ment of John Collins to take over the representation 
of its line in New York City and the Metropolitan area. 
Previous to this appointment, Mr. Collins was in 
charge of the Leopold representation for the south- 


John Collins 





eastern states. He has had considerable sales expe- 
riences of varied types including that with a Midwest 
household furniture jobbing concern. His experience 
background includes an extensive factory training 
course with The Leopold Company 

For the present Mr. Collins can be reached through 
the office which served as the headquarters of the late 
Romeyn B. Booth at 130 W. 42nd St. with telephone 
Wisconsin 7-5927. 
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Named Field Manager ... Swing- 
line division of Speed Products Company, 
Inc., has announced the appointment of 
Joseph C. Strauss, formerly associated with 
Automatic Pencil Sharpener Co., division 
of Spengler-Loomis Mfg. Co., to field man. 
ager. Mr. Strauss was connected with 
Spengler-Loomis for over 29 years, the 
last five of which he served as eastern 
division manager. 





Marchant Names National Sales Manager 


Wesley E. Jenkins has been appointed national sales 
manager of Marchant Calculators, Inc., it was an- 
nounced recently by Edgar B. Jessup, president and 
general manager. Mr. Jenkins formerly headed Mar- 
chant’s San Francisco office as district sales manager. 

He brings to his new position not only a highly suc- 
cessful background of selling for Marchant, but many 





W. E. Jenkins 





years of top-level sales and personnel management ex- 
perience with leading companies 

Succeeding Mr. Jenkins as head of the San Francisco 
office is Leslie T. Carr, who has filled important sales 
posts with Marchant during the past 18 years. 


Underwood Enters Punched Card Field 


Underwood Corporation will enter the punched card 
accounting field in 1953 by introducing in the United 
States a complete line of equipment of advanced 
design, according to announcements by P. D. Wagoner, 
chairman, and L. C. Stowell, president, of Underwood. 

Arrangements have been made with Powers-Samas 
Accounting Machines Ltd., of London, a subsidiary of 
Vickers, under which Underwood will distribute and 
service Samas products in the United States, Canada 
and other parts of the Western Hemisphere. Samas 
punched card machines are used extensively in Eng- 
land and many other countries. The equipment dis- 
tributed by Underwood will be marketed under the 
trade names “Underwood” and “Samas.” 

These machines are unique with cards of three dif- 
ferent sizes and one of the cards used is smaller than 
2 x 3 inches. The smaller cards provide a number of 
advantages, requiring less filing space and smaller 
machines for punching, sorting and tabulating opera- 
tions. This will bring the benefits of punched card 
accounting methods to medium and smaller size busi- 
ness organizations, as well as to the large offices. 

The equipment includes a complete line of automatic 
key punches, automatic verifiers, reproducers, inter- 
preters, interpolators, sorters and tabulators, designed 
to meet the needs of industrial, commercial, financial, 
institutional and governmental organizations of every 
kind and size. A complete line of equipment is avail- 
able for a 40-column capacity card which measures 
2 x 4.687 inches, and a still smaller card with 21 col- 
umns capacity measuring 2 x 2.750 inches 

“The punched card accounting equipment takes its 
place with the present line of Underwood accounting 
machines and electronic computers,” said Mr. Stowell, 
“placing Underwood in a most favorable position of 
supplying equipment for every accounting need.” 

Samas products will be handled as a separate Under- 
wood Division, with H. R. Russell acting as manager 
Mr. Russell has spent many years in the punched 
card and office equipment industry in the United 
States, Canada and” abroad. Headquarters for the 
division will be at 1 Park Ave., New York, N. Y 
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Corry-Jamestown 


gives you 


Fhoven Selling Aids 


to back up 
STEEL AGE Quality! 


WHEN you handle Steel Age Office Furniture, 
you start every sale with a commanding advan- 
tage—the inherent and recognized quality of the 
Steel Age line. But it often requires more than 
proven product quality to keep your sales con- 
sistently high. It takes a planned sales promo- 


ational Aduveriliaag 


Full page Steel Age ads 
appear regularly in leading 
business magazines, includ- 
ing Newsweek, Business W eek, 
American Business, Manage- 
ment Methods and Purchas- 
ing. Each one invites a call 
on Steel Age Dealers. 





tional program to sell your customers on the 
ultimate advantages of buying quality. That's our 
job as well as yours. Take a look at these sales- 
proven advertising and promotion aids and you'll 
recognize another big reason why Steel Age sales 
continue to grow, year after year. 


Toate Advertising 


ee 3 sat 
ss re 






To keep you informed on 
new Steel Age products and 
selling aids, full page ad- 
vertisements like this appear 
monthly in leading national 
ofhice furniture trade maga- 
zines. 








Corry-Jamestown continues to help you sell in your 
local market with other sales aids, including display 
Age line of quality Files and Desks. This literature, pieces, newspaper mats, sales manuals, house organs, 
with your imprint, is ideal for mailing and for special and radio commercials. @ Write today for complete 
sales promotion campaigns. details, 


A wide selection of full color product literature is 
available to help you demonstrate and sell the Steel 








CORRY, PA. 


MFG. 


1 OFFICES: Boston + New York + Philadelphia + Atlanta + Chicago + Los Angeles + San Francisco 


CORRY-JAMESTOWN Con. 


Di 1. v4 
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Rem-Rand Builds 
New L. A. Branch 


Remington Rand Inc., the firm 
which does a large portion of its 
business by advising other com- 
panies on management and admin- 
istrative problems, has taken its 
own advice in the planning and set- 
ting up of its new branch facili- 
ties in Los Angeles. 


The firm’s problem has been sim- 
ilar in nature to that which other 
manufacturers have faced with 
their West Coast distribution 
their Los Angeles office is more than 
2500 miles from the closest factory 
and more than 3000 miles from 
some of the others. The situation 
is further complicated in this in- 
stance by the size of the company’s 
line which has over 12,000 separate 
items used in every phase of busi- 
ness management. These range all 
the way from Univac, the electronic 
computer, to index cards and Ccar- 
bon paper. 


Outgrew Facilities 


As the sales volume of the Los 
Angeles branch climbed to a posi- 
tion close to the top of its com- 
pany’s roster, it rapidly outgrew its 
office, service and storage facilities 
in the downtown area. The solution 
which Remington Rand chose rep- 
resents the most modern management thinking for 
organizations faced with this type of problem 

Basically, the plan is to set up a sales office in a 
top caliber business neighborhood, being careful to 
pick a location where the parking problem can be over- 
come, and to warehouse at a separate site, selected 
for the availability of railroad sidings and trucking 
accessibility. 


Two Views 


Follow Expansion Plan 


The firm has followed through on this plan with its 
modern office building at 2601 Wilshire Blvd., and with 
a new warehouse and mechanical service center at 
30th and San Pedro. The building on Wilshire features 
what executives of the company feel is the most mod- 
ern business equipment center in the country. More 
than 7500 square feet are devoted to the display and 
demonstration of Remington systems and equipment 
Of contemporary design the new building was created 
by Kahn and Jacobs and Welton Becket, F.A.I.A., 
associated architects 

The branch office was opened formally with an open 
house running from Wednesday, January 28 through 
Saturday, January 31. To mark this event, the com- 
pany has brought in what is believed to be the most 
modern collection of office equipment ever shown and 
demonstrated on the West Coast 


Have Covered Parking Area 


In terms of design, an important asset of the Rem- 
ington Rand building is its covered parking area, 
which enables visitors to store their cars and enter the 
building without venturing into the open air in inclem- 
ent weather. 

Speaking of the tie-in between office and warehouse 
T. J. Norton, vice-president, and manager of the Los 
Angeles branch, says We run our warehouse with 
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A night shot shows off the impressive exterior and lighting of the 
new Rem-Rand building Below: Airy spaciousness is achieved in the sales office. 





the same controls and in the same manner as wWe 
would if it were in the basement of our office building’ 

This is possible because of an administrative system 
under which all warehouse stock records are kept 
just a few steps olf the sales floor in the Wilshire 
Boulevard office. Using a system recorded on Reming+ 
ton Rand Kardex equipment, the personnel in thé 
Wilshire office keep separate stock control cards fo 
every item in the warehouse 

In the same section of the sales office which handle 
the warehouse inventory control, Remington has in- 
troduced a new telephone order system. Six girls 
seated at desks overlooking the general sales floor 
each have a control board on which light flashes when 
a phone call is made to any portion of the floor which 
they are monitoring. When a light goes on, the gif 
responsible looks up to see if the salesman is al 
his desk. If he isn’t in, she answers his phone, taking 
a message or writing an order if the customer wishé 
to place one. These same girls, because they are s 
close to the inventory control records, can find out af 
a moment’s notice if the item is in stock and can sé 
delivery dates accordingly 


Set Up Close Connection 


At its warehouse, the company has set up a clos 
operating connection between its storage and servic 
facilities. In addition to regular mechanical servicé 
the staff is also set up for extensive repainting ané 
refinishing work. This enables the firm to stretch it 
stock considerably. For example, if a customer ordef 
an item in a color which is out of stock, a factory 
caliber refinishing job is done at the warehouse on # 
machine or cabinet of another color which is in stock 

The San Pedro location is the headquarters for tht 
Six separate service operations required for adequat 
coverage of the spread-out Los Angeles area 
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Sell BATES and you sell the best 


BATES 
NUMBERING 
MACHINES 








Exclusive inside move- 
ment, watchlike preci- 
Sion, dial setting and 
roller bearing 

action — all 

these combine to 

make Bates Num- 

bering Machines 

the world's out- 
standing leader. 
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ding, 
ystem . 

: P ates 

kept : Perforator 

ilshire =r) Se eae Easiest action, large waste 
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indle 3 5 P » ’ Bates List 


: : , Botes 
as ine @& Finders ‘automatic 


girls ji ' Peete.» Eyeleter 

= aS presto : d 
4 Bates : Feeds, inserts on 

floor F 4 Model C Stapler Bates There's the crimps eyelets 


Mercury Staplers addres 
Me hen a — ne Bates Refill Lg &: Wide range of nthe-w 4 for phone oomiber, pad wn TT 
W hich i _ 5000 rustless Bross every requirement. recipe, etc... . 
e gin = : = staples each loading. j quick as a wink! 
is a ; 
aking 
wishes 
ire S© He 2 ma yaic = 
out a ie ‘ad Tea ing ig Bates 
Silent Stamp Pads Powerful, easy to use= 


Reversible, renewable filler perferates up to 
for long life, clear /& of poper. 


impressions 
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ch it ae» , mere ; Bates Staple 
orden | : . Remover and Punch 
™ a Instantly removes any staple 
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STENCIL 
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TOP PRINTINGS 








“Fs 


apes CHURCH SCHOOL ADDRESS-O- MUSIC STAFF 
REGULAR PLIO FILM BULLETIN BULLETIN LABEL DIE-IMPRESSED 





For the best in quality stencils it's Speed-O-Print’s Sovereign Brand. The uniformity 
maintained eliminates distortion of type characters and stylus work. Takes corrections quick 
and easy. The durability of Sovereign stencils assures thousands of clear, sharp copies. All 
are accurately top-printed and sealed in moisture and oil-proof wrapper for protection. The 
non-glare, dull velvet coating provides excellent visibility and prevents eye strain. 


The various top-printings end all guess work as to proper margins and positioning 
whether it’s a regular form... double page . . . 2 or 3 column bulletin . . . address-o-label 
+ +» or music sheet 


Sovereign Stencils are available in sizes and styles to fit all makes of duplicators. 


When you buy SOVEREIGN .. . You sell the BEST. 


SOVEREIGN GRADE A BLACK INK 


Sovereign ink flows freely ... giving maximum number of faultless copies 
of consistently sharp, clean cut impressions. Reproduces a beautiful rich 
black that will not fade or deteriorate. Available in one or one-half pound 
cans. 





SOVEREIGN FAST DRYING INK 


A non-smudge, quick setting, fast drying 
ink that reproduces sharp, legible copies. 
Especially good for quick handling of two- 
sided duplicating. Available in one pound 
cans only. 


ALL SPEED-O-PRINT INKS HAVE AN OIL 
BASE AND ARE FOR USE WITH OPEN OR 
CLOSED CYLINDER. WILL NOT DAMAGE 
STENCIL OR CYLINDER. 


SPE ED/O-PRI \T 
/ ( 
ST COW 





1801 W. LARCHMONT AVENUE Write FOR OUR 
CHICAGO 13, ILLINOIS DEALERS CATALOG 


SPEED-O-PRINT (CANADA) LTD. + 3555 HOCHELAGA ST. » MONTREAL 
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Salional presents the first and only 
LIVE KEYBOARD 


ofekel late Mailelailial= 


to use motor bar... 


Saves up to 50% hand motion! 


irst time—yvyou can add and list without 
notor bar! On this remarkable National 
is its own motor bar, because every 


the keys you want to add—the machine 
vy! Your hand need never leave the “Live” 
dding amounts. You save up to 50° 
ather-touch” action makes it easier than 
vO Or more keys at once—more time- 
hers print automatically—still more time 
love it—they do their work with so 
d effort 
s cannot explain the advantages of 
board. See a demonstration today ! 


EAL 
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“Live” Keyboard is 
combined with 8 other 
time-saving features 
found only on National: 
Automatic Clear Signal ® Sub 
tractions in red @ Automatic 
Credit Balance @ Automatic 
space-up of tape when total 
prints @ Large Answer Dials 
@ Easy-touch Key Action ®@ 
Full-Visible Keyboord ® 
Rugged-Duty Construction 


THE NATIONAL CASH REGISTER COMPANY, payron 9, onto 


Contact Dayton ¢ 
Vachi 


mm rmat 











ABOVE ...A display window 
Buxton & Skinner prepared as 
part of its 75th anniversary 
celebration. CENTER ...A 
section of the large stationery 
store. BELOW .. . An artist 
puts the finishing touches on 
a layout for four-color brochure 


Diamond Jubilee 


Buxton & Skinner Marks 
75 Years of Service 


Buxton & Skinner Printing & Stationery Company of 
St. Louis, Mo., the firm which Charles Mather Skinner 
and O. W. Buxton envisioned in 1878 by buying the sta- 
tionery business of their employer, the old R. P. Stud- 
ley Company, is now 75 years old 

This is a company whose management passed easily 
from Charles Mather Skinner to his four sons, a Skin- 
ner team now supplemented by recruits from the third 
generation. Many of the employees of the firm now 
marking its 75th anniversary have invested lifetimes 
in the business which has so long been identified with 
the business progress of St. Louis 

Today’s personnel is headed by J. S. Skinner, presi- 
dent; E. L. Skinner, vice-president; Walter R. Skinner, 
vice-president; David O. Row, furniture department 
manager, Otto Herman, loose leaf department manager 
and William Schmiederer, stationery department man- 
ager. The latter, who marked his 49th anniversary with 
the company this year, has announced his retirement 
as of March 1, 1953. He will be succeeded by John J 
Hughes, now assistant stationery department manager 

The St. Louis Post-Dispatch in reviewing the firm’s 
special quality in the city’s economic community said 
in part: 

“After three generations, Buxton & Skinner, like St 
Louis itself, has made a specialty out of not specializ- 
ing. The result is a unique sphere of usefulness to a 
whole lot of people 
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¥ ABOVE Plans for furnish- 
ing an executive office are 
studied by office furniture rep 
resentatives in a second-floor 
display room. BELOW 
The composing room is a nerve 
center of Buxton & Skinner's ex 
tensive printing plant 





. Scenes illustrative of the wide-spread activities of Buxton & Skinner Ptg. & Staty. Co. 


“There’s the publisher of a magazine who wants to 
work closely with experts in typesetting and presswork 
There’s the attorney who wants perfection in the form 
and text of an SEC registration statement that must 
be filed on a deadline. There’s the comptroller who 
wants tailor-made office forms or another who is 1ook- 
ing for a specialized looseleaf record system. There's 
an office manager who needs desks, files, chairs, sec- 
retaries’ supplies of new stationery. And there’s the 
mother of the bride with the subconscious feeling it 
takes the Buxton & Skinner embossing on the envelope 
to make the engraved invitations official 

“The company’s range of usefulness is as broad 
and various as the St. Louis community itself 

“The big ground-floor stationery store faithfully sug- 
gests the company’s character. It’s a spacious, com- 
fortable sort of store. Twentieth Century fluorescent 
lights give a pleasing warmth to bright new merchan- 
dise and show cases as well as to storage cabinets of 
polished wood that might have lined the walls of a 
store in Dicken’s London 

“This stationery store is an important landmark 
in the geography of St. Louis business. So is the 
large and various furniture department one floor up 
As exclusive St. Louis representatives of leading mak- 
ers of office furniture and equipment—including the 
widely known Art Metal line—and as merchants of 
an unmatched range of stationery supplies, Buxton & 
Skinner in its retail divisions is a big factor here 
in major fields of the business of business 

“Even more important, however, is the remainder 
of the 100,000 square feet of the two-building, six-story 
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CARD FILING 
SYSTEMS — Three 


e4. — 


CARDS 
Plain, Ruled 
Special Printed 


SPACE-SAVER GUIDES 
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Can Represent 50% 


BUYING FROM MORE THAN ONE SOURCE 
may be the reason profit-making filing supplies 
do not represent dollar volume equal to 50% of 
your filing cabinet business. 
Here are six basic reasons why Shaw-Walker 
dealers earn these 
(1) — All filir 


Shaw-Walke) 


extra profits :— 

1g supplies can be purchased from 
(2) — Extra discounts are earned 
by combining requirements. (3) —Selling is 
need learn only one sales story. 


tories are simplified. (5) — Em- 










ACCOUNTING 
MACHINE FORMS 
Stock — Special 





— SS 9 2: 
METAL TAB GUIDES 


Letter and Card Sizes 


nt \ 
\ \ \ 
\ \ 
4 
\ 


| FOLDERS 
Z Manila & Kraft 
167 Stock Items 


of Your Business 


ployees learn stock easier. (6) — Line includes 
hundreds of fast-selling repeat items available 
only from the Shaw-Walker dealers. 

Filing supplies selling rights are immediately 
obtainable in many cities. 


, Built Likea 
BSkys< raper 





GHAW-WALKER 


MUSKEGON, MICH. 








Home Office... 





USIVE MAKERS orf OFFICE FURNITURE AND FILING EQUIPMENT IN THE WORLD 
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plant, which is given over to what a lot of people feel 
is one of the most interesting, most exacting and most 
stimulating manufacturing operations of the world 
the production of printed matter There’s a com- 
plete range of service continuously on tap. It begins 
with help on design and layout. It continues through 
the composing room, in which all the skills of the 
traditional typesetter’s art are supplemented by all 
the machines that have come along to help the crafts- 
men do his job quicker, though no better.” 

This firm, the newspaper concludes, is continuing 
in the way Charles M. Skinner had in mind before 
his death in 1929—‘‘new generations carrying on the 
business he had started. It’s fair to conclude from 
the record that he started something a little more 
than a corporate device for making profits.” 





Establishes Printing, Supplies Brokerage Firm 

W.R. Naylor of Little Rock, Ark., has announced the 
establishment of a new kind of business for printing, 
lithography and office supplies under the name of 
W R. Naylor & Company, with offices in the Union Life 
Building, 212 Center St., Little Rock, Ark 

This type of business, while new in Arkansas, is being 
successfully operated in many other states. W. R. Nay- 
lor and Company has made arrangements to represent 
throughout Arkansas a number of leading printers, 
each one having his own specialities, and the firm will 
represent and have separate storage facilities and 
sources for several national lines of office equipment, 
furniture and supplies. 





Rochester, Minn., Firm Occupies New Location 


The Beckley Business Equipment Company is now 
occupying a new location at 102 East Center St., across 
from the Parker Hotel in Rochester, Minn. This new 
building provides many extra facilities, especially de- 
sirable to a modern business equipment store. For 
example, it is now possible to drive into the building 
at the rear to load. The location is near a free parking 
space and only a short block from the main business 
street. 

From the new location the firm acts as a Royal 
distributor, and as a dealer for Art Metal Construc- 
tion Company, Columbian Ribbon & Carbon Manu- 
facturing Company, Wolber Duplicating and Supply 
Company, the Victor Champion and Remington “Top- 
flight” lines. About 600 machines are under a main- 
tenance contract by Beckley, covering an area of 
eight counties in this rich dairy and farming section 
of Minnesota. 

The expansion comes at a time when Rochester is 
experiencing a phenomenal growth. The Mayo Clinic 
is in the midst of a vast building program and a multi- 
million-dollar ‘Miracle Mile’ shopping center was 
just recently opened. Schools, churches and homes 
are springing up all around Beckley’s. The State Mental 
Hospital is expanding and rebuilding. Two old Minne- 
apolis department stores are just commencing large 
buildings for housing branches in Rochester and a 
multi-million-dollar Mother House has just been 
started for the Sisters of St. Francis who operate 
St. Mary’s Hospital. 

Prior to starting his own business in November, 
1947, Larry F. Beckley was with the Burroughs Adding 
Machine Company in Minnesota and Iowa for 24 years 
Except for a year and a half in 1930 and 1931 he was 
with the sales department, the rest of the time with 
Burroughs being spent in the service department as a 
resident service man and service manager for two 
years in Cedar Rapids, Iowa. He started with the 
Clary franchise, working out of his home through a 
shop in the basement and an office in the garage. 

Lee Brayton, a young Navy veteran, started to work 
with Mr. Beckley in the Spring of 1948. In May, 1949, 
they moved to the second floor office in the Woolworth 
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Building and Larry’s father, Arthur Beckley, joined 
them to operate the office. Another young man was 
hired and he was given training in selling and serv- 
icing. In another year and a half they started looking 
for larger quarters on the ground floor. The search 
led to the opening at the new location 


7f ohle Y 
BUSINESS EQUIPMENT CO. 


ey 


Newly Located .. . The Beckley Business Equipment Co. now 
occupies a new location in Rochester, Minn. Starting from the top 
the pictures show: 1. The entrance on Center St. 2. Section of the 
cleaning and spraying room. 3. In the repair shop. 4. Business 
machines on display. 
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COLE 3 couse’ conan 


N ( E A LE D secret vault! 


~ 


Just right for the small office. A filing cabinet, 
a storage cabinet and a concealed secret vault 
all in one. The latest design in office cabinets. 
Contains four | bearing letter files plus three 
adjustable st ye compartments under lock 
and key. Only YOU know the combination of 


the secret vault. Will pay for itself by preventing 


petty pilferage 51" high, 3012" wide, 17” 


jeep. Olive green or Cole gray baked enamel 
finish 

No. 990 LETTER SIZE 7? 
No. 1090 LEGAL SIZE 52'.” high, 33%" wide, 17” deep 
With leg ze i of letter size drawers $82.50 
No. 991 — Similar to above | 4] 


No. 990 but with two dou 
ble index drawers added, 


eplacing the top letter file 





lrawer. index drawers are 





Jlesigned for 3x5 or 4x6 


Above cabinets with plunger-type lock 
yf 4 that automatically locks all drawers. 
| $8.50 additional 
' 





cards (64( ipacity). 


ff 





s 
: 


f~ ‘ 
on also pe ea tor can 





o* 
i 


nut, Mahogany or Knotty Pine finish. 
$12.50 additional 


The above cabinets in Grained Wal- 
elled checks $72.50 2 





Prices slightly higher in Texas, Colorado and West of the Rockies. 


ee) I ae ie ee ee ee ee ee, ee ee Oe Oe en, 
285 Madison. Avenue, New York 17, New York 








No. C335 3x5 $360 





No. C3353 3x5 $]200 





No. C3352 3x5 $6# 


Units on this page are designed for card record systems for use on deskiNo 
Also can be stacked in multiple units. Those on opposite page are for lease: 


contracts, insurance policies and other “higher than wide” office forms. Cor 


structed of top grade steel, electrically welded. Rubber feet are provide: 


can be easily removed for stacking purposes. Bail drawer suspension preven 


accidental withdrawal from cabinet. New spring compressors for added recor 


protection. Olive green or Cole gray baked enamel finish. 


STEEL SANITARY BASES 


FOR TWO DRAWER UNITS 


No. Suggested Use Height Price 

32 for 3x5 cabinets 1s” $10.00 
42 for 4x6 cabinets 15” 10.00 
52 for 5x8 cabinets iS 10.00 
62 for 6x9 cabinets 13” 10.00 


FOR THREE DRAWER UNITS 


52 for 3x5 cabinets Ch ad $10.00 
47B for 4x6 cabinets 15%” 12.00 
53B for 5x8 cabinets 16%" 14.00 
63B for 6x9 cabinets 11%” 14.00 


No 
C335 
C346 
C358 
C369 
C3352 
C3462 
C3582 
C3692 
shee C3353 
Weight C3463 
aa C3583 
12 Ibs. C3693 
12 Ibs 
LOCKS: 
12 Ibs. 
16 Ibs. 
17 Ibs. 
18 Ibs. 


Prices slightly higher in Texas, Colorado and West of the Rockies. 


Card 
Size 


3x5 
4x6 
5x8 
6x9 


3x5 
4x6 
5x8 
6x9 


3x5 
4x6 
5x8 
6x9 


“STANDARD CARD” CABINETS 


Capacity 
1600 cards 
1600 cards 
1600 cards 
1600 cards 


3200 cards 
3200 cards 
3200 cards 
3200 cards 


4800 cards 
4800 cards 
4800 cards 
4800 cards 


ONE DRAWER UNITS 


Width 
654"' 
753" 
953°’ 

1058’ 


Height 
5\"" 
6e"' 
7e"' 
81" 


TWO DRAWER 


1234" 
1434" 
1834" 
20%4"* 


5%" 
6" 
7%" 
8'e"' 


Depth 
16” 
16” 
16” 
16” 


UNITS 


16" 
16" 
16" 
16" 


THREE DRAWER UNITS 


1834" 
2134" 
27%" 
30%" 


5" 
6%e"" 
7%" 
8" 


] a” 
16” 
16” 
16" 


Price 
$3.60 
4.20 
5.40 
8.40 


$6.30 
7.20 
9.60 
12.00 


$12.00 
15.00 
18.00 
25.00 


Cabinets equipped with lock and key add $2.10 per drawer. 


Packed 
6's 
6's 
3's 
a3 


RODS: Cabinets equipped with rods for punched index cards add $3.00 per drawer. 


CUTS OR PHOTOGRAPHS OF ALL COLE PRODUCTS AVAILABLE ON REQUEST 


ef 0} Ft - 


esigel 


Shippin 
wi 
PerCir 4 


35 lbs C2 
40 Ibi C: 
28 Ibi C3 
23 Ib 


LO 
RO 


WALNUT OR MAHOGANY FINISH add $6.00 for 1 drawer units, $8.00 for 2 drow 7 
$10.00 for 3 drawer. 


EQUIPMENT COMPANY 
OR tote \ilelelttelame Wasi alelee 


New York 17, N. Y. 














> 6TEEL CARD CABINETS 


No. C364 6x4 $H40 





$63 





6x4 $] 440 


deskN 


























lease 
s. Cor 
»vide 
rever No. C3364 6x4 $2Q00 
reco 
“HIGHER THAN WIDE” CABINETS 
Shipp ONE DRAWER UNITS Shipping 
Ww! Card wt. 
Per Ct N Ss ty Width Height Depth Price Packed Per Ctn. 
35 lhC364 6x4 ards 538"" le $8.40 l‘s 9 Ibs. 
40 ih C385 8x5 I1é cards 658° 10” 16” 12.00 l‘s 12 Ibs. 
28 Ib C39 9x6 ards yf, ee i bee 16” 14.40 l‘s 13 Ibs. 
23 |b 
TWO DRAWER UNITS 
3642 6x4 ards 1234" wa $14.40 l‘s 15 Ibs. 
» C3852 8x5 3: ards 1234" 10° 16” 16.20 l’s 18 Ibs. 
19 t~ ~ 
95 fp ©3962 9x6 3200 cards 14%" 11" 16" 19.20 1's 23 Ibs. 
aa THREE DRAWER UNITS 
" ©3364 6x4 é ards 1434" 7 $20.00 I's 22 Ibs. STEEL SANITARY 
C3385 8x5 4800 cards 1834" 10” 16” 24.00 l‘s 26 Ibs. BASES 
C3396 9x6 48 ards av—”)—OC Oe 30.00 l‘s 33 Ibs. FOR TWO DRAWER UNITS 
19 |b Shpg. 
22 | No. Suggested Use Height Price Weight 
97 Ib DOCUMENT FILE Shipping 32 ~=for 6x4 cabinets 15” $10.00 11 Ibs. 
7 THREE DRAWER UNIT Wt. 32 for 8x5 cabinets 15% 10.00 11 Ibs 
32 It No For Forn Capacity Width Height Depth Price Packed Per Ctn. 42 for 9x6 cabinets 5” 10.00 12 Ibs 
C3105 10%'’x5’ 1000 leases 1834" 12% 16” $19.95 1‘s 32 Ibs. FOR THREE DRAWER UNITS 
42 for 6x4 cabinets 19” $10.00 12 Ibs. 
LOCKS: Cabinets equipped with lock and key add $2.10 per drawer. 52 for 8x5 cabinets 15” 10.0012 Ibs. 
; — 
RODS: Cabinets equipped with rods for punched index cards add $3.00 per drawer. 478 fer Sub cabincts = 1M eS 
2 do" WALNUT OR MAHOGANY FINISH odd $6.00 for 1 drawer units, $8.00 for 2 drawer, FOR THREE DRAWER DOCUMENT UNIT 
$10.00 for 3 drawer. 52 for 10%xS5 cabinets 15% $10.00 12 Ibs. 
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wrong way right way transfer to pronto 


Records thrown on shelves are Records in Prontos can be located Save money, transfer into low cost Prontos 
hard to find, collect dust and in a jiffy...stay neat and orderly and use your expensive cabinets over again. 
take up 50% more room. Doubles your filing space. 


-— we! 


ce 


oO 





SANITARY BASES 


for all size files 


There is a size made for every office record. These Pronto files 
are sturdily built of 275-lb. test fibre board, reinforced with 


FOLLOW steel on the shell and the four corners of the drawers as well. 


BLOCKS 
90 ¢ ADDITIONAL 
Made for any size file 


They cost no more than ordinary files! Can be interlocked into 
solid units and stacked to the ceiling. Beautiful in appearance, 
finished in olive green to match your regular office files. Will 


LETTER SIZE > 3 55 last a lifetime. 


a , © vr ? © 
CHECK size $240 


Prices slightly 5 
Colorade and West of sto RAGE FILES 














PRONTO FILE CORPORATION 285 Madison Ave., N. Y. 17, N. Y. 
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the advantages of 


- carbon paper 
- inked ribbons 


- carbonized rolls 


UNDER = 
YOUR On 
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Mr. Dealer How many trade-marked brands 
of Carbon Paper, Inked Ribbons and Carbon- 
ized Rolls can you think of? Dozens? ... and 


the manufacturers of these brands are all ad- 
vertising and promoting the sales of their OWN 
products in your territory. 


But here is the opportunity to push YOUR OWN 
BRANDS ind cash in on repeat sales from 
your customers for many years. 


Join the dealers who are benefiting from the 
H. M. Storms Company PRIVATE BRAND PRO- 
GRAM . packaging and imprinting UNDER 
YOUR OWN BRAND NAME ... Carbon Paper, 
Inked Ribbons and Carbonized Rolls . . . plac- 
ng the sale and distribution of these products 
under your own control. 


The H. M. STORMS COMPANY has been pro- 
viding this service to the dealer trade for more 
than half a century. STORMS can help you too! 








mplete details of the STORMS plan 
r write 3 erhead to Department OA2 


Manufacturers of the Complete Line... 
a 3 That Stands the Test of Time 


nw 


H. M. STORMS COMPANY 


Storms Building 
BROOKLYN 38, NEW YORK 





H. M. STORMS COMPANY \ 
Storms a 38, ny. 


Gentlemen: 
We are interested in the STORMS PRIVATE BRAND PROGRAM. 
Please send us complete information and samples. 


Nome 





Company Nome 





Address _ 





City Zone State 





® carbon paper einked ribbons ¢@ carbonized rolls 
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Office Supplies on Parade The 
west isle of the well-stocked Stewart's 
Office Supply Co. retail location at 152< 
Commerce St., Dallas, Tex. 


40 Years 


of Stewart Progress 


One day in November, 1912, two Dallas, Tex., business 
men named W. Neill Stewart and Robert E. York 
rightly figured that a growing center like Dallas would 
generate a great demand for office supplies as the 
years rolled along. 


Consequently, they pooled their energies and opened 
for business in the then new Praetorian Building 


Father and Son Combination W. N. Stewart, Sr 
and W. N. Stewart, Jr., discuss the 4Cth anniversary plans for 
Stewart Office Sipply Co., the Dallas firm which the elder Mr 
Stewart started in Novem er, 1912. He is siill president and his 
son is vice-president and secretary-treasurer. Other officers are 
E. M. Stewart, Sr., vice-president J. Har Cude, vice-presi 
dent. 


Grabbing support from big concerns in Dallas, the firm 
got a quick, sure hold on a good portion of the trade 


In 1914, Mr. Stewart acquired sole interest in the 
firm and renamed it Stewart Office Supply Company 
Through the years his drive and business acumen have 
been the motivating forces that have brought about 
the steady growth and national recognition of this 
concern within its industry 


In 1916 Mr. Stewart brought his older brother, Ernest 
Stewart. into the business as vice-president. His ener- 
gies were directed toward sales. He has held his po- 
sition as vice-president for 36 ye still active 
in the business 
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W. N. Stewart, Sr., served as president of the Na- 
tional Stationers Association in 1926 and 1927 and was 
elected to honorary life membership in the association 
in 1950. Last year Stewart Office Supply Company 
submitted its advertising program to the annual Brand 
Name Foundation’s Retailer of the Year award com- 
petition and was named Brand Name Retailer of the 
Year 1951 in the office supply and equipment industry. 

This year, on the brown and white Stewart station- 
ery, a proud red and gold sticker has proclaimed the 
firm’s 40th anniversary. From 1912 to 1952, the com- 
pany has expanded until today it employes 85 persons, 
occupies a large retail store at 1523 Commerce St., 
and operates a 30,000-square-foot warehouse at 400 
S. Austin St 

Stewart Office Supply Company services the office 
supply and equipment needs for thousands of Dallas 
businesses. The list of exclusive franchises which they 
distribute in the Dallas area speaks well of the type 
of business operation for which they stand a house 
dedicated to the distribution of quality products at a 
fair price. 

These franchise lines include General Fireproofing 
Company metal office equipment, Doten-Dunton cus- 
tom-built executive suites, Standard Furniture Com- 
pany commercial wood desks, W. H. Gunlocke wood 
chairs, A. B. Dick Company duplicating machines and 
supplies, Herring-Hall-Marvin insulated equipment, 
McMillan Book Company loose leaf devices, South- 
worth typewriter papers, Columbia ribbons and 
carbons, Smead-GF filing supplies, and National ac- 
counting pads and bound books 





Orna Metal Appoints Ehrmann 

Carl Ehrmann recently was named sales manager 
of Orna Metal Products Company. He replaces Marvin 
Resnick, who has been promoted to another division 
of the company 


Carl Ehrmann 


Mr. Ehrmann was born and raised in the Midwest. 

specialized in sales and business administration 

at Indiana University. Formerly sales manager with 

a major rubber company, Mr. Ehrmann has for the 

past nine years been vice-president in charge of sales 
for a steel fabricating company 
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low cost unit that — 
rybody’s business 


high quality, low cost, 


LIFETIME STEEL 


made in 4 sizes ‘6 * LIST 


STAKMASTER also available in 5-drawer sections from $99.75 


PARTITION TRICKS = =87] cccuosme FSB) 


—W 


_... FOR EVERY TRADE = SI 


CLOSED TOP—NO CAP REQUIRED 


Stakmaster is the one rigid lifetime steel unit that offers 
The Stakmaster is all you need to more design appeal . . . more in every quality feature . . . and 
more low-cost efficiency, with more fields to conquer. Units 
can be added as needed and stacked to make one compact 


ness. When partitioned the draw- file. 





{ 


fit the needs of almost any busi- 


ers are ideal for storing (cloth Four-drawer filing cabinet holds drawings, tracings, blue- 

prints, artwork, cuts and paper @ Available in all standard 

swatches, small parts, costume sizes up to 38” x 50° @ Heavy gauge steel welded to form 

TVPEE | : @ Drawers roll smoothly on case-hardened ball bearing 
. jewelry and countless other items). rollers @ Double hinged depressor and back hood on each 
drawer protects tracings, etc., from curling @ Drawers will 
not pull out accidentally ¢ Handsome hardware @ Precision 


dividers. built. 
Attractive dealer discounts 


STAKE YOUR CLAIM FOR PROFITS All blueprint cabinets available with locks 
IN A BROADER FIELD OF SALES! ., — ‘’% {2r cotolog sheets ond complete 


information on the full Stacor line TODAY 


All drawers are pre-punched for 














Friden Occupies New Quarters in 
New York City at 43rd & Madison 


The Friden Calculating Machine Company, Inc., has 
just completed an expansion move in New York City 
necessitated by the increase in business for the sales 
and service departments 

Larger quarters are now occupied at 331 Madison 





. . J. Arthur Russell, Friden district manager, 


Friden Trio . 
seated at his desk in the New York City quarters, is flanked by 
Walter Johnson (left), president, and James A. Jennings, New 
York sales manager. 


Ave., the corner of 43rd St. and Madison Ave., where 
the Friden name is now exposed to literally thousands 
of commuters every morning and evening 

J. Arthur Russell, district manager, in this respect 
points out, “Located as it is, directly across from the 
Biltmore Hotel and but a block from the Commodore, 






A New Home... Shown 
above are members of the 
sales organization in the sales 
room of Friden Calculating 
Machine Co., Inc., new quar 
ters in New York City. Center 
picture is an exterior view of 
the location at 331 Madison 
Ave. 
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and in the other direction a block from the Roosevelt 
Hotel, visitors from out of town also can scarcely miss 
seeing the Friden space.” 

Mr. Russell says, “We believe that we now have in 
this new location, with its attractive as well as efficient 
arrangement, a place that the California home office, 
and Friden distributors will be proud of.”’ 

In the accompanying pictures, Walter Johnson, presi- 
dent of the Friden organization, is shown presenting 
his personal congratulations to Mr. Russell 





Columbia Steel Adds Two New Plants 

In order to more efficiently increase productivity 
and facilitate overall manufacturing operations, Co- 
lumbia Steel Equipment Company has added two 
plants. Both buildings are in close proximity to 
the main plant No. 1. Plant No. 2 will be devoted 
to the manufacture of steel desks and tables exclu- 
sively, and will contain new, well-appointed factory 
offices. Plant No. 3 will be a complete steel warehouse 
with facilities for shearing and gauging sheet steel 
for both plants number one and two. Plant No. 1 will 
continue to manufacture the regular complete Colum- 
bia line of steel cabinets. 

With the purchase of these two buildings, the com- 
pany can speed up increased production made neces- 
sary by the steady growth of its business and render 
a more prompt and efficient service to the many 
dealer customers throughout the country. 

New complete price lists, covering steel filing cabi- 
nets, desks and tables are now available and new desk 
catalogs illustrated in color will be available shortly 





Enlarge Addo Machine Company Quarters 

N. Gosta Arnheim, sales manager of Roneo Dupli- 
cators, a division of Addo Machine Company, 145 W. 
57th St., New York City, has announced that due to 
increased sales volume and an enlarged distribution 
set-up, larger quarters are required 

Consequently, these exclusive distributors for Addo-X 
adding machines, Roneo Mimeo machines and Multo 
calculators are taking over the entire fourth floor of 
their present location, 145 W. 57th St., New York, N. Y., 
so that improved service can be rendered to customers 





Congratulations 

Walter Johnson, president ol 
the Friden organization, con 
gratulates J. Arthur Russell 
district manager, on the at 
tractive new quarters which 
are located at the corner of 
43rd St. and Madison Ave 


OFFICE APPLIANCES, March, 1953 


elt 
iiss 


in 
ent 
ice, 


‘Si- 


ing 


ted 
lu- 
ory 
use 
eel 
vill 
m- 


m- 
CS- 
ler 
ny 


bi- 
=2Sk 


yli- 

Ww 
to 

ion 


-X 
lto 
of 
p 


rs 


| 


53 





—— eased efficiency 








| Reduced 
Flexible—rearranged in minutes 


GLO 


engineered 
modular 
offices 


“OUT-GROWN OFFICE!""— the problem of 
the Brotherhood’s Relief and Compen- 
sation Fund, of Harrisburg, Pa. Their 
15-year expansion plan was out-grown 
in 7 years! And it’s happening to other 


businesses — evervyw here! 


ANSWER?—TECHNIPLAN! In the same space 
—32 overcrowded workers give way to 
48 comfortable, well-serviced, efficient 
workers. Work output goes up. So does 
employe morale. 


DOWN! — goes ¢ ross-office talking—noise 


distractions. The user’s own words inthe 


headlines state the case in a nutshell. 


uP!—goes flexibility! Change any 


This book gives comprehensive description of Techniplan 
modular equipment and its application. 


Engineering Specialists in 
Office Equipment, Systems 
and Visible Records 
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BE-WERNICKE 


TEGHNIPLAN 





arrangement to another one, to meet 
expansion, changing conditions! — “in 
mere minutes.” 


PRIVACY and special work facilities as 
needed. (See inset picture above.) In- 
terchangeable interlocking units make 
TECHNIPLAN the all-inclusive office 
equipment—custom-fitted, and so good 
looking it has established a new stand- 
ard of modern office appearance. 


SEE YOUR G/W DEALER—or write us—for 
information, details! Your dealer is 
probably listed in classified ‘phone 
book under “Office Equipment.” Other- 
wise—a postcard brings dealer name 
and facts. 







Write Dept. 2-OA. 


Cincinnat!l 12, Ohio 


1953 





YOU GOTTA 
GO AFTER ’EM! 


Business seldom walks in by itself. 
You've got to track it down. You’ve 
got to make calls—lots of them— 
to get those prospects; to take ad- 
vantage of the greatest industrial 
expansion in this country’s history. 
Get in on the biggest office equip- 
ment market ever... with G/W 
TECHNIPLAN. 


A good illustration is supplied 
by the ad on this page. It points 
out where customers are to be 
found. The Brotherhood’s Re- 
lief and Compensation Fund 
had expansion problems—G/W 
TECHNIPLAN solved them 
easily and efficiently. 


To help develop your prospects, 
G/W advertisements are appearing 
regularly in BUSINESS WEEK, 
NEWSWEEK, MANAGEMENT 
METHODS and other key maga- 
zines. They are consistently telling 
the TECHNIPLAN story . . . they 
are continuously cultivating pros- 
pects for G/W TECHNIPLAN 
Engineered Modular Office Equip- 
ment. 


Make this advertising work for 
you! Get behind this promo- 
tion wholeheartedly. Back it up 
with forceful selling effort! 
Display TECHNIPLAN equip- 
ment .. . demonstrate how 
effectively TECHNIPLAN will 
meet growth and moderniza- 
tion requirements .. . prove 
that TECHNIPLAN is an in- 
vestment in office efficiency 
and work output and employe 
relations. 


Go after the business. Make calls— 
as many as you can—and you will 
profit! 






Cordially, 


Elmer G. Rahe 
Vice-President- 
Sales 
Globe-Wernicke 














Sturgis Sales Manager 

at his desk in attractive new offices of 
the Sturgis Posture Chair Co., in 

is Robert Matthews, sales manager 


Lou Mann 





Sturgis Operates from Chicago Offices 


Nerve center of the entire sales activity of Sturgis Sturgis organization established on the second floor 
Posture Chair Company is now the St. Clair Building of the St. Clair Building make it possible to handle 
offices at 154 E. Erie St., Chicago. Spearheading opera- increased demand for the company’s chairs and pro- 
tions there are President J. I Lou” Mann and Robert vide better service to the dealers, assert President 
M. Matthews. The latter was transferred from Sturgis, Mann and Sales Manager Matthews. A sales training 
Mich., to become sales manager of the new headquar- room has been equipped as part of the new offices 
ters. Before his promotion he was assistant sales man- Production facilities at both the Sturgis, Mich., and 
ager. Since 1948 with Sturgis, he previously was con- Charleston, S. C., plants have been expanded to Keep 
nected with A. B. Dick Company pace with increased orders, point out the officials 

Chicago is now the operational point, too, for located in Chicago. They list recent Sturgis develop- 
H. L. Pfau as director of dealer service. Peter Jackson ments such as the fiber glass base and a new finish 
is manager of the repair department for metal parts as primary reasons for this flurry of 

The new commodious sales and display offices of the sales activity 







POSTURE CHAIR 
COMPANY 


GENERAL SALES OFFICE 





The entire sales operation of the Sturgis Posture Chair C S 





in the Chicago offices in the St. Clair | ling 4 E. Erie St 
in the reception room are Peter Jackson, manager of the repa 
and Miss Audrey White, receptionist. RIGHT: H. L. Pfau, direct f | 
service, displays the executive sen pringrest swivs hair (left) and sten 


araphioc. Glide-Master. 
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The 5 POINTS 


THAT PROVE* THE SUPERIORITY OF NYLONIZED BOLTAFLEX 


Furniture covered in Nylonized Boltaflex ] Superior resistance to tearing at stitches. Nylonized 


the Burnished Top-Grain Finish by Boltaflex has proven its superiority in critical stitch-tear tests, out- 
Kenmar Mfg. Co., East Palestine, Ohio. 


performing all other backed plastics. 


Superior stretchability. Unlike any other backed plastic, 
Nylonized Boltaflex stretches equally in all directions—so it fits 
better around furniture corners and always retains its comfortable, 






















tailored look. 

Superior strength. The nylon fibres add tremendous strength to 
the Boltaflex, making Nylonized Boltaflex the strongest and most 
rugged backed plastic in its price range. The non-woven backing 














to gives great resistance to tearing in any direction. 

A Superior beauty. The nylon backing gives furniture a plump, 

* cushioned look . . . an inviting look . . . no lines of warp and woof 
show through the material. In the Burnished Top-Grain Finish, Nylon- 
ized Boltaflex has the dimpled “hand” of true cowhide ... and those 
colors!... warm pastels and deep tones in a wide, wide range. 
Superior selling power. Nylon is a magic selling name... a 
name everyone trusts. When used with Boltaflex, the leading name 
in plastics, you have a selling combination that's hard to beat. 
“Laboratory Report and samples gladly sent on request ...Box 524 

yr 

le 

J- 

nit 

id 


i orted Plastic 
. like this for 
office furniture! 


..it’s wonderful new Nylonized /5gdca fC 


Here's an upholstery plastic made with a backing of the wonder- 





fibre nylon. It took us and the biggest brains in the chemical indus- 
try 31 months to develop and 1878 different tests and formulations 
to perfect. The result is a supported plastic material with amazing 
strength and tremendous resistance to wear... it is, we feel, the 
finest plastic material ever developed for office furniture. 

Check over the 5 points that prove* the superiority of Nylonized 
Boltaflex. You'll see why leading office furniture manufacturers are 


turning to \ ylonized Boltaflex. 


BOLTA, Lawrence, Massachusetts 


a] 


Patents applied f pending on Nylonized Boltaflex 
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Esterbrook Pen Announces Expansion 


Harry W. Lynn, sales manager of The Esterbrook 
Pen Company, announces major changes in the com- 
panies sales force. The new program calls for re-align- 
ment of territories, in some cases transfers of present 
representatives, and the creation of new territories to 
be assigned to recently employed personnel. An im- 
portant move will also be the promotion of several of 
Esterbrook’s well-known representatives to district 
manager status. 

In making this announcement, Mr. Lynn said, “all of 
these changes follow an all-time record volume for The 





W.G.Lashbrook R.W.Howard J. W. Mason 


Esterbrook Pen Company, 1952, having been substan- 
tially the largest sales year in the history of the com- 
pany, which is now 95 years old 

“This expansion program is directed toward more 
intensive sales effort and will enable us to serve our 
customers more effectively. It is also an expression of 
our confidence in the future growth of the writing 
equipment industry.” 

William G. “Bill” Lashbrook, formerly Detroit district 
manager, has been transferred to Los Angeles, Calif., 
where he will be district manager of the Pacific Coast 





E. R. Mullin K. D. Bleakly L. C. Kane 





D. W. Moore H. P. MacEwan 


A. T. Koelle 


and mountain states. Raymond W. “Ray” Howard, for 
16 years with Esterbrook in the Southwest, has been 
promoted to district manager with headquarters in 
Dallas, Tex. James W. “Bill’’ Mason, Jr., for seven years 
Esterbrook representative, with headquarters in Pitts- 
burgh, has been promoted to district manager in De- 
troit, succeeding Bill Lashbrook. Edward R. “Ed” Mul- 
lin is now district manager in the south central area 
Mr. Mullin’s headquarters will continue to be in Mem- 
phis, Tenn. Kenneth D. Bleakly, is transferred from 
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northern New Jersey and the Metropolitan area to 
eastern New York. Lawrence C. “Larry” Kane has been 
assigned to the northern New Jersey and southern New 
York state territory. 

Three new men have been added to the field division 
since January 1. Each of these men come to Esterbrook 
with fine sales and merchandising backgrounds. Albert 
T. Koelle, Jr., will cover southern Texas; Dick W. Moore 
will work in Louisiana, Alabama and Mississippi; Henry 
P. MacEwan will take over the western Pennsylvania 
and West Virginia territory. 





Wells Chair Names Representatives 

The appointment of four sales representatives has 
recently been announced by Wells Chair Corporation. 
Earl Otta of Dallas, Tex., is now covering Texas, Okla- 
homa, Louisiana and Arkansas. 

Len Jacobs, Los Angeles, Calif., has been assigned 
to cover California, Arizona and Nevada. Hugh Steger, 
St. Louis, Mo,. is covering Missouri and Kansas. And 
Elmer J. Scott and Associates, Birmingham, Ala., is 
now covering North and South Carolina, Georgia, 
Florida, Alabama, Mississippi and Tennessee. 





Elect John W. Sheppard President 


The C. E. Sheppard Company, manufacturers of 
Cesco loose leaf equipment, recently announced the 
promotion of John W. Sheppard from executive vice- 
president to president. He succeeds Charles E. Shep- 
pard, founder and former president, who becomes 





C.E.Sheppard Jj. W. Sheppard 


chairman of the board of directors. Other changes 
include, Max H. Krueger from vice-president to vice- 
president and secretary and Franklin H. Wheat from 
controller to controller and assistant secretary 

John W. Sheppard joined the Company in 1932, fol- 
lowing his graduation from Yale University. Having 
learned the business from the ground up, he is famil- 
iar with every phase of the company’s operations and 
is well qualified for his new post. In 1933, Mr. Shep- 
pard was elected a member of the board of directors 
and, after serving in various capacities, he was elevated 
to executive vice-president in 1942 

Charles E .Sheppard’s withdrawal from active man- 
agement of the company turns another page of a dis- 
tinguished career in the loose leaf industry which he 
pioneered in New York 53 years ago. As chairman of 
the board of directors, he will continue to act in an 
advisory capacity 

Keenly interested in record-keeping problems, Mr. 
Sheppard did accounting analysis work for a whole- 
sale drug concern while attending Chicago Law School, 
a division of Lake Forest University from which he 
graduated in 1895. Four years later he joined the 
Tengwall File and Ledger Company of that city 

In 1900 he started business in New York under his 
own name establishing Tengwall’s first eastern sales 
agency. Four years later he incorporated The C. E. 
Sheppard Company operating as an organization inde- 
pendent of its former Chicago ties 

The company, which grew and prospered under his 
guidance, today employs a large number of men and 
women in the modern, spacious plant located in Long 
Island City, producing the comprehensive Cesco line 
of loose leaf binders and forms 
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HASKELL 





OF pirrseuRGH 


ALL-STEEL 
BUDGET-DESIGNED 
U 
= TABLES 
| “ r SG —@T-130 (30x18) 
A | GT-136 (36x24) 
D {with or without drawer) 
mn onl There’s nothing finer in budget 


—— 

















steel. There's nothing stronger— es * Re 
they're a ton a pes 
ail heavy office Takes. 3 Pe 








HASKELL 
OFFICE TABLES 


G-160 


Convenient and comfortable os an in- 
terviewing toble, a writing table and 
hundreds of uses aos a work table 












Available in 5 sizes 
(with or without drawer) 


36x24 50x30 
42x30 60x34 
72x34 





HASKELL 
TELEPHONE TABLES 


TT-18 (18x18) 
TT-24 (18x24) 


Efficiently designed with shelf for . 
phone book. Also decorative for 


lamps, books, smoking accessories. GOOD MOVES : <3 
TO MOVE YOUR PROFIT UP 





And we do mean f-a-s-t! Every office can use one or more 

of these handy Haskell tables. They’re so good to look 

at — and, such wonderful values! Only Haskell offers so 

many quality features at their low cost — beautiful 

baked enamel finish, lingleum tops, aluminum bandings, rounded 
corners and adjustable legs. Ask the dealer who features them 

— he'll tell you — he can’t keep enough of them in stock. 





wRITE FOR 
TODAY 


HASKELL, INC. 


303 EAST CARSON STREET 
PITTSBURGH 19, PENNSYLVANIA 
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Ward Again Heads Bigelow-McGill 
and Graphic Arts Engraving Company 

Re-election of Charles A. Ward as president of the 
Bigelow-McGill Company and the Graphic Arts En- 
graving Company, and election of executive vice- 
presidents of both companies were announced recently. 

Annual stockholders’ meetings of the two companies 
were held January 20. Mr. Ward, who is president and 
general sales manager of Brown & Bigelow, specialty 
advertising firm with headquarters in St. Paul, became 
president of the Bigelow-McGill and Graphic Arts 
companies in November. He succeeded the late T. M 
McGill. 

L. H. Wasley was elected executive vice-president of 
the Bigelow-McGill Company, 450 N. Syndicate, St 
Paul. This is a holding company which operates the 
Quality Park Envelope Company of St. Paul and the 
McGill Paper Products Company of Minneapolis. Mr 
Wasley was vice-president and has been with the com- 
pany for 33 years. 





Cha:. A. Ward 
Procident 








a an) 
Bigelow-McGill and Graphic Arts Officers ... Left 
to right are C. E. Cooney, vice-president; L. H. Wasley, executive 
vice-president, and O. L. Mickelsen, director 


F. J. Gaertner was promoted to executive vice presi- 
dent of the Graphic Arts Engraving Company, 501 
Park Ave., Minneapolis. This company also owns and 
operates the Quality Park Engraving Company of 393 
N. Syndicate, St. Paul. Mr. Gaertner was vice-presi- 
dent and has been with the company for 28 years 
A. F. Kwait, W. R. Jack, and H. N. Larson were elected 
vice-presidents. C. E. Cooney was reelected vice-presi- 
dent. All four are veterans with the company 

Reelected directors of the Graphic Arts Engraving 
Company were Ward, Gaertner, Cooney, and O. L 
Mickelsen. Reelected directors of the Bigelow-McGill 
Company were Ward, Wasley, F. P. La Plant, C. E 
Cooney, C. M. Anderson, Harry Balch, E. D. Carpenter, 
R. E. Morrissey, and A. J. Walker 





Form New Company in Toledo 

Andrew J. Quinn; attorney, has announced the incor- 
poration of Gold-Bond Furniture, Inc., a new company 
to handle all types of furniture including office and 
commercial furniture. Officers of the new Toledo, Ohio, 
firm are: Ted N. Sacks, president, and Rebecca R 
Sacks, both of Monroe, Mich.: Melvin Hamerman, vice- 
president, and Violet Hamerman, both of Adrian, Mich 
They now operate furniture stores in Detroit, Monroe 
and Adrian, Mich. 

In addition to the lease in downtown Toledo, the 
company has leased other sites for retail units in Fre- 
mont and Fostoria, Ohio, according to Mr. Quinn.—AK 
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Diebold Changes Branch Management 

Because of increased activities and the doubling 
of manpower in the bank equipment and office systems 
operations at the Chicago branch of Diebold, Inc., the 
94-year-old firm has announced a change. 

C. E. Erickson, former Chicago branch manager, has 
been named regional bank manager with supervision 





E. F. Collins 


Cc. E. Erickson R. H. Baldwin 


of sales in the central area of the United States. E. F 
Collins has been named Chicago branch manager in 
charge of office systems sales. 

Robert H. Baldwin, assistant branch manager of the 
Detroit branch, has been named manager of the Pitts- 
burgh branch. He will replace H. M. Anderson who hag 
been placed in charge of Diebold’s sales of Flofilm 
equipment. 

The men are all members of the Diebold 100% cluk 
an honorary organization of the firm’s outstanding 
salesmen. Associated with the company for more thag 
33 years, Mr. Erickson has served as branch manager 
systems analyst and sales manager of the bank divi- 
sion. He played an important part in the development 
of cycle billing and was instrumental in establishing 
the present bank sales organization as an important 
phase of the Diebold sales program 


Mr. Collins has served as manager of the firm’) 


branches in Newark, N. J., and Washington, D. C. Fo 
the past two years he has been assistant sales manage 
in charge of visible record equipment. Mr. Baldwil 
has been a member of Diebold sales force since 194% 
In 1952 he became a member of the Diebold Honor club 





Kayser Represents David Kahn 
David Kahn, Inc., manufacturer of Wearever foun- 
tain pens and mechanical pencils, announces the ap- 


Burt Kayser 





pointment of Burt Kayser to cover the Southeast. ME 
Kayser, who is well known in the industry, will make 
his headquarters in Atlanta, Ga 





Sheaffer Names Southern District Manager 

Hugh C. Green of Webster Grove, Mo., has been ap- 
pointed southern district sales manager for the W. A 
Sheaffer Pen Company, announces R. H. Whidden 
sales vice-president. 

Mr. Green, who has been a salesman in the St. Loui 
territory since October 1, 1947, succeeds Clyde Everett 
who was recently named sales manager of the W. A 
Sheaffer Pen Company of Canada, Ltd 

The new southern district sales manager, a native 
of Crenshaw, Miss., joined the company January } 
1937, as a junior salesman. He was assigned the Hunt 
ington, W. V., territory July 1, 1938, and served there 
until his transfer to St. Louis 


March, 195i 
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Invincible Modernaire is the desk to sell 
for greatest profit opportunity 








Note tt ‘ back on Model 7236-AB. Provides 
comfortable k for person sitting on opposite side of 
sk. f sre of Invincible design. 

it S good busines feature the Invincible line of Modernaire 
lesks. For ins Model 7236-AB brings your customers 
new unique desig it sells almost on sight. Combines the 
lity of lesk e usefulness of a conference table. More, 
lnvincible’s unique method of reinforcing desk top and sides 
assures maximum strength, rigidity and freedom from trouble. 
There’s plenty of se g power in the Invincible line. Stock 


hese desks — and watch your profits climb. Write 
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Desk doubles as conference table. Desk top overhangs 6'/,” 
on both sides and back, allowing room for comfort and 
convenience of all people sitting at desk. 





OFFICE EQUIPMENT FOR BETTER BUSINESS LIVING 
Invincible Metal Furniture Co. © Manitowoc, Wisconsin 
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3M Begins Building Project 

Purchase of a 125-acre tract on St. Paul’s eastern 
boundary for a long-range building program for re- 
search purposes is announced by Minnesota Mining & 
Manufacturing Company 

Plans call for housing many of the firm’s major 
research projects on the tract located at Highway 12 
and East Ave. 

The first unit in the multi-million dollar develop- 
ment will be a $3,000,000 laboratory for the company’s 
central research department. Construction of this 
unit will start this spring. It will be completed in the 
fall of 1954 according to William L. McKnight, board 
chairman. 

The two-story structure will be built in the shape 
of an “E” 375 feet long and will contain approximately 
100,000 square feet of laboratory and office space. It 
also will house the company’s technical library 

The central research department is responsible for 
the more fundamental and longer term research proj- 
ects. It explores new fields of science for possible 
application to established 3M products and for leads 
to new products. Dr. Harry N. Stephens is director of 
central research 

The company also maintains a research group for 
each of its product divisions 

Division laboratories are charged with protecting 
and improving the competitive position of their respec- 
tive products by revising them to meet new uses and 
requirements and by studying new manufacturing 
methods which may improve product quality or in- 
crease production efficiency 

Nearly 700 employees, about 5% of the firm’s 14,000 
employees, are engaged in the varied research projects 

Mr. McKnight said the company has no fixed time- 
table for erecting additional laboratory buildings on 
the new site. However, he said the company had ac- 
quired the sizeable tract to provide room for ultimate 
expansion of company research facilities 

“Despite the tremendous contributions of our re- 
search people to the company’s success thus far, we 
expect even greater contributions from them in the 
future,’ Mr. McKnight said. “To live up to these 
expectations our research people will inevitably need 
expanded facilities. We have been actively engaged 
in research since the mid-20’s. In recent years it has 
become evident that there would be certain advantages 
derived by isolating scientific laboratories from other 
phases of the company operations.’ 

Commenting on the role research and technical de- 
velopment has played in the growth of 3M, Mr. Mc- 
Knight said that for every dollar so invested the 
company has already realized $25 in sales. 

“We had only one product, sandpaper, when we 
hired our first technically-trained employee. Largely 
as a result of research and development our product 
line now includes more than 1000 items. The products 
marketed as a result of this research accounted for 
85 to 90% of 3M’s 1952 sales volume,” Mr. McKnight 
said. 

Announcement of the plans for the research area 
development came as 3M entered its second half 
century in business. The company was organized as an 
abrasive mineral mining firm on the shores of Lake 
Superior in Two Harbors, Minn., in 1902. It now has 
plants located throughout the United States. In addi- 
tion it operates plants in Canada, England, France, 
Germany, Mexico and Brazil 





Organizes Paularte Products Firm 

Herbert M. Finkelstein, former sales manager of the 
C-Thru Ruler Company, is now established in his own 
business under the name of Paularte Products, with 
office and stock rooms at 1004 Westchester Ave., New 
York 59, N. Y. 


The new firm which started in business January 1, 


1953, will deal in artists’ materials and drawing ma- 
terials which are sold at wholesale only to dealers. 
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Billy Schmiederer Plans to Retire 

Coincident with the 75th birthday of Buxton & Skin- 
ner Printing & Stationery Company, St. Louis, Mo. 
comes news that its manager of the stationery depart- 
ment, William “Billy” Schmiederer, is to retire from 
business in this, his 49th year with the firm 


Wm. Schmiederer 





The retirement date of this beloved figure of the 
industry is March 1 and he will be succeeded by John 
J. Hughes, now assistant stationery department man- 
ager 

Billy and Harley Wantz of Skinner & Kennedy are 
two of the few still in the industry who attended the 
first convention of the National Stationers Association, 
now National Stationery & Office Equipment Associa- 
tion. That convention was held in St. Louis in 1905. 

It is the plan of Mr. & Mrs. Schmiederer to give up 
their St. Louis residence and reside with their daugh- 
ter and son-in-law in Des Plaines, Ill., suburb on the 
Northwest side of Chicago, where the “children” re- 
cently purchased a new home containing a separate 
apartment for “Mom” and “Pop” 





Marchant Appoints Agency Managers 

The appointment of a number of agency managers 
has been announced by Edgar B. Jessup, president of 
Marchant Calculators, Inc 

With the establishment of a district office at 832 
State St., Bristol, Tenn., Berl C. Ogle has been pro- 
moted to agency manager. George J. Lewis is directing 
service activities. 

Robert J. Kummer has been appointed agency man- 
ager of the Evansville, Ind., district office with service 
continuing at the headquarters, 1901 E. Division St, 
under the direction of James T. Farrer 

District sales manager of the South Chicago district 
office, 8128 S. Cottage Grove Ave., is Albert L. Block, Jr. 
Fred W. Kneisel is in charge of service. 

The agency manager of the Montgomery, Ala., dis- 
trict office, is announced as Alan P. Garsed with Buel 
L. McAdams directing service. The headquarters are 
located at 203 S. Court St., Montgomery. 

Burton L. Baldwin was named agency manager at 
the Columbus, Ga., district office, 1422 Talbotton Rd. 
where Hugh M. Walton, Jr., continues as service man- 
ager. 





Edwin J. Blue Opens Springfield, Ohio, Store 

Blue’s Office Equipment Company is a new office 
equipment and supplies store being opened by Edwin 
J. Blue at 127 S. Spring St., Springfield, Ohio 


Edwin J. Blue 





Mr. Blue is featuring Steelcase metal furniture. Stow 
& Davis wood furniture and also the Mosler safe line 
He is no stranger to this industry, having been active 
in selling office supplies and equipment in Springfield 
and adjoining area for the past 17 years 
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Model 48B Bookcase 
ling, rolled-finish, thick sliding glass doors. 


over 


and appearance 


} 
Hf 


)A new ap- 


A, 
Mme CI lige | proach in design 


MUSCATINE, JOWA 
eit 


! and construction 
has led to rapid success in this 
attractive Home-O-Nize Book- 
case series. The strong, unitized 
type of fabrication planned for 
economy of material, increased 
space, better appearance and 
greater service life has also re- 
sulted, happily, in a lower manu- 
facturing cost. Thus you can 
give customers the advantage of 





Te Hh Oe @ 


"> tla i tala 
wt o 


low price, fine appearance and 
extra utility—right now—when 
these things mean a great deal 
to the purchaser. In fact, you 
will find the entire H-O-N cabi- 
net line to be attractive mer- 
chandise that will please your 
trade—and you, too. Write for 
specification data and prices on 
the Home-O-Nize Bookcase 
series—described above—now 
ready in seven models. 


MUSCATINE, IOWA 





48H x 34142W x 11%4D. Three adjustable shelves on 2” centers. Spark 


Handsome baked enamel finish in grey or green 
rust-resistant bonderize coat. Good craftsmanship apparent in design, construction, 
List price $59.50. Model 48A 


open front) list price $39.50. Dealer 


Discount from list prices shown: 40% on 1 to 6; 40 and 5% on 6 or more. Models may be 
assorted to obtain quantity discount 
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Designed with Distinction © Priced for Competition * Office Supplies by Home-O-Nize 
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HIRST CHOICE OF LARGE AND SMALL USERS 
AFTER RIGID COMPARISON TESTS’ 


















No. No. No. 
ST-I1 ST-12 850 
ont 
& 
3 
2 
*Rest-All Chairs have won selection over other lead- 


ing makes, under the most gruelling possible tests 


for low maintenance factors, comfort and appearance 





o } ] 
mpecilic details on request. 


Test and compare Rest-All Chairs before you buy. 
Ask for descriptive literature and complete details. 
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» Rem-Rand Promotes Frawley 


Thomas F. Frawley, Jr., has been named sales man- 


ager of the methods department, for retail, wholesale 

ind distribu temington Rand Inc., it has been 

synnounced by M. H. Simmonds, administrative sales 
inagel 


Thomas F. Frawley, Jr. 





erved as office manager of Bonwit 


Teller and general store superintendent of Oppenheim 
( ins, both of New York, and as director of research 
and systems the Broadway-Hale stores in San 
Francisco, where he formulated new accounting sys- 
ems and p é es. In addition he served as director 
r the National Retail Dry Goods Association, credit 
nanagement division, and as director of the Associated 
Credit Bureau in New York, N. Y. During World War II 
e served ir e United States Air Force, holding the 
oI ma 
Mr. Frawley began his association with Remington 
Rand in 1947 department store specialist in New 
York for addil alculating and accounting machines. 
Prior to his late promotion he was assistant sales 
nager of the department where he specialized in 
the various applications of the retail and wholesale 
iSUtrle 





Ludwig Wins Moore Push-Pin Contest 


Walter C. W. Ludwig, 


branch manager of the Lan- 


Mich n of Gregory, Mayer & Thom Com- 
any, Detroit, Mich., won the $100 defense bond for 
he closest estimate of how the electoral votes would 
e divided in the 1952 presidential election 

The award was made by the Moore Push-Pin Com- 
any. Each visitor to their booth at the 1952 NSOEA 


Walter C. W. Ludwig 





ked to estimate the number of elec- 

idential candidates would receive. 
entries, no one hit the correct 
Ludwig’s guess was the closest. 

taged each presidential election year 
Pin Company and always draws a 
from all over the United States. 
ompany salutes Mr. Ludwig and 
n his political perspicacity. 


toral votes the pre 


\ 
Out of hundred f 


hy +} 
Wy Lif 





Open Cardinal Office Supply 
Robert L. E1 R. L. Roberts and Pierre J. Guig- 
ll forme! sociated with the Schooley Station- 
Company, Kansas City, Mo., have formed the 
Cardinal Office Supply & Equipment Company. Lo- 
ated Ave., Kansas City, the new firm 
vill occupy the ground floor and basement space 
rmal ni vas held in January after a short 
period of ren eling. The new company signed a 
10-year lease f the building which gives them 
approximately 00 square feet. Full lines of general 
ffice supplie ffice furniture will be handled 
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DOUBLE DOORWAY 
to PROTECTION 


for your customers — and 


to PROFIT for you 











For better satisfied customers and better 
protits for your business, recommend maximum 
protection for company records—a Class “A” 
(4-hour safe ). Business firms of all sizes are wise- 
ly turning to “A” label safes for maximum pro- 
tection—and to larger size safes, such as this 
double door model, because of the increasing 
amount and kind of company records which 
must be safeguarded from fire. 

Here’s a potent sales point—there’s 100% 
more protection in an “A” than in a “B” safe, yet 
the cost is only 20% more! 

And here’s another way to step up sales volume 
—and profit. Sell Herring-Hall-Marvin safes with 
complete, custom-built interior equipment. On 
request, we will be pleased to send you a Cata- 
logue showing the widest variety of interior 
units and arrangements—a variety which only 
Herring:Hall-Marvin makes available. 







AZ 
Herring-Hall-Marvin Safe Co. 


HAMILTON, OHIO 


THE U. S$ 


BUILDERS OF 


SILVER STORAGE VAULTS AT WEST POINT 


















TAYLOR 
LIBRARY 
CHAIRS 
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a dozen good reasons 
for complete satisfaction 













OVER 
A DOZEN 
STYLES FOR 


Wey ata: “ele 
LINE W Close-table arm desig 


aw . : 
W Designed for proper posture 


wy» = 
~ Maximum comfort 


A, ° . 

W Chairs for every library purpose 
A 

WwW Handsome birch finish 
<A, " . . 
Ww Or matched to specifications 


A 
W Available with upholstered 


bac ks 


w W hisper-quiet glides and 


casters 
W Underseat book racks 


Ww Unexcelled hand 
construction 


yw Built for lifetime 
Service 


Ww Low, low maintenance 


Send for Complete 
Information 


THE “Taylor CHAIR COMPANY « Bedford, Ohio 
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Hergenrather Joins Hunting Roberts 

Ed Hergenrather, well-known factory representative 
on the West Coast, joined the Hunting Roberts Com- 
pany sales staff on January 1. Mr. Hergenrather will 
serve as dealer representative in Southern California 
and Arizona 

For the past four years he has been responsible for 
alumni public relations work, and fund raising for 


Ed R. Hergenrather 





his alma mater, Iowa State College at Ames. From 
1946 to 1949 he served as West Coast factory repre- 
sentative for several major office furniture manu- 


facturers. 


Following his graduation from Iowa State College 
in 1940 he was associated with Booz Allen & Hamilton, 
management engineers, in both Chicago and Los An- 
geles. With this firm he did office layout and procedure 
work for many client organizations 

The Hunting Roberts Company also announces the 
transfer of Neal Keller from Los Angeles to their Port- 
land, Ore. office. Mr. Keller, a graduate of Woodbury 
School of Interior Design, has been employed on their 


Los Angeles office design staff for the past year. In | 


his new position he will handle design and decorator 
services for the Hunting Roberts dealers in Washing- 
ton, Oregon and Idaho. 

Manufacturers represented in the seven western 
States by this company are: The Mosler Safe Company, 
Protectall Safe Corporation, Metal Office Furniture 
Company, Stow & Davis Furniture Company and 
Shelbyville Desk Company. 





Monroe Reduces Prices 

Price reductions in some models in the Monroe Cal- 
culating Machine Company’s line are claimed to open 
up new markets for dealers and company salesmen in 
the calculator and adding machine fields. A $50.50 
drop in the price of the LA 5-160 Monroe adds another 
advantage to that calculator. Downward price adjust- 
ments are also being made on other calculators in the 
L line and on two models of adding machines. The 
new price scale went into effect February 9. 





Lyons Appointed Sales Manager of Ward's 

W. Stewart Lyons of Ward’s Stationers in Boston, 
Mass., has been appointed sales manager. He will assist 
Arthur L. King, store manager, and will direct the 
activities of the outside sales force 


— 





W. Stewart Lyons 





> a 
Mr. Lyons has been with Ward's since 1942 and for 
the past six years has managed the furniture and | 
filing equipment departments. 
In 1927, Mr. Lyons started with Yawman and Erbe 


Manufacturing Company and has been actively en- 
eaged in the office equipment industry since that time. 


eens 
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ANOTHER BIG SHOW r 
ANOTHER OPPORTUNITY: 





TO VISIT 


N.O.F.A.’s 7TH ANNUAL 


CONVENTION AND EXHIBIT 
APRIL 26-27-28-29 
CLEVELAND PUBLIC AUDITORIUM 
CLEVELAND, OHIO 


THE 4 MOST IMPORTANT DAYS OF 
THE OFFICE FURNITURE INDUSTRY 


COME join the ever growing crowd of DEALERS 


and attend the largest exhibition in the world devoted exclusively 


to office furniture, equipment, and accessories 


SEE at first hand a tremendous variety of products 


displayed to best advantage under one roof in more than 170 
booths in less time than is possible any other way 


HEAR discussions on timely and pertinent topics 


of interest to the furniture industry. Hear famous speakers who 


will present valuable facts about the business 


I ALK over mutual trade problems. An opportunity 


for leading dealers and prominent manufacturers to get together 


and hold numerous informal conferences to their advantage. 


© 
DON’T MISS THIS OPPORTUNITY / 


Make a note of the important dates 
and send in your registration now 


JOHN R. GRAY, Executive Director 


NATIONAL OFFICE FURNITURE AssoclATiON 
175 FIFTH AVENUE NEW YORK 10, N. Y. 


Hoagland Retires from Smith-Corona 

Warren L. Hoagland, vice-president and director of 
L. C. Smith & Corona Typewriters, Inc., retired on 
January 31 after 48 years in the office appliances in- 
dustry. He gained his first experience in this special- 
ized field in 1905 when he joined the Universal Adding 
Machine Company of St. Louis, Mo., as secretary and 
assistant manager. 


Warren L. Hoagland 





He remained with them until 1911 when he was ap- 
pointed manager of the foreign department of the 
Burroughs Adding Machine Company of Detroit, Mich. 
In 1924, he resigned this position to become Chief 
of the Specialties Division of the U. S. Bureau of For- 
eign and Domestic Commerce in Washington, D. C. 

In 1925, Mr. Hoagland was appointed foreign sales 
manager of L. C. Smith & Corona Typewriters, Inc., 
Syracuse, N. Y., and was elected vice-president in 
charge of foreign sales in 1931. He was named a 
director of the company in December, 1951 

Mr. Hoagland has traveled extensively abroad and 
has spent considerable time in Europe. He was guest 
of fellow officers of the company at the Century Club 
on January 29, and before he left his associates pre- 
sented him with some fishing tackle which he expects 
to use while vacationing in Florida 





Roberts Numbering Appoints Talbot 


The Roberts Numbering Machine Company has an- 
nounced the appointment of George Talbot to the 
position of sales manager effective January 1 





George Talbot 


hal 

Mr. Taibot has been with the company for several 
years in the production end of the business. Prior to 
coming with Roberts he was associated with Reeves 
Instrument Company and Sperry Gyroscope Company. 

The Roberts Company, pioneer in the manufacture 
of numbering machines, was organized in 1889 by 
Thomas A. Edison and associates. The company has 
been in continuous operation at the same location, 
700 Jamaica Ave., Brooklyn, N. Y., since that time. 





Name Stewart As Sales Representative 

Announcement has been made of the appointment 
of John D. Stewart as sales representative for Haskell, 
Inc 

Mr. Stewart, who is well known to the trade in the 
middle and northwest, will service a large territorial 
area including Colorado, East Idaho, Montana, West 
Nebraska, New Mexico, Southwest South Dakota in- 
cluding Alliance, Rapid City, Scottsbluff and Sidney; 
El Paso, Tex.; Utah and Wyoming 

He will make his headquarters at 1010 17th St., 
Denver 1, Colo., and can be reached through the firm 
by addressing him in care of Haskell, Inc., 303 E. 
Carson St., Pittsburgh, Pa. 
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I5L0 OFFICE CHAIRS! 


COSCO Office Chairs Far Outsell 
All Other Makes! 


The big value in popular priced Cosco chairs (hand- 
some appearance, durability, and superior comfort 
with a greater number of easy adjustments) makes 
them natural sales leaders. By featuring such values 
at moderate prices... while getting your full profit 
mark-up...you build customers’ satisfaction, get 
their repeat business, attract new customers and 
...increase your store traffic! Result: you sell 
more of all office equipment. 

Cash in on Cosco’s big national advertising cam- 
paign. Stock and feature the full Cosco line. 





MODEL 15-F 


SECRETARIAL CHAIR 


my 4: bd 


FULL PROFIT MARK-UP 
All Cosco office chairs are designed 
by Seating Engineers to reduce fatigue 
—increase efficiency. 


Model 15-S 


Secretarial Chair 


($33.50 in Zone 2) 





Model 20-LA 
Side Chair 
*$31.00 in Florida, Texas and 11 Western States (Zone 2) 


HAMILTON MANUFACTURING CORPORATION 


Columbus, Indiana 


NATIONALLY ADVERTISED 


on 


$27.50 
($28.50 in Zone 2) 
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Model 18-TA 
Executive Chair 


LOSCD exc: 


Model 18-T and 18- $47.50 : 
ae ly | ($49 50 in Zone 2) oS 
BETTER SEATING means BETTER WORK $42.50 $22.50 
($44.00 in Zone 2) ($23.00 in Zone 2) 
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THE 


Trade .. These publications were 
the top ten among the 55 trade pub- 


lications. 
Pages 


1952 1951 


- Florists Review 4608 4691 
. Hardware Age 88 37 
. Industrial Distribution 
. American Lumberman & 
Building Products Mer 
chandiser 
Implement & Tractor 
$M 6. Boot & Shoe Recorder 
M 7. Building Supply News 
M 8. Domestic Engineering 
M 9. Office Appliances 
M10. Motor 
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BUSINESS JOURNAL OF THE OFFICE EQUIPMENT 
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INDUSTRY 





Royal Typewriter Adds Two Branches 

J. D. Farr, office typewriter sales manager for Royal 
Typewriter Company, Inc., has announced that, effec- 
tive February 1, two new Royal branch offices will be 
opened 

In Burbank, Calif. a new office, under the manager- 
ship of A. B. Hoppe, formerly of the Los Angeles 
branch, will open its doors at 3301 Burbank Blvd. 

The manager of the Burbank branch has been with 
the company since January, 1947, when he became a 


A. B. Hoppe Robt. Clutter B1I92E Electric Printing Calculator 


typewriter salesman at Chicago. Named assistant 


manager of that office in August, 1947, he transferred | 
to San Francisco as acting manager in June, 1949. | 
Mr. Hoppe was named assistant manager in Los 
Angeles in September, 1947. 
The company has opened its second new office in TEN-KEY PRINTING CALCULATORS 
Miami, Fla ind has drawn from the ranks of its 
distributor organization to name Robert Clutter dis- 
trict manager there 
Before becoming an office typewriter dealer for the ADDING AND LISTING 
company in 1928, Mr. Clutter was associated with the 
H. J. Smith Typewriter Exchange, Royal dealer in DIRECT SUBTRACTION 
Parkersburg, W. Va 
n 1933 he was named a Royal distributor in Charles- MULTIPLICATION 
ton, W. Va., where he has gained a reputation as one 
of Royal’s top distributors. In his new post as district DIRECT DIVISION 
manager of the Miami office, Mr. Clutter’s office will 
be at 38 S. E. Eighth St., Miami 32, Fla 





The two models shown here , the Barrett Electri Big2k and 





the Barrett Hand Model B1g2, are designed to save machine 
Glaro Builds New Plant hours continuously —/for years ¢ me. Both have many 
xclusive features, precisioned by Monotype. 

On February 1, 1953, the Glaro Machine Products 
Company was established and in full operation in 
their own new building at E. Hoffman and S. Clinton 
Aves.., hurst, Long Island, N. Y. The new build- 
ing, a one-story structure, twice the size of their 
former plant, houses both the offices and factory. ‘I 

High ceilings and numerous windows provide plenty | BARRETT ADDING MACHINE DIVISION 
of light and air for the best of working conditions and a Lanston Monotype Machine Company 
an outdoor recreational area along one side of the ee ’ : ‘ 
building is maintained for employees. 

To complete the picture, the entire front and side 
will be landscaped with beautiful lawns and shrubbery. B192 Handy 
New machinery and equipment has been installed and 
laid out in the most modern manner to permit stream- 
lined production for more prompt and efficient service 

irm’s ’ dealer customers 


at all times and all calculations shown on 





ar 
printed proof, Spec ial Multiply Key, as easy 
and simple as adding. Transparent paper 
} 


itter for con plete visibility. Items and totals 


tO 9,999,999.99 


I'wenty-fourth at Locust St., Philadelphia 3, Pa. 





1953 Marks Safeguard Corporation 40th Year 

The year of 1953 has inaugurated the 40th anniver- 
sary of the Safeguard Corporation organization which 
Started out in 1913 with the first Safeguard Check- 
writer under the leadership of John Whitaker. Now in 
his 80’s he was inventor of many of these devices and 
president of the company until 1946 

Safeguard in its 40 years has branched out to pro- 
luce other items for the office and the home including 
the Air-In window ventilator and Safeguard room 
humidifier. Safeguard Appliance Corporation supplies 
Safeguard Lowston Type Clean Keeper, the Ritchie 
sound absorbi cushion and Little Squirt bilge pump 

Production is now started for the new 1953 model 
Checkwriters which feature a blue and a gray color 
combination 
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Volume Sales & Profits 


with 


olvon/(Casters 


for office 
furniture 


e Attractively packaged, with new black satin 
“Dulite” or bright cadmium finish, Colson casters 
for office furniture offer you profitable extra sales. 
Millions are needed every year for typewriter stands, 
executive and posture chairs—all kinds of portable 
equipment. Colson’s new merchandising plan can 
help you get your share of this sales volume. 


In 1-5/8" and 2” sizes with adapters for wood and 
metal chairs—plate type adapters for portable equip- 
ment. Cushion rubber tread for use on linoleum, 
wood, tile or composition floors; hard tread wheels 
for use on deep pile carpets or rugs. 


THE COLSON CORPORATION 
ELYRIA, OHIO 


r 1 
! 
| 
| Please send data on Colson Casters for office furniture — also | 
| information on Colson’s new profit-producing merchan- | 
| dising plan. 
| Name | 
| Company | 
| Address | 
I City Zone | 
| 
| | 


ELYRIA, OHIO 
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Rem-Rand Promotes Crabtree And Shugart 
M. H. Simmonds, administrative sales manager of 
Remington Rand Inc., has announced the appointment 
of Joe Crabtree as manager of the industrial accounts 
record department, and Curtis B. Shugart as assistant 
in the visible records department 
Mr. Crabtree, who replaces E. V 


Johnson, joined 


the firm in 1950 after a comprehensive background in 
production controls and payroll systems 
Illinois, 


He attended 


the University of majoring in accounting, 





]. Crabtree Cc. B. Shugart 


economics and mathematics and upon graduation ob- 
tained his CPA. From 1943 to 1947 he was assistant 
treasurer in a large industrial firm, supervising ac- 
counting personnel in the preparation of accounting 
reports and other systems work. In 1947 he joined 
another large firm where he devoted his talents to 
the planning of records procedures as well as training 
personnel. 

Mr. Shugart first joined Remington Rand as an 
account representative in Birmingham, Ala., in 1949. 
Prior to this he was employed by a home appliance 
company. He also served as an inspector with the 
Retail Credit Association. While in the army Mr 
Shugart spent two years on assignment with the man- 
agement division of the comptroller’s office as pro- 
cedures control officer. In this capacity he super- 
vised the designing and installing of new systems, 
and the making of management and procedure sur- 
veys. Mr. Shugart received his degree from Birming- 
ham Southern College in Alabama 








Leslie James Appointed Merchandise Manager 

Leslie E. James, who for the past four years has been 
Better Packages, Inc., regional distributor for the east- 
ern New York state territory, has been appointed 
merchandise manager to assist Mills Waggoner, general 
sales manager 

Mr. James is a graduate of Syracuse University where 
he majored in marketing. Directly upon graduating, he 
joined Better Packages’ sales force 

Ken Ellison, who has been junior sales representative 
for the company during the last four years in Detroit 
and Grand Rapids, has been assigned to take over Mr 
James’ former territory and will be located at Church 
St., North Syracuse, N. Y. 





Slater to Represent Invincible Metal 
George K. Slater, Decatur, Ga., has joined the sales 
staff of the Invincible Metal Furniture Company. He 


George K. Siater 


the firm in the southeastern states. 


will 
Mr. Slater, a southern traveler, has covered this ter- 
ritory for several years. 


represent 
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i Se OSE fatigue with 
U.S. Koylon 


foam cushioning 


cHUopoond0000000 \ 
b- qpancnnocddddoore 


0 Uniform resilience of U.S. Koylon Foam 
neg gives balanced support to body weight 


n any position. 


r Yes, the buoyant, healthful 
support of U. S. Koylon Foam 
shares the work load 

ral of busy office personnel. 


he Chairs cushioned in U. S. Koylon Foam 
support without pressure, which helps 
prevent fatigue. Not too soft, not too 
but just right! Relaxes while 
-h it braces—eliminates that cramped, 
tired feeling. Chairs cushioned with 
Koylon look well-groomed all day. For 
buoyant U.S. Koylon Foam reshapes 
elf. And this buoyance also absorbs 
es strain on upholstery fabrics so they 
nuch longer. 


ovion 


° EN FOAM 
Z| soning 





Always fresh, it breathes! 
U.S. Koylon Foam actually 
air-conditions itself. It’s 
dust-free, odorless, non-allergenic, 
moth-proof. It’s cushioning 





with years more service built in. 


UNITED STATES RUBBER COMPANY 


ROCKEFELLER CENTER + NEW YORK 
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The Scerbo line of exclusive wood furniture 
is used in leading offices, banks and insti- 
tutions and everywhere where better fur- 
niture is required. Proved versatility by 
the jobs it handles—from a single piece to 
a complete installation .. . Outstanding for 
its ability to understand the dealer’s prob- 
lem, be it that “discriminating executive”, 
or that “hard-time” customer. SCERBO 
gives that extra something to help close a 
sale and that extra margin of profit. Ask 
about our special order work to meet your 
budget. 









SCERBO MANUFACTURING CO. 536 Pearl Street, New York 7, N. Y. 


QYyigtinctive UPHOLSTERED FURNITURE 
"TO SUIT. EVERY PURPOSE” 










| 


925 CLUB CHAIR 


WHATEVER THE OCCASION — WHATEVER THE 
JOB ... whether it’s Offices, Banks, Boardrooms or 
institutions ... you'll find a SCERBO distinctive leather 
upholstered furniture creation ready to fil! the bill 
(dependably and economically). Distinctive styling and 
individuality backed by almost 50 years of “know how” 
with a complete understanding of dealers problems is 
the keynote of our success. Let our expert craftsmen 
work from your specifications, 








ILLUSTRATED SF... 
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William A. Pugh Advanced by Remington Rand 

William F. Pugh has been named sales manager of 
Manual Accounting Devices, Remington Rand Inc., 
inced by M. H. Simmonds, adminis- 


ve saieS mal rer 


William F. Pugh 





lly joined Remington Rand in 1940 


Mr. Pugh i 
1s a systems account representative in Newark, N. J. 


In 1942, he left the company for temporary assignment 
yy the United States Navy with one of the largest 
ifacturers. While he was there he was 
designing and installing cost account- 
n¢ purchase control records. After 
eceiving his discharge as a chief petty officer in the 
Navy in 1945 rejoined Remington Rand as an ac- 

int representative in Newark. Prior to his most 
ecent appointment Mr. Pugh was assistant sales man- 

t ve records department 


uircrait man 
instrumentai 1 


ana production 


, ‘ 
eT ) ne 





Watson Manufacturing Appoints Griffith 
John H. Griffith recently was appointed to represent 
Watson Manufa ring Company, Inc. From his office 
Baltimore, Md., Mr. Griffith will cover Delaware, 


Maryland, Virginia, eastern Pennsylvania and southern 
New Jersey 

In 1941 he ed Arnot & Company, becoming a 
partner of the firm in 1943. In 1947 Mr. Griffith became 
part owner of Excel Metal Cabinet Company and in 
1951 he was made part owner of Arnot-Jamestown 


Corporatio} At that time he was elected executive 
secretary of Arnot and executive 
general manager of Arnot-James- 


During the time he was with Arnot, Mr. Griffith de- 
eloped the firn functional furniture line based on 
DuPont patents and then established the line on a 

ional basis. He also developed stock bank line mer- 
handise throu restricted sales set-up. 

1926 Mr. Griffith became a salesman for the Art 
Metal Constructi Company in the New York office. 
nsferred to the Philadelphia branch 

was appointed branch manager of 


Later } ‘ 
Laver Ne Was 


In March, 1933 
tT} OT 


ion ning and operating Inglewood dairy 
1 in Hyde, Md., in 1950 Mr. Griffith also became 
owner and president of Continental Products 


Company, Towson, Md., a wood manufacturing concern 
pecializing in wooden functional furniture and gen- 
ntra A 1 1tems 





Clark & Gibby Refurbishes Showroom 
Clark & Gibby, 20 E. 4lst St... New York, N. Y., is 


ngaged in extensive alterations and a redecorating 
gram whicl result in a completely renovated 
Owroom ant Varenouse 

Facilities { nique displays of traditional and 


dern office irniture, including new lines, are being 
ae 

The reopenil the showroom will be celebrated 

th al ypen house for customers, manufacturers 

hers ata e to be set in mid-March. Included 

the agenda will be the presentation of service 

is t bers of the Clark & Gibby 25-Year 

iub. The olde employee so honored will be Wright 

B. Haff, who | een a sales representative of the 
npany since its inception 45 years ago 
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| America’s Finest Low-Cost Adding Machine 











Precision-Built 


by Victor, World's Largest 
Exclusive Manufacturer 


of Adding Machines - 


A - | 


10-KEY MODEL (7-4-0) 
writes numbers just os 
you reed them, totals 7 
columns 


FULL-KEYBOARD MODE: 
(6-6-0) prints rerces ov 
tometically, totals 7 col- 
vumns. 


9-column-capacity Champions available at slightly higher cost. 


6 REASONS WHY IT’S EASY TO SELL THE CHAMPION 


1. Easy to use simplified key 
arrangement, natural-angle ‘‘feather- 
touch” keys. 


4. Low price — Compare! Champion 
can’t be beat for value! Built to last 
for years! 

5. Quiet fewer moving parts, no 
“hammering” type to make a clatter. 
6. Choice of keyboard —both 10- 
key and full-keyboard models 


2. Easy to carry lightweight, 
compact. Carrying case available 


3. Modern design—attractive in any 
office, store or home 


VICTOR ADDING MACHINE CO., CHICAGO 18, ILL. 


In Canada: McCaskey Systems Limited, Galt, Ontario 


come com ee ee eee ee ose eseewoeoeosoee 1 
| 

FOR DETAILS Victor Adding Machine Co., Chicago 18, Dept. OA353 
write, wire Send details on how I can become a Victor Cham- 
Ba pion dealer. | 

or call 
now! Name " 

! 

OR SEND ! 
: Address ! 
COUPON : 
TODAY ‘ City State 















... arms that 
reach out for sales 








No. 1600 


Set at just the right 
height for proper 
support and easy 
comfort—the sol 
idly upholstered 
arms of the distin- 
guished new 1600 
CRAFTSMEN Chair 
clearly invite your 
customer to sit 
down, lean back and 
relax! 



















And when a prospect does sit down in this 
handsome new-comer to the extensive CRAFTS- 
MEN line, that comfort promise is fulfilled! 
CRAFTSMEN quality construction throughout 
and special “human-contour’’ design makes 


comfort a sure thing 


Yes, with this attractive new CRAFTSMEN 
model—as with a// CRAFTSMEN Chairs—your 
sales-making is largely a simple question of 


sight, seat and sale! 


Coil spring construction. Ball bearing casters 
Available in genuine walnut, birch, or oak 
Walnut, mahogany or oak finish. Real or simu 


lated leather upholstery 
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Friden Promotes H. G. Rumsfield 
Henry G. Rumsfield, veteran office equipment sales] 
man and district manager for the Friden Calculating 
Machine Company, Inc., in St. Louis since 1949, is th 
newly appointed west central division manager 


Henry G. Rumsfield 


Announcement of the new appointment was mag@ 
by Vice-President in Charge of Sales Larry B. Tayle 
at the company headquarters in San Leandro, Calif 
Grant Drummond, formerly eastern division manage 
is now manager of the east central division with heaé 
quarters in Cleveland. Frank Morrison, New Englang 
division manager, becomes eastern division manage 
with offices in Springfield, Mass. Western sales opera 
tions are supervised from the San Leandro main offie 
under direction of Mr. Taylor 

In his new role Mr. Rumsfield will interpret com 
pany policy and supervise sales and training in % 
offices in 18 states. His headquarters will remain f 
St. Louis at 3930 Lindell Blvd. 

Prior to assuming his new position he had been3 
salesman and sales manager for George L. Roger 
Friden representative in Chicago, from 1945 until 194 
He started in office equipment sales at Chicago in 19% 
From 1941 to 1945 he was a manager in Cincinnati. 

In his previous sales work Mr. Rumsfield had estab 
lished an outstanding sales record which he has car 
ried on with the Friden company. In 1951 and agai 
last year he won membership in the Friden Conquista 
dor Club, made up of leading Friden salesmen. Thi 
membership earned him trips to Del Monte Lodge @ 
Pebble Beach, Calif., and The Cavalier at Virgini 
Beach, Va., for Friden sales meetings. 





NSOEA Completes Group Insurance Program 

The group insurance program for all dealer anc 
manufacturer members of the National Stationery & 
Office Equipment Association is now available 
Through the association program, members may pur: 
chase life insurance and accidental death and dis 
memberment insurance for all of their employees 
Low rates are possible because of the group plan 

To be eligible every full-time employee working fa 
a NSOEA member for 30 or more hours per week musi 
be enrolled. New employees can be enrolled after three 
months of continuous active employment. For owner 
of business $5,000 coverage is available and for al 
other employees $1,500. The rates for these amount 
are $5.00 and $1.50 per month respectively 

Under the regulations of group insurance, the pla! 
may become effective as soon as the association has 3 
minimum of 600 insured employees. Members are urget 
to sign up at once as the plan is expected to go int 
effect not later than April 1. 

Trustees in charge of the insurance program aft 
Adrian H. Pembroke, NSOEA president, Pembroke Com- 
pany, Sait Lake City, Utah; J. Grant Howard, NSOEA 
past president. Howard & Stofft, Tucson, Ariz.; ane 
Paul Burbank, NSOEA secretary and general manager 





Masterson Takes New Line 

Peter C. Masterson recently was appointed by tht 
Cel-u-dex Corporation to handle the firm’s line @ 
the West Coast and the Rocky Mountain area. M 
Masterson will continue to handle the Acco Product 
Company line in the same section 
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Ae ST t k L the complete line of 


Quality Office Equipment 


a 
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ASE Desks in all types and sizes. Convert 
ibility of tops and drawers reduces dealer 
inventory. Flat top desk, 60” x 30”, shown 


e@ Your customers —from the smallest office to the 


largest nation-wide business — will quickly appreciate the 
beauty and quality of ASE’s Steel Office Equipment. 


The continuing success of ASE is the result of many factors. 
The top quality of manufacture and design and the 
completeness of the line are just two of these factors. 


Every unit in the line has quality features that ASE’s 
engineers and designers have built in... features that your 
customers will recognize... features that you can sell. 


DESKS and TABiES ® STORAGE and WARD- ® COUNTER SECTION 
FILING CABINETS ROBE CABINETS EQUIPMENT 
UNIT ROBES ® BLUEPRINT FILES * CARD FILES 

* BOOKCASES * KEY CABINETS 

* UTILITY RACK * CLOTHING LOCKERS 


V5 04498 EQUIPMENT INC. 








44 GRIFFITH AVENUE + AURORA, ILLINOIS 
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Complete line of blueprint cabinets—o size 
for all standard size drawings. 





Over 36 styles and sizes of Storage, 
Wordrobe and Combination Cabinets. 
3485 Combination Cabinet shown. 


6276 Panel leg Table—Seven sizes of of- 
fice and conference tables embodying the 
same modern design and convertability 





5401 Four Drawer Filing Cabinet—o style 
ond size to meet every requirement. 





ASE Unit Robes accommodate 16 people 
in 8.6 square feet of floor spoce. ASE 
manufactures a complete line of Clothing 
Lockers. 


133 
























e Today’s businessman spends about eight hours 
a day in his office chair. You'll please him, 
permanently, by selling him a Mur-Mill chair built 
to ease the strain of long, hard working days. 
Designed for comfort — and attractively priced — 
the Mur-Mill chairs shown here are only two 
of the fine chairs (both available in Walnut or 
Softone) sold by Murphy-Miller dealers .. . 
who are making profits out of comfort — you can 


do the same. Write us today for full information. 








INCORPORATED 


OWENSBORO, KENTUCK! 
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Royal Names McKelvy Factory Manager 
Fortune Peter Ryan, president of the Royal Type- 
writer Company, Inc., announces the appointment of 
Carl McKelvy sistant to the president, as factory 
nanager. Mr. McKelvy will assume the management 
the company’s Hartford plants from Henry Hart, 
is on leave of absence. 
Mr. McKelvy was appointed assistant to the presi- 
ient in 1951 took over the responsibilities of this 
sition with a vast accumulated background of the 
mpany’s erations. He became associated with 


vice-president, who 


Carl McKelvy 


clerk in the cashier’s office of the 
as ch after his discharge as a captain 
from the U. S. Air Forces in which he served for four 
ears. He was assistant chief of staff of the personnel 
section headquarters of the Air Training Command at 
Fort Worth, Tex 

Before joining the Army, Mr. McKelvy, for two years, 
was the chief statistician and assistant secretary- 
treasurer of the Traders & General Insurance Com- 





pany of Dalla levising a special accounting system 
r them 
Mr. McKelvy graduated from Gatesville, Texas High 
School and ved a B. A. from the Texas A & M 
‘ollege, follov which he attended Columbia School 


Business where he majored in accounting and fi- 
e. From 1932-35 he was in charge of the distribu- 
of trust funds at N. Y. Mortgage Title & Trust 
‘Yompany, and the next four years was with Mort- 
ie Commis Service Corporation, New York, N. Y., 
here he developed an accounting system for that 





After an intensive training period at the Dallas 
inc] Typewriter, Mr. McKelvy was ap- 
inted cashier in 1947. Subsequently, he was assistant 
the sales policy and research manager in New York, 
ng manager at Dallas, special representative of the 
mptroller’s staff at the Hartford factory, and assis- 
ant to the president in 1951. Before assuming his new 
ties as fi ry manager, Mr. McKelvy had been 
yr the roduction of Royal’s defense con- 





Mosler Safe Plans Ad Campaign 
{ two-page, f -color spread in the February 21 
ie of the Saturday Evening Post will mark the 
eginning of Mosler Safe Company’s major advertising 
ampaign. It thought to be the first time that full- 
lor space has been used to sell safes to consumers 
Anothe! first for the company is its plan to 
* vide dealers with a share-the-cost advertising al- 
ae wance t irage local tie-in newspaper ads 
According to Langdon R. Littlehale, advertising direc- 
will receive maximum support dur- 
the drive. For use at local levels, a selection of 
wspaper mat ll be co-ordinated with the Saturday 

Post promotion 
lea] lerchandising tools include direct 
kits ter cards, a large teaser window dis- 
and a three-dimensional working model of the 
1 bination lock. Mounted on lucite, 
‘ model is pocket-size and can be used 
lealers 1 iramatize the advantages of the new 
noo} f lock. Between sales calls, it can 
ised as a el paper weight 
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Desks that have won 
acceptance and 

are backed with 
effective advertising and 


powerful selling helps. 





The complete V tine is back 
again... to make 1953 more 


profitable for you 


In recent years, shortages and defense work forced 
cancellation of production on certain groups of the 
famous Indiana Desk line of wood office furniture. 

Now, we're glad to assure you that the entire 
Indiana Desk line is yours to sell . . . backed up by 
an extensive national advertising campaign . 
designed to produce profits for you. 

You can capitalize on this “‘pre-selling”’ by keying 
your sales efforts to the national campaign . . . by 
displaying Indiana Desks and advertising them locally 
over your store name. 

Indiana Desk Company furnishes you, as additional 
sales helps, attractive full-color display cards, striking 
reproductions of color photographs, and effective 
direct mail pieces. 

If you are not an Indiana Desk dealer now, we'll 
be pleased to tell you how you can profit with this 
popular line. Write us today. 


1ANA 


390¢ 80, Se 


JASPER, INDIANA 
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Sol the difference 


BETWEEN THIS 








Bassick "*Diamond-Arrow”’ 
Casters make the difference! 


Your customers will be pleased at the easy movement, 
without noise and without marring floors, when you sell 
them on equipping chairs with smooth-rolling Bassick 
“Diamond-Arrow” Casters. They swivel 
easier .. . thanks to the most efficient, 
two-level, ball-bearing construction. 

There are types for wood and metal 
chairs, typewriter stands, etc., with 
“Baco” rubber-tread or “Atlasite” hard 
composition wheels. Nationally adver- 
tised. THE BASSICK COMPANY, Bridge- 
port 2, Conn. /n Canada: Belleville, Ont. 





3.6 


SERA S, 4 


A DIVISION OF 





MAKING MORE KINDS OF CASTERS .. MAKING CASTERS DO MORE 
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Dautel Named Regional Manager of Diebold 

Walter H. Dautel, a veteran of 30 years in the offie 
systems and protection field, has been named regionaj 
sales manager of the Central Area branches of Diebold 
Inc., national manufacturer of office records syste 
protection and microfilm equipment and hollow mete 
products 



















W. H. Dautel 





4 
? 





Mr. Dautel will supervise activities in Diebold) 
branches located in the following cities: Canton, Ohiosy 
Dallas, Tex.; Houston, Tex.; Indianapolis, Ind.; Kan-§ 
sas City, Mo.; Milwaukee, Wis.; New Orleans, La 
St. Louis, Mo.; and Toledo, Ohio F 

Mr. and Mrs. Dautel are making their home in Can-] 
ton, Ohio, location of the home office of Diebold, Inc.j 








Indiana to Revise Laws on Bids 

The Indiana Legislature, now in session, is being) 
asked to completely renovate the laws on bidding and) 
awarding contracts for printing and office supplies, 
The Metropolitan Area Study Commission and Marion 
County Auditor Roy T. Combs at Indianapolis said the 
key to the present purchasing problem is “trick bid-J 
ding.’ Under the system in use, about 100 items are 
listed on each bid form. Vendors give the price for 
which they agree to provide each item. A total of all¥ 
bids is struck to determine the lowest bid. As a result 
such items as pencil sharpeners, muciliage, and file 
stamps are offered at 1 cent to bring down the base bid. 

C.S. Ober, president of Business Furniture Company, 
Indianapolis, who has not bid for the county office 
supply contract for many years, pointed out, “A firm 
with inside contacts knows what merchandise is going 
to be ordered in the course of a year and can bid those 
things up, while bidding below cost on items that will 
not be ordered. A company in that position often bids 
1 cent, Jee, or even 1/10¢ on items worth several dollars. 
The office supply contract has not been changed for 
sO many years that about 40 out of the 100 items listed 
are no longer manufactured.” The average firm can't 
bid intelligently under that sort of system.” : 

The county auditor said many items are bought “out | 
of contract” by making slight changes from the spe- 
cifications given on the bid forms 

Meanwhile, Marion County Commissioners have ap- 
proved a revised contract form, designed to eliminate | 
“trick” bidding. The new contract provides that if the 
company awarded the contract refuses to print items 
for the price listed in its bid, the company’s right to 
supply the county stationery and printing can be for- 
feited. The county spends about $100,000 a year to fill 
its printing, stationery, and office supply needs, ac- 
cording to Carl Dortch, governmental research director 
of the Indianapolis Chamber of Commerce.—AK 








Victor Promotes Ed Tyminski 

Edward Tyminski has been named manager of the 
sales and service office of the Victor Adding Machine 
Company, Buffalo, N. Y., according to an announce- 
ment by A. F. Bakewell, vice-president and general 
sales manager. 

Mr. Tyminski joined Victor in 1949 as a salesman 
for the New York City branch office and subsequently 
was promoted to sales trainer and national accounts 
representative. He studied business administration at 
C.C.N.Y. and prior to joining Victor was an office 
manager for Remington Rand in New York 


sneer: 
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There are two big reasons why your Lyon Steel Equip- 
ment Dealer is a good man to know. 
First, a highly diversified line of more than 1500 stand- 
. ard Lyon items enables him to meet the varying needs of 
bold | business, industry and institutions — better. (A very few 
hio; . typical Lyon products are shown below.) 
— | Second, he’s a source of sound counsel in getting the most 
] out of steel equipment in terms of savings in time, labor 
‘an- and money. 
Ine. — . 
This and similar ads appear each month in News- 
week, Business Week and leading trade publica- 
i tions. Many products, plus many markets, plus 
andl consistent advertising support, equals volume steel 
lies, equipment sales every month of the year. 
rion 
the FACTORIES IN... AURORA, ILL, AND YORK, PA. 
= LYON METAL PRODUCTS, INCORPORATED 
for General Offices: 328 Monroe Avenue, Aurora, Illinois 
T alls 
sult, 
file 
bid. 
Any, 
Tice 
‘irm 
ing 
10S8e 
will ot — 
are IPMENT 
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tly * Shelving Kitchen Cabinets 
ns, (ioe Cabinet Benches 
at * Stools Storage Cabinets 
fice * Bin Units Drawing Tables 
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FINE CARBON PAPERS 


For: TYPEWRITERS, 
TABULATING MA- 
CHINES, ADDRESSO- 
GRAPHS, TIME STAMPS, 
BOOKKEEPING MA- 
CHINES and ADDING 
MACHINES. 


Typewriter, Billing, Fan- 
Fold, Pencil, Carbon 
Jackets, Register Rolls. 


HECTOGRAPH SUPPLIES 


Carbons, Master Units, 
Ribbons, Duplicating 
Fluid, Correction Pencils, 
Hand-Cleanser Cream. 





e Invite Your Inquiries 


Ww 
ee 2 —" MANUFACTURING CORP. 


Factory: Coraopolis, Pa. 
401 Wood St. 564 W. Monroe St. 
Pittsburgh 22, Pa. Chicago 6, Ill. 


40 E. 40th St. 
New York 16, N. Y. 


j /s 
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Northwestern Stamp Now 


Wendell-Northwestern 

Northwestern Stamp Works, St. Paul, Minn. ang 
Wendell’s Inc. of Minneapolis are now under common 
ownership. Management will remain unchanged. Sales 
for both companies will channel through the North- 
western Stamp Works which will operate henceforth 
under the name of Wendell-Northwestern, Inc 

The combined production facilities of the two com- 
panies is thought to make Wendell-Northwestern, Ine 
one of the largest firms of its kind in the country 
Both concerns engage primarily in the manufacture 
of marking products, such as rubber stamps, badges 
metal stamps, celluloid buttons, stencils, nameplates 
brass checks, and so forth. 

Both companies are pioneer concerns in their area 
Northwestern Stamp Works having been established 
in 1882 and Wendell’s in 1886. Combined, they repre- 
sent 138 years of Minnesota business history 

Officers of Wendell-Northwestern, Inc. are John 
Alvin Herrmann, ,president; James N. Barnum, vice- 
president, and William E. Bryant, secretary-treasurer 

When corporations started as a new kind of business 
organization in St. Paul back in the 1880’s, North- 
western produced many of the new corporate seals 
Since then, thousands of seals for notary publics 
lodges, church organizations, and corporations have 
been made. The company also specialized in metal 
trade tokens back in the days when currency and coins 
were often scarce. The 1884 catalog offered “commer- 
cial due bills made of brass used in place of currency 
by mining, manufacturing and general trade.” Then 
the company went through the era of the old bar 
trade check back in the days before prohibition, and 
after that, the slot machine and pinball checks. All 
that is past history now, and those machines are used 
to punch out industrial tokens and tags. A recent 
order called for a half-million soft-drink tokens for a 
Manila distributor in the Philippine Islands where 
coins are becoming almost non-existent, due to the 
hoarding of all forms of “hard’”’ moneys there 

In the early part of the current century when lodges 
and secret societies were strong and flourishing, Wen- 
dell’s business was primarily the manufacture of re- 
galia, banners and other lodge supplies. Bullion laces 
fringes, and braids were imported from France and 
Czechoslovakia, and they Kept the only selection of 
swords, helmets, and wigs in the entire Midwest. The 
company still manufactures Shrine fezzes and Ma- 
sonic aprons, but the elaborate costumes and regalia 
are a thing of the past. Reversible gold fringed lodge 
badges (one side was black for funeral wear) and 
similar items have been replaced largely by the manu- 
facture of celluloid buttons for advertising programs 
merchandising promotions, football homecomings 
business conventions, and of course, political conven- 
tions. In the just-completed presidential campaign 
Wendell’s sold over a million buttons boosting both 
sides with complete impartiality 





Buffalo Firm Opens New Branch 

Otto Ulbrich Company, Inc., stationers, has opened 
its newest branch store at the Airport Plaza, Buffalo 
N. Y. This makes a total of six Ulbrich stores in the 
Buffalo area 

The new store handles a complete line of commer- 
cial stationery, office supplies, social stationery, books 
fountain pens, greeting cards, art supplies, photo- 
graphic equipment, games, toys, reference books and 
maps. It also has a gift and party shop 

Edward C. Truxes is manager of the Airport Plaza 
branch. He was stationery buyer for the Buffalo store 
of E. W. Edwards & Son before joining the Ulbrich 
staff. The first Ulbrich store was opened by Otto 
Ulbrich in 1871 and was moved to 386 Main St. in 1894 
Expansion to surrounding buildings has continued but 
the address has remained the same for 59 years —GET 
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SMEAD’S TELL-1-VISION SYSTEM 






READS LIKE A B00K 
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GROWS AS NEEDED 
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By using Smead's Tell-I-Vision filing system, you can 
reduce filing time. The alphabetical-color signal 


system for finding — and the numerical-color signal with 


system for replacing — make filing easy, fast, and Colorful Plastic “Tabs 


accurate. 


LET US DISCUSS YOUR FILING PROBLEMS WITH YOU 


THE Great MANUFACTURING CO., INC.-HASTINGS, MINNESOTA 














IN 

PURPLE, 

RED, GREEN, BLUE 
OR BLACK 


and reproduce any combination of 


colors (or all of them) at once. 


Model L-45-2 
$214.50 


Other units including electric 

models with Underwriters’ Approva 
from $167.25 fo $424.50 all plus 

tox, F.O.B. Chicago 


LIQUID DUPLICATORS 


A: UP all the Copy-rite features—its simplicity, rugged- 





ness, better work and lack of service problems—and you 
come up with this answer: COPY-RITE IS EASY TO SELL 
—STAYS SOLD—HELPS YOUR BUSINESS GROW THRU 
SATISFIED, REPEAT CUSTOMERS. 


On this, or any other logical basis, Copy-rite is the profitable 


line for you to handle. WRITE FOR FACTS! 


WOLBE 4 ot ile vie) a. a-1t) 118 ae em 
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just ahead lies the answer 
to office efficiency... 


Take the steps now that lead to any of the 
modern QUEEN plants in Chicago, Atlanta 
or Garden City where the nation’s most wanted 
and finest duplicating supplies are manufactured 
with care and understanding for the needs 


of today's business firm 


The most cordial of invitations is extended to 
you to visit any QUEEN plant. By doing so, 
you're headed in the right direction for 
streamlined office operation and, of course, 
streamlined profits. 


Queen 


edi sj:feo) Bey. \-i:fo) | Roe mm yo 


1055 Stewart Ave., Garden City, N. Y. 


—— 2a 


Manufacturers of: 


@ INKED RIBBONS e@ CARBONIZED ROLLS @ MASTER UNITS (PLAIN & PRINTED) 
@ CARBON PAPERS @ SPIRIT & GELATIN CARBONS 


FACTORIES: GARDEN CITY, N. Y. © CHICAGO, ILL. « ATLANTA, GA. 








142 OFFICE APPLIANCES, March, 1953 











Hale Chosen 
Ra ipn 


S10 Sai if 





Betore 
Vitn l¢ 
Underw 
nal B 
ins ictol 
Ha I f 

’ 

es scl 

é pew 

cnarge 

Mr. Hale 

Iritit Wi 


Robert Willis 


Re DE rt W Willis 
’ lx vy 


Supply Cr 


r 

g vacatl 

A native » 

ield in 192( 
tnere eve 
il] tne IT A I 
riters wi! 
tor lifted a 

Among the 

ere Calvin ( 

ey in N 

Ludlow, Vit 

tne Unite S 
An ne! 
H I ; 
ec y 
SDILE 
nis g! 

i Carrie 
him in 1 
eate ) 

tne Né 


D. Hal 
S ger of Underwood Corporation to direct 


Underwood Division Sales Chief 


has been appointed typewriter divi- 


of the company’s electric and man- 
the United States according to an 


by W. F. Arnold, vice-president. 


» Ralph D. Hale 


assignment Mr. Hale was typewriter 
the company’s national division 
rs in Washington, D. C. He joined 
34 as an apprentice typewriter service- 
and several years later became an 
ympany’s general service school] in 
From there he was promoted to the 
riter salesman and later served as a 
ictor, and special representative of 
livision at the home office. In 1949 
to Washington where he has been 
ernment typewriter sales. 


vices with Underwood were interrupted 
War II when he served in the field 


he enlisted in 1941 as a private and 
; a captain. 





Retires in Pittsfield 
proprietor of the Berkshire Office 
Pittsfield, Mass., for the past 23 
his retirement on December 31. 
to keep the same telephone number 
headquarters at 614 North St., 


xpects to remain at the latter address 


ths until he has fulfilled unexpired 
that he is looking forward to “a nice 


icuse, N. Y., Mr. Willis went to Pitts- 
has been in the typewriter business 
In those days, he recalled “nearly 
use were blind writers,” invisible 
the messages secret until the oper- 
re to see what had been written. 

i customers whom Mr. Willis recalls 
ige who was then a practicing at- 


thampton; John Sargent, an attorney 


later became attorney general of 


tates: and the late Sinclair Lewis. 


istomer was Queen Wilhelmina of 
isiness with him through her sec- 


noted customers Mr. Willis says 
hrill is the correspondence which he 
a repairman who was associated 
That repairman has become one of 
players in history, and is now man- 
York Giants—Leo Durocher.” 





Weinstein Succeeds Beiswanger 


T y a | 
r Y 
The Ameri 


Tr 
t 


Guide & Folder Company has taken 
the eight year old Midwest File 
155 Union Ave., Chicago, Ill. Max 
Mr. Beiswanger as president and 
1e firm does considerable national 
order work aside from making a 
th manila and Kraft file folders, 
index cards, metal tab guides, 
ndex cards and pressboard expan- 


tT} 
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RED BORDERED 
GUMMED LABELS 


30 POPULAR SIZES 
%& BEST QUALITY WHITE PAPER 
%& FINE, SMOOTH WRITING SURFACE 
%& STICK QUICKLY AND PERMANENTLY 








| * BOXES 





THE REYBURN MANUFACTURING CO., INC. 
PHILADELPHIA 32, PA. 


4048 W. POLK ST., CHICAGO 24, HLL, 
WAREHOUSES) 510 & SECOND ST.,FT. WORTH, TEXAS 
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TO YOUR 
FINEST CHAIRS 


@ The true measure of a chair 
is the mechanism, and many users now associate 
it with employee efficiency. More and more of 
these thoughtful people are. learning the value 
of the SENG trademark. 


For SENG Chair Irons meet the most exacting 
standards. They have oil-tempered spring-steel 
tension controls that respond instantly 

squeakproof bearings that never need oiling .. . 
shock absorbers that stop off-balance tilts with- 
out jarring . . . self-locking height holders. Add 
up these features, and others, and you'll under- 
stand why SENG-equipped chairs work so 
smoothly they never interrupt a trend of thought. 


These are selling points for your finest chairs, 
which probably have SENG Irons. Sell SENG 


...and you sell satisfaction! 


1450 N. DAYTON AVE 
CHICAGO 22, ILLINOIS 


ENG QUALITY PROTECTS YOUR REPUTATION 











Povey Promoted by Remington Rand Inc. 

Thomas G. Povey has been named assistant sales 
manager of the vertical department of Remington 
Rand Inc., it has been announced by M. H. Simmonds, 
administrative sales manager. 

Mr. Povey began his career with Remington Rand 
as an account representative in Philadelphia, in 1948. 
In 1950 he won the Remington Rand nomination for 


— = 


Thomas G. Povey 





i 


the Dartnell Series Master Salesman’s Award. By con- 
tinuing his outstanding sales record he earned a Cen- 
tury Club trip in 1951 and captured second place 
honors in his branch office’s Distinguished Salesman’s 
Award the same year. 

Before joining Remington Rand, Mr. Povey attended 
Temple University in Philadelphia where he majored 
in marketing 





Rush H. Polgrean Joins Emeco 

Rush H. Polgrean, 1406 S. Grand Ave., Los Angeles, 
Calif., has joined Emeco Corporation in the capacity of 
manufacturers’ representative effective February 1, 
according to Edward A. Keeling, Emeco’s general sales 


manager. 


Rush H. Polgrean 





Mr. Polgrean will represent Emeco for that com- 
pany’s full line of aluminum chairs for office and 
institutional use in the states of Washington, Oregon, 
Idaho, Montana and Wyoming. 


Active in the office equipment field for more than 
30 years, Mr. Polgrean was at one time western branch 
manager for the Art Metal Construction Company. He 
is also a charter member of the Golden State Travel- 
ers Club 





G R Products Appoints Blackburn 


Thomas Blackburn has been appointed assistant 
sales manager and midwestern representative of GR 
Products, Inc. Mr. Blackburn will work under Rae 
Murdock, sales manager, who covers the general east- 
ern territory. 

The firm’s present list of district sales representa- 
tives includes Carl Draper & Associates, Los Angeles, 
Calif., who cover the western states; Robert Haines, 
Boston, Mass., who covers New England; John Klein, 
Dallas, Tex., representative for the Southwest; Nelson 
Cady, Cincinnati, Ohio, who covers the southern and 
eastern midwest territory; Hugh O’Neill & Associates, 
headquarters in Atlanta, Ga., covering the southerml 
Atlantic states; Harry Anthonson, Philadelphia, Pa 
representative in Pennsylvania; and Arnold Anthon 
son, Syracuse, N. Y., who covers the state of New Yor 
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STEELMASTER FI230 


30 DRAWER STORAGER 


AMERICA’S SALES LEADER 




















Prices Higher on West Coast 


Net Prices the Sam 





ITEM NO. | DESCRIPTION a SHIP. WT. PRICE 


K. Ww. d. 
les: 
30 Drawer 

“STORAGER" 











F1230 36%" 129%" 112” 100 Ibs. | $35.95 


Draw Dim. #8 9%," | 11%" 


= AND YOU GET 
~ MORE WHEN YOU 
ORDER MORE! 


12 OR % 
SPECIAL QUANTITY { 12 OR MORE 5% | 


DISCOUNT | ONE TIME—ONE DELIVERY—NO EXCEPTIONS 










































art steel co., inc. 


We Sreclnaserd @ 170 w. 233rd street 


new york 63, n. y. 





AT AMERICA’S 
‘LOWEST PRICES? 








art steel co., inc. 


Nhe Stech nase @ 170 w. 233rd street 


new york 63, n. y. 




















The Steclnaste5 4 


Sreclnases 


meets and beats 
all competition! 


YES SIREE! IT’S 


Sieclnaster | 
IN ’53! 


Eager age OT a es ~ j 
“3 i A) ; 
— , 
hh . * 


























All Steelmaster units are 
precision made, top 
quality, and represent 
your greatest dollar 
value and buy in 

office equipment. 





| __ Outside Dim. Ship. 

No. Description} H. WwW. | OD. j__W. | PRICE 
CcBIxX Letter |34"|27" |16"| 63 Ibs. $45.95 | 
CBIXC| Legal |34”|30"|16"| 89 Ibs.| 49.95 
CB2X | Letter |40"|27"|16"| 93 Ibs. | 49.95 | 
CB2XC| Legal |40”|30” |16” 1100 Ibs.| 52.95 
CB3X | Letter |40"|27" |16”"| 98 ibs.| 55.95 
Plunger Lock $7.50 extra (Higher on West Coast) 


AVANABLE IN Futana Grey on SYorfmastie StAMOARD GREEN. 
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art steel co., inc. 
170 w. 233rd street 
new york 63, n. y. 











UNt Ia WORLDWIDE ee 


> ‘cclnaster 


THE MIRACLE 


UNO aS 


Deke ae rice E SYSTEM 
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~- “ESP GVO Ge=-Ccw 
oe ok o-oo? 


a private 
office 


for only ‘985° 


and up 
*Basic Unit U-1 


STEELMASTER 


Design your own special Private Office Desk System for your individual needs. *.0.B. V.). All Price 
featlal Higher on B est Coast 








art steel sales corp. new york 63. y., u. S. a. 





Standard Model CC-2 talk-listen 


* units retail at $79.50 a Pair—extra 
units $39.75 each. Extra durable 
gray plastic. Both Models slightly 
higher in the Far West. 

Pr ofit-P ack ed Door 
pener for ’53! 


Here’s a new product which gives you Full Mark-Up! 
Liberal dealer discounts, based on quantities pur- 
chased. Ask your wholesaler for facts about 
VOCATRON, or send coupon below. 





Special Model CC-25 talk- 
listen units (for longer- 
range operation, greater 
sensitivity) retail at $97.50 
a Pair—extra units $48.75 


a \ ie . each. Extra durable ma- 
ad Me hos lastic with handl 
> VOCAT. RON « . | asa 3 sib te him eae 


WIRE LESS" WTERGOM . 


WE 


space nnn |S Ramana sii MORE DEALER HELPS . . . INCREASED 


ror LOCAL 


xovernisine CONSUMER ADVERTISING 


VOCATRON is the exciting new portable “wire-less” 
intercom for homes, offices, hotels, farms, institutions 
¥ —and what’s more, it’s a real friend-maker for you. 
winoow f Light, portable, loaded with profits and so easy to dem- 
VOUT EAMEE / , ® onstrate, you'll find VOCATRON the proven traffic pro- 
ducer that actually helps you sell your other lines. 
VOCATRON is capitalizing on last year’s sales mo- 
mentum with a vastly stepped-up merchandising cam- 
paign ... with eye-catching new window and counter 
displays; streamers; brochures; envelope stuffers and 
newspaper mats. 
Greater emphasis, too, is being placed on VOCA- 
HARD-SELLING or a TRON’s consumer advertising. Included in the 1953 
SALES BROCHURE schedule are such influential magazines as TIME, 
7 AMERICAN BUSINESS, NEWSWEEK, NATION’S BUSINESS, 
FORTUNE, BUSINESS WEEK, INSTITUTIONS, MANAGE- 
MENT METHODS, MOTOR, AMERICAN MOTEL MAGAZINE, 
HOSPITAL MANAGEMENT, and more. 
Be sure to get all the facts about VOCATRON- 
today’s “hottest” new source of dealer profits ! 


*®u S. and Foreign Patents Pending 


agus: e-TRACTIV no 
Ow 


Pee fee eS eS SS SS eee 


~ 
CALINE' / | 


any UCL 








INCORPORATED 
HAVE YOU SEEN “TWO-TIMER"? ~— S — 364 Vocaline Building, Old Saybrook, Conn. 


a Please send, without obligation, additional information 
ASK US ABOUT THIS about [] TWO-TIMER [] VOCATRON. 


LATEST APPLIANCE- a , NAME 


TIMER BY VCA ® : COMPANY 
STREET 


CITY. eneseeeD TATE 
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The All-New, 
ail-Purpose Desk 
Of Over 

A Hundred Uses 






eS wee - YJ 
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7 
a Modern SkyLiny 


pause desks reduce fy 







1 = 
encourage grec 
Designed with working Ptee! Off L- ._ tive effort 
comfort and efficiency ir nent ia — employee 
mind, the Skyliner Secre- Inds in s the | SKYLINER’s stu 
torial Desk reduces fatigue working Shyliner construction os 
speeds up work results be steel SALESM As td Means 


in happier, healthier work Per yeor of 













r iit r 
ers. install Skyliner desks ir ws ” For trim efficiency help iny 
u4 your office to improve and @ maxim f ming call o, 
“ beovtitul neste maintain employee morale oe eo 
A s ~ Youll like their moder ease nothing « 
smart appearance, too Jea © SKYLINER steel EALER ’ 
: ¢ ® 
: ombination® See Skyliner Steel Office See the complete 


LINER line today 


oY LINER Une Furniture of 


Nome 






wer DEALER'S NAME | amy DEALER'S NAME 





ANNOUNCING 


A Complete Mat Ad Program! 


...to help you sell 


oe Steel Office Furniture 









A distinctive, modern desk line . . . a hard-selling news- 
paper mat program! Here’s a combination that means 
more business for SKYLINER dealers in 1953 than ever 
before. Ads are complete, ready-to-run in your local news- 
paper to tell customers and prospective customers about 
the advantages of SKYLINER Steel Office Furniture. In 
addition to newspaper mat ads, SKYLINER will provide 
folders, blotters, and numerous other dealer aids to round 
out the dealer’s merchandising program in ‘53. 


SKYLINER is rapidly becoming one of America’s 
most popular lines of steel office furniture. Be pre- 
pared to get your share of this profitable business 
this year . . . full details about the SKYLINER line 
are yours for the asking . . . we'll be glad to hear 
from you. 


ORNA-METAL PRODUCTS COMPANY 
2412 South 7th Street eo St. Louis 4, Missouri 
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California Firm Puts Up Neon Sign 


“The best investment we ever made” is how Alex F. 


Shepherd describes the new neon sign which cost 
AA Office Equipment, San Leandro, Calif., $1,944. The 
store is located on the highway between San Leandro 


& Hayward, out in the country where there is plenty 
of parking space and rents are lower. Since installing 
the new sign business has increased 300%. And when 
a customer walks in it’s not because he is just window 


shopping 





Attracts Business 
San Leandr lif 


New sign of AA Office Equipment 


Mr. Shepherd started in the typewriter business 


with the United Typewriter Company, Victoria, B. C., 
Underwood dealers in 1914. In 1922, he went to Cali- 
fornia where he worked for Underwood in San Fran- 
cisco. From there he went to Salt Lake City as mana- 
ger of Wholesale Typewriter. In 1929, Mr. Shepherd 
was asked to return to Victoria to manage that office 
after the sudden death of the late H. P. Johnson. 

Not until 1931 did he return to San Francisco. In 
the following years he handled the typewriter depart- 
ment for Montgomery Ward, acted as salesman for 
the L. C. Smith Typewriter Company and in 1937 
managed the Woodstock Typewriter San Francisco 
branch. During the last war Mr. Shepherd worked in 


the shipyards 

In 1946 he became manager of the Smith-Corona 
Oakland office, remaining there until August, 1949, 
when he opened the AA Office Equipment Company. 





Office Furniture Manufacturer Moves 


nn, recently moved to new quarters at 

469 E Ohio St., Chicago, Ill. For many years the firm 
330 E. Ohio St. 

cupies the fourth floor of a large, 

which faces Lake Shore Drive over- 

higan and the famous Navy Pier. 

ties will be considerably enlarged in 


was located 
Niemann now 
nodern buildiz 
looking Lake Mi 
Showroom ia 
the new quart 
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As the qualities of 
leadership make a 
man outstanding in 
his profession; long 
remembered and re- 
spected by his fellow 
men — the qualities 
of leadership in 
products generate 


nationwide recognition for performance and 
value long remembered by the buying public. 
Through the use of quality materials plus skilled 
workmanship, Imperial paper and wood prod- 
ucts have, for forty-six years, enjoyed a role 
of leadership in providing customer satisfaction 
and repeat sales. 


FOLDERS CARDS GUIDES 


Manile and Kraft Furnished in Manile and 


in All Weights. White and Six Pressboard. 
Single and Colors In All Celluloid and 
Double Top. Standard Sizes. Metal Tab. 














Furnished in Oak Finish No. 34 
Largest Variety of In All Standard Desk Drawer 
Sizes & Finishes. Sizes. 





| Stationery Rack. 


Write today for Price-O-Log No. 50 


Lmpertal /Jethods 


ILLINOIS. 


FOREST PARA, 
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INCREASE SALES VOLUME 
with Master Addresser Products 


Master Addresser’s program of national advertising 
builds store traffic for dealers and helps you cash-in 
on year ‘round REPEAT business. 

This first quarter-year, millions of readers saw this 
ad in these national magazines: 


SATURDAY EVENING POST ~- NATION’S BUSINESS 
DUN’S REVIEW + POPULAR MECHANICS - CHRISTIAN LIFE 


Master 
Addresse, 
Two desk model's 


24.50 ana $44.59 


Portable 


Spirit Dupli 
plicat 
$32.59 complete 
For dete 1h supplies 


ils, elj , 

Your name...” "his ad , 
. e Y wi 
gin and od address j, hae 


Minneapolis 16, Minn . 


Every vear. Master Addresser products are displayed 
and demonstrated at numerous shows and conven- 
tions. This first quarter includes exhibits at Minn. 
School Board Convention, American Ass‘n of School Ad- 
ministrators, Catholic Business Education Ass‘n, Nat’! 
Ass’n. of Secondary School Principals, Office Mgt. Ass‘n of 
Chicago Business Show, Nat’! Ass‘n of Cost Accountants— 
Southern Calif. Business Show. 


Tie-in with this national program. Ask us TODAY 
to send mats of this ad for your own use. 


flier hdd vedtie C2 


6500-D West Lake Street, Minneapolis 16, Minnesota 
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A. Carlisle Firm Marks Centennial 


A. Carlisle & Company, one of the West’s leading 
printers and lithographers, is celebrating its centenniaj 
year in 1953, according to an announcement by Bur- 
lington Carlisle, Jr., executive vice-president and third- 
generation member of the Carlisle family associated 
with the business. 

Tracing its ancestry to Gold Rush days, when the 
famed early California lithographers, Joseph Britton 
and Jacques Rey, started in business in San Franciseg 
in 1852, the company will shortly publish a 50-page 
book describing A. Carlisle & Company’s growth and 
commemorating a century of service. 

Albert Carlisle, whose name the company bears, cam 
to San Francisco from Maryland in the early 1870% 
and began a mail-order stationery business which gre 
into the large printing and stationery concern it 
today, now under management of the founder’s eldest 
son, B. M. Carlisle, president. 

Associated with A. Carlisle & Company for more thay 
50 years, B. M. Carlisle was responsible for the com 
pany’s most vigorous expansion during and af 
World War I, including its merger with the pioneg 
lithographing firm of Britton & Rey and numero 
other well-known San Francisco concerns. 

In its centennial year, A. Carlisle & Co. employs som 
400 men and women and services 10,000 accounts from 
its modern, four-story plant on Harrison St. in Sag 
Francisco, completed in 1948 and designed to permf 
tripling the company’s former manufacturing outpw 


The firm’s products range from office supplies, mer 
chandised wholesale and retail, to nearly every kind g 
advertising literature and commercial printing, includ 
ing the specialized manufacture of county and munici 
pal forms and election materials. 





New Package Designed for Ribbons 

Peerless Imperial Company, Inc., has announced 
new modern package for its Empress nylon ribbon lin 
In accord with its package modernization program 
the company gave Empress Nylon a priority in 19 


because of its exceptional growing popularity, as req 
vealed in reports from Peerless Imperial dealers 
throughout the country. The metal container is attrac- 
tively lithographed in two colors and packed in boxes 
of six or 12. 





McNab Promoted to Branch Manager 

The promotion of Bernard McNab to branch mana 
ger of the sales and service office in South Bend, Ind 
for the Victor Adding Machine Company, recently wags 
announced by A. F. Bakewell, vice-president and gen 
eral sales manager. 

Mr. McNab started with Victor in 1947 as a salesmal 
in the Detroit branch and, in 1949, was promoted & 
national accounts representative for that office. E 
attended the University of Detroit, studying busines® 
administration. Previous to joining Victor, Mr. McNé 
was a Sales representative for a store equipment com 
pany and for general mills. 
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H.C. Allen 


CASH REGISTERS 






- MODEL 201 
ter Popular because it can be used for adding and mu 
eer tiplying as well as for protecting cash extremely 


yi pried designed to protect 
om res every business transaction ins 


eer / 
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X 
MODEL 201A Upright Service Station Model 


Brand New .. . has all the famous R. C. Allen pro 
fective features. Especially designed for operators , bd 2 - 
who prefer the upright type cash register ; ‘ Boe all 16 are 


* and cash 


SS eee 


Spring is HERE! 


Be ready to get your share of Service Station and 


Garage cash register business ... most popular mod- 


els are illustrated. PLACE YOUR ORDER NOW! 


R. C.Allen 
Protects both stock and money. Designates merchan 


* 
a Spas Business Machines, Inc 
locked in totals of gallons of gas sold as well as + . 


mone I . Handle h d ch les, , i 
53 ney values an s was and charge sales, re 680 Front Avenue, N.W. Grand Rapids, Michigan 


ceived on account and paid out transactions 





ab MODEL 511 





Dependability is the basis of confi- 
dence. It is on this dependability 
that R. C. Allen Typewriter Dealers 
rely when selling the new R. C. 
Allen “Standard”. THEY KNOW 
that dollar for dollar, feature for 
feature the new R. C. Allen is the 
greatest typewriter value on the mar- 
ket. And once they have tried it, 
THEIR CUSTOMERS KNOW IT 
TOO! Treat YOURSELF to a gen- 
erous portion of this confidence by 
inquiring how YOU can become an 
R. C. Allen Typewriter Dealer. IT 
WILL PAY YOU TO KNOW! 


Look at these PLUS features of 
the new R. C. Allen typewriter. 


Se 
BUSEESESE Sy Se) 0505) 


Instant Sight-Set Margin 

The exclusive WONDER WIN 
DOW lets you KNOW instantly 
that your margin is correctly set 





Now is te time 
Now is the time 


Now isthe time 
Now is the time 











Retyping Is Unnecessary 
“Error correction control” per- 
mits deletion of characters typed 
by mistake or insertion of 
omitted characters. 


Less Time — More Lines 
The R. C. Allen “Speed Lever’ 
lets you set new line in a frac 
tion of the time needed by other 
standard machines. 





- - « OTHER R. C. ALLEN FEATURES 


Beautiful design 
Long life construction 
Automatic and manual ribbon reverse 
Ribbon feeds only when typing 
® Tensionized card holder 


@ Individual ‘“Key-Action" tuning 








‘* 


Cleaning Problems Ended! 

There's no dirt, no mess in 
changing ribbons and cleaning 
type on the R. C. Allen... 
ribbons, type are fully exposed. 


Real Control Typing! 

The personalized key control 
lever lets you enjoy typing free- 
dom. You'll find the R. C. Allen 
touch-tailored for you. 


MODEL 6é 


(Six carric 
widths avai 


o> 


Perfect Type Alignment 

Your typing looks like fine priat 
ing on an R. C. Allen. Type il 
automatically aligned by th 
newly-designed segment ring. 


7. 


Less Effort — Less Fatigue 


There's no “reaching” for 
properly positioned R. C. 
carriage. Paper handles 
there's less eye-strain. 


R.C.Allen Business Machines, In 


680 Front Avenue, N.W., Grand Rapids, Michis 
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Employees Thank Arnold Neustadter 

In the concrete object of a plaque an expression 
of gratitude on the part of Zephyr American Corpora- 
tion employees was presented to the firm’s founder and 
president. The sentiment reads as follows: “Pre- 
sented to Arnold Neustadter in grateful recognition 















Present Plaque Arnold Neustadter, president and founder 
of Zephyr American Corp., receives a plaque expressing the 
appreciation of his employees. Martin Glaubinger and Bert 
Gordon, factor) resentatives, make the presentation. 


of his ever present spirit of fairness, consideration and 

encouragement. With sincerest wishes for a continu- 

ance of his well deserved success. The Employees. 
Zephyr American Corporation. 1952.” 

In March, 1939, Mr. Neustadter started the com- 

pany with the production of an automatic telephone 

) index known Autodex. Expansion brought about 

rriog the development of assorted models of desk-top rotary 


aile card files under the name of Rolodex. Plans are now 
underway for the firm to go into production of a larger 
floor model Rolodex. The company’s continued growth 
resulted in its moving, in June, 1952, to a larger, 


more moder! on Morton St. in New York, N. Y. 





Tells Story of All-Luminum 


“How Kilroy Came Home to Stay” is an attractive 
eight-page booklet containing the second chapter in 


J the story of how Bob and George Cohen started a small 

print jobbing business for paints and maintenance supplies 

pe 8 when they got t of the army. 

be The book the Cohen brothers’ adventures in 

s developing and manufacturing the folding aluminum 
table which has since won world-wide markets under 


the trade name Fold-A-Way table. Now made in 
humerous sizes and styles, the Fold-A-Way is only 
One of numerous products made by All-Luminum. 
Others include a complete line of Sun ’N’ Sand outdoor 
chairs, Atlas folding steel legs, platforms and work 
benches, a aluminum stadium seat and the 
Snack-Pak, a picnic carryall that unfolds to become a 
Nandy picnic table 

Cleverly illustrated with cartoons and photographs, 
the booklet tells in an amusing, easy-to-read fashion, 
how the expansion of the firm’s line and increased 
Dusiness due extensive national advertising, made 
expansion necessary. Publication coincides with the 
Epaning of All-Luminum’s second new factory in less 
than 12 moi 











OFFICE APPLIANCES, March, 1953 
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FLAT-LYING 
THONG BINDERS 


... Mean Faster Sales 
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WRITING 
SURFACE & 













NO PROTRUDING POSTS, HOLDS STANDARD PUNCHED SHEETS 


Why Dealers Like to Sell 
Master-Craft’s Flat-Lying Binder 


@ Most efficient binder made for pen 
written accounting 


@ Takes Sheets Punched for Post Binders 
@ Eliminates Competition 
@ 100% reorder protection 


Master-Craft products are available through 
no one other than our exclusive franchised 
dealers. It may be available in your city. 


Write today for free catalog. 


MASTER-CRAFT 
CORPORATION 


LOOSE-LEAF DIVISION OF SHAW-WALKER 
KALAMAZOO, MICHIGAN 
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the world’s most wanted office chair 


EXECUTIVE POSTURE CHAIR 


Proudest office possession of top management 
throughout American business the 
MILWAUKEE Executive Posture Chair 

a triumph in custom-quality, healthful 
posture seating, unsurpassed for luxury and 
distinction ...a gilt-edge investment 

in lifetime, fatigue-proof, individualized 
comfort and well-being 
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Jescription of the 
Frecu ve Post we Chair and for 
eds of other distinguished 
od ch rs, see the complete 
MILWAUKEE Co talog e@ 


THE MILWAUKEE CHAIR COMPANY, Milwaukee, Wisconsin 








Heim Promoted in Underwood Ranks 


Robert J. Heim, formerly New Orleans regional man-! 
ager of Underwood Corporation, has been promoted 
to eastern district manager where he will direct the 
Sales and service activities in the Middle Atlantic 
and northeastern states it was announced by W. PF. 
Arnold, vice-president. 

























Robert J. Heim 





Mr. Heim, who started with Underwood as a clerk 
in the New Orleans office in 1927, was transferred two 
years later to the home office in New York where he 
held a position as an accountant in the controllers 
office. In 1936, he returned to New Orleans to sell 
typewriters, and in 1943 was appointed accounting 
and adding machine division manager in that region. 

In 1945, Mr. Heim was promoted to regional manager 
at New Orleans where he has made an outstanding 
record. Mr. Heim’s headquarters will be at 211 Con- 





















gress St. in Boston, Mass. 
Select 20 Stores in This Industry BETTER 
to Vie for Brand Name Awards 

Twenty office equipment and stationery stores have The 
been announced as finalists to compete for Brand am 
Name Retailer-of-the-Year honors in the office equip- len 
ment and stationery store category of the fifth annual : 

aa ms a : ; pro 

competition sponsored by Brand Names Foundation, trib 
Inc. These stores are: +s 
Artistic Press, Brooklyn, N. Y. 
Belcher & Schact, Long Beach, Calif 
Burrows Brothers Co., Cleveland, Ohio 
H. A. Daniel Office Machines, Abilene, Tex 
Globe Office Equipment & Supply Inc., Cincinnati, Ohio 






Gregory, Mayer & Thom, Detroit, Mich 
The Howard Company, Midland, Texas 
Kalmus-Golden, Inc., New York, N. Y 

W. E. Kelsey & Sons, Inc., Hartford, Conn 
W. H. Kistler Stationery Co., Denver, Colo 










Leonard’s Office Supply & Equipment Co., Detroit, Mich 
Lowman & Hanford Company, Seattle, Wash 
MacTaggart-Hoffman Co., Port Huron, Mich 





The J. S. Mathews Co., Bridgeport, Conn 
Narcus Brothers, Inc., Worcester, Mass 
Ohio Office Equipment Co., Akron, Ohi 










The O. P. Quilling Co., Hartford, Conn 

Ridgewood Typewriter Service, Ridgewood, N. J 
Santa Fe Book & Stationery Co., Inc., Santa Fe, N. M. 
Don Wittig, Office Furniture, San Antonio, Tex 





These finalists have been invited to submit detailed 
presentations showing their year-round promotion of 
manufacturers’ advertised brands during 1952. 

The Foundation will award a Brand Name Retailer- 
of-the-Year plaque and four “Certificates of Distine- 
tion” to the five top firms in the office equipment 
and stationery store field. A similar number of awards 
will be made in each of 21 additional retailing cate- 
gories. 

The judging committee will be composed of the 20 
retailers who won top honors in last year’s competition. 
Among them will be W. Neill Stewart, Sr. of the Stewart 
Office Supply Company, Dallas, Tex., the 1951 Brand 
Name Retailer-of-the-Year in the office equipment and 
stationery store field. The judging committee will meet 
in New York on March 5 and 6 to name the 1952 
winners. 

The 110 awards and citations will be conferred at 
ceremonies which will highlight the Tenth Anni- 
versary Brand Names Day Dinner in the Grand Ball- 
room of the Waldorf-Astoria in New York City on 
April 15. More than 2,000 leaders in manufacturing, 
advertising, media and retailing will witness the pres- 
entations. 

Plans are already completed for a three-day roun@ 
of special activities and entertainment for winners ané 
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Alm pa 1100 ECONOMIZER 





TTER DESKS ARE MADE OF WOOD 





ai hele. 


DESK FOR GENERAL OFFICE USE 





You give a lot of value for the money when you sell the New ALMA 
1100 Economizer Series . . . user-engineered to satisfy everyone on 
every score for general office use. 

Embodying pleasing good looks with sturdy construction, the 
ALMA 1100 is more than ever the choice for functional service . . . 
and never forget . . . Wise Economy. 

Get set for a big volume year with an ample stock of the ALMA 


1100. New literature and price lists will be ready by the time you 


The New 1100 Series features. miake the request. 
among other plus values, full 


length d cent legs, 
mroviding better weight ds. ALMA DESK COMPANY 


ributi d more fo . 
tribution an of space HIGH POINT, N. CAROLINA 































® See what you save your customers when you sell safes on 





Yes, with Meilink, the bigger the safe—the better 
the buy! 






















For example, Meilink Model 20 has an interior 
capacity of slightly more than 2 cubic feet. Its big 
brother, “B” label Model 445, has a capacity of 
more than 25 cubic feet. Based on Eastern Zone 
prices, Model 20 costs your customers over $90 
per cubic foot, while Model 445 costs little more 
gt than $27 per cubic foot. “Cost-wise” customers will 
appreciate this advantage. 


But that’s just one of the many plus features large capacity Meilink “B” label 
safes have to offer. If you’re not handling these higher profit, large capacity units 
now, write, wire or ‘phone for details, today! 


ALL MEILINK “B” LABEL SAFES CARRY THESE TWO LABELS: 





Underwriters’ Laboratories, 

Inc. label Safe Manufacturers’ National 
Association label 

These two labels are proof 

of quality and construc- 

tion features your custom- 
ers will appreciate. 














STEEL SAFE COMPANY © Toledo 6, Ohio 


Warehouses and distributors in: New York-Export Dept. « Philadelphia + Boston * Chicago 
SINCE 1899 Washington, D.C. « Detroit » Fort Worth * Houston + Seattle « Los Angeles * San Francisco 


A, B, C LABEL SAFES, HOME VAULTS, INSULATED FILES, BUSINESS MACHINE, TYPEWRITER STANDS 
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their wives prior to the Brand Names Day Dinner. 
After arrival in New York, they will receive the City’s 
official greeti it City Hall, and be the guests of 
manufacture iblications and trade associations at 
uncheons, cocktail parties and dinners. Other high- 
lights of their stay will include visits to advertising 
agencies, the City’s fashion centers, a boat ride around 
Manhattan Is and guest appearances on nation- 
uly known ra ind television programs. 


Which Is The Best? 


jé reenwood 
ge AL ee 





RETIRED from the typewriter and 


idding machine field nearly two years, due to various 
easons, I still receive inquiries from different sources 
is to which make of typewriter and adding machine 


the best 


That is a vel lificult question to answer satisfac- 


torily to all erned. So, invariably my answer is: 
There is n ich thing as the best. They all are of 
the best! The ve to be, in order to meet compe- 
ition 
As we visualize the general appearance of type- 
yriters, they rrespond much in general outline, 
especially as to the front view. 
Of course in the minds and claims of the repre- 
sentatives of e line, theirs is “The Best.” If that is 
in the n of the representatives, the success 
f any line i ted 
Such facts e well known to the research depart- 
ents of al ufacturers, and that was recently 
ited out i well known office magazine. 
Rese arch departments are constantly on the alert, 
to eliminat faults and providing more durability, 
lependability and eye appeal. 





Eversharp Appoints Regional Manager 


Alfred J. Hu Jr., has been named Dallas regional 
f outhwestern sales region for Ever- 


nager oO 


harp, Inc. M1 ghes will be in charge of Eversharp 
pens and pencils in a nine-state area consisting of 
Texas, Oklah a, Louisiana, Arkansas, Kansas, Missis- 
ppi, Tennessee and Alabama. He became associated 
vith Eversha! 4 years ago as a salesman covering 
Oklahoma C Denver and Kansas City. Before com- 
ng to Dalla Southwestern division manager, he 
erved as We Coast division manager with head- 


ters in I Angeles.—WLF 








ane Seon Standard Typewriter A. T. Roberts 
ervis sé y; E. J. Cichowitz, chief inspector, standard 
typewriters 1 rl McKelvy. factory manager, make a final 
nspection of | nillionth typewriter to come off the assem 
y lis t Roy [Typewriter Co.'s Hartford plant. The machine 


HH models introduced by Royal last July 
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the 
incomparable 
posture chair 


value 


ATEX COMFO-C! 


INGERTIP 


METAL-LUX 
Clerical Posture Chairs 


Here is the new standard 

by which posture chair value 
is measured. METAL-LUX 
features and price add up to 
easy selling. If you haven’t yet 
shared in METAL-LUX profits, 
get the full details now 


The complete 
METAL-LUX Chair 
line is described 
in Catalog M-101 
Write for it 


MILWAUKEE METAL FURNITURE COMPANY 


aao 3 
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SALES COUP 


WHEN YOU STOCK UP 


with 


= wots VS rele Qa baa 
SALESBOOKS 

GUEST CHECKS 
SHIPPING TAGS 


Add to your 

volume add 

to your profits 
by adding 

to your line 

of fast-selling 

ENNIS stock 


retale, 


printed-to-order 


aalcdadalelalei kt 














EB. MAYES MACHINERY COMPANY 


WILL. MOUSTRIAL AND PLUMBING SUPPLIES 
V BELT AND OMIVES ELECTRIC MOTORS 


MARSHALL. TEXAS 


ile Folders @ Ring Book Sheet 


dele . Stenographers Note Books @ Lega 


d Pads ¢ Adding Machine Tape ®@ Teller Ticket 


Ennis) 


TAG & 





Write tedey 
SALESBOOK CoO. for Cotati 
Factories at Ennis, Texas @ Chathom, Va. peo 
Branch Offices and Warehouses at Hovs- ENNIS for 
ten, Dalles, Birmingham, New Orleans, Quicker 
Les Angeles, Denver, St. Lovis. Turnovers! 
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News Notes From NSOEA District No. 4 


R. E. HILBURN, CORRESPONDENT 
P.O. BOX 2835, GREENSBORO, N. C. 


Got a look at that new store over in Knoxville re- 
cently and it is really a “honey.” It is out just a little 
beyond the University on Cumberland Street and 
goes under the handle of Elmore Office Supply. Mr. 
Elmore has one of the best “ins” I’ve ever heard of. 
He is an ex-judge of the county and more recently, 
ex-mayor of the town. 

On top of all that he played on Bob Neyland’s first 
undefeated football team of 1927. With all that behind 
him, he should have a foot in the door of just about 
every business firm in Knoxville. “My prediction of 
things to come” is that this one will do well. Inei- 
dentally, Elmore Jr. has just joined the firm. 

Speaking of Jrs—John Attaway, Jr., firm of same 
name in Williamston, S. C., is now back from a tour 
of duty with Uncle’s Air Force in France and is to 
join his father about February 1. Welcome home, John, 
and best wishes. 

+ © * 

Henry Kaiser, one of our newest “additions” who 
bought the book store up in Waynesville, N. C., thought 
he was “young again” and got into a football game 
with his son. Need I tell you more? That cast on his 
foot now sure slows him down. Seems Henry pulled 
something out of line and it required a cast to get it 
back into shape. 

” * 7 

Had to go down to Atlanta to dig this one up myself. 
Way back in September the Carl Tidwell Jrs.’ second 
boy, Joseph Daniel, moved in and brought the team 
up to two boys and two girls. Sheila says this one is the 
“caboose.” Carl said he would have sent everyone 
cigars but Joe smoked the last one the way home from 
the hospital 

Here’s one for that book—tax book, that is. The 
W. P. Haynes, W. J. Wyrick & Company, Greensboro, 
N. C., just got under the wire with their “first” when 
Connie Gail arrived at 7 p.m. on December 31. I didn’t 
see W. P. until a couple of weeks after the big event 
but he was still flying high. Wonder if he has landed 
yet? 

. 6 + 

We have still another addition to our ever-growing 

group. One of S. B. Newman’s boys of Knoxville, Tenn. 


’ 





R. E. Young, introduced his “first,” Debra Kay, to} 


Knoxville society on January 13. 


* * * 


If you equipment boys have been skipping Morris-| 
town, Tenn., you had better change that route sheet} 
because the town is now sporting one of the nicest} 


equipment stores in the area. Evans Book Store re- 
cently opened its new store at 124 S. Cumberland St 
The firm has a frontage of 25 feet and a depth of 


117 feet. The decor is as modern as they come. Done} 


in pastel shades with acoustics properly cared for and 
with the latest lighting, the effect is very pleasing, 
Evans handles a complete line of G/W, Jasper, B. L 
Marble, Cramer and Art Steel. 


* * * 


Had a note from our secretary’s secretary, Almaj 


Hucke, telling me that Zac Smith, our stationery 


dynamo from Birmingham, had a heart attack ony 


December 23 and was, at the time, January 3, in St 
Vincent’s Hospital, Birmingham. In talking with Mr 
Dickinson that day she learned that Zac was out of the 
oxygen tent and was able to sit up a little each day. 
It is certainly the fervent prayer of all of us that 
by this writing he is well on the road to complet 
recovery and is his old dynamic self again 

Our old friend Frank Kinzey sent a nice note short 
after the first of the year. Most of you will remembée 


OFFICE APPLIANCES, March, 1953 


eemierangis 


OF 





vhe 
ght 
me 
his 


‘led 








MORE PEN MONEY FOR YOU 


from this rousing new sales slogan aimed 





at every man, woman and child in America 


Watch it work for you with big battering color ads 
like this in 








Wearever means business in’53. For Wearever is stepping 
out with a walloping big color ad campaign and promotion 
campaign that will send pen-buying America into your ey 
stores. So, make sure you are well-stocked and well-displayed 98¢ 
on Wearever. David Kahn, Inc., North raggome N. J. y/ 


_ PENS oad 
BALL PENS aq 
MECHANICAL i); 
N_rencus A NA rencus AY 
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Wearever 
PresClik 


BY THE WORLD'S LARGEST PEN MAKER 











with SECURITY 







aoe *:\ ‘ ying ron 3 11. : — — 
~}\ som wew onrice SPACE This year—with more and more CRESTLINE installations 
som th a 
a OY eae going into America’s finest offices—you can plan your sales 


aa woe future with Security. 


A oe As a Security dealer, you will find your sales efforts supported 

4 A ete mm 12 months of the year. You will be backed up by a sales and 
in aera ee = 

ee advertising program that will do much to attract and to pre- 


sell your prospects on the best in office furniture—CREST- 





LINE. On the left you see the second Security ad—as it 
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appeared in February publications. 
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SECURITY STEEL EQUIPMENT CORPORATION 


AVENEL, NEW JERSEY 
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Frank as buyer for Roberts & Sons for many years. 
He moved over to Lee’s, in Dalton, Ga., for a spell 
put couldn’t stay away from Birmingham and Roberts: 
Frank is now store manager and says it is mighty nice 
to be back “home.” He started in the office supply 
pusiness at Roberts 19 years ago. Best wishes and 
congratulations on the new post, Frank. 
> > . 

Many thanks to my one and only helper on this job 
of digging up the news from the 4th District Tommy 
(Groceries) Tompkins. He came through this month 
with the following: Oscar Penegar, (Oh Gee) Penegar, 
Gastonia, N. C., was out for a spell with pneumonia 
yirus. It seems the entire personnel had been out 
at one time or another with the current flu bug but 
when the boss decided to get it he went for the 
“works” and landed in the hospital. At last report 
Oscar was coming along fine. 

> > 7 

Mrs. Worth Morris, Lee’s Home & Office Supply, 
Shelby, N. C., had a fling with the same bug and 
was laid up for over a week. 

om > > 

Leonard Rhyne Jr., the brilliant offspring of the 
senior member of Spencer-Rhyne Co., Gastonia, N. C.., 
is making quite a record for himself. After a won- 
derful football record at Gastonia High he was se- 
lected by Duke for a full scholarship. Not only is 
Leonard a good football player but evidently very 
good in other sports as well. He made his letter in all 
sports and on top of all that athletic prowess was an 
honor student too. Wotta man!!! Wotta proud papa. 

Comes now two more nice expansions amongst our 
folks. Lorick Office Equipment Company, Columbia, 
§. C., is moving right ahead. The firm has doubled its 
store frontage, having taken over the store next door. 
At present the additional space is used for furniture 
storage 

> a > 

Durham Office Supply, Durham, N. C., has moved to 
215 E. Chapel Hill St. at the corner of Foster. This is 
directly across from the Washington-Duke Hotel and 
just in case you boys are wondering where in Sam Hill 
you are going to find a place to park in that area Wade 
Meyers, the proud skipper of said firm, says there are 
three parking lots just a block in back. 

The new store has been completely redecorated in 
pastel pink and white and has about twice the floor 
space as the old location. It has a mezzanine with 
private office for Wade and a salesmen’s office. In 
addition to the above mentioned space the “new deal” 
has a basement, which will house typewriter shop, 
monograming and stamp shop. A second floor will be 
divided into two sections, one for furniture display 
in “packaged office” and the other for storage. Wade 
expects to have the formal opening about February 
15, or maybe March 1 

> o > 

In traveling about the two Carolinas I have uncov- 
ered a great deal of interest in the forthcoming 4th 
District regional convention in Atlanta, April 10-11, 
at the Biltmore Hotel. The dealers, especially, are 
pleased to have it nearer them this year which fact 
will, I feel certain, result in a much larger dealer at- 
tendance than any we have ever had. 

Registration will begin on Thursday afternoon, April 
9, at 1 p.m. in the lobby. 

The Atlanta dealers will be the hosts at a “Get 
acquainted” party Thursday night which promises to 
be a “pip.” Beginning around 8:30 there will be a floor 
show, dancing and snacks with “refreshments” around 
10:00 

On Friday night, the Travelers are the hosts with 
another of their famous parties to be held at the 
Standard Club, a private country club about 16 miles 
out. We will have the entire club that night and you 
know what they have at them places. There will be 
food prepared by a famous name chef, the usual, plus, 
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DARNELL 
CASTERS 


The longer your cus- 
tomers use cheap casters 
the MORE they pay for 
them ... Damaged floors 
and floor coverings due 
to poorly made casters 
can be quite costly. 












LD AVES ON PEST ALAC 6 OES tha 
DOWNEY, (LosAngeles County) CALIF 


- as 


60 Walker Street, New York 13,N.Y 
36 North Clinton, Chicago 6,Iilinors 
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STENO-BRUSHKIT 





DRY CLEANS OFFICE MACHINES 


@ TYPEMASTER Type Brush 


Cleans type without the mess of solvents. Nylon 
bristles easily cleaned with soap and water. 

@ HANDIMASTER Dusting Brush 
Reaches the hard-to-get-at places of all office ma- 
chines. Permanently “locked-in” bristles prevent ma- 
chine jamming caused by loose bristles. 

@ STENOMASTER Eraser With Brush 
Equipped with brush for whisking erasure crumbs. 


Permanent unit, uses low-cost refills. 


Its New 






e Lightweight—Well Balanced Unit 
_@ Tapered to fit all Wood Pencils 
e Refillable Pencil Eraser 2'4"' long 
e Doubles the Life of Pencils 
e Attractive Counter Card Holds 3 Doz. 
e Imprinting Available for Specialty Advertising 


Graskmakerds, Tuc. 


529 So. 7th Street © Minneapolis 15, Minn. 
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Southern Traveler entertainment, games, 


dancing, 
more “refreshments” and a bingo game. 


Friday’s business session will begin at 9:30 a.m. ang} 


the Southern Travelers please note that their hour 
scheduled for 2:00 p.m. Everyone is urged to atteng 
this event as a panel of prominent business men wil 
be on hand to handle questions from the floor. Saturs 
day nite sees the wind-up with the banquet and bally 
As the date of the convention is timed to the ex- 


pected blooming of Atlanta’s famous dogwood, t 


should prove to be the most colorful, as well as one 
of the most enjoyable conventions we have ever held) 


If you haven’t already sent in your reservation by the 
time you read this by all means put down that “wh@ 


dunnit” and write, phone or telegraph it right now, 


It is to be one you won’t want to miss. 
« o * 


“Huncan Dines Again” 

To you travelers who are acquainted with “Shorty’s” 
Steak house in Atlanta; all I would have to say about 
my place to dine this month would be to tell that it 
is a branch of “Shorty’s.” For the boys who are “steak 
minded” and would like to know where to find a good 
one in Columbia, S. C., I most enthusiastically refer 
you to Cogburn’s Fine Foods Grill, 1317 Sumpter St. 
This little restaurant is across the street, slightly up, 
from Caldwell’s Cafeteria. Cogburns will serve you 
the best $3.50 steak you ever hope to get for only 
$2.00 or $2.25. There is absolutely no “atmosphere” 
on the menu which accounts for the low prices but 
if you don’t mind a short wait, between 6:00 and 8:30 
P.M., it will certainly reward you well to pay Cogburn’s 
a visit. Tell him “Huncan” sent you. 

- > - 

P.S. Just one more sidelight on the convention. 
The Biltmore has an ice show in the Georgian Room 
which, if you get there before the 9 or stay after the 11,I 
highly recommend. Your favorite “beverage” and din- 
ner is served there and that, together with the show, 
adds up to a very pleasant three hours. No cover 
charge—just a $2.00 minimum. 





Victor Opens Wilmington Branch 

A new direct-factory branch sales and service office 
for the Victor Adding Machine Company, has been 
opened in Wilmington, Del., at 215 W. Ninth St. 

Manager Howard Kingshill, formerly Victor branch 
manager in Akron, Ohio, joined the company in 1945 
as a salesman in Philadelphia. In 1947 he was pro- 
moted to assistant branch manager of that office. 











Born in Germany, Mr. Kingshill attended the Univer- | 


sity of Leipzig, where he studied business administra- 
tion. He came to America in 1938 and during World 
War II served as a warrant officer in the U. S. Army. 
Promoted to manager of the Akron branch sales and 
service office was Edward Sexton, 


the past year and a half, Mr. Sexton has been a field 
sales training supervisor for the Victor branch organ- 


ization. Following his tour of duty with the Navy in} 


the last war, he operated his own business, the Sexton 
Pen Company, in New Jersey. 
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Victor as a salesman in the Newark sales office. For} 
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== FINAL-LINE 
- TYPIST GUIDE 





PEERLESS IMPERIAL 





























catbon 


... kills a time-killer 
tt 


WUUeCebd 





Every Typist and every Office Manager 
knows that “typing too far down on the 


page’’ is the most serious typewriting fault. 


It kills time, keeps girls chafing at the bit 
; aoe I 3 : I we $ 
past the closing hour—because letters have FINAL-LINE is a fine-quality car 
7 ‘ni oie 
to be done over. 20n, combining top grade paper and 
a superior ink formula. Offer it to 
FINAL-LINE Carbon corrects this fault. your trade with pride — and reap the 
rhree guide holes at the top and bottom of profits of this acknowledged leader. 
7 f ] wte ; ~—ice > > iT . ° 
an uncoated extension edge tell the girl Samples and price schedule are 
where to START —warn her where to yours for the asking. 


STOP. FINAL-LINE 


also aids her in spacing M294 10S) Lda tL oe 


letters 28 Peerless Place, Newark 5, New Jersey 


short 





"AA Great Name WM CALbONS ” vivrvons, carbons, spirit and gelatin duplicating 


carbons, master units, carbon ribbons, carbon rolls for every business need. 
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STEEL SHELVING ne 

















Store little boxes, big cartons — anything. Supreme Steel Shelving 
is composed of standardized stock parts which may be quickly 
rearranged to suit all storage problems. You can change the shelf 
height, add doors or drawers. It’s fully adjustable! 

Low priced, permanent Supreme Steel Shelving is rigid, 
adaptable, easy to erect. Baked on durable finish. 
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SUPREME 


LARGE INVENTORY ON HAND e PROMPT DELIVERY the standar 


d of 


quality in steel 


shelving. 


upreme of Macpeth 


SUPREME STEEL PRODUCTS, INC. 
52-85 74th Street, Maspeth 78, Long Island, N.Y. Write for Catalog and Price List 200A 


SUPREMACY IN STEEL propucts 
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News Notes from District No. 5 


FLOYD E. ZINKHON, CORRESPONDENT 
6740 ELWYNNE DR., CINCINNATI 36. OHIO 


New officers of the Queen City Chapter were elected 
at the last meeting held January 24 at the Cincinnati 
Club. Chairman is Lynn P. Carlson, manufacturers’ 
representative and secretary is John Kuhlman, Min- 
nesota Mining & Manufacturing Company. Lots of 
luck fellows, and may you reign long and well. 


Bruce (The Old Scott) McCaleb is back on the job 
at Pounsford Stationery Company in Cincinnati after 
a bout with the doctors. Bruce tells me he is now 
as pure as new blown snow. 


* . * 





All of us in the Fifth District and others who know 
him express their sympathy to George Redeker, presi- 
ient, Redeker & Dick, Cincinnati, whose mother passed 
away last week 

7 * a 

Nate Thul back on the job looking slimmer than ever. 
Nate, as you know, is the genial partner of Armstrong 
Stationers, Cincinnati 


> - ” 
Milt Pickle, vice-president of The Will Winnes Com- 
pany, Cincinnati, announces the appointment of Dayle 


Rasmussen, formerly with The Carter’s Ink Company, 
as sale representative covering Paul Stoeppel’s terri- 
tory. Paul is now buyer for Will Winnes Company. 


. > * 





The Joe Longs, (he is the son of George S. Long of 
Cincinnati) are expecting the end of March. Joe, 


Pes clean 


Pat Garrigan of Garrigans in Springfield, Ohio, left 
or the army February 5. It won’t take long now boys, 


with that Irishman in there. f ft 
aera as PLUS EXCISE TAX 


Gene Donahue wants all his friends to know that he 
is night manager of the Fremont Hotel, Fremont, Ohio. 


please get good cigars 





























a 


Gene assures us all we will have a place to sleep in accurate 
Fremont. Good luck, Gene. 
> = . 


Bill Lindner, Ohio Desk Company, Cleveland, is . 
njoying the sunshine with his wife in Florida. Oh you Mechanical Features. ee 


icky people 





> o > . . 
1. Front Paper Stop assures accurate registration. 
The popular president of Imperial Desk Company, . aiid 
Gilbert H. Bosse. has been named chairman of the 2. Automatic Roller Release eliminates smudged sheets. 
board of Thrilf Inc This is a large loan company 3. Automatic Counter counts only printed sheets. 
with headquarters in Evansville, Ind. Mr. Bosse was ; . tote 
: _ t | brush inking. 
ne of the founders of the company back in 1925 4. Open Drum—selt-contained, internal brus 9 
Now we kn vho to see when the expense checks 5. Automatic Feed — positive action. 
on a a 6. Selective inking by means of our ink dispenser. 
Herman L. (Doc.) Davis has left Central Ohio Paper 7. Paper Pusher is automatically lifted and carried back 
Company to be ne assistant to Ron Douglas, W. H. to feeding position. Eliminates lint on the stencil. 
Gunlocke Chair Company. Doc will cover the Fifth 
District for th I'll give odds he’ll lose weight on 
- » > > . 
Don Swann being transferred by Yawman and 
Erbe Manufacturing Company to the Southern terri- 
ry. He will cover Florida, Georgia, Alabama, Mis- 
issippi and Louisiana. Let’s hope he likes grits and 
ravy. At least he is where the sun shines on the 
otton and the irls are all Georgia peaches. The 
best Don, you will be missed by all, so don’t forget 
to visit us. Robert M. (Feather) Lamson will cover 
Don’s old territory, they tell me. 
> 7 > 
, : ” . . 4 a 6 ) 
Olie Ditmanson of Youngstown Office Supply Com- I ( ‘| iN \ ( hk \} | | | ( ) 
any is in Fl 1 for his health. aa oe 
a. Orr Ue AG ett p I I 6) 
Lorain Stat ers of Lorain, Ohio, will open a new 
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bMelt] miaelel-wa-t>lel- 


ADVERTISING 
every month in 


| 
_—“THE OFFICE” §& 


i “a 





Be ready with ample stocks 
for BULLETINS, INTER-OFFICE FORMS, 
PRICE LISTS, MEMOS, ANNOUNCEMENTS, 
MAILING PIECES, efc. 


Standard since 1936 
now also available to you for 


PRIVATE LABEL PACKAGING 





WRITE TODAY FOR DETAILS 


packaging with your own trade name and 
label for prestige 


eS ee 
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store in Elyria, Ohio, and change the name of both 
stores to The Lorain County Stationers. 
. * 7 

Marc. Jacquemain of Gregory Mayer & Thom, De- 
troit, Mich., has been away from his desk due to illness, 
We all wish Marc. a speedy recovery. 

* 7” - 

Al Mayer, Sr. has been in the hospital but is greatly 
improved. 

* . . 

Modern Office Supply has opened a new retail store 
and warehouse at 18091 Wyoming Ave. in Detroit. Lee 
Bigelman reports the offices will now be located there. 

* . * 

A new company has been formed in Detroit: North- 
ern Office Equipment & Supplies, Inc. at 15125 Gratiot 
Ave. Eddie Lee is the manager. 

x + * 

Bill Lashbrook has been named western district man- 
ager of Esterbrook Pen Company and will live in Los 
Angeles, Calif. Now, Bill can play golf any day. Con- 
gratulations, Bill, we all wish you well! But we'll 
miss you in the Fifth District. 

* +. 7 


Bill Mason, who has been located in Pennsylvania 
and New York, will take over Bill’s duties for Ester- 
brook. Welcome to the Fifth District Mr. Mason. 
Have you joined the club yet? 

om * ” 

Fred R. Austin of The Globe-Wernicke Co. wants to 
thank all his friends for being so nice while he was 
laid up. Good to have you back, Fred. 

as . « 

The Detroit Travelers had a very nice Christmas 
party at Chet Harpers’ home on December 17. They 
all had a swell time and want to thank Chet again. 


. - - 


George Long of George S. Long & Son, Cincinnati, 
reports the quarterly meeting of the West Virginia 
Stationer Association was again a huge success. The 
meeting was presided over by Jim Belt, D. H. McGhee 
& Company, Wheeling, W. Va. Feature of the evening 
was a talk presented by Hanley Morgan of Morgans 
Inc., Huntington, W. Va., titled “Main Street” by Paul 
Burbank. They tell me Hanley did such a good job 
on Paul’s talk he’s going to let him give them all. 

Another very interesting talk was given by C. A. 
Olsen of the Columbus Show Case Company. He spoke 
on the value of store interiors. Unfortunately, his 
films and projector did not arrive in time but the 
word picture he gave left nothing to be desired. Proof 
of his talk will be unveiled next month when D. H. 
McGhee of Wheeling move into the new store designed 
by Columbus Show Case Co. 

The grand finale of the evening was a going-away 
party for Don Swan at the home of Paul Kells, presi- 
dent of S. Spencer Moore Company. This I am sorry 
to have missed. 

The next meeting of this live wire outfit (West 
Virginia Stationers) will be held in Beckly, W. Va., on 
May 9. 

= 7 . 

You know fellows writing about this West Virginia 
group makes me wonder why the travelers are not 
invited to participate in the Ohio and Indiana meet- 
ings of the respective stationers’ clubs. Maybe you 
can give the answer. If the meetings were like those 
of the West Virginia group we could learn plenty that 
would benefit each and every one of us. What say we 
try and convince them we should be invited? 

* > = 

It is with great sorrow we learned of the death of 
Bernard Garrett, president of the Southern Office 
Supply Company, Bluefield, W. Va. Our deepest sym- 
pathy to the family. 

* - * 

For a closing thought: have you found a new member 

yet for NSOEA? Let’s win that trophy this year! 
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The tremendous approval given the newly in- finishes—Olive green, Gray, Mahogany, Oak 
troduced Quaker Line of Filing Cabinets indi- or Walnut. 
pent-up demand for a competitively Many features of higher priced files have been 
progressive suspension file. Many deal- built into the Quaker line to provide durability 
ers | ready climbed aboard the “Quaker? and ease of operation. Cases are of high grade 
and it will pay you, too, to investi- furniture steel and all welded construction. 
line. Made by Peerless and backed Heavy gauge upright channels are welded to 
rter century's experience and exten- each wall with heavy cross pieces welded to 
cturing facilities, the line includes front upright channel. Rounded bases protect 
fi er cabinets in legal and letter widths. floor finish. Baked-on finishes and cast hard- 
All cor e sturdy construction with maximum ware add lasting beauty. Sturdy drawers ride on 
Cal 26% inches of clear filing space. heavy gauge roller and ball bearing suspensions. 
O ze 51” high x 28” deep. Standard Follower blocks are strong and efficient. 


Write now for full information and dealer's proposition. 


PRODUCTS OF 


PEERLESS STEEL EQUIPMENT COMPANY 


6805 Rising Sun Avenue, Philadelphia | 1, Pa. 
NEW YORK e CHICAGO e DALLAS e LOS ANGELES 





; Since 1929—Makers of High Quality Metal Office Equipment 


ere 








| > <\FILING CABI 
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All ROCKWELL-BARNES file folders are 
available FROM STOCK in 

LETTER SIZE—standard height or guide 
height. LEGAL SIZE—standard height. 
Straight cut—and all standard tab-cuts; 
Single top—or double top for extra strength. 


We can furnish to order folders in any special size 
or special tab cut to comply with the 
requirements of any filing system. 





ALL FOLDERS are grained against the fold for added rigidity e 
uniformly die-cut ¢ scored for expansion up to one inch e boxed 
100 in sturdy metal-edge full telescope boxes. 





i ¢ a ‘‘strong’’ folder stock — well finished, ex- 


cellent quality and color. Also furnished in two weights: 





1l1-pt. for “heavy duty’”’ filing, and where folders are 


frequently handled. 9-pt. for “‘average’’ filing needs. 


If you have not already received sample kit 
and price lists WRITE FOR YOURS TODAY 





Specials 
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Federal Tag 


a superior grade of Docu- 
ment Manila— processed 
to comply with Federal 
Specifications UU-F-571d 
Type II. 

Available in two weights: 
1ll-pt. HEAVY for “heavy 
duty’’ filing and where 
folders are frequently han- 
dled. 9%-pt. MEDIUM 
HEAVY for ‘‘average’’ use. 













ROCKWELL-BARNES COMPANY. 


ts to the Stationer since 1903 


35 East Wacker Drive 
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News Notes from the NSOEA District No. 6 
Cc. O. SCHLAVER, CORRESPONDENT 
OFFICE APPLIANCES, 600 W. JACKSON BiVD., CHICAGO, ILL. 


Dead Ringer Governor Jesse Peck of the Sixth 
District NSOEA would be a look-alike for Abe Lincoln 
could he be persuaded to grow a beard. He would do 
that, too, if it would help to publicize the upcoming 
regional convention. But President (3-M) Ken Reister 
of GLTC says he won’t ask such a terrific sacrifice. 

Commuter, Tox Jesse is busy traveling from his 
beloved Springfield, Ill. to Chicago these days. He was 
up at dawn on the morning of January 16 for a trip 
to the Great Lakes Travelers Club luncheon of that 
noon. Thereupon he made plans for return on Sunday, 
February 1, to meet with regional convention commit- 
tees in a final check of the program. (Flash—Jesse 
wasn’t able to keep the date when the flu virus laid 
him low.) 

Top drawe? The genial governor must be a “buddy” 
of another chief executive, William J. Stratton. He has 
already signed up the Illinois “guv” to address the con- 


vention opening program on Thursday, March 26. In 
addition, he has arranged for a convention treat that 
should appeal to the ladies. They will be guests of the 
attractive Mrs. Stratton at a tea in the governor’s man- 
sion on Friday afternoon, March 27 

Honoring “Abs While the feminine contingent 
enjoys this fling in high society a delegation from 


NSOEA and the Illinois Booksellers & Stationers Asso- 
ciation (it’s the IBS convention, too) will visit Lincoln’s 
tomb for the purpose of placing a wreath. In the group 
will be President Pembroke and General Secretary Bur- 


bank of NSOEA and President Corlett of IBSA. 
Roundup Time By the middle of January 100 
reservations had already been made at Springfield’s 
Leland Hotel for the regional, reports Governor Peck. 
With his predecessor Ed Napp of Manitowoc, Wis., 


rounding up the “Valley,” Art Finger marshalling the 

Milwaukee crowd and Gordon Kickels engineering the 

Springfield Special train out of Chicago, all indications 

are for a new record attendance at the Sixth District 

conclave 

“Springfield Special” ... Here’s the special conven- 

tion train information in a nutshell, ala Kickels: 
Departure: 4:50 p. m., Wednesday, March 25, 
from Union Station, Chicago. 


Arrival: 7:56 p.m., to be met by the Shrine 
Band and the governor riding a white horse. 
What? no nvertibles? 
Departure: 6:21 p.m., Friday, March 27. 
Cost: $9.72 round trip, including tax. 
Dining: accommodations available on train. 
Hop On Dealers along the way can board this 
train at Joliet a 30 p.m. and at Bloomington at 6:54 
route to Springfield. The Wisconsin delegation plans 
meet the Chicago group at the Union Station. 
Birthday: Harry Hoffman, Joseph Dixon Crucible 
Company, is heading up the committee for the GLTC 


Birthday Party to be held Saturday night, February 28, 
at the Graemere Hotel. This party ($10.00 a person for 
the works) is an annual affair recalling the organiza- 
tion of the clul n Washington’s Birthday in 1935. 

Founders” were Al Skibbe, Karl Castle, Harry Prescott, 
Harry Balch, William Schuster, Elmer Krumwiede, Nor- 
man Pearce and John Gilbert. 

GLTC Welcome: New members accepted at the busi- 
ness meeting on January 30 are Robert R. Bentson, 
Western Mfg. Ci Richard Kramer, Harry L. Short & 
Son; John S. David, Eagle Pencil Co.; Edward B. Stein, 
Stein Bros. Mf Co., and William Courtney, W. A. 
Sheaffer Pen C 


Interlude Herb Walsh, genial ambassador of sales 
for Ace Fastener Corporation, has recently returned 
from a holiday vacation trip with his family to Hono- 
lulu, which he described as a city of 225,000 persons, a 
Scene of activity—and inflation. 

Tall Corn Daz Harvesting of orders must have 
been good in Des Moines, Iowa, on Jan. 21-22. Present 
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Make “buyers” out of “eyers” with 

this ingenious new Flo-master window display. 
It demonstrates the use of this “miracle pen with the 
felt tip’. The hand strokes the Flo-master back and 
forth. There is nothing like MOTION to stop people — 
to call attention to your entire window. 


But make sure that you have enough Flo-masters on 
hand. In fact you'll discover that you can’t have too 


many Flo-masters! 


For further information as to how you can get one 
of these new Flo-master Displays (No. AC-1) write to 
Cushman & Denison Mfg. Co., Dept. H-13, 

153 W. 23rd St., N. Y. 11, N. Y. 


*a CADO product 


Flo-master in a So nutshell 


© writes on anything ® fine lines 
© instant-dry inks © bold lines 
© in ten colors © valve controls flow of ink 















© in two sizes —‘'Pocket-Size" — ‘King Size” 





; 
’ 


lo-master 


FELT-TIP PEN 





171 











CONSOLIDATED 


A Complete Line of’ 


CARBON PAPERS 


and 


INKED RIBBONS 


for all Office Machines 
and Purposes 


RIBBONS CARBON PAPER 

e HECTOGRAPH ¢ GENERAL 

¢ TYPEWRITER HECTO-SPIRIT 

e MISCELLANEOUS « PENCIL 
MACHINES e PEN 


‘Everbest” and “Challenge” 
Brands are popular wherever 
Carbon Papers are used. 


CARBONIZED ROLLS 
FOR ALL MACHINES 


Specialists in... 


DEALER “Personalized” 
IMPRINTED CARBON PAPER 














Write for Details & Prices 


CONSOLIDATED 
RIBBON 
& CARBON CO. 


Manufacturers 
ESTABLISHED 1893 
DEP’T D, 2900 W. MEDILL AVENUE 
CHICAGO 47, ILL. 
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were these travelers: Carl Mueller, Esterbrook Pen Co,; 
Al Spafford, Victor Safe & Equip. Co.; Johnny Pydlak, 
Cook’s, Inc.; Neil Short, Columbian Art Works; Jim 
Roche, The Carter’s Ink Co.; Al Nordstrom, Smead, 
Mfg. Co.; Rus Ragan, American Pad & Paper Co.; Herb 
Johnson, Wilson Jones Co., and Dick Singer, Cooke & 
Cobb Co. The representation was sufficient for two 
bridge games or variations thereof. 

Jottings ... His many friends in the industry mourn 
the sudden death of P. G. Picknell of Haines & Essick, 
Decatur, Ill... . Don Sharpe, GLTC’s ex-head man, has 
returned from an Iowa business trip for Reyburn Mfg. 
Co. ... Ed Williamson of Elmer Krumwiede & Associ- 
ates is lugging a brief case again, making a quick come- 
back after a recent operation ... GLTC members are 
requested by Treasurer Al Cote, Reyburn Mfg. Co., to 
send in dues promptly. A new roster is upcoming. 

Help! Help! ... This column can be a permanent 
feature only with the help of its friends. Your corres- 
pondent is a Wisconsin native and an old Illinois down- 
stater but his connections are a bit rusty. Send notes 
about dealers, travelers and industry incidents in the 
Sixth District to GLTC secretary C. O. Schlaver, c/o 
Office Appliances, 600 W. Jackson Blvd., Chicago 6, Ill. 





Royal Names Portable Representative 


W. H. Beckwith, portable sales manager for Royal 
Typewriter Company, Inc., has announced that George 
Antone has been appointed to his staff of portable 


George Antone 





district representatives. Mr. Antone will work with 
Royal portable dealers in the Washington, D. C., ter- 
ritory. Since 1946, he has been engaged in sales work 
in the Washington district. 

In his new post, Mr. Antone will be headquartered 
at 1105 “D” St., Washington 24, D.C. 





Open Do/More New Retail Showroom 


A full-scale exhibit of model private office suites 
was recently displayed at the opening of a new retail 
showroom at John Barfoot, Inc., exclusive New York 
representatives of the Do/More Chair Company, Inc. 
The new showroom occupies the entire second floor 
of the Rem Looms building at 235 Fifth Ave., and was 
designed by Beeston-Stott-Patterson. 

In addition to the model executive suites on exhibit, 
the company has on display a complete 1953 line of 
Do/More executive and clerical chairs, according to 
John Barfoot, president of the firm bearing his name 
and vice-president of the Do/More Company. 

Facilities for clerical, sales and service have also 
been provided in the firm’s new quarters. The entire 
floor has been air conditioned and soundproofed for 
the comfort of customers and employees. 

Offices of the John Barfoot company formerly were 
located at 300 Fourth Ave., in New York. 





Form New Corporation 

Curtis-Young Corporation, specializing in inked rib- 
bons for office machines, has been granted a charter 
of incorporation listing capital stock of 100 shares at 
no par value. Directors are Mary Louise Curtis and 
Todd Curtis, both of 5 Denton Road, Great Neck, N. Y.; 
and Arthur Young, 533 E. Shore Road, Great Neck, 
N. Y—EEG 
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Repeat Business 


BUILD IT WITH THESE 


[t's repeat business trom steady 
ustomers that’s the backbone of 


profits in stationery stores, 


You get it by offering good 


quality. fairly priced merchan- 
dise that’s well known and in 
vide demand. The kind that’s 
ised up fast and bought fre- 
quently. 1] he kind that builds the 


nost profitable ol all business 
relationships satisfied cus- 


tomers coming ck for more. 


Interested in bu lding repeat 
uusiness? The stock and dis- 

these Eaton items... ac- 
tual sales records show you can 
lepend on them to build vol- 
ime and gain loval customers. 
Want more information about 


he adi ersined | 


Write to Mr. L.G 
! iver, | iton P 
Viassachusetts. 


ton products? 
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EATON PAPER 
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EATON’S CORRASABLE BOND is a dra- 
matic salesmaker in stationery stores. It erases 
without a trace with a soft pencil eraser. Re- 
typing is clean. Customers who “try” Corras- 
able Bond in 100-sheet packets find it such a 
superior typing paper they reorder again and 


again — often in reams. In popular weights. 





EATON’S BERKSHIRE PACKETS AND 
TABLETS. No breaking of reams, no count- 
ing, rewrapping or spoilage with Berkshire 
Packets and Tablets of 100 sheets. Easy-to- 
handle, easy-to-sell. Packets help to build 
ream business. Handy tablets are backed with 
sturdy cardboard. Sheets tear off cleanly be- 
cause of special gum. Ask about Eaton’s com- 
pact Self-Selection packet display that steps 
vp sales 


1953 


PITTSFIELD, 


EATON ITEMS THAT SELL WEEK IN AND WEEK OUT 





ESSAY BOND-—PACKET AND BOXED 
100 ENVELOPES. These envelopes in No. 
10 and 6% sizes are popularly priced and 
easy to handle .. . they increase the usual unit 
sale of 25's to 100's. Soil-proof box keeps 
envelopes clean. Essay Bond Packets contain 
100 sheets, are volume priced and in popular 
demand. Same paperin tablets also available. 





NASCON WEEK-AT-A-GLANCE BOOKS. 


You can sell these in quantities for office use. 


Store display brings quick turnover through 
sales for personal and gift use. Sensibly de- 
signed, sensibly priced. Open flat showing 
full week, current and coming month's calen- 
dars. Include telephone -and-address index 
and three-year calendar. Desk and Pocket 
(Jr.) sizes in Black, Saddle, Blue, Red simulated 
leather. Individually boxed 


MASSAC 


173 


HUSETTS 











} . 
OE Laiman: 


a proper setting for Board of Director’s meetings... 


This room can do much more than provide 


Properly designed * atmosphere °°’ lends a helping hand to all 
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The name of an outstanding decler . 


the 


in your locality equipped to serve in 


Carlton-Surrey manner , y . 
arlton Su rrey Inc 


will be sent you on request. 


Makers of Fine Furniture 


11 Commerce flvenue,S WV, Grand Kapids 2. Michigan 


GRAND RAPIDS - DALLAS - NEW YORK . CHICAGO - DETROIT - WASHINGTON, D.C. 
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In and Around Eighth Region 
With Midwest Travelers 
BY E. J. MITCHELL, CORRESPONDENT 
329 BELT AVE., ST. LOUIS 12, MO. 
The Stations sociation of Greater St. Louis was 





meeting at the York Hotel to 


; 10 

- iV a ‘ v« . . “ 

' several promine! iests. Governor Vaughan Williams 

| with Lt. Gover Vic Agee of Jefferson City, Mo., 
were on hand iscuss a drive for new members in 


the 8th Regiol 


Leonard Wilcox, vice-chairman of NSOEA dealer 


division and hea Roberts Printing & Stationery 
' Company, Hutcl n, Kans., joined Gov. Williams at 
} Kansas City t ake the trip to St. Louis with him 
s and both arrived time to be guests of a small local 
group for a luncheon meeting on Saturday, January 17. 
They met with several St. Louis dealers and travelers, 


r which Mr. Wilcox was stricken 


imme diately 


with a severe f the all-present flu and was con- 
fined to his hotel room until time for his departure for 
nome 

But Leonard | written an address for his appear- 


| stationers’ meeting, and this was 
Williams. All of us of St. Louis ex- 
rrets to Leonard, as we missed his 
interesting pe! ity at the official meeting, though 
he was most ab represented by the governor. 

Also present at the dinner meeting were Dave 
Neuhaus, preside! and Tom Seward, vice-president 
of Midwest Tr: ‘s Club, who came to St. Louis from 
Kansas City meeting. 

Other visito1 luded Lionel Colomb of Weis Manu- 
facturing Comp Carl Schutz, Eagle Pencil Com- 
pany, and Dick Fuller of Smead Manufacturing Com- 
pany. Ed Anderson of “The 3-M’s” Company enter- 
tained the gathering with color slides of pictures he 

took while in Korea, and an interesting description of 
' Korea and its pe and customs. 


ynce before the 
read by Gover! 


press Our sincere 





* . . 

Buxton & Skinner Printing & Stationery Company 
of St. Louis celebrated its 75th anniversary in January 
and publicly a1 inced it with a half-page news 
story which attracted wide attention. (A complete 


ry, with pict appears elsewhere in this issue of 
Orriec APPLIAN 


. >. > 

MIDWEST i1VELERS: Governor Williams and 
our president, Dave Neuhaus, send a special appeal 
ic] aveler to please busy yourselves immediately 
increase the th Region membership in NSOEA. 
fy yourself with application blanks which may be 
ym either of these officers, and go to work. 
s the biggest bargain you have to 
And the! many good, live prospects in our 

please! 
Bear in mi it right now only about 50% of 
he 8th Regior tioners and office equipment dealers 
i NSOEA n bership. That is much too low a 
entage f h a nationally outstanding region. 
how our stuff, fellows! and make it at least 80%. 


> > * 


Our neight 6th Region lost one of its fine, 
t membe January, P. G. Picknell, a most 
iar figurs a past-governor. “Pick” was sta- 
nal er for Haines & Essick Company 

nany years, and passed away very 
1] heart attack while at work in 
Dut 1e suddenness of it all, his asso- 
ere ul notify very many friends around 
h ti igh Governor Jess Peck was able 
ttend the f il services in Decatur. Our deep 
thy t P family and business associates 


o > 


ice-president of Shallcross Print- 
mpany, St. Louis, and president 
ition of Greater St. Louis, spent 

at home fighting the “flu.” Also 


Alex J. 


®@ ola 


Bartens 


I Stat ners A 
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PARKER line of VALUES! 


STEEL OFFICE EQUIPMENT 


STEEL 
BOOKCASE 


The Bookcase is of 
standard size with disap- 
pearing glass front panel 
for clear visibility. Avail- 
able in three different 
sectional sizes: 


M4 w 0D 
12" x 35%" x 11y" 
15" « 35%" x 11" 
18" x 35%" x 11," 





STEEL 
TRANSFER FILES 
FOR YOUR FILING NEEDS 





LEGAL AND LETTER SIZE 
SPECIAL SIZES MADE 
ON REQUEST 





THESE STURDY 
STEEL 
TRANSFER 
FILES 
CAN BE 
STACKED 
TO ANY 
DESIRABLE 
HEIGHT 





ALSO STORAGE e WARDROBE and COMBINATION 
CABINETS @ COUNTER HIGH and DESK HIGH 
CABINETS e SECTIONAL BOOKCASES 
Made of heavy Gauge Steel Electrically welded 
construction and completely reinforced throughout . . 
Baked-on enamel finish in Green or Grey. 


Write for Catalog and NEW price list 


PARKER STEEL PRODUCTS INC. 


Manufacturers of Steel Office Equipment 
56 COLUMBIA STREET ° BROOKLYN 2, NEW YORK 
 _({—{_ a aa. SS TR 
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I. English ap- 


preciate best erasers and 
everything one can do 
with them. Take the spe- 
cific case of the elderly 
lady who used a Weldon 
Roberts Taper Tip Eraser 
as a non-skid ferrule on 
the end of her umbrella! 


BaP RE RE F 


368 TAPER TIP. For the countless 


Correcting Mistakes In ofice workers and students who want 
a businesslike, oversize red erasers right 
Any Language with Wel- on the ends of their pencils! On at- 
tractive display cards and also in 1 

don Roberts Erasers has ooo. jose. 


long been a tradition with 
Englishmen the world- 
over. Your customers are 


Fe 









just as smart when it comes to ¥ 
knowing Weldon Roberts world’s- Zi 
best eraser values in quality, uni- oY 

formity and dependability! Oo 

Te 

2020 MASTER PINK. 2 Ww / 

‘ Medium Sized, soft eal 
Write Now pink, ae Ww 2 

e eraser of handy el " 

for illustrated liptical shape. Ideal < 
e a for pencil work and q 
price list. fet Gleanings fee : 


drawing and for 
general use 


WELDON ROBERTS RUBBER CO 
6th Ave. and No. 13th Street Newark 7, N. J. 


World’s Foremost Eraser Specialists 





Correct Mistakes in Any Language 





Ssuartot aka Se ee eee eS 


reported in similar condition was Stratton Terstegge 
of Binney & Smith Company, who was stricken while 
in Omaha on business and had to spend a week ip 
his hotel room—alone. 

* + . 

Another visitor sneaked in and out of St. Louis ip 
mid-January. Leslie Lee, president of Elkins-Swyer; 
Company, Springfield, Missouri, spent a few hours 
here on business, rushing right back home to take 
care of more business. 

a > * 

Early in 1953, the 8th Region lost one of its older 
members, Ernest Hazel, Sr., past governor of this 
region and former member of the firm of Lockwood- 
Hazel Company, Atchison, Kans. He died in his 80th 
year on January 4 at Waco, Tex., where he had made 
his home in recent years. His son, Ernest, Jr. lives 
now in St. Louis where he heads a firm which designs 
and manufactures The Hazel County Record Binder. 


+ a x 
The names of Mr. and Mrs. Joe Landis were un- 
intentionally omitted in Picture No. 8 of Kansas City 
party appearing on Page 72 of the February issue of 
Office Appliances. 





Texas Travelers News Notes 


ART CARROW, CORRESPONDENT 
4423 N. ROSENEATH DR., HOUSTON 21, TEX. 

The Texas Travelers Wives Club of Dallas held itg 
first meeting of the year with a luncheon at Sammy’ 
Restaurant, Dallas, on Wednesday, January 21. New 
officers installed for the year were: Mrs. W. A. Stempel 
president; Mrs. Jess L. Musgrave, vice-president; Mrs. 
Doyle May, secretary; Mrs. Jack Moore, treasurer; 
Mrs. Ed. Jungbluth, historian; Mrs. Al Blakey, tele- 
phone chairman. A telephone committee is composed 
of Mmes. Jack Hunsucker, Ralph Smith, W. C. Stempel, 
Jack Grant and Tommy Thompson. 

” = * 

There are several changes and new faces in the 
dealer and traveler picture to start off the new year: 
W. F. (Bill) Stayton has left Eaton Stationery Com- 
pany at Plainview to take over the store management 
of Industrial Office Supply, Dallas, for Lloyd Birdwell 
who has done a remarkable job on his own in the short 
time he has been in business. 

* . « 

Bill Stephen after a short period with Crain Office 
Supply, Midland, Tex., is now store manager for The 
Cole Company in Corpus Christi, Tex. He replaces 
M. E. (Doc) Thompson who has left to work as an 
outside salesman for Kie Office Supply Company, also 
of Corpus Christi. 

> ” ” 

Wallace Stevens, working out of Lubbock and travel- 
ing West Texas and New Mexico, will carry the com- 
plete line for The Carter’s Ink Company. Marlowe 
Cates after seven years with Russell Stationery Com- 
pany at Amarillo, is taking over the territory formerly 
covered by Henry Loper for Carpenter Paper Com- 
pany of Houston and will headquarter at Corpus 
Christi. 

Cecil Moses, with many years experience in the retail 
division of the stationery industry, has entered the 
traveling fraternity by associating with Carpenter 
Paper Company of Houston and covering the territory 
formerly worked by Dick Moore, in Louisiana and Mis- 
sissippi. Cecil worked for Democrat & Jordan Printing 
in Little Rock, Ark. 

. - ” 

Smith Commercial Press is now located in new quar- 
ters at 241 N. Main St., Jasper, Texas. 

Item Stationery Company at Huntsville, Texas, has 
moved to a larger store three doors south. 

Walzel Office Equipment Company, El Campo, Tex, 
has plans drawn for a new home to be erected this 
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------]T CLEAN MY 
LINOLEUM DESK TOP 


in C minutes with... 


 LIN-O-KLEEN 









its 
y's 
ew 


el, 
or 


ed 
el, 





ice 


he 


an 
so 


Your customers are fast discovering what amazing Lin-o- 
- DISTRIBUTORS TO THE TRADE Kleen can do. This new chemical cleaner eliminates sloppy 


ORDER FROM . . . . 
BAINBRIDGE. KIMPTON & HAUPT, INC soap and water cleaning . . . whisks the dirt off linoleum desk 


ai 218 Greenwich Street, New York 8, N. Y tops in 2 minutes . . . restores the original non-glare, non-gloss 
- finish. Thousands of companies all over the country have 
et BAINBRIDGE-SOUTHERN, INC. Pe 
r 19 Hasell Street, Charleston, $. C asked for and received samples of Lin-o-Kleen. Right now 
ne Packed in corrugated emia they're looking for a source of supply . . . they're ready to 
. place orders with you! 
a ——a — — — —_— | —_ — — — _—_—_ — — — —_— —_ — — — — — —_—_— —_—_— 
as 
7 ™ > | e464 % 
a“ y * 
t W 4 KM KR %. Ine. 70 Vernon Street. Bridgeport. Conn. 
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No. 511 LETTER SIZE 


EASILY ASSEMBLED, QUICKLY STACKED 
STAX ON STEEL units are shipped 
knocked down, six to a space saving 
carton. Each makes a complete sturdy, 
durable file drawer unit. Shells and 
drawers are assembled in three easy 
steps, ready to stack as illustrated 





INTERLOCK STURDY UNITS 


Bolts are provided for interlocking 
all units through keyhole slots in 
metal side-plates both front and rear, 
making complete steel framework for 
battery installations stacked as high 


and wide as desired. 
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HAND-HOLE FOR EASY “TOTING” 
In addition to the recessed easy-to- 
grasp metal handle, there is a hand 
hole in the back of the drawer... 
making it easy to carry even when 


fully loaded. 


It Can't Happen With 


TRANSFER RECORDS THIS IMPROVED WAY 


Stack them to the ceiling, load them to capacity— 
each drawer will work perfectly. No sticking, no bulg- 
ing. Space-saving STAX ON STEEL units are the 
only fibre board drawer files engineered so the steel 
framework carries the entire weight load at four 
equal points, in rear as well as front. Factory applied 
steel side-plates and horizontal steel stackers fit 
together with precision and skyscraper strength. Rust- 
proof metal card-holder drawer pulls are securely 
fastened to Masonite panel drawer fronts. These 
panels (used in both front and back of drawers) are 
covered with high grade corrugated fibre board, which 
is used throughout. Beautiful Banker’s gray fade- 
proof finish, complemented by lustre-steel parts, 
produces a neat front office appearance. 


WRITE FOR CATALOG, giving prices and complete 
dealer story. Newspaper mats and 
promotional literature free. 


LL! 


4 
BY THE MAKERS OF LIBERTY STORAGE BOXES 


BANKERS BOX COMPANY 


Serving Stationers Since 1918 


720 SOUTH DEARBORN STREET 
meee GC AGO Gmetl thee S$ 
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spring on the! drag. O. F. Walzel is owner of the 
busine SS 
7 > . 

Russell Pynes opened up the Russell Office Equip- 
ment Compan Victoria, Tex., in May with the 
Ren ton Ran ency and recently put in a com- 
nlete line of office supplies. 


Supply Company, 204 E. Front St., 
wned by Melvin Autry and Chas. 
appointed representative of Art 
n Company. 


. > . 


Standard Office 
Hattiesburg, Mis 
B. Herrin, has be 
Metal Construct 


Walter Doney stopped publication of the Bryan 
News at Bryan, Tex., and has moved to 123 E. 25th 
st. where ther ifficient room for his increased line 
of office equip: and supplies as well as the job 
printing plant 
' The Ville Platte Gazette at Ville Platte, La. has closed 
the office supply department. 


* . a 


out 


Martin Dean, Jr., with five years in the naval re- 
serve, has been called to duty and assigned to the Navy 
destroyer Willkie. He is the son of Martin Dean, owner 
of Dean Office Supply, New Brannfels, Tex. 

George Deutsch, associated with his father, Fred 
Deutsch, has bought a plane to cover his long territory. 
The George Deutschs recently had their second child, 
a daughter 

> - 

Talking abo laughters, Mrs. Charles Wells, daugh- 

ter of Edgar Jordan, Sr., of Standard Printing Com- 


pany, Alexandria, La., is expecting twins any minute. 
Mr. and Mrs. E. T. Holly, of the Kingsville Office 
Supply, Kingsville, Tex., have announced the birth 


of their first John Charles Holly. 
> * * 

Rumors are floating around that there will be two 
new office tores opening in Houston any day. 
I have 1 the facts as yet but hope to get 

mplete il by the next issue of this maga- 

+ a 

Standard Off Supply Company, Monroe, La., has 
ist complete ijor redecorating job with the nec- 
essary remodelil provide air conditioning for the 

ore this summ«¢ 4ll that’s left to make the job 
100% will be a ne ign out front. Irvin Kilpatrick, 
tore mal ume the father of a baby girl 
ecel 

Ferd Levi Sta ery Company of Monroe, La., will 
s00n move to quarters at 101 N. Grand, only a 


short distance 
Levi is workil 


he Sine 
ransiel 


their present address. Bernard 
ertime getting ready for a quick 


. * 


Sonny Smith, e manager, Castle Printing Com- 
pany, Shreveport will become a father for the 
second time in March or April. He and his wife, 
Wensie, are | that they will be able to attend 
the conventi Antonio 

The Terrebs e Press, Houma, La., was recently 


mpletely ren 


tr 
‘ 


d and it is now hard to recognize 
printing department was moved 
iaking the store twice its former 
Scotts are to be congratulated on 


old store 


new ocat 


* 


a Texas traveler, 


Alex Patterson, Birmingham, Ala.. 
December 6 and is almost com- 


suffered a st 


pletely paralyze He is confined to St. Vincent Hos- 
pital and is stil serious condition 

We regret to he hat Zac Smith of Zac Smith Sta- 
lonery Compal ast president of NSOEA and past 
governor of district No. 8, suffered a heart attack in 


Decen lition was critical, but a recent 
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We knew i waa good... 


but dealers’ sales prove it’s the 


HOTTEST VALUE on the market 








Low priced... but loaded with 


“expensive” chair features... 


available for immediate delivery 
NO. 2830 SWIVEL ARM CHAIR 


BACK: 14” high, 19%” wide. 

SEAT: 20” wide, 19” deep, 4%” thick. Height adjustment 
17%" to 21%”. 

ARMS: PLASTIC—width between arms 2042". 


BASE: One-Piece. Alli-Steel Streamlined. 27” span, 2” ball 
bearing casters, scuff plates. 


HEIGHT: 334,” overall. 


AVAILABLE in DuPont or U.S. Naugahide plastics. Matching side 
chair (No. 2810) and side arm (No. 2820). 


WRITE TODAY for catalog and zone price list. 


Shepherd 


OFFICE CHAIRS 








SHEPHERD CHAIR COMPANY 


1916 MAIN STREET e MELROSE PARK, ILLINOIS 
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pont OVERLOOK 
Sales... 


LOOKOVER ATLAS 





ATLAS DELUXE 


Capacity— 
300 offset plates, x-rays, blue- 
prints, etc. 
500 stencils 
Specitications— 


All steel construction 
Ball Bearing Casters 
Locking Stoparms 
Piano Hinge 


Deluxe Model—25" High, 13" wide, 26” 
deep 

B Deluxe Model—25”" high, 15/2" wide, 
26" deep 

C Deluxe Model—25" high 242" wide, 
26" deep 


JUMBO MODEL 


Capacity— 
1400 stencils 


700 to 1400 offset plates and 
masters 


Specifications— 
All Steel Construction 
Ball Bearing Suspensions 


Separate Hanger Frame 


Jumbo Model—52" high, 16" wide, 
28" deep 


C Jumbo Model—52" high, 2612" 
& wide, 28" deep 
ATLAS HANGERS 
FOR EVERY VERTICAL FILING NEED 


SH Hangers for offset plates. 


GRIPDEX Hangers for group 
and specialty filing. 





DSH Hangers for stencils. 


PSC Hangers for x-ray films, 
blueprints, stencils in file folders 
etc. 


Write for illustrated literature on the complete line 


STENCH FILES CORP. 
ons Sn ae a ° OHIO 


STREET ADDRESS «+ 1662 E. 118TH ST. 
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report we have is that he is improving. Best of lu 
to both Alex and Zac. 
* - ” 
In case you all travelers have not been informed, wi 
have been advised that the annual meeting of t 
Texas Travelers will be held on Wednesday afternoon 


April 15, at 6 p.m. at the Plaza Hotel in San Antonig 


Please make a memo of this date. 





"Call-Backs” Create Market for 
Blank Books and Systems 


@ MAKING IT A ROUTINE policy to look over th 
bookkeeping and records systems in use in small office 
while making a sales call which may concern busine 
machines and, office furniture, and following up with 
“call-back” to demonstrate more efficient equipmen 
is an effective way of “creating your own blank bog 
market”. So declares Ben Fortner, head of The Offie 
Supply Company, office appliance retailers in Gulfpo 
Miss. 

Mr. Fortner, who operates two complete office fur 
ture, office supply stores in Gulfport and Biloxi, alon 
the famous Mississippi gulf resort coast, has sharpl 
increased the sale of blank books, columnar pad 
ledger books, forms and other systems equipment i 
the years since 1946. This has been largely throug} 
doing a bit of “detective work” on regular calls. 


While most business offices in the area are small, ang 


few are in need of machine bookkeeping, or other ad 
vanced systems, there is always “room for inprove 
ment” in the management of most such firms, MF 
Fortner has found. Therefore, while out on calls, pro 
moting the sale of business machines, or office furni- 
ture, the Mississippi office appliance retailer has found 
it wise to allocate a few extra minutes toward looking 
into systems in use in the office 

This, he points out, may mean merely a discussion of 
the subject with a secretary or bookkeeper, as well ag 
the head of the business himself. In fact, most of the 
“leads” which are thus developed, have come merely 
from personal observations, around the office, and 
starting up a friendly conversation with whatever em- 
ployee happens to be convenient. 

Such matters as keeping up double-entry ledgers, 
posting and transfer work, are always being carried 
out in offices visited, and to Mr. Fortner’s trained eye, 
any burdensome, old-fashioned methods, are readily 
noticeable. 

As soon as he has determined that there is a definite 
market, and an easily-recognizable improvement pos- 
sible in an office-holder’s methods through the use of 
more modern equipment, Mr. Fortner jots down a note 
of the facts in a pocket notebook. Then, whenever 
spare time permits, the proper books or forms, are 
selected from the store’s excellent stock, and Mr. Fort 
ner brings them around for a personal sales call on the 
head of the firm. 

In presenting his suggestions, the southern retailer 
always points out “I noticed that you might possibly 
improve your operations, or cut costs, on my last sales 
call.” Such an “attention step” invariably gets results, 
Mr. Fortner has found, particularly where the refer- 
ence is to cutting payroll costs, or management’s cost 
in these days of inflated operating expense 

Prearmed with information on how the busines 
firm is keeping its records to date, it requires Mr 
Fortner only a few minutes to demonstrate how 4 
different type of ledger or blank book can be put @ 
work to cover the same operations more efficiently. 

The percentage of sales from such calls is extreme 
high, and abetted by the enthusiasm of bookkeeper 
or other employees, Mr. Fortner has thus been abl 
to both make sales and win a lot of good will for hi 
firm.—RAL 
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—— IT’S EASY TO SELL 
eo] amelie 1) “= mas asses 


It’s just what the doctor ordered: 
a davenport on which to relax for a few minutes 
after lunch, 

Ask your customer to stretch out on this lux- 
urious extra long Gunlocke davenport. Watch 
that look of complete satisfaction as he rests his 
head on the pillow-arms that are foam rubber 


filled. That’s real relaxation! 


And it’s comfortable to sit on, too. Here is a 


really fine piece of furniture designed for all- 


around ease. 

Yessir, it’s easy to sell the comfort of this 
modern Gunlocke davenport because you’ re sell- 
ing what everyone wants, what every- 
one needs in these days of tension and 


pressure: relaxation! 


H.GUNLOCKE CHAIR COMPANY 


WAYLAND, NEW YORK 











It’s the newest in modern design—a real promotional sensation 
in the economy price class! Styled to catch and please the 
eye, with island mounting, rounded corners, spacious drawers, 
and modern, grey, mar-resistant, baked enamel finish. And 
it’s a big desk . . . 24” x 50” top, 2914” high, adjustable to 3014”. 
Made of heavy gauge furniture steel, for extra rigidity, longer 
life. Spacious center drawer equipped with lock, side utility 
tablets. Side drawers convert into double row index file for 
3 x 5 or 4 x 6 cards ($5.00 per drawer for dividers and follow 
blocks). Double drawer converts into letter file ($3.00 for 
insert and follow block). Write for discount list today! 
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with LINOLEUM TOP and 
ALUMINUM EDGING 


The Leader in 


Styling & Economy 


STYLED TO DIGNIFY 


ss 


BUILT TO LAST 


* 


PRICED TO SELL 
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Steel Equipment Co. j 
2514 W. Dauphin Street, Philadelphia 32, Pa. © Stevenson 2-1312, 2-6099 
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SEEN AND HEARD IN 
SOUTHERN CALIFORNIA 


By J. Edward Tufft 
2012 Huntington Dr., South Pasadena, Calif. 


David A. Hendler of the Wilshire Office Equipment 
Company, 143 S. Western Ave., Los Angeles, is the new 
president of the Office Furniture Association of South- 
ern California. He was installed at the regular monthly 
meeting held at Ciro’s, 8433 Sunset Blvd., Los Angeles, 
on January lt Other officers are: vice-president, 
George W. Bonelli of the Bonelli Typewriter Company, 
Huntington Park and secretary-treasurer, John 
Kearney of Kearney’s Typewriters, 3468 W. Sixth St., 
Los Angeles 

The January meeting of the board of directors was 
held on January 19 at Lindy’s Steak and Chop House, 
3656 Wilshire Blvd. Projects planned for the year 
include the launching of a labor exchange board, 
a credit exchange board, and the publishing of the 
Bulletin four times monthly instead of once monthly. 

A general healthy condition of business was re- 
ported by all members attending both of these meetings. 
The rapid growth of the Los Angeles area in population 
r of industries was noted as a con- 
dition that should make business good for years to 
come if the proper methods are pursued and the proper 
energy put into it 


* * . 


A remodeling job is in progress:at this writing on 
the first floor of the Grimes-Stassforth Stationery 
Company’s store at 737 S. Spring St., Los Angeles. Sup- 
porting pillars are being surfaced with mirrors, a 
general redecorating job is being done and certain 
departments moved to different locations for purposes 
of better display and greater efficiency. The work 
should be completed by March 1, according to R. A. 
Thomas, manager. Mr. Thomas reports business at 
the store as satisfactory. 

> > + 


Charles Coulter is a new outside inspection man for 
the Glendale Typewriter Exchange, 159 S. Central Ave., 
Glendale, according to David T. Ligon, proprietor. Mr. 
Coulter is a local man 

The company has taken on distribution for the entire 
San Fernando Valley for the Olivetti Printing Calcu- 
lator, and good volume in sales is expected, according 
to Mr. Ligon. Business in general is very satisfactory 
throughout the area, Mr. Ligon adds 


* * * 


repair man with considerable experi- 
ence, is the proprietor of a new shop known as The 
Typewriter Clinic recently established at 2214-A Mag- 
nolia Blvd., Burbank. Mr. Daigre’s sister, Mrs. B. M. 
Lindsey, is assisting in the enterprise. While some 
typewriters aré ld, the bulk of the business so far is 
typewriter repair work, and a reasonable increase 
has been shown each month. Mr. Daigre holds down 
expenses for the new set-up by having his home in 
the same building where he has his shop. 


hd * . 


A. A. Daigre, a 


Charles Rickard, formerly in the engineering de- 
partment of Prudential Life Insurance Company, 
has joined the staff of the Southern California Adding 
Machine Com, as office manager. Mr. Rickard is 
a son-in-law of Gordon E, Miller, head of the company. 

Mr. Miller’s son, Lieutenant Duane C. Miller, a navy 
pilot, is now in charge of a navy pilot training schedule 
at Kingsville, near Corpus Christi, Tex. He has about 
15 instructors under him, and reports that he likes 
his work immensely 


> . ° 


store was opened recently at 9631 
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aluminum 
chairs 


PRODUCT 
and POLICY 


We have often stated that just to provide a good product 
does not end a manufacturer's responsibility. We feel that 
Fine-Rest has a policy, as well as a product, to sell. 

We never sell or quote direct, and refer all leads from 
consumer advertising to our dealers. Furthermore, we make 
a practice of protecting dealers who maintain qualified 
establishments, and who have common problems, to reduce 
indiscriminate competition. 

Why not investigate the possibility of a Fine-Rest franchise 
in your area? 


ALUMINUM SEATING 


17 $8. CHERRY STREET . 
AETNA SAFE CO., 


Dishibuler 46-50 W. 26th St, HN. Y. 

METROPOLITAN WN. Y. & EXPORT DISTRIBUTOR 

SAFE & EQUIPMENT WHOLESALERS, 260 S&S. FIFTH ST. PHILADELPHIA 6, PA. 
EASTERN PA. DISTRIBUTOR 
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The new “1900 Line 


ou the ultimate 


aleaamithi 
alal@iale| elgele) ial 
1900 Line” will be 


@alelias 





Here is a worthy companion to the well known line 
of Anderson-Hickey filing cabinets. The same 
meticulous engineering, highest quality materials 
and fine craftsmanship which have made the name 
Anderson-Hickey stand out in the filing cabinet 
field, have gone into the making of the “1900 


Line”. 





Newly designed, graceful yet practical hard- 


ware --- Thumb latch for added convenience --- 
Reinforced framework, positive side locking com- 
pressor --- Steel Channels, horizontal and vertical, 
spot welded into rigid frame which carries the 
drawers --- Free-floating cradle suspended draw- 


ers --- Heavy torque plates hold frame true. 


Write for price list. 






SOLE DISTRIBUTOR 
5631 W. Madison St., Chicage 44, Ill. 
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Magnolia Avenue, Arlington, Calif. The firm is known 
as Sierra Supply Company. 
” > . 

The Los Angeles Chapter of the National Association 
of Cost Accountants has slated a meeting for February 
17 at the Elks’ Club in Los Angeles. Dudley Browne, 
controller for the Lockheed Aircraft Corporation, wil] 
conduct a panel of four people where the topic dis- 
cussed will be, “How Taxes May Influence Industria] 
Accounting Principles.” This will be a dinner meeting 
with Maurice Dahlen, president, presiding. 

” ” om 

The Los Angeles Chapter of the National Association 
of Office Managers held its monthly dinner meeting 
February 1 at the Rodger Young Auditorium. The chief 
speaker was Robert D. Gray, Ph. D., director of the 
Industrial Relations Section and professor of economic 
and industrial relations at the California Institute of 
Technology, Pasadena, Dr. Gray’s subject was, “Survey 
of Employees’ Opinions and What to do About Them.” 
As further qualifications for speaking on this theme, 
Dr. Gray has served as president of the California 
State Personnel Board, and at present is first vice- 
president of the Pasadena Chamber of Commerce. 

” ” 7 

The Vroman Office Furniture and Fixtures Company, 
Inc., has begun work on its new building at 695 E. 
Colorado St., Pasadena, and it is hoped that it will be 
ready for occupancy in about six months, according to 
Richard (“Dick”) Strait, manager. The company is 
now occupying a building at 137 Lake St. 

+ *. 7 


When the 14th District Regional Meeting of the Na- 
tional Stationers and Office Equipment Association is 
held May 4-5 in the Mission Inn in Riverside, Calif,., 
it will be held in one of the most famous hotels in 
the world, an enterprise of the late Frank Miller, 
around which the city of Riverside practically has been 
created and from which it takes its atmosphere. 

Russell W. Davis, governor of the 14th District, is 
satisfied that the attendance will be greatly increased 
by the fact that this world famous hostelry is to be 
the headquarters and host location of the meeting. 

The program has been outlined as follows: 

Sunday, May 3. . .Golf Tournament 
Monday, May 4... Tour of Mission Inn 

Luncheon Address, President Adrian H. Pembroke 

Ladies’ Lunch and Fashion Show 

Afternoon Business Session 

Friendship Hour 

Dinner With Entertainment 
Tuesday, May 5... Breakfast (8:30) 

Business Session 

Luncheon With the Ladies 

Afternoon Feature 

Friendship Hour 

Banquet and Dinner Dance 

The registration fee of $5.00 covers all convention 
activity costs with the exception of meals and hotel 
accommodations, Mr. Davis points out. 

> > > 

With the 1952 total sales estimated at a new high 
of about $15,000,000 the Clary Multiplier Corporation 
anticipates a record year in 1953 as the result of 
expanded production and expanded marketing pro- 
grams, according to George G. Alton, Los Angeles 
branch manager, who addressed the Society of Security 
Analysts at the Biltmore Hotel, Los Angeles, on 
Wednesday, January 14. Mr. Alton reported that the 
company accounted for 20% of the nation’s full- 
keyboard electric adding machine sales in 1952. The 
expectation is, Mr. Alton stated, that a sizable increase 
in the company’s share of the $100,000,000 a year re- 
placement market may be expected due to the intro- 
duction of a number of new adding machine and cash 
register models. The company, founded by Hugh L 
Clary, is now 13 years old. An unbroken record of 
dividend payments since 1942 is another record W 
which Mr. Alton pointed with some pride. 
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THE JASPER DESK CO., JASPER, IND. 


1953 


For Salesmen 
With a Selling Problem 


Selling office furniture during com- 
petitive periods is easier when your 
line is as complete as the Jasper 
Desk Co., Modern Series. 


Available in Softone Oak or genuine 
Walnut. 





For information and literature write to 
Dept. A-353, Jasper Desk Co., Jasper, 
Indiana. 








; Eetecetderen 


Duh Hardume 
Nebimal Lock 


will help your products sell better 


If you manufacture office appliances, 
NATIONAL LOCK has a message of interest 
to you. From this one dependable supplier 


you can get virtually everything you need in 


Dekh Lochs For more than 40 years 


NATIONAL LOCK COMPANY has made a broad line 

of locks for most every purpose. Included are plate, 
| lever and pin tumbler types engineered especially for use 
on wood or metal office furniture. Ease of installation and 


positive locking security are two of their proven assets. 


Distinctive Hardware... 
ALL FROM ] SOURCE 


PULLS, LOCKS, LABEL HOLDERS, 
CASTERS, LOCKER HOOKS, 
HINGES, LIFT HANDLES... 

EVERYTHING FOR OFFICE APPLIANCES 
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fine quality office appliance hardware. Call 
on us to work closely with you in solving 
your hardware problems... with an eye to 


more profitable sales of your merchandise. 


If you are an original equipment manu- 
facturer or jobber, write us. If you are a 


dealer, see your jobber. 


Dest Pil Here are only 


a few of a wide selection of attractive 
NATIONAL LOCK desk pulls. Pulls 
are stamped, die cast or molded plastic. 
Smartly designed, they will lend them- 
selves graciously to your products. 
Choice of several handsome finishes. 











NATIONAL LOCK 
COMPANY 


ROCKFORD . ILLINOIS 
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KEN DICKENSHEET, CORRESPONDENT 
1020 Y STREET, VANCOUVER, WASH. 

































































Biggest news item of the month is the report of 
: the first meeting of the steering committee for the 
forthcoming District No. 11 regional convention. They 
met in Seattle on January 12 and appointed the fol- 


































lowing committees and chairmen: 
: Registration, John Tuttle; publicity, John Arnold; 
program, Claude Pettibone; housing, George Ruggles; 
menu, Ferd Minice; prizes, “Kirk” Newkirk; entertain- 
j ment, Clint Martin; banquet, Bob Gibbs; golf, Bill 
| Jessmer; fishing derby, Art Wogberg; transportation, 
Ray Horn; Friday sales clinic, Chet Williams. Ideal for Electric: 
The committee chairmen are busy setting up their Typewriters 
plans and a second meeting is scheduled for February Calculators 
12. In the language of the show business, Governor Add. Machines 
Lew Hilton “is getting the show on the road” and we And Other 
can assure you that it will be one that you won't Heavy 
want to miss Office Machines 
' Mark your calendar now to be in Seattle the evening 
of May 20 so you won’t miss any part of it. 
> > - 
Bud (Esterbrook) Dockstader has been given some 
new territory. In addition to Washington and Oregon 
he will now carry the Esterbrook “message” to western 
Montana, relieving Frank Lipp of that part of his 
territory. Since Frank has plenty of square miles to No. 1795 LC 
‘over he'll still be plenty busy. Frank will be missed Lamidall Top—All Steel 
. in that part of the state but I'll bet he'll be slipping Understructure 
ver the line once in a while to say hello to some of 
his old friend Note to Gene, Fred and Jack Naegle: 
Be sure to give Bud the old time Montana indoctrina- ROYAL :; : ONLY OFFICE 
tion that you gave me—maybe Bud will last longer 
| than 1 aid MACHINE STAND 
. Bud also says that Esterbrook now has a new district That Matches The 
manager in their western division, headquartering in 
Los Angeles, Bill Lashbrook. Bill hails from Detroit. BEAUTY STRENGTH EFFICIENCY 
No doubt the Golden State Travelers have him in tow Of The New, Modern Office Machines! 
wate A Features That Sell 
In their current series of monthly meetings, the pyre san prs or he ye 
Seattle stationers have been inviting a member of the other stand. You'll find only 
Oregon Trail Travelers to each meeting to give a talk Royal” has the smooth, 
on his product. Oregon Trail Traveler President West streamlined beauty that 
(MMM) Davis recently gave a fine presentation and matches the attractive looks 
in the Januar meeting, Gerry (American Pencil) of the new office machines. 
Whitcomb did an outstanding job on the subject of Stronger, Safer Support 
wood-cased pencils. Incidentally, get Jerry to give All “Royals” are quality 
you his definition of the “ideal wife.” It’s wonderful! built with patented leg 
eo ¢ 8 brackets & extra cross & 
Jack Miller, owner of Miller’s Stationery in Puyallup, center braces for stronger, 
Wash., celebrated his 18th anniversary of the founding a rp 4 steel cups 
t “tongs ‘ adjustable channels are 
} of his store on February 1. Shortly before this event, optional. 
he was host to the Tacoma stationers in their monthly Most Attractive Tops 
+ meeting, held in Puyallup. Jack made everyone very Choi f beautiful ined 
happy by arranging a wonderful steak dinner for only pee ee Poe 
Ppy 9: on ) Lamidall or all steel tops; 
$2.50 per person. I’m not sure but what Puyallup has in gray, green, brown; blend- 
; afew new citizens by now if this reflects the general in with any setting. 
® cost of living 
> 258 “There is Nothing Finer” 
Another fine anniversary celebration was held by Write For New Catalog 
those two genial boosters of Tacoma, George Abelsett Of The Most Complete Line 
and Al Osborne. On January 16 they observed the 14th of Stonds Available. 
anniversary of the founding of their Tacoma Office 


Supply Company. On hand for the celebration were 

Mr. and Mrs. Herb (GF) Peterson, Gib (Weis Mfg.) 

Weis and your reporter. George had a dinner party at 

his home to mark the event and it also served as a the E 

“going away” party for their salesman, Peter Van eo 8 v E 8 i! Ik © D 1U) © Ls 
ny Fee ud Mo oe 


Mondfrans, who was leaving the next day for a trip 
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here’s another 


WEWVUL- COT 


TRADE MARK 





ee 


space-saver <% 


No. 10 HALF-ROUND _ 





Now you can offer your customers a 
new space-saving Vul-Cot waste basket. 
A basket that nestles against the wall, 
has large capacity, is particularly suited 
for use under counters in retail stores. 
You offer them not just a waste basket 
but years of economical waste handling, 
for all Vul-Cots carry a five year 
guarantee. Like all Vul-Cots the No. 10 
Half-Round is made of hard vulcanized 
fibre for durability. Double rolled tops 
do not break, colors do not chip off. 
They are lightweight, noiseless, easily 
cleaned. Exclusive bonded seam 
construction for added strength and 
lasting good looks. Vul-Cots do not crack, 
splinter, dent, rust or corrode. Standard 
colors: maroon- 
brown and olive- 
green. Add this 
new space-saver 
to your line... 
Vul-Cot ...a 
superior product 
that gives your 
customers the 
utmost in satis- 
faction. Write 
today for 
information on 
complete line— 
Dept. OA-3. 





















No. 10 Half-Round Vul- Cot 
Flot Side: 17-1/4”, 
Width:9-1 /6”, Depth:30” 






Wilmington Delaware 





to Youngstown, Ohio, to take a week’s schooling at the 
General Fireproof plant. In addition to being a top 
flight salesman, “Pete” is an excellent musician and I 
suggest to Clint Martin that he contact Pete about 
having him on the entertainment list at the next 
convention. We might even get Bud (Eagle Pencil) 
Konnersman to bring those celebrated drums of his to 
Seattle. 
. * * 

Ken (Globe-Wernicke) Sutherland is back on the 
road which will be good news to his many friends 
around the territory. Ken’s very attractive wife is 
now traveling with him to give him a helping hand 
which seems to me to be a very nice way to make 
your rounds. Take it easy, Ken, we want you to be 
around for a long, long time. 


“Along the Oregon Trail”—Bill (Chas. R. Barry) 
Gagnon back in the Northwest after a San Francisco 
conference with Lee Adams; Carl (Linton Pencil) 
Paulding checking stock at Peters Office Supply in 
Portland and doing a “man on the flying trapeze” act 
when the shelving collapsed; Bud Konnersman back 
in the Northwest and looking for your reporter with 
blood in his eye over the “Konnersman’s Plunge” story; 
Norm (Eaton Paper) Lincoln all enthused about the 
big promotion he put on in Seattle; Gib Weis, wearing 
one of those plastic hat covers so everyone would know 
he was from California; Chet (Y and E) Williams 
working Montana in his car and hoping the nice 
weather will hold; Clint (Bob Smith) Martin working 
Denver, which is a long way from home; Francis 
Fowlks showing up at the Oregon Trail Travelers 
luncheon in Seattle, much to everyone’s surprise; and 
—I’m sorry to say that we will probably have to replace 
our Gourmet Department Editor—Bob (Oxford-In- 
vincible) Davis—he’s on a diet! 


* * + 


Bill Cross, owner of Black & King in Tacoma, will 
move into his new location on March 1. This is the 
corner store formerly occupied by the Everett Book & 
Stationery. Bill bought the building and has been 
doing quite a lot of remodeling. His new address is 
2944 Colby Ave. Lots of success in the new location, 
Bill. 

The Everett Book & Stationery is now located at 
2801 Westmore in Everett, Wash. This is a large corner 
location and we understand the owners plan to have 
a “self service” type of operation. Drop in and see 
these two new stores when you are in the area. 


“OUT WHERE THE HANDCLASP IS A LITTLE 
STRONGER” 





Gus Bartlett Buys Partner's Interest 


The Cox & Bartlett Desk Company of 206 W. Cali- 
fornia St., Oklahoma City, Okla., now has a sole 
proprietor, Gus Bartlett. 

Mr. Bartlett recently purchased the interest of his 
partner, W. B. Cox. The former name of the company 
is being retained, however. 

Long identified with the industry, Mr. Bartlett is a 
faithful attendant at NSOEA national and regional 
conventions. He operates a business which serves the 
Oklahoma City area with office supplies, desks, chairs, 
safes and filing cabinets. 





Just & Son to Take New Location 


Ever since establishment of the business by Leonard 
Just in 1920, Just & Son has been located in the build- 
ing at 58 W. Washington St., Chicago. On April 1 the 
firm will be in new quarters with more than double 
the space at 323 W. Randolph St., Chicago. Eldon Just, 
head of the organization, reports that the address 
change does not affect the telephone number which 
continues as State 2-1362. 
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IT'S 




















A virtually unlimited choice 
of seating arrangements is 
possible by combining two 
or more pieces from the 
Trend. 











GET YOUR COPY NOW! 










fe cWAIRS Just off the press...'"New CHAIRS 


for All Busines® 


for All Business”... 12-page Cata- 





log Supplement No. 50-A, featur- 
ing the sensational BOLING Trend 
"2700" Series Chairs. Send for 


your copy — now! 
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| : nd Buy Appeal 


In executive and general offices, in steno- 
graphic departments and reception rooms 
. .. wherever the sensational BOLING Trend 
Chairs are seen and used, they’re admired 
and desired! 


Styled for eye-catching beauty in rich Wal- 
nut, Mahogany, Light Oak or Softone finish 
— designed in height and posture for ut- 
most comfort and efficiency — constructed 
of finest quality materials for long life — 
BOLING Trend Chairs are a natural from a 
standpoint of sales and profits! 


To see them is to want them, to want them 
is to buy them, and to display them is to sell 
them. That’s where you fit into the dollars 
and cents picture. Write for Catalog Sup- 
plement No. 50-A today! 


HIGH POINT BENDING & CHAIR CO. 


SILER CITY, NORTH CAROLINA 
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| rf NEW, SOLID 
FOUR-LEG CONSTRUCTION 


The new, four-leg construction of this 
| series meets every quality standard for 
which Myrtle has been famous for over 
half a century. 


Note the heavy brace that runs the 
full length of the desk. It has been 
securely screwed to all four bottom 
rails so as to completely eliminate any 
sway or sag. In short, this brace gives 
the same strength and support as four 
additional legs and results in a far more 
comfortable and attractive desk. The 
increased foot and leg room virtually 
eliminates bruised ankles and stocking 
runs, and the two legs which normally 








show. unsightly scuff and scratch marks 
are gone. 







BETTER DESKS 
ARE MADE OF WOOD 
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EXPEDITER 


in Four-Leg Construction 
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3700 Series in Combination Walnut 
Finished in Regular Walnut 


3500 Series in Rift Oak 
Finished in 
Light Oak, Softone, Dawn Gray and Nubian 


Now—for those who prefer leg model 
furniture—Myrtle has developed a scientific 
construction technique that completely elimi- 
nates two of the usual six legs, and yet retains 
maximum strength and rigidity. 

New, streamlined top, new, all cast metal 
hardware in satin brass finish, Nylon roller 
double drawer guide and lacquered drawer 
interiors are features found usually only on 
expensive equipment. The quality of the 
design, construction and finish is high—the 
price is surprisingly low. Formica tops are 
optional at extra cost. 


As always, you can depend on the enduring qualities 
of any construction that carries the Myrtle name, 


illustrated literature available on request. 


ht ae 
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Pacific Northwest Notes 


C. M. LITTELJOHN, CORRESPONDENT 
918 12TH AVE. N., SEATTLE 2, WASH. 


Charles A. Ruud and Carl F. Rechet have taken their 
Record Stationery & Office Supply to a fine new loca- 
tion in Renton, Wash., staging their grand opening 
ceremonies recently in these office supply headquarters 
south of Seattle, Wash., at 801 Walla Walla St. 

At the smart new set-up Earl Tousley is manager, 
assisted by the following staff handling diversified sta- 
tionery items: Mrs. Mollie Lakie, Roy Cles and Bill 
Mertz. 

o - > 

Announcing a complete typewriter sales and service 
company for Raymond, Wash., the Bailey Printing & 
Office Supply Company has been established also as 
Raymond headquarters for R. C. Allen and Victor Add- 
ing Machines, at 315 Duryea St. 


* * * 


Causing damage estimated at some $25,000, a fire 
swept the basement of Judds, Inc., an office and school 
supply firm of Longview, Wash. Firemen from nearby 
Kelso, Wash., were called upon to help the Longview 
smoke-eaters save the stationery store from greater 
_ . * - 

Considerable expansion has recently been perfected 
by Richard G. Montgomery, formerly one of the top 
executives of J. K. Gill Company, Portland, for his 
advertising agency in Portland, Ore. Montgomery & 
Associates have moved to their fine new addition to 
their building at 1126 S. W. 13th Ave., Portland. 


2 + . 


While honors have come thick and fast for Tom 
Pelly, head of Lowman & Hanford, recently elevated 
to U. S. Congressman, Francis (Dudes) Pelly, his 
younger brother and former Seattle resident, has been 
busy garnering garlands in the British Empire. Word 
has been received by the Pelly family in Seattle that 
brother Francis has just been named a member of the 
Order of the British Empire. Writing OBE after his 
name is a coveted honor of every Britisher. 

Brother Francis is a member of the British consular 
service stationed in Suez, and had been British vice 
consul in Seattle for some years previously. There has 
been a split of national fealties in the Pelly family, 
regarded as most interesting. These two sons of 
Bernard J. Pelly, former British Consul in Seattle, 
chose different paths on coming of age. Thomas went 
on to remain an American citizen by birth and became 
head of Lowman & Hanford Company after a notable 
career. Francis, when he came of age, elected to be- 
come a British subject, and serve the Queen, who has 
honored him with a coveted British distinction. 

>. * 7 


In line with its extensive expansion move, the Seattle 
Art & Photo Supply Company has increased capital- 
ization to $100,000, and has moved to its fine new home 
on the northern edge of the famous Denny Regrade 


rea 





Incorporate Buckeye Firm in Columbus, Ohio 


The Buckeye Office, School & Sundries, Inc., firm 
has been incorporated in Columbus, Ohio, with 500 
shares of par value $100 common stock. Incorporators 
ire Robert J. Brown, Harry M. Myers and L. D. Van- 
sickle. Wholesale and retail business will be done in 
scl upplies. 


nool and office 





Open New Texas Firm 


Robert P. Scott, Ted Werkentin and Russell C. Mar- 
recently incorporated under the name South- 
western Stationery & Bank Supply of Amarillo. The 
Texas firm has been granted a charter for 50 years 
Capital stock is listed at $25,000—WLF. 
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The Gregson 160 group, 
in Ook ond Pecan 
woods, finished in Light 
Oct, Softone Ock, 
Walnut end Mohogeony. 


You'll be famous for having the best chair values 
in town by selling your customers the Gregson 
160 group. Rigid, top quality construction for 
lifetime wear . these chairs can be sold at 
popular prices. 

Seat is deeply saddled; edges well rounded and 
smooth; best materials used in finishing. Swivel 
chairs have full 2 in. double ball-bearing casters. 

Yes .. . the Gregson 160 group are good 
chairs for very littke money. Both you and your 
customers will be pleased at the quality and price. 


Dealer Inquiries Invited 








GREGSON MANUFACTURING COMPANY 
Manufacturers of Office and School Cheirs 
LIBERTY, NORTH CAROLINA 
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(N FILE FOLDERS 


THESE 


TRADE MAKKS 


i 
+ 
y . 


identify Quality ! 








DURATEX 
FILE FOLDERS 


; Single and Double Top Styles 


MEDIUM WEIGHT 
MEDIUM HEAVY WEIGHT 
HEAVY WEIGHT 


Single Top 
EXTRA HEAVY WEIGHT 
® 


KRAFOLTEX 


FILE FOLDERS 
Single and Double Top Styles 


AVAILABLE IN 
ELEVEN POINT 
HEAVY WEIGHT 


LEATHERETTE 
FILE FOLDERS 
IN COLORS 


BLUE - GREEN 
GREY - CANARY - 
ORANGE - BROWN - 
FLAME RED - IlVORY 


* 
REDROPO 
FILE FOLDERS 
Highest quality, strong and 


durable. Available in heavy 
weiaght—single and double 
top styles. 


Eighteen point, REDROPO 
furnished with 


Barkley PLASTIC Tab 
and blank inserts so that spe- 
5 cial headings can be made. 


Write for Samples and Prices 
Established 1921 


. L. HARBLEY & CU. 





VMunufacturers of Filine Supplies 


1220 W. Van Buren St Chicago 7, II! 
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News Notes From the Maritime Provinces 


WILLIAM McNULTY, CORRESPONDENT 
116 PRINCE EDWARD ST., ST. JOHN, N. B., CANADA 


Miss Carin Oldby has now opened offices in New 
York, N. Y., as a representative of the National Type- 
writer Corporation. Prior to this she demonstrated cal- 
culators for the firm in Montreal, Que. In recent years 
she has spent considerable time in Poland and Czecho- 
slovakia demonstrating calculators for men and 
women in offices maintained by the communist goy- 
ernment there. She has traveled over most of the 
world in behalf of Scandinavian producers of office 
appliances. One of her comparatively recent experi- 
ences was in covering much of the Amazon River and 
introducing calculators at Manaos. During her South 
American trip she took time out to hunt big game and 
brought back a jaguar hide as a souvenir. 

- * . 

The scope of H. M. Simpson, Ltd., Charlottetown, 
P.E.I., now includes everything needed for offices. The 
territorial area also has been expanded to include 
not only all of Prince Edward Island but the Magda- 
len Islands, Cape Breton and Newfoundland as well, 
In addition to new machines, the firm is handling re- 
built typewriters, adding machines, cash registers, 
check writers, duplicators, addressors and so forth. 

7 - ” 

Crown Equipment Company, Montreal, Que., is now 
covering the eastern provinces of New Brunswick, Nova 
Scotia, Prince Edward Island and Newfoundland with 
all standard model typewriters and portables as well 
as adding machines. 

* + . 

W. C. Stirling, St. John, N. B., recently discontinued 
use of his store on Main St., where he sold and repaired 
office appliances for several years. He is now using 
a show window that adjoins his old store. For exhibit- 
ing machines Mr. Stirling is sharing space with his 
brother, G. Stirling who specializes in the sale and 


repair of office safes. 
* . o 


Rental Service, Montreal, Que., is now offering port- 
able typewriters at $1.25 a week with delivery available 
throughout the city. 

Newfoundland, Canadian and U. S. companies are 
responsible for a reported increased sales volume in 
Newfoundland for office appliances. Expanded busi- 
ness in storage, processing and freezing fish has re- 
sulted in the large sale of typewriters, adding ma- 
chines, filing systems and office furniture. 

oo + ” 

National Cash Register Company has widened use of 
its new branch location in St. John, N. B., as the center 
of its new demonstrating operations. Stress is being 
given the firm’s new receipting and itemizing register 
which is being widely demonstrated not only in St 
John but also in the Moncton, N. B., branch and the 
Halifax, N. S. branch. 

- 7 + 

R. R. Colpitts & Son, Ltd., Moncton, N. B., recently 
sold two of its buildings: the one on Main St. that i 
occupied for nearly a half century and one on Robin- 
son St. which it occupied for about six years. The 
firm’s new building which was acquired in 1952 is now 
housing all of the company’s business which is the 
sale and repair of office appliances, office furniture 
and supplies, storage and printing. 

+ « * 

Howard Soulis, Halifax, N. S., president of Souli 
Typewriter Company, is starting to make plans for the 
1953 yachting season. He has long been active in al- 
ranging races not only at Halifax Harbor but to and 
from such distant places as Bermuda and New Eng: 
land. 

7” * * 

It’s a long way from Canada to Missouri but National 

Cash Register Company’s campaign theme for its dest 
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MODEL 700 
Presidential Armchair 





MODEL 65 
Executive Posture Chair 





MODEL 710 
Matching Side Armchair 


THE 


COmPLETE 
HARTER LINE a 


EQUIPS YOU FOR EVERY 
CHAIR SALES OPPORTUNITY 






MODEL 66 


Executive Posture Chair 





Space permits only a few representative photos of 
Harter chairs. Still they give an idea of the com- 
plete Harter line. Add to this the wide choice of 
finishes and upholsteries and you can see how 


3 Harter equips you to compete for all office chair 





MODEL C1500 orders. And these quality chairs are top values 
Executive Armchair you'll be proud to sell: That’s what makes the MODEL 63 
, > . - s Ty et ¥ 
Harter franchise a valuable business asset. Write Supervisor's Chair 


for literature on the complete Harter line. 
HARTER CORPORATION, 325 Prairie St., Sturgis, Mich. 


ORARTER 


STURGIS, MICHIGAN 


QUALITY CHAIRS 





MODEL C1510 


Matching Side Armchair MODEL S-100 


Utility Side Chair 





MODEL C1900 
Big Chair For Big Men 


MODEL E-328-22 
High Base Posture Chair 





MODEL C1910 
Matching Side Armchair 
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C-PACK (below) 


Handy pack of 100 white 
envelopes (No. 6% or No. 
10) for home or office. C- 
Pack business assortment 
of 3 sizes also available. 
They sell themselves. 
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oe ; 4 
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eo Bes 








4 FIVE PIECE WALLETS 


The famous Leatheroid 
expanding wallets with 
red rope or tan cloth lined 
gussets .. . 10 sizes in 
13%” expansion—9 sizes in 
314" and 4 sizes in 54”. 





BLUE LINE AIR MAIL 4 


Lightweight sulphite bond 
is tinted inside, has red 
and blue air mail imprint. 
Available in 2 sizes . . . 
No. 6% and 10, banded 


in 25's for convenience. 























< FLAT FILING JACKETS 
and ENVELOPES => 


Both are ideal for filing 
or carrying non-bulky 
papers... both are avail- 
able in 4 sizes in No. 1 
Tag Stock or 90 Ib. Par- 
Kraft. Sizes 912 x 11% or 
14% and 10 x 14% or 15. 


GET READY FOR SPRING! 


Get ready by checking up NOW on your 
stocks of Quality Park Quality Envelopes 
and ordering in quantities to take care of 
anticipated Spring demand. Quality Park’s 
modern plant assures you of prompt service 
on any of the over 400 styles, sizes, stocks 
and weights of quality envelopes for every 
purpose. A few of the popular items are 


shown above 
Park catalog for others. 


refer to your Quality 





SOLD THROUGH DEALERS ONLY! 


Chicago Office and Warehouse, 564 W. Monroe St., Chicago 6, Illinois 





Out of Quality Park 
come the finest envelopes 
you can sell... 

Quality products PLUS 
Quality packaging PLUS 
Quality service . .. the 
perfect formula to bring 
satisfaction to your 
customers and repeat 
business to you! 








Qasr 
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model bookkeeping machine is no less than, “Are You 
From Missouri?” 
. 7 . 

Eskimos and Indians of Labrador are reportedly 
interested in the operations and mechanism of type- 
writers, adding machines, duplicators and other office 
appliances used in connection with work for contrac- 
tors working in the far north. The natives are giving 
special attention to office machines brought north for 
the office work on contracts for the U. S. and Canadian 
governments and private firms working on the con- 
struction of wharves, airports, housing and so forth. 





Penn-Mar-Va Travelers News Notes 
JOE WARDMAN, CORRESPONDENT 
5713—25TH AVE., S.E., WASHINGTON 20, D. C. 

The nervous period of the interregnum was over 
in Washington. On January 20, Dwight D. Eisenhower, 
accompanied by designated cabinet officers and other 
top policymakers, moved into Washington and took 
the oath of office of President of the United States. 

The inaugural parade was the highlight of the day’s 
activities. The Walcott-Taylor Co., Inc., with offices 
at Seventeenth and Pennsylvania Ave., N. W., closed 
its doors for regular business and opened them to a 
number of our industry’s parade watchers. It sure 
was nice to be able to watch such an historic affair in 
solid comfort and enjoy such fine refreshments. 
Thanks to the officers, Ward Taylor, Bernard Roberts, 
John MacDonough and Glen Monnig, for being such 
wonderful hosts 

> - > 

All members of Penn-Mar-Va take heed. NSOEA has 
renewed the contest for the Travelers Club Trophy. 
Last year the Great Lakes Travelers Club walked off 
with the coveted trophy due to constant hard work 
by each member of the club. This year let each 
member of our club keep the contest continually in 
mind and maybe during the national convention in 
Chicago Paul Burbank will present the trophy to us for 
the period 1952-1953. A complete set of rules were 
published in the last Traveler. Read, digest, and work 
hard 

- * * 

John Stoff, formerly of Theo. Klupt Company, Balti- 
more, Md., is now once again associated with the 
National Stationery Company. Hal Sharrow is now 
free to spend all his time selling. The best to you, John 


+ * hd 


“Shorty” Dennis of Martinsville Office Supply, Mar- 


tinsville, Va., is back at the old grind after a short 
stay in the University Hospital, Charlottesville, Va. 
Sure nice to see him back. 
* . + 
Service Printing Company, of Martinsville, Va., re- 
cently completed an interior renovation. Mr. Moore 


pitched into the display problem and had a balcony 
built in the back of the store to exhibit furniture. The 


store was painted throughout in a pastel gray. Several 

new stacks of shelves were installed to display mer- 
chandise. Sure does look nice. 
* o » 

Enclosed with the last Traveler all members of 


Penn-Mar-Va received field division, NSOEA member- 
ship blanks. Here is an easy way to bank 50 points 
towards that Travelers Club Trophy under Rule 4 of 


the contest rules. Just a few bucks for a membership 

which will provide you with an excellent weekly sheet, 

a monthly periodical and a NSOEA membership list. 
* * . 


A Word from your Editor: January is the time when 
we all start out on a new itinerary usually fired up 
with a company sales conference and with great 
expectations of topping last year’s sales. It is also 


the time of year when economists set forth prognosti- 
cations telling us exactly what the gross national sales 
will be during the year ahead. By grouping these 


forecasters’ predictions it seems that we are headed 
for a highly successful business year. Even with these 


OFFICE APPLIANCES, March, 1953 








pope mmm 
Leather Goods Catalog 


Yes — that’s right... the DOPP-BILT 24-PAGE 

CATALOG IS AT YOUR SERVICE. Efficient, easy-to-see 

on your counter— convenient for sales presentation. 
Punch-packed, this powerful sales approach tells 

a real selling story. Gives the complete information 

about the DOPP-BILT National Advertising program. Explains 
the DOPP-BILT policies —all based on solid, satisfaction guar- 


anteed principles — helps build prestige for your store! 


a 
Pictured and described in this catalog you will find a <> 


, 
line of fine cases and other leather goods items to \ 
~) 
meet your every selling need. They're wanted by your 


customers — businessmen... professional men...and students! 


—s,, No effort has been spared to assure you the greatest 

S aay presentation convenience — at prices that give 

"a greatest value to your customers — full profits 

to you. Send for your copy of the DOPP-BILT 
four-color catalog TODAY. 





Charles Doppelt & Co., Inc. 


2024 S$. WABASH AVE.-+ CHICAGO 16, ILL. 


New York — 389 Fifth Ave. + Telephone MUrrayhill 3-5777 
Los Angeles — 712 Olive St. * Merchandise Mart Building 


Showrooms: 
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CURMANCO 


Steel Office Specialties 
Letter Racks 


CLEARS YOUR DESK FOR AC- 
TION. Sorts, Classifies and Dis- 
tributes the papers of your daily 





work. Sloping Trays Catch and 
Hold the papers. NO CORNER 
POSTS TO DODGE. Green, Gray 
or Brown 
No. 102. Letter Size, 2 tray and base $5.50 
No. 103. Letter Size, 3 tray and base $6.50 
No. 104. Letter Size, 4 tray and base $7.50 


Sorting Tray 


For ready reference 


Opens like a 





book. Instant contact with 1-31, 
A-Z, Monthly, or Tab Indexes 
Corrugated bottom 


No. 115. Letter Size, Without Index, Olive Green _ $5.00 
No. 116. Legal Size, Without Index, Olive Green _ $6.00 


Correspondence Separator 









A HANDY MEANS OF CLASSIFY- 
ING Correspondence. Price Lists 
or Catalogs for Immediate Refer- 
c N Adjustable. Special 
Sizes Made to Order. Many firms 
hay t rting routine by 
purchasing pecial Separators 
with 4” t 2” partitions and from 
four to thirty pockets. Olive Green 
Art Steel 
No. 105. Letter Size, 5 Pocket, 15°" Wide $6.00 
Stationery Separator 
Insert for desk drawer. Holds 
letter hea is, carbon, and copy 
paper. Saves tims pace and 
No. 310. Letter Size, Olive Green $4.75 
: ‘ 
Cashier’s Pad Rac 
Every business has various pads 
partial payn very 
se ick h 
e I x O Fé 
Msi All « 
i piece. Hollow space inside 
No. 566. Six Pocket, packed 6 to carton $4.00 
No. 568. Eight Pocket $5.00 
No. 570. Ten Pocket $7.50 


Center Drawer Desk Trays 


ADJUSTABLE 
Pins, Clips, Pencils, etc., quickly available with 
clutter and confusion. Art Steel Olive Green Finish 


PACKED 12 TO CARTON 
No. 425. 4x17/gx18 to 31”, Adjustable; 12 to carton $2.75 


ORDER TODAY—Distributed By Associated Stationers Supply 
Company Chicago 6, Illinois 


CURRIER MFG. CO. 


2448 W. LARPENTEUR AVE. ST. PAUL 8, MINN. 
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encouraging signs, let us not overlook plain hard 
“selling.” Remember, if the retailer does not sell, the 
factory does not sell and plant production is curtailed, 
When this happens workers are dismissed and orders 
to the plant suppliers are cancelled. So starts the 
cycle over again. 

Selling is the true “detonator.” Today we are in the 
atomic age, which depends on chain reaction for suc- 
cess. Let us as a club provide our dealer salesmen with 
sales aids and apply the chain reaction to our daily 
work. With “selling” as the “detonator,” the reaction 
will be completed and we cannot help but have a 
“BOOM” of a business year. 

~ . - 

A party sponsored by the Washington Stationers 
Association: Say all you “guys and dolls” make plans 
for a gala affair in Washington, D. C., February 12 at 
the Shoreham Hotel. Once each year the Washington 
Stationers Association presents a bang-up dinner and 
dance. Check those itineraries so that you are here, 
or close by, on that date. 





Urging Brighter Stamp Pad Colors 
Brings Additional Sales 


m@ A CLEVER DISPLAY which promoted the slogan 
“Get More Color into Rubber Stamp Work!”, has sub- 
stantially boosted sales of rubber stamps and stamp 
pads at North Texas Office Supply Company, Amarillo, 
Tex. 

Used for the promotion was a large display window, 
which showed 15 variations of color which the busi- 
ness firm can purchase in stamp pads, plus many 
samples of the work of each, neatly stamped on sheet 
of white art paper in the center. Likewise shown, was 
a huge collection of rubber stamp “kits” for individual 
assembly of address cards, return addresses, and no- 
tations. 

The purpose of the display, according to the Texas 
office supply retailer, was to “wake up” businessmen 
who have been using standard black or purple stamp 
ink for many years to the brighter, more refreshing 
appearance brought about in stamped impressions 
when bright greens, reds, magenta, royal blues, and 
other colors are used. 

“The old taboos against anything but the use of 
standard blue-black ink in business are rapidly disap- 
pearing,” it was pointed out. “For example, many 
business firms have now standarized on blue or green 
typewriter ribbons for all correspondence, invoice 
work and billing, and ask their employees to use the 
same colors where pen and ink are employed or signa- 
tures are used. 

“To such progressive, modern firms, the suggestion 
that all rubber stamp pads can be supplied in the 
same color, has found welcome acceptance. There is 
also an extremely practical reason for the use of more 
colorful stamp pad ink, inasmuch as it makes a nota- 
tion, or a particular sheet easier to find in the file. 
If the business firm, for example, stamps accounts 
payable in one color, and accounts receivable in 
another, it is considerably more simple to locate 
groupings of each.” 

Included in the window display, in addition to the 
multi-color group of impressions on the art paper 
in the center, was an:-invitation to come in and try 
out the variety of rubber stamps and pads offered by 
the store. a lot of people responded to this, and the 
sale of bright-colored, out-of-the-ordinary stamp 
pads grew sharply.—RAL 





Promote Alfieri in Rochester, N. Y. 

George L. Alfieri has been appointed merchandise 
manager of stationery at E. W. Edwards & Son, Roch- 
ester, N. Y. Associated with the firm for 15 years he 
succeeds Joseph Regan who has retired.—GET 
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JOHNSON’ | 


| ALL-PURPOSE” 
CHAIR 


A SENSATIONAL NEW SIDE CHAIR 





a WITH HUNDREDS OF USES 
ee At a NEW LOW PRICE! 


Johnson has done it again! Here’s an amazing new side chair 
that'll catch the eye of any customer. 


It’s a beautiful, streamlined design that's just loaded with 
all kinds of extra high quality features that you'd expect to 
find only in the most expensive chairs. Features like .. . 
double spiral dowels in all the legs . . . hand fitted corner 
blocks, glued and screwed for extra strength . . . rubber 
cushioned metal glides .. . curved spindles tor extra comfort 

steam-bent back posts ... extra large, deep-scooped seats 

. and a luxurious hard-wearing hand rubbed finish . . . 
make this new chair a value that’s hard to pass up. 





The Johnson “All-Purpose” Chair is available in well-seasoned quartered oak 
or genuine walnut... at an amazing new low price! It’s a combination that 


No. 1307 spells easy selling ... lots of prospects ... and good profits on every sale. 
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The “ALL-PURPOSE” CHAIR HAS ALL THESE FEATURES 





a 








Hand fitted corner Double spiral Rubber cushioned Beautiful hand Curved Spindles 
blocks, glued and dowels on each metal glides. rubbed finish. and steam bent 
screwed for extra leg. back posts. 
| strength. 








Get the complete facts about the new JOHNSON “ALL-PURPOSE” 
CHAIR immediately. Write today for prices, details, etc. 


JOHNSON CHAIR COMPANY 


wood 
OFFICE FURNITURE | 


mati 4401 West North Avenue Chicago 39, Illinois 
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Quality 
DUO-TANG 


COVERS 


satirfy your 
Customers uceds/ 






OFFERING THE MOST COM- 

PLETE LINE OF QUALITY 
LOOSE-LEAF COVERS 
ON THE MARKET 


DUO-TANG expansion type, 


loose leaf covers combine 






cover and binding medium in one 


smart easy-to-use unit. Made of several grades 








of attractively grained paper in a wide choice of colors 
and imitation leather. Duo-Tang provides the answer 
to customers’ needs. It may be a personalized cover, 
a double pocket portfolio, a portfolio with a Duo- 
Tang gusset or a regular standard cover that is 
desired. Whatever your customers demand, 


you will find an answer in Duo-Tang. 











No obligation for 
samples and copy of 
catalog of complete 
line and price list. 
Write today. 


Elliny! MANUFACTURING COMPANY 


200 So. Peoria Street - Chicago 7, Illinois 


America’s Fastest Selling—Inexpensive Loose Leaf Cover 
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Marking Devices Committee Opposes Decontrol 


Opposition to decontrol of scarce materials was 
yoiced in November by the Marking Devices Manufac- 
turers Indust Committee at its meeting with the 
National P1 tion Authority, Department of Com- 
merce 

Manufacture explained that their industry has 
relatively small buying power in a “free” market, be- 
ause of mi juantities of materials it uses. For in- 
stance, ten pounds of a certain steel might fill a plant’s 
need for that material for six months. Ordinarily it 
may be nect ry to place such an order on a mill a 
year or two in advance, to be included in a frequent 
mill run. Under the Controlled Materials Plan the 
essentiality of the industry to defense has been recog- 
nized and irement facilitated, they said. 


Recommendations Made 


The committee recommended, in addition to the con- 
tinuation of ntrols, (1) self-authorization limits for 
materials be raised as supplies permit, and (2) main- 
tenance of a vernment staff organization to assist 
the marki levice industry if a full mobilization 
emergency I la arise. 


Criticism was made of the diversity of federal and 


military specifications in inks and marking devices, 
but the committee agreed improvement is being noted. 

Manufacturers expressed a desire to make up a file of 
regulatory material pertaining to their industry, to 
be more rea .vailable in company hands for presen- 
tation in the « 1t of another emergency than were the 
World War II rds of War Production Board actions. 





B. & P. Makes Appointment of Gordon 


Boorum & Pease Company announces the appoint- 
ment of Ke Gordon as mid-western sales manager. 
Mr. Gordon v for many years in charge of the Col- 
rado territ for the company. His headquarters will 
be in the Merchandise Mart, Chicago. 





Inspect New Clary Model... High L. Clary (left) president 
f th ry Mult r Corp., and K. A. Adams, general manager 
{ dealers sa ect the first of the new hand-operated adding- 
come off the plant assembly line at San 
rchine incorporates advanced features of 


ne 


iry s hig! ectric business machines 
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FIRST! 


KOrFesS 
CARBON PAPER & RIBBONS MFG. CORP. 


43-49 BLEEKER STREET 
NEW YORK 12, N. Y. 
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Two Service Stations For 


SAsustrite 


“The Dealer’s Exclusive Line’ 


Means Faster Shipments 


Two Convenient Factories 


Bring Quicker Deliveries 


Expanded facilities permit 
us to open some new accounts. 
Dealers who want to buy with 
confidence from an organiza- 
tion which protects their ac- 
counts are invited to write to 


the most convenient factory. 





Justrite Envelopes have been sold on 
dealer cooperation policy for over 35 
years. We offer a direct factory connec- 
tion which can handle your standard and 
special envelope orders—plain or printed. 
Drop shipments under your |abel if you 
wish. For price lists and other informa- 


tion write today. 


In Atlanta It's 


JUSTRITE ENVELOPE MFG. CO. 


58-60 Gilmer St., S. E. Atlanta, Ga. 
In St. Paul It’s 


NORTHERN STATES ENVELOPE CO. 


300 E. 4th St. St. Paul, Minn. 
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UNITED STATES EXPORTS OF OFFICE 
MACHINES, EQUIPMENT AND SUPPLIES 
Figures for September, 1952, Released in Decem- 
ber, 1952, by the U. S. Department of Commerce 


(A breakdown by countries is available from the Foreign 
Trade Division of the Bureau of the Census, United States 
Department of Commerce, Washington 25, D. C.) 


Machines Accounting Nondescriptive except 
Punched card New 

Machines Accounting Descriptive except 
Punched card New 


Machines Listing—Adding except Punched card 


New 
Machines Caiculating Non- Listing except 
Punched card New 


Machines Accounting Etc. except Punched card 


New, Nes. 
Machines Card Punching and auxiliary New 
Machines Accounting Etc. Used and Rebuilt 
Parts for Accounting Etc. Machines 
Machines Addressing 
Accessories & Parts for Addressing ‘Machines 
Machines Duplicating Ex Lithographic Offset 
Machines Dupliccting Lithographic Offset 
Parts for Duplicating Machines 
Cash Registers New 
Cash Registers Used Rebuilt 
Parts for Cash Registers 
Typewriters Standard New Except ‘Electric 
Typewriters Standard Electric menenadl 

Automatic New 
Typewriters Portable New 
Typewriters Used Rebuilt except Automatic 
Typewriters Nes. 
Parts & Accessories for Typewriters 
Staplers for Office 
Parts & Accessories for Typewriters 
Dictating Machines 
Office Machines & Parts Nes. 
Mechanical Pencils All Materials (Doz.) 
Mechanical Pencil Parts 
Pencil Ex Mechanical Black Lead (Gr.) 
Pencils Ex Mechanical Nes. (Gr.) 
Pencil Leads 
Crayons 
Fountain Pens Ball Type (Doz.) 
Fountain Pens Ex Ball Type (Doz.).. 
Ball Pen Refill ink Cartridges (Doz.) 
Fountain Pen & Ball Pen Points Nes. 
Fountain Pen Points (Gr.).... 
Carbon Steel Pen Points (Gr.) 
Desk Pen Sets 
ink Writing 
Ink Nes. . 
Carbon Paper (Lb.) 
Ribbons Cloth Inked Office Machines 
Office Supplies Nes. 


Export Statistics— Figures for 


Machines Accounting Nondescriptive except 
Punched card New 

Machines Accounting Descriptive except 
Punched card New 

Machines Listing—Adding except 
Punched card New 

Machines Calculating Non-Listing except 
Punched card New 

Machines Accounting Etc. except 
Punched card New Nes. 

Machines Card Punching and auxiliary New 

Machines Accounting Etc. Used and Rebuilt 

Parts for Accounting Etc. Machines 

Machines Addressing 

Accessories & Parts for Addressing Machines 

Machines Duplicating Ex Lithographic Offset 

Machines Duplicating Lithographic Offset 

Parts for Duplicating Machines 

Cash Registers New 

Cash Registers Used Rebuilt 

Parts for Cash Registers 

Typewriters Standard New Except Electric 

Typewriters Standard Electric except 
Automatic New 

Typewriters Portable New 

Typewriters Used Rebuilt except Automatic 

Typewriters Nes. 

Parts & Accessories for Typewriters 

Staplers for Office 

Dictating Machines 

Office Machines & Parts Nes. 

Mechanical Pencils All Materials (Doz.) 

Mechanical Pencil Parts 

Pencils Ex Mechanical Black Lead (Gr.) 

Pencils Ex Mechanical Nes. (Gr.) 

Pencil Leads 

Crayons 

Fountain Pens Ball Type (Doz.) 

Fountain Pens Ex Ball Type (Doz.) 

Ball Pen Refill Ink Cartridges (Doz.) 

Fountain Pen & Ball Pen Points Nes. 

Fountain Pen Points (Gr.) 

Carbon Steel Pen Points (Gr.) 

Desk Pen Sets 

Ink Writing 

Ink Nes. 

Carbon Paper (Lb. 

Ribbons Cloth Inked Office Machines 

Office Supplies Nes. 


Quontity 
Net 


360 
470 
2437 
1944 
616 
108 
460 
90 


365 
26 


578 
342 


7856 
324 
5184 
1201 
106 
28743 
102 
19084 
31345 
5439 


51527 
39451 
5129 


10682 


5524 
4900 


74100 


October, 


454 
626 
3491 
1430 
351 
180 
477 
149 


326 
38 


938 
590 


8608 


477 
5969 
1766 

50 


30109 
304 


33122 
38000 
7901 


69200 
45238 
10083 


16226 


7611 
7356 


84537 


Nes.—wNot elsewhere specified 
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(Dollars) 


Value 
530113 
877010 
429085 
597616 


256622 
1952, 


560330 
976648 
557535 
511819 


87128 
ae rhe 


6460 
1487862 
66642 


49418 
68531 


933388 
119382 


43638 
284875 


1953 
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verything s Up-to-Date with 
wiltshire modern 





"PORtt Bee 


| Onte Ti ex tte 





e Just as the song says, everything is “up-to-date” at this Kansas 

City firm—the |. J. Cohen Corporation where new Wiltshire 

Modern wood office furniture has been installed by the 

American Office Equipment Co. The sleek efficiency and 

natural beauty of Wiltshire Modern reflects the progressiveness of 

the Cohen Corporation, and invites customers to do business. 
Imperial dealers throughout the country are making volume sales 

with Wiltshire Modern. The superiority of the entire line, 


backed up by extensive national advertising, is opening up new 





markets every day. You can cash in on it. 


eel . These national publications, read by your customers 
Write us today for details. and prospects each month, regularly carry hard- 
selling advertisements for Imperial wood office furni- 
ture... . put prospects in a “ready-to-buy” mood 

when they come into your store. 


@ Emaperial aes company 


w EVANSVILLE 7, INDIANA 
MEMBER WOOD OFFICE FURNITURE INSTITUTE MANUFACTURERS OF WOOD OFFICE FURNITURE 
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Store Name 


Men and women everywhere are 
finding the take-it-with-you Pocket 
Stapler a real convenience. 


Salesmen, insurance men, doctors, 
lawyers, teachers, students, air line 
hostesses, office workers, housewives 
— everybody praises this pen-size 


stapler Waicuee” 
The market for the Duo-Fast Pocket Slip off the cap 
Stapler grows larger and larger and there is your 


handy stapler 


Profit on Refills — The demand for 
extra staples keeps increasing. They are 
packed 24 packs of 1000 staples to each 
counter dispenser. Retail price 25¢ each 
A sure money-maker for you. 





A Gift of Distinction — Someone is 
always looking for an attractive, un- 
usual, useful gift. The Duo-Fast 
Pocket Stapler fills the bill perfectly. 
Has the gift qualities, is gift-boxed, 
and is gift-priced at $2.95 each. 


>... 
JZ Helpful Sales Aid — To help you with 
— your selling job, we furnish display cards, 
| | envelope stuffers, window streamers, and 
ay 4 newspoper mats 


The Duo-Fast Pocket Stapler is growing more popular 
every day. Why not order a supply? Send this coupon 
for complete information. 


















FASTENER CORPORATION 
860 FLETCHER ST. * CHICAGO 14, ILL. 








Please send complete information on the pen-size Duo-Fast 
' Pocket Stapler 


Your Name. 


En, Lc oesesinnti 


COR. 3... 
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“The sharpest looking 
you've ever seen !” 


“Since we've gotten the *Old 
Town Spirit Duplicator, paper 
work bottlenecks have just a 
appeared at our office!” For the 
“best impressions” there is 
nothing to equal efficient, easy- 
to-use Old Town spirit machines 
and supplies. 

Type, write, draw or print 
through Old Town Super-Kleen 
Spirit Carbon —you have a 
master that is sharp, clean, ready 
to go to work for you. 

With an Old Town Spirit 
Machine — rugged in construc- 
tion, the finest you can buy at 
any price—you will be amazed 
at the hundreds of quality cop- 
ies you can make in a matter of 
minutes from a single master. 


DEALERS: Taking on the OLD TOWN 
Spirit DUPLICATOR franchise is like 
taking on an Annuity. The steady flow 
of repeat orders for duplicator sup- 
plies means substantial profits to you 
+. . today, tomorrow and for years to 
come. Write today for details. 

e 
Manufacturers of Duplicat- 


ing Machines & Supplies... 


Non-curling Carbon Papers 

«+» Finest Ribbons. 
750 Pacific Street, UL 
Brooklyn 38, N.Y. 


CORPORATION 
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Ad-Viser 
Continued from page 38 


promotion is too expensive. If such is your case, use 
POSTCARDS for an inexpensive yet effective mailer. 
For around $.03 per card (cost of printing plus post- 
age) you can r‘¢ your customers in a usually result- 
] manner 

OTHER TYPES OF ADVERTISING. If your budget 
permits, use car cards, circulars and signs. Try to coor- 
dinate all your advertising into one great force that 
will bring customers into your store. Incidentally, a 
1.dvertising material and campaign 
ideas are usually available at your larger manufac- 
turers. These are generally the finest type, created by 
top advertising specialists and designed specifically for 
the office appliance merchant. Write to your manufac- 
turers requesting all promotional material available. 

The important thing to remember is that careful 
planning is essential to effective advertising of a sale. 
It can actually mean the difference between success 
or failure for the entire campaign. 


o 
BM 
11 
u 


wealth of free 





Name Inglis Audograph Sales Manager 


Appointment Edward C. Inglis as New York City 
sales manage! the Audograph Company of New 
York, Inc., has been announced by James K. Byrd, 
general sales manager. The company distributes and 
services Gray Audograph Electronic Soundwriter dic- 
tation equipment in New York State, New Jersey, 
Maryland and portions of Pennsylvania. 

Mr. Inglis is a graduate of the John Marshall College 
Law School in Jersey City, N. J., where he was clerk 
of the Phi Delta Pi honorary society. He is a veteran 
of three years vice with the U. S. Army Signal Corps 
in World War II 

An instructor b analysis and job evaluation at 
St. Peter’s College Institute of Industrial Relations, Mr. 
Inglis has a bi background of experience in work 
simplification procedures and sales. 





ne 
eo 





Prettiest Tax Form of the Year” is the 

office secretary, by the International 
Accountants Society hool in Los Angeles, Miss Patton is a 
secretary in the ithern California sales office of the Clary 
Multiplier Corp. With Uncle Sam’s March 15 income tax deadline 
approaching, Del exhibits expert form on the adding machine as 
she figures her own tax return for the year. 


Winning Form 
tile awarded Del | 
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“So good looking !” 


“That's what the boss says now 
about all my work! No wonder 
he’s pleased — my letters look 
sharp and beautifully typed, my 
carbon copies clean, clear and leg- 
ible no matter how many I make, 
thanks to *OLD TOWN!” 


In offices everywhere this dis- 
covery is being made, every day— 
that for the “best impressions” 
there are simply no better carbons 
and ribbons than OLD TOWN— 
scientifically created and designed 
to meet the exact need! 


DEALERS with a profit-wise eye 
to the future are featuring Old 
Town ! Get the step-by-step facts 
now—and learn of the many ad- 
vantages in handling this great, 
world renowned line. Write for 
complete franchise information 
which can mean ever-increasing 
revenue for you throughout the 
years! 


OLD TOWN CARBONS 


New, non-curling, non-smearing, easy 
and clean to handle— 


OLD TOWN INKED RIBBONS 


010 Town ne 

















Egyptian Cotton for all 
machines — nothing finer. 


750 Pacific Street, 
Brooklyn 38, N.Y. 


—* 2-2 -el = i> ai le im 
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With the 
automatic, 
electric 


Patents 
Applied For 


opens 200 to plus excise tax. 
300 Letters nominel price. (Prices 


subject to change 
without notice.) 


per minute 


built right — priced right 
for thousands of small! and 
medium-sized businesses 


NOTHING ELSE LIKE IT! Opens letters 30 times faster than 
by hand! Gets the whole office staff into high gear 
—fast. Designed to handle from 100 to 200 up to 
2000 letters per day. Small, compact — readily 
used on any desk or table. ‘Scottie’ weighs only 
9 pounds,—it's easy to carry from desk to desk, 
can be put in any convenient corner when not in 


Ms 
use. Opens all sizes of envelopes,—no clipped N | 
/ 


does a lot more than open mail — it opens the huge 
market of middle-sized offices where the time it 
saves makes it very profitable. It is needed by 
banks, stores, wholesale houses, insurance offices, 
mail order businesses, factories and dozens of other 


corners ar damaged mail. Takes a clean slice off 
tops of envelopes, with adjustment from 0 to Ye” 
for width of trim. 

OPENS A HUGH NEW MARKET — The Scottie Letter Opener 


_— 


lines. a 
OPENS A RARE SALES OPPORTUNITY — Reports from es- / i] 
tablished Scottie sales representatives are excellent. 
Thousands of smaller businesses offer a practically 
untouched market for this speedy, low cost machine. 
If you are experienced on specialty equipment sales 
—look into the Scottie for steady, future profits. 


ARNOLD MAC KENZIE, Inc. > 


3133 OVERLOOK DRIVE, MINNEAPOLIS 20, MINN. 










@ ARNOLD MacKENZIE, Inc = 
3133 Overlook Drive, Minneapolis 20, Minn. 
* I am experienced in sales of speciality office equipment Send full ,e 
information on Scottie Letter Opener. My territory is 
e » 
- e 
i avi, JE eSaNG be Caen 0000 ob éUueasd ved eebos peter és vecest oun . 
* 
i od. ok cou cep Pues de eke eke ene aes s uae 
* 
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New Officers of COMDA 


(Continued from page 40) 
particularly, pointing to their growing acceptance ag 
a home item for figuring tax returns. He likewise 
asserted that the installation of a new platen on a 
typewriter right at the user’s desk, without taking the 
machine to the shop, can be a good source of profit. 
Shipman-Ward Manufacturing Company, repre- 
sented by Mr. Jones, presented each attendant at the 
meeting with a handy kit of repair wrenches. An- 
nouncement was made that each COMDA paid-up 
member would receive a loose-leaf booklet from the 
S-W firm giving handy reference material on retail 
prices of new and used office machines. 





NOMDA Adopts Dealers’ Finance plan 

The NOMDA board of directors, meeting in New 
Orleans, adopted a financing plan for conditional sales 
contracts was adopted as presented by President Jack 
Weiner. Mr. Weiner had been working for over two 
months to bring this excellent plan to the members 
and it was concluded at the meeting. 

The plan is one in which the members of the asso- 
ciation will be able to work with national finance 
companies on the basis of sending their contracts to 
the finance company and receiving their money within 
24 hours. All such contracts will be on a non-recourse 
basis. 

Immediately, the plan will be available to members 
in a number of states with others added as soon as the 
mechanics of the program are worked out. It is ex- 
pected that this new program will make it unnecessary 
for those who adopt it to continue to make expensive 
credit checks and can even be the means of discon- 
tinuing a credit department altogether. 

As all collections will be made by the finance com- 
pany, the member will be relieved of this burdensome 
and expensive operation. 

The plan was unanimously adopted by the directors, 
so enthusiastic were they over its possibilities. A rising 
vote of appreciation was extended to President Weiner 
for his having brought the idea to the association. It 
is expected that this feature will be a great attraction 
for new members as the plan as worked out calls for 
membership in NOMDA before a dealer may partici- 
pate. 





New York OMDA Holds Monroe Night 

The regular monthly meeting of the Office Machine 
Dealers Association of New York, Inc., was held on 
Tuesday evening, January 13, in the Greeley Room of 
the Governor Clinton Hotel. President David C. Silvers, 
American Business Machines, Inc., New York, N. Y., 
presided. 

In opening the meeting President Silvers announced 
the recent deaths of Mrs. Harry Bloom, wife of Harry 
Bloom, Brownsville Typewriter Exchange, Brooklyn, 
N. Y., and James G. Sinclair, Ames Supply Company. 
All present stood for a moment of silence in respect 
to their memories. He then announced that with the 
addition of five new members, the association’s mem- 
bership has reached the 100 mark. In thanking Chair- 
man Edward Moore, Longacre Business Machine Com- 
pany, New York, N. Y., and the membership committee 
for a job well done, he expressed his belief that a 
steady increase would continue through the new year 
and make it a banner year. 

A motion was then made by Mrs. Jessie I. Taylor, 
Globe Typewriter & Adding Machine Company, New 
York, N. Y., that further business be deferred until 
later in the evening. 

After a few words of introduction, President Silvers 
presented the guest speaker of the evening: Samuel 
Smith, Monroe Calculating Machine Company, Inc., 
dealer division. In a brief but interesting and informa- 
tive talk, Mr. Smith called attention to the fact that 
basic costs of material and labor for the manufacture 
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YOU can use your Sunday punch every 


day in selling GUSSCO “Filing and Finding” sup- 
plies and devices. You can always be certain that 
each and every item is a honey of a value guaranteed 
to give your customers complete satisfaction. You 
will find the GUSSCO line is priced right—you can 
get the order and make a profit. 





There is more sales power with The GUSSCO Line. 
Use it to swell your 1953 profits. Wire or write for 


our catalog. 
Guide O.foller 
- s 


Pat. Pend. 


THE HANGING FOLDER WITH ADJUSTABLE METAL TAB 


Everywhere records are kept, Guide-O-Folders increase the 
speed, accuracy and facility of “Filing and Finding.” Because 
they hang they reduce the tedious manual labor to a mini- 
mum. Always in an upright position, Guide-O-Folders glide 
along on the metal frames with finger tip ease. Because the 
metal tabs are adjustable to every standard filing position, 
Guide-O-Folders fit right into every filing system. They can 
be used to save time and money in every office you contact. 
Use our handy demonstration kit to help you sell. 


Transfile 


STEEL FRONT FIBRE BOARD TRANSFER FILES 


Here’s the low cost, economical way for your customers 
to keep their semi-active and inactive records safe, clean, 
orderly and available for instant reference. TRANS- 
FILE Transfer Files are made of fibre board and so 
reinforced by steel that all the weight of the drawer and 
contents is supported on steel. Even when stacked high 
and wide, the lowest drawer works as freely as the top 
drawer. The steel front styles look like regular steel files 
and can be placed right in line with them. Also available 
in the economy all fibre style. 










Keep after this profitable business every day. If you 
haven’t a good stock of TRANSFILE Files on hand, 


order now! 


e] 0) | >) SD Oo 8 7" es do en OP 


13 SIZES 





335 CANAL STREET NEW YORK 13, N. Y. 
WEST COAST REPS. — GUSSCO SALES INC., 337 WINSTON ST., LOS ANGELES 13, CAL. 
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opportunity to | 4; 
cash in! 


Every day new enthusiastic 
dealers are accepting the 
REGNA Cash Register — revolu- 


tionary in design, beautiful in ap- 


pearance, easy and fast to sell! 


| Smartt Tlyting - ) Superior Construction 


The REGNA handles all retail transactions: cash sales—paid 
outs—charge sales—no sales—received on account, and it 


gives a printed, double cash receipt. 


If you are not a REGNA dealer, you can become one—write 


for illustrated brochure and further information, to 





REGNA CASH REGISTERS, INC. 


175 FIFTH AVE., NEW YORK 10, N. Y. 
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machines are somewhat similar and most 
to make about the same margin of 
the importance of effective mer- 
lared that Monroe has an excellent 
dealers. He covered such important 
proposition as: discounts to dealers 
to make a fair margin of profit; 
the service policy, which permits dealers to either 
service the machines themselves or ask Monroe to 
render the service; and the sales promotion policy. 

In conclusion, Mr. Smith declared that Monroe has 
made great strides which are reflected in advantages 
for both their calculating and adding machines. Assur- 
ing dealers that calculating machines are not too 
complicated for dealers to sell he introduced Robert 
Lusk, who gav thorough and complete demonstra- 
tion of the adding machine, and William Rohrbach, 
who did likewise on the calculating machine. A large 
number of dealers gathered around each demonstra- 
tion and intense interest was shown by each group 
who took an active part in the question and answer 
period that followed each performance. 


of office 
companies desir 
profit. In 
chandising he 
proposition IO! 
factors of the 
which permits them 


stressing 





Fotis Helps on Names Day Plans 


ssistant sales promotion manager, 
c., has been named to the planning 
enth anniversary Brand Names Day 
d April 15 at the Waldorf-Astoria, 
The announcement was made by John W. Hubbell, 
Simmons Company vice-president, and chairman of 
the board of directors of Brand Names Foundation. 
Highlight of the Brand Names Day dinner will be the 


George Fotis 
Remington Rand I 
committee for tl 
conference to be 


presentation of Brand Name Retailer of the Year 
awards to 110 leading firms in the stationery store 
field and 18 othe: tegories of retailing. The awards 
will be made for ou tatemtien promotion of manufac- 
turers’ brand during 1952. 

Edwin S. Fri vice-president, New York World- 
Telegram and The Sun, is chairman of the planning 


committee 
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Display Stimulates Demonstrations ... 


By featuring an display of the Vocatron portable Wire- 
Less intercom, ( thers, New York, N. Y. induced many 
prospects n 1 demonstration. An important part of 
the play was blow-up of a Vocatron advertisement 
pla Goldsn New York Times. The background piece 
{ lisplay in two wall sockets into which two intercoms 

i tron sales slogan, “Just Plug In—Talk 


j sten Ipy tween two arrows pointing to the wall 
sockets. A tie-ir : made with Esquire magazine advertising 
th 1card f I ' ed strategically around the window. 
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DATING STAMPS 


MAKE FOR MORE EFFICIENT BUS!- 
NESS OPERATION 


SUPPLY THE DEMAND 


HAVE A GOOD ASSORTMENT ON 
HAND FOR IMMEDIATE DELIVERY 
WHEN WANTED. 


SALES — PROFITS 
ORDER YOUR SUPPLY TODAY! 


Write today | 
for Our 
NEW 


Handsomely 
Illustrated 


CATALOG No. 96 


and 


Price List 


AST&WART 


EGO) KANPAN Ae 


-80 DUANE ST. NEW YORK 7,N.Y 
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AUTOGRAPHIC 
REGISTERS 


Accurate hand-written 
records are easier to 
keep with Hano Reg- 
isters. 
$18.70 List for 
The Popular 
5%" x 8" 












AUTOGRAPHIC 
REGISTER FORMS 


Trouble-free operation 

is guaranteed for ev- 

j ery standard-make 

register with Hano 

| Autographic Register 
Forms 


$35.15 List for 
5M 5%" x 8" Trip. 
All White Standard 
Body Register Forms 








MULTI-SNAPS 


2 to 8 parts one-time 
carbon Snap-a-Parts, 
Standard sizes at min- 
imum cost. 

$82.25 List for 

5M Triplicate 
8'A” x 7” Multi-Snaps 












‘e ) sell top quality at low prices when you 
Hano Forms and Registers. New orders 


HOLYOKE, MASSACHUSETTS. 


lid dealett. wonted in the South, Southwest 


Canadian News Front 
(Continued from Page 62) 


population expansion beneficial to the economy can 
go on depends in part on the development of the 
arts of agriculture and production.” 

Continued Dr. Bonner: “Our great free enterprise, 
competitive system challenges the producer to devise 
better methods of production and challenges the dis- 
tributor to find more economical and efficient methods 
of distribution.” 

Attending the meeting were some 60 members of 
the stationery and office equipment industry in West- 
ern Ontario, from Windsor to Owen Sound to Toronto 
and intermediate points. Gage H. Love, president, 
Stationers’ Guild of Canada, Inc., Toronto, was a 
special guest. 

* > . 

George Smith has taken over the stationery sales 
representation in Ontario territory for Preston- 
Noelting Ltd., Stratford, Ont., it was announced by 
J. C. Preston, president. Mr. Smith was born in Eng- 
land, coming to Canada in 1913. He attended school 
in Stratford, later entering the printing trade. In 
1939, he joined Preston-Noelting as a pressman, even- 
tually becoming foreman of the firm’s stationery 
department. 

Other appointments announced by Mr. Preston: 

Harold J. Vickers, to handle sales representation for 
the Faultless Caster Corp., Stratford, Ont., from Wind- 
sor to Kingston. 

W. F. (Doc) Souch, to represent Faultless Caster 
from Fort William west to the provinces of Manitoba, 
Saskatchewan and Alberta, making his headquarters 
in Winnipeg. 

> * ” 

J. Harry Dennis has been appointed manager of the 
new combined sales office and warehouse opened this 
month in Vancouver by The Brown Brothers, Ltd, 
Toronto. Mr. Dennis has been with the firm 27 years 


J. Harry Dennis 





and during the last 16 years has been the company’s 
Western Canada representative. 

Decision to open a west coast warehouse was based 
on the rapid expansion of both business and popu- 
lation in Western Canada. An extensive stock of the 
firm’s lines will be available to the trade from Van- 
couver from now on, the company stated. 

. - > 

F. W. Clark & Co., Ltd., Calgary, Alta., recently offi- 
cially opened its new premises to the public, bringing 
under one roof one of the largest office equipment 
enterprises in Western Canada. Departmentalized for 
maximum efficiency and designed for complete cus- 
tomer service, the firm’s spacious new structure was 
built on the pattern of Lever House in New York; 
its 100-foot frontage for the entire four floors being 
one complete window. This is a new type of building 
feature for Calgary and the first of its kind in the 
western provinces. 

F. W. Clark Co. occupies the first two floors, with 
adequate space provided for effective show windows. 
Ingenious lighting devices allow alterations of flood 
or spotlighting of merchandise displays; with X-ray 
reflectors for highlight effects and also indirect light- 
ing fixtures for more subdued tones. 

General manager of the company is F. W. Clark 
Born in Toronto, where he received his education, he 
went west in 1918 as sales manager of Alberta and 
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DOES YOUR CHAIR DEPARTMENT 
NEED A “PICK-UP’? Sait, aaa 


If your Chair Department is below par .. . 
if it’s shumping behind your other departments 
. it probably needs a “pick-up.” Probably 
wider selections. Or finer Quality. Or better 
designs. Or better craftsmanship. Play safe. . . 
switch to Jasper Chair Co. Chairs. They have 


everything YOU need for better Chair selling. 


“They're made right . . . and priced 


for profitable operation.” 


\ Chair Line that offers. an opportunity for 
a Small Dealer to get BIGGER and a Big Dealer 


to get Busier. 


with... “The 
RIGHT CHAIR 


at the 


RIGHT PRICE” 
* 


Your orders can’t come too 
fast for us, we have the 
“craftsmen” that can handle 


them. 


asper, Chair” 


REPRESENTATIVES: Geo. A. Litchfield, Sales Mer. 








Fred Deutsch, (Southwest) W. H. Brown, (Chicago-Midwest) R. J. Freeman, (Eastern) 
3525 Southwestern Blvd. 666 Lake Shore Dr. 385 Madison Ave. 

Dallas 5, Texas Chicago. Ill. Space 844 New York, N. Y. 

James S. Fowls, (Southern) R. A. Browne, (West) Jack S. Doran, (Northwest) 
327 Sunset Drive, North 2925 Revere Ave. 538 E. 9lst St., 

St. Petersburg, Flerida Oakland, Calif. Seattle 5, Wash. 
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Ask the dealer who features 


STEELCASE 


to give you the facts on: 


Gains in office output (as high as 35% has been reported) 
How greatly work-flow is facilitated by 
Steelcase engineering and planning 
Seating more employees in the same area (increases as high as 25%) 
How changing job requirements are met by the 
interchangeability of desk tops, drawers and pedestals 
The effect on both employees and customers of 
new styling, colors and beauty 


How increased filing capacity can be obtained 


with decreased floor space 
The great money saving over a period of years yoy Pere ee 
oO : ; = & period Of years Steelcase 
made possible by lifetime construction in the classified 


section of your 


Why leading national organizations standardize on Steelcase. 
J : phone directory 


Ask your dealer for their names 


— ee = i ey a 


For new ideas in office planning, write for “Tooling Up Your Office Business FPquipment 


METAL OFFICE FURNITURE COMPANY: Grand Rapids, Michigan 





Further evidence of 
Steelcase Service 
to Dealers through 
National Advertising 
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British Columbia territories for S. B. Beare, Ltd. In 
1934 he formed his own company. He is a charter 
member of the Optimist Club in Calgary and currently 
president of that organization. He is also a member 
of the Chamber of Commerce and the Canadian Club. 
His son, Donald W. Clark, is owner and manager of 
F. W. Clark Office Appl'en’es Ltd. 
. > - 

William E. Coutts, president and chairman of the 
board of Wm. E. Coutts Co., Ltd., Toronto, greeting 
ecard publishers, has officially announced plans for an 
expansion program which will see consolidation of 
Toronto activities in one plant. 

The firm has purchased the former Christie-Brown 
building in downtown Toronto, an eight-story building 
offering 340,000 square feet of floor space. It will 
accommodate operations now spread over six loca- 
tions in the city. The movement will mean expanded 
staff and the company will continue to stress Cana- 
dian artists’ work as well as promoting Canadian 
eard designs. Wm. E. Coutts Co. was founded in 1916 
by the firm’s president and is affiliated with Hallmark 
Greeting Card Co., Kansas City, and holds Common- 
wealth rights for this line. 

Joyce C. Hall, president of Hallmark, and a director 


of the Coutts C: was associated with Mr. Coutts in 
making the expansion announcement public. Move 
to the new Toronto location will be started this sum- 


mer but is not expected to be completed until the 
spring of 1954 


> 7 . 
Guest, Keen and Nettlefolds, Ltd., Birmingham, 
Eng., on behalf of their subsidiary company, Joseph 


Sankey & Sons, Ltd., have acquired the share capital 
of Falls Mfg. Ltd., Smith Falls, Ont., manufacturers 
of steel desks, iockers and filing cabinets. 


For the present the British firm will operate under 
the Falls Mfg. Ltd. name but will add a full range 
of steel office furniture and factory equipment similar 
to that now manufactured by Sankey in Great Britain 
and at Johannesburg, South Africa 


7 > i 
The development of the loose leaf industry was de- 
tailed by J. S. Luckett, president, Luckett Loose Leaf, 
Ltd., Toronto, at a meeting of the Stationers’ Guild 
Club of Toronto, recently. He told club members that 
loose leaves, in some form or other, dated back into 
prehistoric times. In England, a ring book had been 


found amongst the ruins of the Roman Invasion of 
55 B.C 

Today, a study of current loose leaf visible binders 
available found them to be divided into two main 
groups; first, the Tengwall or Prong style of binder 
offered by all loose leaf manufacturers, and con- 
sisting of heavy prongs, designed for heavy usage 
and large installations. Secondly, a series of devices 
in the ring clas designed for small firms and 
applications 

Mr. Luckett urged stationers to recognize, “the 
importance, the almost unlimited opportunity” today 
for the sale and development of visible record books 
and systems. He said that the records of dealers and 
their salesmen in many parts of the country had 
proven it to be a profitable undertaking. Such sys- 
tems were applicable for almost every type of record, 
the simplest introduction being a stock record, cus- 


tomer’s ledger, sales analysis and similar uses. 
The stationery ipply salesman who returned to 


the habit of carrying samples, rather than simply 
catalogs, got the best orders today, Mr. Luckett con- 
tinued, stressing the need for improved sales tech- 
nique 

Too many salesmen, he said, did too much talking. 
‘Let your customer have a chance. Ask him questions 
and listen to hi swers. Let him sell himself on 
the idea but th ill need constant prodding from 
you. Try to keep away from the matter of price 
until you know wil the requirements are going to be 
Know your figurs find out what the customer wants 
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MULTI-RITE 


Be 


SELLS ITSELF 


Profit-seeking dealers everywhere will tell 
you that CESCO Multi-Rite Accounting 
Board Systems sell themselves. Designed 
for Payroll, Accounts Receivable and Ac- 
counts Payable, Multi-Rite offers you an 
unlimited sales opportunity. 


Sales Appeal 


Low Cost 


Simplicity 
Profitable 


MULTI-RITE 

1 WRITING 
COMPLETES 

3 RECORDS 


You'll find plenty of Sales 
Appeal in Multi-Rite's ability 
to increase accuracy and cut 
posting time. 


Pricewise, Multi-Rite more 
than meets the competition. 
Quantity production keeps 
the cost down and guaran- 
tees quick delivery. 


Multi-Rite's simplicity of op- 
eration eliminates the need 
for highly specialized sales 
personnel. 


The special dealer discounts 
offered by CESCO assure 
attractive profits for you. 











COMPLETE DEMONSTRATION OUTFITS AVAILABLE. 
SEND FOR INFORMATION TODAY 


THE C. E. 


44-07 Twenty-First St. 





eppard. 


Long Island City 1 
N. Y. 
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a 


LONG 
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office— 


in sales 


and profits for you! 


AMERICAN CARBON PAPER MFG. CO. 


bicdaleMaclamilithtidelicte 


AMCO Catalog 


t Ens Texas—Chatham, Virginia 


Warehouses and Offices at Houston, Dallas, New Orleans, 
Birmingham, St. Louis, Denver, Los Angeles. 
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before giving him a definite quotation. If you quote 
too high you can scare the customer away; if you 
quote too low you have difficulty getting your price 
up to where it belongs.” 

* . - 

Most recent addition to the 25-Year Club of Luckett 
Loose Leaf, Ltd., Toronto, is H. M. (Bert) Merrifield 
He started with the firm as a delivery boy in Montreal] 
and almost all of his business life has been spent 
with the Luckett Co. Today he is Montreal and 
Eastern Canada representative for the firm, holding 
the position of assistant manager of the Montreal 
office. He has served as president of the Montreal 
Stationers’ Club and has been active for years on the 
group’s golf committee. Mr. and Mrs. Merrifield and 
a daughter, Sandra, live in Valois, Que. 

> - ” 

The appointment of Donald B. Fisher as Ontario 
manager has been announced by Arnold C. Scott, 
president, Plow & Watters, Ltd., Montreal. The firm 
of printers, lithographers and bookbinders have 
opened a new branch of their organization in Ontario, 
with offices located in Toronto. Mr. Fisher will intro- 
duce “Swiveldisc,” a new loose leaf binding, to the 
Ontario markets. 

- . o 

New officers and directors of the Stationers’ Asso- 
ciation of Hamilton, installed at the group’s January 
meeting are as follows: Chairman, Arthur R. Baxter, 
Jewill Bros.; secretary, Robert E. Larrett, Lordly 
Jones Co.; treasurer, John R. Thomson, Cloke & Son, 
Ltd.; scribe, J. E. Mason, Cloke & Son, Ltd.; directors, 
Alex Naismith, Buntin, Gillies, Ltd.; Robert P. Nichols, 
H. P. Nichols & Son; John T. Cloke, Cloke & Son, 
Ltd.; immediate past chairman, W. N. Jones, Robert 
Duncan, Ltd. Installation officer was J. S. Luckett, 
Toronto. 

At the ceremony’s conclusion, Fred R. Smart, secre- 
tary-manager, Stationers’ Guild of Canada, Inc, 
Toronto, addressed the gathering on some of the 
aspects of price maintenance, as well as giving a 
resume of the last Guild directors’ meeting. An open 
house discussion at the conclusion of Mr. Smart’s talk 
resulted in many constructive suggestions being of- 
fered as solutions for some of the Guild’s problems. 
Out-of-town stationers attending the meeting included 
Lawrence F. Beattie and Gordon Campbell, St. Cath- 
arines; C. J. Dutton, R. S. Greenwood, Jerry Turney, 
J. J. Evans and Jim Luckett, all of Toronto. 


* > * 


Seeley Systems Corp., Ltd., has announced the fol- 
lowing changes in executive officers: William H. 
Seeley, formerly president and managing director, 
becomes chairman of the board; J. Fred McKenzie, 
formerly president and general manager of Seeley 
Systems (Quebec), Ltd., has been elected president 
and managing director of the parent company. Ronald 
A. McFarlane, formerly of Remington Rand Inc., has 
been appointed vice-president and general sales man- 
ager. Albert W. Field continues as secretary-treasurer. 


* * « 


E. M. Herb, president, Westminster Paper Co., Ltd., 
New Westminster, B. C., recently presented J. G. 
Robson, senior director of the company, with an award 
for being the oldest director of the organization. 
At the same time J. J. Herb was honored as founder 
and chairman of the board. These presentations were 
made on the occasion of a dinner to honor eight 
employees with 30 years’ service records and two with 
20 years’ service. Those winning 30-year awards were: 
L. W. Pumphrey, M. A. Bailey, C. Taylor, W. Jacobson, 
J. Young, F. F. Foots and E. M. Herb. Twenty-year 
awards went to Art Maddux and Jesse Hewlett. 

* - > 

James Bridges Price, 62, for the past 30 years with 
Smith, Davidson & Wright, Ltd., Vancouver stationery 
and wholesale paper merchants, died recently in that 
city. He was credit manager of the company at the 
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The handsome new “Ex- 
ecutive.” Notice how 
handle, dial and emblem 
are combined into one 
distinctive unit that accents 
modern, streamlined ap- 
pearance of Protectall’s 
new design. 


built-in "codes tale’? 


America’s fastest-selling safe has three of them! 


All the Protectall Safe asks is space on your 
display floor. It will quickly show you why it's 
the fastest-selling safe of its type in America. 


1. ITS PROTECTION FEATURES SELL THEMSELVES. 


E independent 
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lowest-priced “C” label safe you 
can find in America! 


3. ITS BEAUTY SELLS ITSELF. Now, every 
more modern-looking than 
Completely restyled to add a 
new note of distinction to any business 
office or home. 


model is 


ever. 


WHY NOT CUT YOURSELF IN for a share of 
the big profits to be made on these 
handsomely restyled Protectall Safes? 
Just mail the coupon for a catalog, 
showing the new Protectall line. We'll 
send you full details on how to cash in. 
Mail it right away! 


COMPLETE RANGE OF MONEY-MAKING SIZES! 








Code [Outside Dimensions | Inside Dimensions 
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Makes entertaining customers as easy as opening a desk drawer! 


At last! 


A REFRIGERATED OFFICE BAR 


FOR ONLY $14,990 





ws 


“Bilectric 
Wonderbar 


PORTABLE, SILENT REFRIGERETTE STYLED AS SMART FURNITURE 


Silently, it freezes ice cubes! Chills sodas, mixers, 
snacks! Looks like smart office furniture! Backed 
by 50 national ads this spring—no wonder the 
“Electric Wonderbar” has been greeted by sen- 
sational demand in smart offices coast-to-coast! 


AC or DC, 12 to 230 volts. 5-year warranty on 
silent freezing system. Mahogany, blond, white — 
or paint it to match the office. Bases, accessories 
optional. Call your Servel Distributor! 


¥ 


The name to watch for great advances in 


REFRIGERATION and AIR CONDITIONING 
GAS or ELECTRIC 
Servel Inc., Evansville 20, Ind ; 
In Canada, Serve! (Canada) Lid., 548 King St. W., Toronto, Ontario 
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to blend with every 
Traditional or Modern 
theme — to function 
faultlessly in every 
concept of Executive 


Office organization 


BO) hI E VION] 


y 


MANUFACTURED BY THE STANDARD 
FURNITURE COMPANY, HERKIMER, N. Y. 
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time of his deatl He was born in Moncton, N. B. 
> > 7 

Norman Sweetland is the new president of the Sta- 

tioners’ Ass of Winnipeg, Man. Representative 


of the firm Gregory Cartwright Stationers, Ltd., 
he was appoints it the group’s recent election of 
officers’ session. Others elected: Treasurer, F. Dool, 
G. R. Bradl & Co., Ltd.; secretary, Noel Filbey, 


Peerless Cal & Ribbon of Manitoba, Ltd.; auditor, 
J. Francis, Relia Ink Co.; publicity, Vernon Hamil- 
ton, Grange Stationery, Ltd.; representative to the 
Club of Winnipeg, Jack Bird, Office 


Stationers G 


Specialty Mi ( 

‘ : > _ ” 

Sparks from the Anvil: John F. Taylor, vice-presi- 
dent, E. B. E Co., Ottawa, recently celebrated his 


began his 73rd year in the employ 
of that company. He had started work for the late 
Ezra Butler Eddy 1880 as a messenger boy at three 
dollars a week, working for the founder and first 
president for 25 years, as well as for every other 
W.L. Smith Associates, Ajax, Ont., 
ifacturer, was among exhibitors at 


8ist birthday 


president sinc 


greeting cara 


that town’s Industrial Fair, recently. ... Fred 
W. Reynolds, 64, who owns and operates the Copland 
book and stationery store in Brockville, Ont., was 


by that city’s municipal council when 
r after six consecutive terms. Pre- 


recently honor 
he retired as 


senting him wit a set of four traveling bags and 
an illuminate they paid tribute to Mr. Reynolds 
for his nearly 20 years’ outstanding service to the com- 
munity Wm. E. Coutts Co., Toronto, has announced 
the associati vith their firm of W. F. (Foss) Hill. 
One of the bet known men in the Canadian greet- 
ing card field was formerly associated with Rous 
& Mann Press, |! Toronto, until this year, producers 
if the famous Canadian Artists’ series. . .. Donald 


Dunn, formerly Northern Ontario district service man- 


ager for Nati Cash Register Co. of Canada, Ltd., 
has been appointed service supervisor for the whole 
f Canada. H former chief petty officer in the 
Royal Canadian Navy, and during World War II saw 
service on the Atlantic and Pacific. Born in Toronto, 


he ioined Nat 
worked in To! 
to Northern O1 
now be in Ti 
if the Missi 


+1 
Was recentuly 


Cash Register Co. in 1938, and 
Kitchener and Halifax, in addition 
territories. His headquarters will 
. W. J. Olson, retiring manager 
yf Abitibi Power & Paper Co. Ltd..,, 
red when more than 200 employees 
gathered in F William, Ont., to present him with a 
complete fishi it fit . Canadian Paper & Twine 
Co,. Montreal recting a one-story addition to their 
plant. It will f steel and brick construction. . 
Ratcliff Paper ‘ Ltd., Toronto, is planning construc- 


tion of a new warehouse... . Pressure of business has 
necessitated neh store for Gold’s Gift Shop in 
St. John’s, Nfl The firm retails a line of greeting 
cards, stationery and souvenirs. Roneo Co. of 
Canada, Ltd., ha pened a branch in North Bay, Ont. 
Terry McKee is n ager. Complete line of duplicators, 


systems, will be handled. 
* * i 

Among recent deaths in the Canadian trade: Albert 
E. Taylor, vetet bookbinder of Stratford, Ont., at the 
age of 85 his trade in Toronto with the 
Brown Broth Ltd., he went to Stratford in 1908, 
buying from Burgoyne a bookbinding business 
esablished John B. Sanderson, Dominion 


filing supplie 


Typewriter C Toronto. George W. Wood, for 
many years r of a book and stationery store 
in Ingersoll, Ont., established by his father. . . . John 
C. Irwin, 89, Guelph, Ont. Born in Port Hope, Ont., 
he operated stores in Niagara Falls and Barrie, Ont., 
and started t Decalcomania Co. in Toronto, retiring 
in 1952. Prominent in fraternal circles, he was a 33rd 
degree Mas 
> «< = 

The appointm«s 1f Walter Harmer as general man- 

ager of Acme ‘ n & Ribbon Co. Ltd., Toronto, was 
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Nine Unit superbly buiit 


atural in beauty unlimited 


by functional design 





Model No. 5327 Overhanging Back 
and Side — DeLuxe Executive Confer- 
ence Desk 





Model No. 5327 Executive Desk with 
unprecedented style and efficiency 





Capacity for the greatest task lies 
waiting in this super Executive Unit, 
the nucleus of this Constellation 
Group, yet only a part of this most 
exciting Executive Office Furniture 
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MODERNIZE 
YOUR INTERIORS 


At Amazingly Low Cost 


Your customers are looking for the Comfort, Beauty 
and Low Cost of this latest innovation in furniture. 


IMAGINE: Group setting shown above 
only $8189 st 


Write for literature and Dealer Discounts. 


including Planter Lamp 















Precision Manufacturing Co. ee 
831 Chicago Ave., Evanston, Ill. Davis 6.6802 
need a better 

BRIEFBAG for \ Quslity 


EXECUTIVES? 


WE 
HAVE 
IT 


No. 1700 
6 oz. 


topgrain 
cowhide 





Also Zipper Notebooks, Portfolios 
Briefcases in topgrain, split & plastic 
Write for Catalog — Price List 


LEXINGTON LEATHER GOODS CO. 
12 S. JEFFERSON ST. CHICAGO 6, ILL. 
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announced by J. A. Campbell, general manager, paper 
products division, Burroughs Adding Machine Co. Mr. 
Harmer has been connected with the carbon and 


Walter Harmer 





ribbon industry in Canada for 23 years, the last 16 
of which have been with Acme, first as sales manager, 
and for the last three years as assistant general 
manager. 





News Notes from Australia 


W. BEECHAM, CORRESPONDENT 
BOX E265, G.P.O., PERTH, W.A. 

Control Systems (Australasia), Ltd. reports that 
whereas during 1952 the turnover in office equipment 
declined, “an increased demand is now indicated.” Re- 
sults since June, 1952, have shown improvement. The 
company’s New Zealand investment of £42,556 has been 
written off, but the London company has forgone the 
liability to it for equipment supplied to New Zealand. 

The Mason-Kolok Company, says chairman L. C, 
Mason, has been informed of the renewal of sub- 
stantial government contracts. The minority interest 
in the company’s subsidiary, Neotype Manufacturing 
Pty., Ltd., is being bought for £3,000 by the issue at 
par of 12,000 shares of 5s. each. “The subsidiary,” it 
is reported, “is on a satisfactory profit basis.” The 
Kolok Carbon & Ribbon Company, Ltd., of New Zea- 
land will now make, under license, a range of Kolok 
products, and the Australian range of products mar- 
keted will soon be increased. 

- * ” 

Despite import controls, Lamson Paragon, Ltd., man- 
ufacturers of office stationery, and so forth, achieved 
a record output for its products in the trading year 
ended October 31, 1952. Chairman L. E. Lloyd, speak- 
ing in Melbourne recently, said that some losses were 
experienced, however, because of the recent fall in 
paper costs from overseas markets. “The greater pro- 
portion of the company’s requirements is drawn from 
the Australian market,” he says, “and on this the 
prices are considerably higher than those ruling in 
most overseas countries. The general condition of 
trade in the company’s products has changed from 
one of very heavy demand to one nearer normal. The 
backlog of orders has been gradually overcome, and 
the company is now in a position to handle expedi- 
tiously all business offering.” 

* * * 

The British Tabulating Machine Company, Ltd. (in- 
corporated in England) has been registered in Perth 
with a capital of £2,500,000 in £1 shares, and offices 
c/o Foulkes & Stuart, St. George’s House, St. George’s 
Terrace, Perth. 

+. * * 

So far as imports of office appliances from sterling 
countries is concerned, it is hoped that there will be 
some relaxation of import cuts at an early date. The 
Commonwealth consultative committee on imports has 
recommended a general relaxation of restrictions “as 
soon as possible,” but it has advised that a complete 
lifting of the restrictions is impracticable at present. 
Many businessmen argue that the improvement in 
Australia’s London funds which will result from this 
financial year’s favorable results already guarantees 
a safety margin which would allow general relaxations 
to be made, and a number believe that if the 1953-54 
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NEW REX-O-graph 
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IB 


Se Graph > 


L} 
Ht Fa Dae” 


y\) Covel ia Oe 


You can easily prove the CREST Model NO OTHER “BUDGET PRICE”’ DUPLICATOR 
“C” as today’s greatest value in duplicators! OFFERS YOU ALL THESE MODEL “‘C’”’ FEATURES: 


Its amazing versatility, speed, accuracy, 


beauty and operating simplicity compare ® Modern Streamline Design 

with models of much higher price. You : : 
: * Automatic Paper Centering 

get more work done — easier, at lower cost. 

* Positive Automatic Paper Feed 

WRITE todoy for complete details on the new 


. _Diai P 
eS .ccamh Coct Modet “Cael te ene New Three-Digit Reset Counter (optional) 


REX-O-graph Line of Duplicators. * Original ALL-ROLLER Moistening Unit 


Valuable Dealer Territories Still Available. e Quick-Change Master Guide and Clamp 


I Is REX-O-yaph, INC. * Handles Postcard to TISSUE Stock — up to 9” x 16%” size. 


sone waddle ie. * Accurate Registration in up to FIVE Colors from One Master. 


of ms MILWAUKEE 14, WISCONSIN e 


Brilliant, Uniform Copies of anything Typed, Written or Drawn. 
Ny Froid pope? 





* Priced from $98.00 to $865.00. 


FIFTEEN REX-O-GRAPH MODELS 
FIT EVERY COPYMAKING NEED 


“6 “me ray 4 
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Model FM — Automatic paper center- Model R® — Streamlined, avtomotic Model RE — Fully outomatic, motor Model RES — Automatic, with in- 
ing, feeding, and counting feed, paper centering, counting, driven, integral cabinet. tegral base, foot pedal control, for 
feather-light operation. systems work. 
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WATSON 


ESTABLISHED 1887 


The GENERAL’ 
kkk * 
6000 LINE 


BACK AGAIN— 
by 
Popular 
Demand! 


Compare these features: ®) SS 
1, “Watco” All Ball Bearing Progressive 


Suspension. 

2. Positive “Tri-Lock” Easy Operating Com- 
pressor. 

3. Hand Hole for Easy Drawer Removal 

4. Watson's All Welded Construction 

5. Provision for Field Installation of Auto 
matic Lock. 

6. Spring Operated Lock Hook. 




































7. Heavy Gauge Reinforcements. 

8. Smooth Bottoms with Provision for Sani 
tary Legs. 

9. Rounded Top Edge at Front. 

10. Handsome Modern Hardware 





Available in Gray or Olive Green 














PH—for hanging folders FS—for file supports 


*Style—6401—4 Dr. Letter 28%” deep 
Style—6402—4 Dr. Letter with Lock 





When you are a Watson dealer you have at your command facilities 
Style—6403—4 Dr. Legal 28!2" deep for custom built equipment for Banks, Court Houses, City 
Style—6404—4 Dr. Legal with Lock Halls and Hospitals 


*Specify Style Numbers With—FS—for File Supports : — iad 
or—PH—for Hanging Folder Frames prrrerrmrewn 


WATSON =~ 





< 





Send for folder W-6 showing the Watson — 
“General” 6000 line. Write to Dept A-5, A few dealer territories open 


WATSON MANUFACTURING COMPANY, Inc., Jamestown 3, New York 
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financial year begins favorably, import restrictions 
may be abandoned altogether by the end of 1953. 
o . > 
Woolworth’s (New Zealand), Ltd., a firm which does 
a nice business in smaller office lines (carbons, sta- 
onery items and so forth), reports that its net profit 
fell from £146,115 to £117,160 in the financial year 
ended October 1952. Dividend rate on the ordinary 
5s stock units reduced from 15% to 12%. 
> * - 
Melbourne retailers of office furniture say that in 
October, 1952, sales were down approximately 7% below 
sales in October, 1951. In Sydney, sales were down 
approximately 15 
The Western Australian Government has fixed the 
following minimum charges for cartage of office appli- 
unces for distances (a) up to and including two miles; 
b) from tw six miles; (c) from six to twelve 


miles; and (d) from 12 to 24 miles: Typewriters— 
(a) 2s. 6d.; (c) 3s. 6d.; and (d) 5s... . general 
lines to 28 Ib weight—(a) 1s.: (b) 1s. 3d.; (c) Is. 
6d.; and (d to 56 lb.—/(a) Is. 6d.; (b) Is. 9d.; 
c) 2s.; and 3 . to 112 Ib.—(a) 2s.; (b) 2s. 3d.; 
2s. 6d il a 3s 6d. 

a = o 
rhe Tasmanian Government reports that exports of 
utionery duri the past year were valued at £23,461. 

. > > 
Since the Christmas and New Year holidays, busi- 
ness in office appliances has been somewhat dull in 
most of the capital cities, but a move to erect modern 


office accommodations in most centers is giving con- 
‘e dealers who naturally expect such 


increased sales 


fidence to applians 
a move to lead 





Kalamazoo, Ltd., Declares Dividends 

December 23 was an historic day for the workers of 
Kalamazoo, Ltd., Birmingham, England, as it was the 
lay they received their first dividend payments under 


First Dividend Check ... J. Butcher, branch manager of 
Midlands Lo vernment Brand of Kalamazoo, Ltd., re- 
eives a check for the first bonus declared by the Kalamazoo 


Workers’ Alli W. Braithwaite, area sales manager, makes 
tr resentatior 

the firm’s ci tnership scheme. The Kalamazoo 
Workers’ Alliance is a trust composed entirely of 
employees of the firm in Northfield and in branch 
‘ffices all over the country. Already the largest share- 
holder, the trust is gradually acquiring complete 
wnership of firm which supplies accounting and 
recording methods. Income from the shares is dis- 
ributed to employees according to their length of 
service and degree of responsibility. The plan bids fair 
to becomi! lel for British industry in general 





Sheaffer Pen of Australia Hits Full Production 


Full production of the complete line of Sheaffer 


ting equipment, including the new Snorkel foun- 
pen, is inder way at the Melbourne plant 
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NOFA 
Cleveland Auditorium 


April 26-29 
YOURE WELCOME 


to see the complete Smo-King Line 


111 Pioneer Street Brooklyn, N. Y. 
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TWO-SEAT SERVICE DIVAN No. 420 
Ideal for reception rooms, lounges, small offices. 
ANODIZED tubuler aluminum 
Dupont Fabrilite upholstery 
Sturdy spring construction 
Size: 22%" x 31'2" x 43'2” 















SEND FOR CATALOG ILLUSTRATING THE DISTINCTIVE 
CHAIRCRAFT LINE COMBINING FUNCTIONAL STYLING WITH 
LUXURIOUS BEAUTY 




















STAPLERS, TACKERS, PLIERS, STAPLES “S 


THE LINE OF DEPENDABILITY 





MADE <= 












oe 
matsrun if 
Loads T-32 Tack “es 

¢ mc fe Sizes: 3/16", 1/4" & 5/16" leg lengths 

OTHER ARROW STAPLERS FOR EVERY PURPOSE — IN EVERY PRICE RANGE 


WRITE FOR BOOKLET “SELLING THRU KNOWLEDGE re 
a + ee 





CUT COSTS — PRINT WITH 


RUBBER PLATES 


MAKE THEM IN THE 
EASY-TO-OPERATE 


EVA-PRESS 


MATERIALS 
COST LESS THAN 
$1.25 FOR 
10°x10” PLATE 





1. Insert type form and 
plastic sheet into hot Eva- 
Press, apply pressure, let 
cure for 10 minutes. 


2. Release pressure, extract 
all from Eva-Press and have 
finished matrix 

3. Place (1) sheet of rub- 
ber on (2) matrix and in- 
sert both into hot Eva- 
Press, apply pressure, let 
vulcanize for 10 minutes. 


4. Release pressure, extract 
e PLATENS 11x13” all from Eva-Press and 
¢ INSIDE CHASE 10x12” have finished Rubber Plate 
More detailed directions 
supplied with Eva-Press. 


FOR MORE INFORMATION WRITE TO 


AMERICAN EVATYPE CORPORATION 
751 OSTERMAN AVE. DEERFIELD, ILLINOIS 
























of the W. A. Sheaffer Pen Company of Australia, Ltd., 
Grant F. Olson, vice-president of the parent company, 
announced recently. 

In addition to supply dealers in the sterling area, 
the Australian company will supply the bulk of the 
orders from the new W. A. Sheaffer Pen Company of 
England, Ltd., which was set up as a distributor in 
London last year. 





Get Gifts Out of Rut 


m@ Many items carried in the office supply and equip- 
ment store can be sold for gifts throughout the year. 
Often after making a sale, it is necessary only to pick 
up a suitable article and say, “This would be wonder- 
ful for a birthday present.” 

Or during the week that your local schools hand out 
report cards, you may suggest, “If your children 
brought home satisfactory reports, this inexpensive 
gift would be a nice means of encouraging them to 
keep up the good work.” 

While holidays calling for gifts are increasing in 
number, a hint from the office supply and equipment 
store owner can expand this source of volume even 
farther. For example, “Yesterday we sold one of these 
for a gift. A customer said his neighbor had recently 
done him a favor, and this seemed the perfect way 
to thank him.” 

Sell gifts as a regular part of your work. Think 
ahead and begin to suggest suitable items for gifts 
several weeks before each holiday. Just as important, 
between times try to build volume by discussing with 
customers the numerous occasions when small and 
inexpensive presents are a welcome, friendly gesture. 

GMD 





L. A. Firm Dissolves Partnership 


Pritikin & Mandel, 8763 Beverly Blvd., Los Angeles, 
Calif., is now known as Pritikin & Company. Arnold 
Pritikin is the sole owner of the firm since the with- 
drawal of Henry Mandel on December 31. Mr. Priti- 
kin has assumed all obligations of the former part- 
nership and will continue to operate the business at 
the same location. 








Safe Builders Inspect Charters of Liberty .. . 


Edwin H. Mosler, Jr., (left), president of the Mosler Safe Co., and 
John Mosler, executive vice-president, examine the nation’s three 
most treasured documents now displayed in the National Archives 
shrine in Washington, D.C. The Mosler brothers, fourth generation 
members of the family in the business, are standing above the giant 
Mosler safe into which the Declaration of Independence, Constitution, 
and Bill of Rights are automatically lowered. The 50-ton safe, the 
world’s largest, is hidden 20 feet under the floor of the shrine. It 
features a built-in elevator that raises the precious documents each 
morning and lowers them back into the safe each night. 
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the more you sell 


the more you lose! 





If you’re selling equipment that costs $50.00 or 
less and must be demonstrated—chances are 
you're losing money on every sale. It stands to 
reason that dealers cannot possibly warehouse, 
inventory, demonstrate, sell, and service a 
piece of equipment in this price range and 


make any kind of profit. The money just 
isn’t there 

These are facts derived from a personal 
interview survey of office equipment dealers 


and stationers, carefully conducted by 
Weber Addressing Machine Co. 


Using the results of this survey as a basis, 
the company has announced a NEw DEALER 
Prorit PLan with the introduction of its new 
Model A-3 Addressing Machine with the 


plan will more than double the dealers profit 

per unit over previous models. It will be necessary 
to sell two competitive machines to equal the 
profit on one Weber! 


And remember. There is no other low-cost 
addressing machine made today that can offer 


your customers so many exclusive advantages. 
Find out now about this great new machine 

and the most exciting profit plan ever 
announced to the trade. Fill out, clip and send 
the coupon for complete information. 





 Subebaanb ites ho Re 


Weber Addressing Machine Co. 
273 West Central Rd. 
Mount Prospect, Hil. 


Send me complete information on the new Mode! A-3 
Weber Addressing Machine and the New Dealer Profit 


Weber 


Plan 


COUMBGR. oc ccccccevesceoeesceeote 


Address poeoudsece 


! 

! 

i 

! 

I 

! 

! 

! 

i 

individual WeTrrert. Tri Title 
I 

i 

I 

I 

i City Zone State 
L 
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sell more... 






City National Bank, Houston, Texas 


Installation by The 
Equipment Company 


Finger Office 


than a functional desk of 
finest quality... 


sell Keopold furniture in an 


office planned for business 
efficiency in the gracious manner 


Ke00!d dealers have 


“olus-profit’ 
because @ @ @ 70 years of experience in pro- 


ducing and selling office furniture of distinction 


. . « is available to Leopold dealers. Because 
Leopold provides the “tools” to help you plan 
a completely integrated office interior . . . at 
the right price for your customers with 


’ opportunities 


larger profits for you. Because Leopold's adver- 
tising and sales aids make selling easier, profits 
bigger. Write us today about “plus-profit” op- 
Leopold 


portunities enjoyed by hundreds of 


dealers. 


NY 


Member: Wood Office Furniture Institute | } 





nt L6q00/7 ‘our 


IOWA 


BURLINGTON, 
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NOFA Convention to Accent 
“What's New” in Industry 


Continued from Page 56) 


his ledger sheets and continue to operate profitably 
his message goes much deeper than that. Mr. Meadows’ 
weekly radio program, heard over WHIO, in Dayton, 
has won wide acclaim. He has travelled extensively, 
both here and abroad, pursuing his favorite subject— 
people, their customs, beliefs and attitudes. 

Another high spot will be provided by Miss Anne 
Saum, who heads her own firm in New York City. 
Miss Saum is an expert on atmosphere, and her topic 
will be “Selling Office Furniture Atmosphere.” Her 
appearance will be in the nature of a repeat perform- 
ance, for she was one of the speakers at NOFA’s New 
England area conference last Fall. At that time she 
created what must be described as a “sensation.” Her 
talk will be designed to prove a phrase she likes to 
use: “In the hands of skilled artisans, interior dec- 
orating will carve out for you that most interesting 
of all designs—the dollar sign!” 


To Hear Walter M. Casey 


Last, but far from least, will be Walter M. Casey, 
of Beaumont, Tex. Mr. Casey is an entrepreneur, an 
industrialist, a retailer, a salesman, an educator, a 
governmental advisor, an internationalist, a writer, 
and a humorist. His talk, “Selling in Today’s Econ- 
omy” will be given at the opening luncheon on April 
27. Mr. Casey has been associated with the Ford 
Motor Company for 12 years as a sales executive, owner 
and operator of three dealerships. He also owns and 
operates the New Crosby Hotel in Beaumont, Tex., 
and is President of the Sabine Ice Company in the 
same city, among his many activities. 

NOFA’s convention committees have been working 


steadily for the past several months, and are now 
putting the final touches on the program. The ex- 
hibitors will have at their disposal one of the out- 


standing display halls in the country. Similarly, every- 
one attending will benefit from the fact that the 
greatest and finest exposition of office furniture and 


equipment ever held will be concentrated under one 
roof 

The office furniture dealer is operating in an ever- 
changing economy, whether he likes it or not. The 


most practical way for him to keep abreast of the 
changes constantly being made, of keeping thoroughly 
informed on new developments and techniques, is to 
see for himself. That is the purpose of NOFA’s con- 
vention-exhibit, and Mr. Gray expressed complete con- 
fidence that with the exhibitors, speakers, and busi- 
ness program that have been assembled, everything 
worthwhile seeing and hearing in our industry will 
be at the disposal of those attending. 

Advance registrations are being accepted at NOFA 
Headquarters, 175 Fifth Avenue, New York 10, N. Y. 


Everyone planning to attend is urged to get his reser- 
vation in as quickly as possible, for choice hotel loca- 
tions are going fast. The complete convention ticket 


is $21 for NOFA members, and $24.50 for non-members. 
Individual registration is $1.00 for members and $2.50 
for non-members. Luncheon tickets are $4, the annual 
banquet $10 

Every year NOFA’s convention-exhibit has improved 
on the previous effort, in effect setting new records 
every time. 1953 will be no exception, for the proof 
that something really unusual is in the offing is 
already on hand 





Incorporate Traugott-Bohn 

Traugott-Bohn, Inc., specializing in office machines, 
has been granted a charter of incorporation listing 
200 shares at no par value. Directors 
are Helen Liff, Frances Benzer and Arlene Gerber, 
all of 120 Broadway, New York, N. Y.—EEG 


apital stock of 
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A ready seller 
with 10” eye 
guide at 


od | 77 


TAX EXTRA 








é 


Easy to Sell— Profitable to 


There is a real demand for the RITE-LINE Copyhoider because 
typists like it. Saves eyestrain and promotes accuracy and speed 
especially in copying columns of figures. Self-contained, all-metal, 
compact, attractive. Requires no installation or service. The above 
illustration shows the Copyholder with the LINE MAGNIFIER at- 
tached. Extra for magnifier $4.00. 

Attachments for copying from wider sheets 

15" extension eye guide $1.25 

20" extension eye guide $1.50 
For full particulars, discount, etc., write io 
RITE-LINE CORPORATION - 1025 15th St., N. W., Washington 5, D.C. 












POP’LAR 
OAK 
TICKLERS 








Lock corner construction e@ Rounded edges and 
corners e@ Seasoned, selected lumber e Strong 
hinges securely fastened @ Ook, Walnut and 
Mahogany finish e@ Sizes: 3x5-4x6-5x8. Available 
with or without cards and guides. 


hedges MANUFACTURING COMPANY 


2931 WENTWORTH AVE. © CHICAGO 16, ILLINOIS 
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e SAFES 
e VAULT DOORS 





SAFES. 


four . 


two 


one dafes 





UNDERWRITERS 
LABORATORIES 
LABELS 

















a complete line for Dealers... 


e SAFETY DEPOSIT BOXES 
e MONEY CHESTS 


e DRIVERS “after hours” DEPOSITORY 


EXCLUSIVE FRANCHISES AVAILABLE 


WRITE FOR CATALOG NO. 17 


La Porte, Indiana 


UARDSMAN SAFE COMPANY 
Jon Robertion 











Se ee 
— ee nce 

















Fritz-Cross 


No. 150-L 


Built especially 
for the Junior 
Executive. 

it’s mansized, 
brute-strong 

and designed 

for masculine 
comfort and 
pride. 

AND the only 
2-way chair on 
the market. Rigid 
or “’L” Spring 
Back with the flip 
of a lever. 


THE FRITZ-CROSS CO. 


300 East Fourth Street 
ST. PAUL 1, MINN. 
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Meetings, Conventions, Dinners 
(Continued from Page 84) 


and Robert McConnaughy, F. O. Bailey Co., Portland, 
Me.; Jim Tildsley, Ward’s, Boston, Mass. Standing, left 
to right: Bob Sprott, Globe-Wernicke’s assistant direct- 
or of sales; M. Hamlin Robbins and Don Jacobs, John 
R. Rembert Company, New Haven, Conn.; Bill O’Con- 
nor, Forbes Snyder, Inc., Holyoke, Mass.; Robert Mac- 
Leod, Read & MacLeod, New Bedford, Mass.; Charles 
Fisher, Gustave Fischer Co., Hartford, Conn., and Elmer 
G. Rahe, Globe-Wernicke’s vice-president and director 
of sales. 





Philadelphia Stationers Meet, 
Elect C. A. Newcomet President 


Some 60 members and guests attended the regular 
monthly meeting of the Philadelphia Stationers Asso- 
ciation held on Thursday evening, January 15, in the 
Robert Morris Hotel, Philadelphia, Pa., with President 
Irving A. Roth, Roth Brothers, Philadelphia, presiding. 

President Roth expressed his pleasure at seeing such 
a good attendance despite the Philadelphia trans- 
portation strike. He then announced a panel discus- 
sion on the subject of “The Great Expectation.” He 
then called upon four experts, members of the panel, 
to come forward. They were: Arthur C. Shearman, 
Boorum & Pease Company, a manufacturer; Richard 
M. Graff, Esterbrook Pen Company, a manufacturer's 
salesman; Edward Eisenstein, Shanahan & Company, 
a dealer; and William H. Reinhardt, A. Pomerantz & 
Company, a dealer’s salesman. Irving Roth, Roth 
Brothers, acted as moderator. 

Each member of the panel] gave his views on what 
he expected of the other three members which was his 
“Great Expectation.” The discussion was well staged 
and considerable interest was shown as was evidenced 
by audience participation at the end of the discussion. 

The next order of business was the election of officers 
for the coming year. They are: 

President—Charles A. Newcomet, The C. F. Heller 
Bindery, Reading, Pa. 

First vice-president—Robert Whitesel, Brooks Com- 
pany, Philadelphia. 

Second vice-president— Joseph O’Brien, William 
Mann Company. 

Third vice-president—Richard M. Graff, Esterbrook 
Pen Company. 

Treasurer—Jack Pinkerton, Hoskins Company. 

Secretary—Ernst Abe, William F. Murphy’s Sons 
Company, Philadelphia. 

Members of the executive committee are: Chairman, 
Irving A. Roth, Roth Brothers; Charles W. Lukens, 
Yeo & Lukens Company, Philadelphia, Pa.; L. B. Herr, 
L. B. Herr & Son, Lancaster, Pa.; Joseph A. Snitzer, 
Hoskins Company, Philadelphia, Pa.; Edward Eisen- 
stein, Shanahan & Company, Philadelphia, Pa.; Rich- 
ard B. Yeo, Yeo & Lukens Company, Philadelphia, Pa. 

Retiring President Irving Roth then expressed his 
thanks to his officers, committees and entire member- 
ship for their splendid support during his two-year 
term of office. He addressed the group as did his suc- 
cessor, Charles Newcomet. 





Clary Launches Field Meeting Series 


Clary Multiplier Corporation’s 1953 sales and pro- 
motion program is being presented to Clary dealers 
across the country by home office, branch and district 
representatives in a series of field meetings. The 17- 
city schedule runs through March 2. 

Heading the group making the coast-to-coast swing 
from San Gabriel, Calif.. company headquarters are 
K. A. Adams, dealer sales manager, and R. E. Barrett 
of the cash register division. 

Others participating include Peter J. Ready, training 
specialist; John Winters, general service manager; 
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TO TAP THE 
“LOW-COST’’ 


MARKET 


REAL DESK VALUES! 


NEW 
6560 


rounded corners 
on top, legs 
and rails 




















































SIZE: 
60 x 34 inches 









wiZED DESIGN 


D 
DER ' 
qe more leg room 


] 
| HOOSIER ECONOMY 6000 SERIES 


Constructed for Years of Hard Service 


ideal for additions to and replacements for existing installations—the 
popular Hoosier Economy 6000 Series of desks and service tables offer 
your customers value that’s hard to beat! Trim, modern design for 
greater working ease! Sturdy, long-life construction! And—amazingly 


low cost! Check on the Hoosier 6000 Series for your economy-minded market. 














WRITE for Free literature showing the complete 
value-packed Economy 6000 Series — today! 


—=— _ HOOSIER DESK COMPANY = 


JASPER, INDIANA 





OFFICE APPLIANCES, March, 1953 225 








The brand 
Every Demand 





| Read How FLAGSHIP’S Patented Metallic Back Helps 


pereuediudietape--perastetere eee 


* Flagship is curl-proof, 
not just curl-resistant 


* Flagship's metallic back 
means extra wear, easier 


handling 


* Flagship makes sharp, 
permanent copies 


° Flagship allows smudge- 


_ less erasures 


ana A ii itt etree 





ents enn teeta 





ALLIED 


You Hold Your Inventory Down... Push Profits Up! 


lf trying to satisfy the many different demands, tastes and whims of carbon paper 
purchasers has saddled you with an inventory overfat with different brands, weights 
and finishes — you'll want to read every word of this. 


But we'll tell you right away — you can solve all your problems with one line — 
metallic back Flagship. 


Like Topsy, most stocks of carbon paper just grow. First, a basic stock. Then 
special numbers for special customers. Then new items as they come out. Then 
this, then that. Today, for every carbon paper number a fellow can sell, the chances 
are he’s carrying two nobody — even in his own organization — understands or 
wants! Dead stock piles up... and dead dollars that could be pulling profits in 
other merchandise. 


But that can never be the picture when you carry Flagship. Because of its 
patented metallic back and scientific carbon balance you can actually sell more 
carbon paper and realize bigger profits with less stock! Here’s why: 


A With Flagship you don’t have to load up with “fringe” weights and intensities. 
Flagship is so ingeniously constructed, inked and finished that a few numbers do 
all the jobs there are! 


B The simplified Flagship line is easier for your sales staff to explain and sell. 
And the crisp, metallic back — looks, feels and is clearly superior — gives your 
people something new and tangible to talk about! 


C When your customers need more carbon paper they'll come back to you for 
easily recognized, easily remembered Flagship! 
Quite a story? There’s plenty more to it — other ways that Flagship speeds turnover, 


widens profit margins, gets new business and steady repeats. A postcard or letter 
today will bring you the whole eye-opening array of facts. 


CARBON AND RIBBON MANUFACTURING CORPORATION 
General Offices and Factory: 165 Duane Street, New York 13 
Western Office & Warehouse: 3404 So. Main, Los Angeles 7 
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William Petit, Jr., supervisor of dealer sales; Eugene 
Austin, supervisor of dealer service; Robert Pratt, 
assistant sales manager, and Merwin Eberle, advertis- 
ing director 

The meetings opened with a “pilot” session, ad- 
dressed by Hugh L. Clary, company president, at the 
Huntington Hotel at Pasadena January 16 and winds 
up in San Francisco March 2. 

The dealer meeting at Abilene, Tex., is being held in 
conjunction with the Texas Office Machine Dealers 
Association convention February 15-16 at which Clary 
planned a display booth. 

The schedule of district meetings, with company 
representatives and district dealer managers partici- 
pating, is as follows 


Kansas ( \ Phillips Hotel, January 21—K. A 
Adams, R. E. Bat t, P. J. Ready, Robert Pratt, John Win- 
te! Robert trict dealer manager 

Minneay M Nicollet Hotel, January 24—K. A 
Adams, R. |! I rett, R. J. Zuckermandel, district dealer 
rn eer 

hicag ( Hilton Hotel, January 26—K. A. Adams, 
I I Bart \ Eberle, John Winters, R. J. Zucker- 

‘ es ~ Be . er and Robert Davis, district dealer 

 S rs 

ledo, OF H Secor, January 28—K. A. Adams, R. E 
Barrett, Merw erle, John Winters, J. L. Spangler, dis- 

! a ler 

( cinnat ( Netherland Plaza Hotel, January 30 
K. A. Adan I Barrett, Merwin Eberle, John Winters 
J. I Spangler rict dealer manager 


hila p Warwick Hotel, February 2—K A 
A ! R. E. I tt, John Winters, Frank Randall, Eastern 
mat Collins, branch manager, A. L. Han 


ind J nell, district dealer managers 


gfield i Hotel Kimball February 4—K A 
Adams, R t, A. L. Hanrahan, district dealer man 
r ! Jefferson, February 6—K. A. Adams 
I Bat 5. Watkins and J. E. Rommell, district 
ai : ik 
Orlands I ebilt Hotel, February $—K. A. Adams 
I Barrett i Corl, dealer district service manager 
Vv. S. Wat trict dealer manager 
\ nt Biltmore, February 11 K. A. Adams, 
I Barret Corl, W. S. Watkins, district dealer 
emphi Ie ‘ing Cotton Hotel, February 13—K. A 
4 R. J H. R. Corl, W. S. Watkins and Robert 
nanagers 
o! Hotel, February 15-16—K A 
\ R. |] I t, Eugene Austin, M Cowan, dealer 
NI, ‘ osevelt Hotel, February 18—K. A 
cy i I Eugene Austin, W. S. Watkins, and 
M ‘ strict managers 


( opolitan Hotel, February 20—K. A 

\ ! R. I I Eugene Austin 
Salt L e { ! Hotel Utah, February 23—K. A 
4 R. I t. Eugene Austin, R. T Kelley, dealer 
Frat f St. Francis Hotel, March 2—K. A 


RR | | tt John Winters William Petit, Jr 


strict manager 





Chicago Keglers Not Stationary 
With the — 53 season two-thirds gone, the 50 
members of pe tationers Bowling League of Chicago 
have proved themselves anything but stationary when 
it comes to bowling. Meeting at six o’clock in the 
Chicago Arena every Tuesday evening since September 
2, these men shed 23 out of 35 weekly clashes in 
the bowling s on February 3. The membership 
categories of the trade, the only 


is drawn I! 
requirement bei iffiliation with the stationery indus- 


Clinging to a precarious lead of a half game, the 
Braves, captains by Jim Gordon, Graver-Dearborn 
Corporation, h begun wishing for a bigger handicap. 


Indians, under the captaincy of 

Aigner Company, are unwilling 
concession. Currently there are 
between the first place and the last 
can happen before the season 


The second place 
C. W. Clemen, G. J 
to make any 
I lll game 
lace teams. Anyt 
‘nds on Apri 
High team series is held by the Cardinals with a 
3164. The Braves are second with 3110, and the 
Yankees third with 3071. The Indians and the Phillies 
team game, both having recorded 
re third with 1082. 
series is held by Jim Gordon with 
[tterberg’s 269 is good for individual 


} ing 
bllligé 


are tied for hi 

1 1094. The Giant 
Individual 

a 760 score H 

len game 


the n 


iatt f individual averages, John Steurcke 
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Now! A Simple Adapter Converts 
Old Dictating Machines into Modern 
Electronic ear .. AT LOW cost! 


New permanent .. . 
unbreakable cylinder 
revolutionizes cylinder 
dictating equipment. 


The Truvox DICTATOR adapter 
with microphone and the Tru- 
vox TRANSCRIBER adapter with 
new lightweight ear phones are 
easily installed in a few min- 
utes. 





Old dictating equipment is now valuable! At a fraction of the 
cost of new equipment you can convert old machines into the 
most modern efficient dictating units on the market. Truvox 
adapter units are compact, economical and easy to install— 
designed to be plugged in. Dictaphone and Ediphone equipment 
now has the advantages of electronic, magnetic wire or tape re- 
cording. Your present equipment can be quickly converted at 
one-third the cost of new equipment ... with superior results. 
Truvox quickly pays for itself with THESE ADVANTAGES: 


« Lifetime Magnetic Cylinders Are e Highest Fidelity Reproduction 
Used Over Thousands of Times 


—tuaranteed 5 Years 


e Eliminates Buying—Shaving of 
Wax Cylinders 


e Increases Office Efficiency 25% 


« Autematic Velume Control 


« Operates AC or DC 


Write for details. Dealer inquiries also invited. 


TRUVOX RECORDER COMPANY 


1133 BRYN MAWR ° CHICAGO 40, ILLINOIS 
LOngbeach 1-0088 


Manvtactured by 


\ 


.' 


| FORCE 


MODEL 200 < 


fast 
selling! % 


So \ 
NUMBERING ~ 
MACHINE 


Finest all-purpose 
lever-type machine 
you can stock. De- 
signed for variable 
numbering ... number 
advances only when 
user presses lever. 
Write for latest price 
lists and catalog. 


















FAS 


. A.. ; 
age FORCE 
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AMERICAN BUSINESS LOOKS TO YOUTH 


Larry C. Hart, Vice-Presi- 
dent of Johns-Manville 
Corporation and President 
of Junior Achievement, Inc.., 
is actively concerned with 
the proper training of our 
youth who will follow today’s 
business executives. 


“Without accurate infor- 
mation, youngsters can 
hardly be expected to make 
the right judgments as to 
profits, capital investment 
and stockholder returns,” 
Larry C. Hart, Vice President, said Mr. Hart. “Misunder- 

Johns-Maaville Corp. standing on the part of our 
young people can lead to opinions on their part 
which would be detrimental to our business system 
and hence, to their own futures. 


“An effective method of developing an understanding 
of the fundamental philosophy of competitive enter- 
prise among young people is Junior Achievement—a 
program in which high school students learn about 
business by actually being in business. This program 
is education at its best. The teen-agers are not taught; 
they learn for themselves out of their personal ex- 
perience. 


“We executives not only encourage this program, 
but keep ourselves abreast of the latest progress in 
management’s thinking and its utilization of the best 
in office machines and equipment by attending the 
National Business Show each October. This Show 
demonstrates the machines and methods which pro- 
vide the accurate information so essential to sound 
management.” 





(ADVERTISEMENT) 


Sentry Sates 


SELL BECAUSE 

LOWEST PRICE 

HIGHEST QUALITY 

WIDEST SALES APPEAL 
25 


RIES INVITED 
TS THEN THE PROFITS? 


BRUSH-PUNNETT CO. 


545 WEST AVE.~+ ROCHESTER 11, N.Y 
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leads the league with 187. Tony Peters is second with 
179. 


* * a 


School for Safe Experts 
Needs No Truant Officer 

Even a mountain blizzard can’t stop office equipment 
dealers from attending the regional schools for safe 
dealers now being held throughout the nation by the 
Mosler Safe Company. 





Mosler Sales Conference in Denver... 


FIRST ROW: Charles Schultz, O’Brien Printing & Stationery Co., 
Pueblo, Colo.; Marion J. Kolar, Wyoming Typewriter & Equipment Co., 
Cheyenne, Wyo.; K. M. Ford and J. L. Graves, both Ford Office Supply, 
Boulder, Colo.; A. A. Keith and Harriet Scanlon, both Keith e 
Co., Denver, Colo. SECOND ROW: Frank Scanlon, Keith Safe Co,; 
Don Peck, Nelson's Typewriter & Office Supply, Greeley, Colo.; Elbert 
Filer, O’Brien Printing & Stationery Co.; Robert L. Shapard, Ford 
Office Supply; John S. Foose, Wyoming Typewriter & Equipment Co, 
THIRD ROW: Roy Stanford, Intermountain Prtg. & Stat. Co., Grand 
Junction, Colo.; Chuck Butler, Butler’s Stationery Co., La Junta, Colo,; 
Milan Hulbert and Bill Pape, both Davis Typewriter Supply Co., 
Colorado Springs, Colo.; Gilbert Dressor, Nelson's Typewriter & Office 
Supply; Chesley Harris and Chet McDonald, both Journal Office Su 
ply Co., Sterling, Colo. STANDING: R. Childress, The Mosler Sate 
Company, Dallas, Tex.; Frank Calloway, The Mosler Safe Company, 
Kansas City, Mo.; Joseph M. Ashley, The Mosler Safe Company, 
Hamilton, Ohio. 





FIRST ROW: C. W. Christensen, George W. Doerr and G. W. Paarde- 
kooper, all Koch Bros., Inc., Des Moines, lowa; Jack D. Webster and 
Dick Belson, both Latsch Bros., Lincoln, Neb. SECOND ROW: W. C. 
Pellisero, F. E. Davenport & Co., Omaha, Neb.; H. L. Bybee, Koch 
Bros., Inc.; V. G. Leach and H. A. Schutt, both F. E. Davenport & Co. 
THIRD ROW: Frank L. Wheeler, R. B. Snow, Roy Umpleby and Vergil 
E. Kepford, all Koch Bros., Inc. FOURTH ROW: Tom Ellis and Ossie 
Solem, both Koch Bros., Inc.; Chet Lyman, The Lyman Co., Fort Dodge, 
lowa; R. J. Faust, Lincoln Office Supply, Waterloo, Iowa. FIFTH ROW: 
Erwin J. Wasta, Pioneer Litho Co., Cedar Rapids, lowa; E. B. Dawson, 
Koch Bros., Inc.; C. V. Voelkers, Pioneer Litho Co.; M. H. Renz, Lincoln 
Office Supply; Jack Getz, Pioneer Litho Co. STANDING: Frank Callo- 
way, The Mosler Safe Co., Kansas City, Mo.; Art Reid, Latsch Bros.; 
Joseph M. Ashley, The Mosler Safe Co., Hamilton, Ohio; B. J. Bristoll, 
Koch Bros., Inc.; James Herschner, The Mosler Safe Co., Hamilton; 
Herb Henry, Latsch Bros. 


Take Roy Stanford for example. He runs the Inter- 
mountain Printing and Stationery Company in Grand 
Junction, Colo., and is a franchised Mosler safe dealer. 
Mr. Stanford drove 200 miles across the Continental 
Divide over treacherous, snow-clogged Loveland Pass 
rather than miss the intensive one-day school in 
Denver. 

Including his trip back, he covered 400 miles, accord- 
ing to Joseph M. Ashley, manager of Mosler’s dealer 
division, who is proud of the enthusiasm and spirit 
shown by these businessmen students. 

Despite snow and ice, nine dealers sent 19 repre- 
sentatives to attend the training session conducted by 
Mosler safe specialists at the Keith Safe Company 
in Denver. 

Mr. Ashley heads the 105-year-old safemaker’s 
traveling “faculty.” He also reports an excellent turn- 
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COMBINATION CABINET 


Designed for wardrobe and 
storage duty in offices, fac- 
tories, homes. One full shelf, 
3 adjustable holf-shelves, 





Fifteen 


WARDROBE CABINET 


to twenty gorments 
will hong in this impressive 
steel wardrobe. Measures 
72” x36" x18” 










STORAGE CABINET 


72° "36" x18", has 4 odjust- 
able shelves. An efficient 
cvtometic housekeeper for 


. Shelf for hots, office stationery, forms, 


generous space for clothes. 2 wide-opening doors. Also equipment. Extra shelves 
72” x 36" 18", also availa available 24” depth. oveilable, also available 
24” depth. Style 3CW Style 1WA 24” dept. Style 4ST 


Styles 3CW, 
other with inexpensive ports which you may order. 


DESK HIGH, 
CABINET 


The answer for 
ercrowded desks. 
Lots of storage 











Style 1DC 





1WA & 4ST may be changed into the 


COUNTER 

DISPLAY Stim Jim UTILITY CABINET 
ome. 20m » 247% DISPLAY CABINETS Wardrobe Style 24WA; 
doo nd recessed bose Both measure 72” x 36” «x 18”. Hove Ya” Storage Style asst 
There feet of a plate giass sliding doors. Style FGW (right) ideal for norrow spoces, 72” x 24” x 
pace on the top of th mokes ao perfect display cabinet. Style 18”. There's 15 feet of shelf spoce in 
net with plenty of room HGW (left) con be used for disploy ond 24ST; and plenty of room for clothes 
merchandise on the inside storage. Completely welded. Style FGW in 24WA. Both styles easily inter- 
the sliding doors. Style also 12” deep. changeable, also available 24” depth. 


SMALL PARTS CABINETS Style 18SP 
34°W x 13°H x 12”°D with 18 generous drawers. 
Every drawer and drawer-divider (2 to a drawer) 
hes its own individual label holder 


smoll ports needed close at hand! 


tansteel 
CORPORATION 


117-20 Fourteenth Road 
College Point, Long Island,N.Y. 
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STEEL SHELVING | 


our SPECIFICATIONS 


Py 
_ ~MADE TO Y om id 
ares Stanstee! shelving is ™ er 
; every conceivable type. ; 
ys know your requirements. 

















WARDROBE RACKS for IMMEDIATE DELIVERY 


ALSO MANUFACTURERS OF SAND URNS—— SMOKERS —— 
COAT TREES——WARDROBE RACKS——UTILITY TABLES 
WALL RACKS—— UMBRELLA STANDS ETC. 





IN 
ALUMINUM 
AND 
CHROME STEEL 





SEND 
for 
OUR LATEST 
CATALOG 
No. 903-4-5 WARDROBE RACK No. 802-3-4-5 Me. 812-813 
3-4-5 FEET WIDE 2-3-4-5 FEET WIDE 2 and 3 FEET WIDE 











CIN SOME V NOs 11) |r 1:10) ICL OREGON ND Ae 8S” MOSTMAN & SOUTH CLINTON AVENUES 






ARM FLUORESCENT 







DESK LAMP mt 
Lovely two tone effect with brass plating in > 
base, it has an amazing amount of eye g * P » 
appeal and a surprising low price. Hand- \J im 
some, non-tarnishing fused on finishes. " ae 








FOR TWO TUBES RETAIL PRICE a ~S 
For two T8 15W-18" Tubes TWO TUBE MODEL 
No. 622 Statuary Bronze with Brass $14.95 Ret. | 


No. 623 Gray with Brass $14.95 Ret. 


FOR ONE TUBE 
For one T8 15SW Tube 


No. 620 Statuary Bronze with Brass $10.95 Ret. 
No. 621 Gray with Brass $10.95 Ret. 


ey 4 LAMPS MFG. CORP, ELWOOD, /ND. 


OVER 50 YEARS OF LIGHTING SINCE 1896 


COMPLETELY 
ADJUSTABLE 
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IT PAY$ TO BE SURE ! 


“4 SURERDEX 





TRAODE MARE 


~ THE QUALITY LINE OF FILING 
SUPPLIES & GUMMED SPECIALTIES 


AT LEADING STATIONERY STORES 
THROUGHOUT THE COUNTRY 


od 





VERTICAL FILE GUIDES © GUIDES © FOLDERS © INDEX 
CARDS © INDEX TABS © TRANSPARENT INDEX TABS @ 
BLANK INDEX STRIPS © ROLLED LABELS © PROTEXR 
LOOSE LEAF PATCHES © ADDING MACHINE ROLLS @ 


THE WARSHAW MANUFACTURING CO.. INC. 








Your assurance of Quality 


is the WORDEN line 


featuring a complete line of wood chairs, desks and 





242ST genuine leather chairs and suites of excellent quality 
SECRA TYPE 











the Secra-Type desks 


feature: 


Fatigue Reduction 





Efficiency 
Space Saving 
Economy 
Beauty 
Quality 


The WORDEN Company 


f HOLLAND, MICHIGAN 260 OH TOP 
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WEST SPRINGFIELD, MASS. 
Chicago Office and Warehouse 
527 South Wells Street, Chicago 7, Illinois 

















5° 


The Acco Fasteners 
in Accopress Binders 
bold from 2 to 2000 
sheets. Capacities 


’ 
from 1 to 6 inches. with 


ACCOPRESS 














BINDERS 


Accopress Binders are the economical loose leaf—or 
permanent—means of binding business papers. Made 
of fine pressboard. Long in life. Low in cost. Stack 
flat. They insure permanent safety for all records— 
letters, orders, contracts, invoices, reports, etc. Choice 
of many styles and sizes. See your Acco catalog. 


ACCO PRODUCTS, Ine. 
Ogdensburg, N. Y. 


In Canada: Acco Canadian Co., Ltd., Toronto 

















FASTENER 
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out at another Mosler regional school recently held 
in Iowa. Dealer representatives from all sections of 
Iowa and Nebraska participated in a one-day training 
conference at Koch Brothers in Des Moines, Iowa. 





Smead Holds Holiday Party in Hastings 


Employees and their families, totaling more than 
600, were guests of the Smead Manufacturing Company 
for an evening of dinner, gifts and entertainment 


es” 
" se 


<= ¢ % 


> * , r 
Le a ‘Ss %% 
bb 2 az: - 


At the Smead Party... 
ABOVE—-Fortunate were those able 
to eat on the first shift; CENTER— 
Harold Hoffman, Sharon Lee, John 
Peter and Mrs. Hoffman. 


‘ZL 
ye ; 3 a 





Pleasant Waiting . . . Continuous entertainment for those 
who had to eat later. 


during the past holiday season. The three Minnesota 
and Wisconsin plans of the firm were all represented. 

Held in the high school auditorium at Hastings, 
Minn., the program was in a large share arranged and 
given by employee talent, augmented by a few enter- 
tainers from the nearby Twin Cities 





W. Va. OED Holds Quarterly Meeting 


At their first quarterly meeting of 1953, the West 
Virginia Office Equipment Dealers heard a discussion 
of the factors in “Store Modernization” by James Olsen 
and James McCann, both of The Columbus Show Case 
Company, Columbus, Ohio. The meeting was held 
at the Hotel Ruffner, Charles, on January 31. A ques- 
tion and answer period on display and modernization 
followed the talk. 

J. Hanley Morgan, of Morgan’s, Inc., Huntington, 
presented “Main Street,” an analysis of sales growth 
and costs which Paul Burbank, NSOEA general man- 
ager, discussed at the 1952 Chicago convention. To 
illustrate his points, Mr. Morgan used NSOEA charts 
loaned by association headquarters. 

Approximately 50 dealers and travellers attended the 
meeting, “hospitality hour” and banquet, presided 
over by Fred Belt, McGhee and Company, Wheeling, 


OFFICE APPLIANCES, March, 1953 








sore «a 





we 


Cr [= 

















1,164,596 READE 

ADERS 

of -the-crop aiiaatons anak ~~ * “(Total 
. (Total 


based on certified 


figures A.B.C 


and C.C.C. 





Office installation for Bonk 


ers Fire & Marine Insurance 


Co. by the Re-Print Compory- 
Birminghom, Alaboma 


tle on the door reads 
the office furnishings 
the character of the 
hness of fine woods 
s traditional dig- 
quality of 
nce 


When the ti 
“President,” 
should express 
position. The ric 
best expresses thi 
nity. And the legendary 
a Jackson desk gives solid assure 
of long life, without hazard in “yn- 
derwriting”’ the investment. 
For these reasons, Mr. Sam Boy- 
kin, President of Bankers Fire and 
Marine Insurance Company, select- 


ed a Jackson desk for his office. 


JASPER OFFICE F 
ino 


sa oP: 8 Bs 


Select Jackson Desks 





DGES OF GOOD RISKS 


other top executives 


Hundreds of 
the same conclusion 


have reached 
_, . enjoyed the same satisfaction. 


May we direct you to the neor- 


est Jackson desk dealer? 
Also, make o note om your calen- 
dar pad, to get from us © personal 


copy of the yseful Guide to Lower 
Dept. A-3, 


please. 


MEMBER OF wood OFFICE 
FURNITURE INSTITUTE 


URNITURE co. 
ig es 


8. He 3 





UNDERWRITING SALES 


for Jackson Desk dealers 


| An aggressive, hard-sell- 
ing advertising campaign in 
the nation’s most influential 
bails publications is pay- 
ing dividends for Jackson 


Desk dealers. Your pros- 


pects are reading Jackson 


ads... are being impressed 


with the importance of qual- 


ity office furniture, and the 


advantages of Jackson 
Desks. 

Ads like the one above 
will bring people into your 
store — prospects pre-sold 
and ready to buy—if you 
sell Jackson Desks. If you 
don’t, you’re missing a good 


bet! Write us today. 


.. . desks designed with 


dualom 
BUSINESS, IN MIND 
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DEXTER MODEL #3 

APSCO’s all-steel frame, heavy duty 
model designed for constant rugged 
usage. 





PREMIER MODEL 50 

The famous moderately priced automatic 
feed model. An attractive addition to any 
room or office. 





GIANT DELUXE MODEL 51 
Revolving selection dial makes this model 
extremely popular wherever a wide va- 


riety of pencils are used. 
Rockford, Illinois 


Toronto, Canada : 


Remember the APSCO Trade Mark iden- 
tifies the world’s finest pencil sharpeners. 


automatic pencil sharpener co. 


336 No. Foothill Rd., Beverly Hills, California 
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president of the state association. Paul Foster, Stand- 
ard Printing & Publishing Company, Huntington, is 
secretary-treasurer 

The second 1953 meeting of the West Virginia Office 
Equipment Dealers Association is scheduled for Beck- 
ley, W. Va., on Saturday, May 9. The meeting is open 
to all office equipment dealers and manufacturers’ 
representatives desiring to attend. 





O.F.A. of Chicago Hears Panel Discussion 
By Retailer, Representative & Manufacturer 


A panel discussion on the subject, “How to Get 
New People the Office Furniture Business” high- 
lighted the February 2 meeting of the Office Furniture 
Association of Chicago. 

This program arranged by John Smythe of Geyer’s 
Topics, the activities chairman, featured a discussion 
between a retailer in the office furniture business, 
Norman Ginsburg; a manufacturers’ representative, 
James Lynch, and a manufacturer, Roy Edgren of 


Corry-Jamestown Manufacturing Corporation. 
Opening the discussion, in which members of the 
group joined, Mr. Ginsburg outlined these ideas for 


attracting “new blood” in the office furniture business: 
1. Incentive plans; 2. Public relations program; 
3. Sponsored school trips to office furniture factories; 
4. Movies; 5. Business administration courses in the 
schools; 6. Courses in office furniture salesmanship; 
7. Correlation with art and design training. 

Mr. Lynch, representative of the Imperial Desk Com- 
pany and New Indiana Chair Company, told of the 
need of product knowledge, an integrated training need 
for salesmen. He suggested that the methods of other 
associations be studied. 


Mr. Edgren asserted that men in the retail field 


must do something about the problem of “new blood” 
from four phases 

l. How are you going to put your finger on these 
people? 

2. Once fi how can you sell this man on the 
industry? 

3. How are you going to pay them? 


4. How ar 1 going to keep them? 

During the business session a No. 1 topic was the 
proposed ordi which would virtually prohibit 
day-time truck deliveries and pick-ups from stores 
in the Chicago Loop area. Herman Spak was named 
hairman of a mmittee, assisted by Warren Spitzer 
and Bill Wolfe, to secure information and report back 
to the association 

Announcement was made that V. L. Caldwell, presi- 
dent of NOFA, will be the speaker for the March 2 
meeting of Chicago group. 


lance 





Elect Masland Executive Committee 


S. Ernest Kulp, member of the board of directors and 
of the exer committee of The Masland Dura- 
leather Company, was re-elected president of the 
Plastic Coatings & Film Association at the associa- 
tion’s annual meeting held at the Hotel Roosevelt, 
New York, N. Y 

G. H. Callum 
division, United 


ales manager of the Coated Fabrics 
States Rubber Company, was again 
elected vice-president. Members of the association 
produce a portion of the national yardage of 
vinyl sheeting 10 mils and over, and of vinyl and 
pyroxylin coated materials. 

The new executive committee also includes, Walter 
F. H. Mattlage, E. I. duPont deNemours & Company, 
Inc.; John W. F. Young, The Federal Leather Com- 
pany; K. L. Edgar, Firestone Plastics Company; R. G. 
Landers, The Landers Corporation; and J. D. Lipp- 
mann, Textileather Corporation. 

Paul F. Johnson continues as executive secretary. 
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CARBON PAPER 


NYLON Ribbons by 
BUCKEYE! 


The Last Word in 
Quality, Cleanliness 
and Durability 


Ask Us About Them 


THE BUCKEYE RIBBON & CARBON CO. 


CLEVELAND, OHIO 
MANUFACTURERS 
















ttt BRINGS YOU 
INDIVIDUALLY BOXED 


CHROMIUM MOUNT 
STOCK STAMPS 


in a Complete Assortment 


Here’s an array of 24 top quality stock stamps 
that stops store traffic cold. Everyone's a _ 
pect for at least one or more of these beautifully 
packaged, exceptionally useful stamps. 

Starter assortment is available in the eye- 
catching counter display shown above-—or 
stamps may be ordered in any assortment or 
quantity you desire. These are the finest stamps 





j 


made—product of B & M’s quarter-century of — _— * 
leadership in the stamp industry. Paid in Pull 


Reproduction of each stamp appears on top of 
its box. All «tamps competitively priced for big 
sales. LIBERAL discounts. Order today for 


vent geen. Write for Catalog No. 153 
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Gulion MARKING DEVICES 


have the quality that 
builds repeat business 


Carry a full line of these deluxe items 


Prompt Shipment of 


Service and Fulton Daters and Numberers 
with Gear Controlled Bands 
no slipping — positive action 
DeLuxe and Special Business Outfits 
Sign Making Kits 
on Stamp Pads and Ink 
cial Rubber Stamp Inks 
u-type Foam Rubber Stamp Pad 


Complete line of Crown Self-Inkers, 
Daters & Numberers 


New Porous Price Marking Kits Now Available 








Write -for Catalog 


Fulton Marhing 
Equipment Co. 


82 Fulton Street Elizabeth 1, N. J. 

















Spirit 
MASTER 


UNITS 
or 


CARBON 


PAPER i 
now IMPRINTED with your 


PRIVATE BRAND NAME 


AT NO ADDITIONAL COST OTHER THAN ART AND PLATES 


Duplicating carbons should produce the same number of sharp, 
clear copies every time. You can depend on the uniform high 
quality of Colonial carbons—because for years Colonial has spe- 
cialised in the manufacture of spirit master units, spirit carbons, 

atin carbons and related duplicating supplies. Colonial car- 

give longer runs, clearer copies and uniform results. 

Send us a sample of your imprint —a rough sketch will do— 
for quotations. 





S =I | 


| Allis} 


| 
. 


CARBON COMPANY 
GENERAL OFFICES e SKOKIE, ILL. 
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IF You Had to Move Your Business 


(Continued from Page 21) 


demanded from the start and monthly tenancy at will, 
for purpose of one year’s try-out, is not acceptable. 
Furthermore, when such an agreement is acceptable, 
the stationer should obtain a securely-phrased option 
of leasehold. 

Mercantile rents are always high enough, it. seems, 


and the beginner in the stationery trade is—quite nat- 
urally—often as timorous about assuming a high rent 
as he is about signing a long-term lease. 

The striking fact of experience, however, is that the 
differential of lease-rental rates between the “excel- 
lent” retail location value that has been certified as 
such by long experience and the rental value that is 
rated only “fair” is usually much less than the seem- 
ingly attractive saving in rent between the cost of a 
“fair” location value and the wholly untested and spec- 
ulative location value for which no one can vouch. 

This means that the best location obtainable is al- 
ways the best investment, UNLESS some other party 
has been bidding up the rent to an exorbitant figure. 
In that instance, a shrewd merchant will let that other 
party have the location and leave him to reckon with 
the ultimate consequences of co-operating with the 
owner to inflate the rental value. 


Consider Building's Space 


The dimensions, the proportions, and the condition 
of the building itself, as differentiated from the street 
location, require careful consideration. Especially is 
this a factor in the stationery trade when a full line, 
including all the heavy appliances of the industry, is 
to be stocked. There should be ample facilities for stor- 
age and effective displays in addition to the selling 
and order-filling floor space. 

When a stationer is actually compelled to locate in 
store premises that require extensive alterations—that 
is, when to do so is his only alternative to taking his 
business away from the community where it is known— 
there are certain improvements he can make in such 
premises which will undoubtedly increase his facilities 
for handling business, but which may not accomplish 
much toward attracting new buyers. 

For this reason, he will have to weigh carefully the 
cost of such prospective improvements because after 
occupancy they become virtually bequests to the own- 
ers of the building, unless the contract of lease provides 
some remuneration for them—that is, a reasonable ap- 
praisal of them, minus wear and tear, to be determined 
mutually when the lease is dropped. 

For the beginning stationery investor, there are two 
major phases to this location project—first, the general 
territory or city in which he believes he can establish 
his business successfully; second, the particular spot in 
that city. 


Choosing Exact Spot 


It will seem strange, I know, to persons who are not 
indoctrinated in the complexities of trade and com- 
merce, but the fact remains that, assuming the appli- 
cation of average common sense and an ordinary 
amount of on-the-spot investigation—it is easier to 
decide as to the community in which to open a store 
than it usually is to decide correctly about the ideal 
spot within the boundaries of the community chosen. 

The explanation of this is simply that in the first 
instance the prospector’s only real problem is that of 
proving that there is a market—a real need—for an- 
other store of this or that kind. Whereas, in the second 
instance, even though there be demonstrable oppor- 
tunity for another store, if it isn’t placed in the right 
spot, it may not command enough business to pay the 
rent. Or, until trade can be cultivated in sufficient 
volume for profitable operation, the location may re- 
quire a burdensome ratio of advertising cost to gross 
annual dollar-volume of sales. 

All the foregoing observations apply more especially 
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peas The Most Complete Line 


PAPER CLIPS 


rarer rasteners | OF High Quality Desk and 


STAPLES 


THUMB TACKS Industrial Staples on Earth! 
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PICTURE OF THE ENLARGED VAIL PLANT 


LARGEST The popularity of MONARCH BRAND Paper Fastening Devices is predicated on 
PAPER CLIP many years of successful performance in the world of business. In these difficult days 
MANUFACTURERS demand exceeds productive capacity but the trade we have consistently served in 
IN THE WORLD the past is assured that the unequalled facilities of the great, modern Vail plant 


pictured above are functioning at top speed to serve their needs. 


AIL MANUFACTURING COMPANY 


990 EAST O9STH STREET CHICAGO 19, ILLINOIS 




















Ce You'll sell more Dennison PRES-a- ‘ply Labels 
in these new window packages! 


Famous “self-sticking” Dennison PRES-a-ply Labels now come in 
sparkling new window envelopes, to retail at only 25¢. This line 
includes white labels in five sizes; air mail and special delivery la- 
bels; red, yellow and green signal dots. 


















Display assortment (as shown) contains 120 envelopes 
— 12 of each item; brilliant three-color display card 
makes sure they’ll be seen to sell. Open-stock cartons 
of each number contain 12 envelopes. 

Dennison PRES-a-ply Labels stick to any smooth, 
dry surface without moistening; can be removed easily 
and cleanly. They have a fine, white writing area. 


PRES-a-ply Labels are also available in 
dispenser boxes and in sheets for easy typing 





CORRECTION TAPE 


of 
s correction 
for easy of tape on 





NEW PRES-2-plY 






The secr 
fluid dupii« 


back of © raste sing or % * 
No Singers, PRE actor outhe RNNNOCUN 
retype. in fingers. PRES-2-Ply COUer double MANUFACTURING COMPANY 















carbon on trips — T 
in convenient $ nvelopes. 10 : 
cone size. in bright yellow wane Framingham, Massachusetts 
s 
retail at 5O¢. 

















SEALS + REINFORCEMENTS + INDEX TAI - PH RNER . TAME 





TAGS + LABELS 
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MONROE - 
Adding-Calculators 






Here’s a fine chance for wide-awake dealers to pick up a nice 


profit by stocking these universally favored calculators. All 
models and capacities — entirely rebuilt by experts and in tip-top 
operating condition—are available in limited quantities. Rebuilt 
Monroe Adding-Calculators are in demand. Dealers who want 


them should write now for full information and prices. 


CALCULATOR EQUIPMENT CORPORATION 


Orange, New Jersey 


And Now .. COLLATED MANILA FOLDERS 


H A Time Saver at No Extra Cost ° Letter and Legal Sizes 
H MADE OF 11 PT. — 150 LB. 


i DURABLE STOCK 
_— 


These Sizes Carried in Stock 


for intaeitites Delivery 


STRAIGHT CUT °* HALF CUT 
THIRD CUT °* FIFTH CUT 
——— = 
Packed 100 to Telescope Box © 500 to Carton 
~ 


Write for Prices and Sample Folder 


elling Thru Dealers Exclusively For 30 Years 


ADVANCO PRODUCTS 


“a MANUFACTURERS OF SUSPEND-O-FOLDERS 
| | AINA FILING SUPPLIES * MANIFOLD BOOKS 
. PRINTED STOCK FORMS 


148 WEST 24th STREET : NEW Varun 11, ae Y. 
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to the initial prospector in a stationery business. As 


mentioned in the beginning, even established dealers 
sometimes have to seek a new location—or may not 
actually be compelled to change locations, but are in- 
fluenced to make a change by the lure of what they 
believe to be better location, even though their pres- 
ent location is unquestionably profitable, according to 

dinary standards of business profits. 

The stationer who is eager for a better location 


should be very careful that his contemplated change 
actually is a change from good to better, because even 
when such a change is an improvement, it is likely to 
involve some unpredictable readjustments, and perhaps 


some new expenses 


Need Better Store 
Merely transposing business to a “better” location 
isn’t the whole story. The entire plane of doing busi- 
ness often has to be elevated and methods stepped up 
if a stationer is to obtain the full benefit from the ap- 
parently greater trade-conductivity of his better loca- 
tion and the increased rent that probably goes with it. 
The reinstallation should achieve the objective of a 
better store to match the better location. 
When a stationer relocates, either for the purpose of 
obtaining an inherently better merchandising site or 
to provide for a volume that his old store has outgrown, 


the full success of this new installation usually requires 
at least several units of new fixtures and furnishings. 
Considerably increased advertising is needed in the be- 
ginning so as to familiarize the community with the 


new home of the business. Ahead, too, are probably 
some increase in pay roll; very likely some new features 


or refinements in service; and expansion of average 
current stock inventory with regard to range of items 
number of departments 


Estimate Trade-Retention 


The economic cost of relocation is lessened, of course, 
in the proportion that the prestige of the business is 
strong enough to retain all or most of its following that 
had been cultivated at the previous location. That’s 


why it is very seldom that an experienced merchant 
in any line of trade will venture very far from the orig- 
inal spot in which his business was developed and be- 
came well known 

In one city of 60,000 population, out of 10 moves 
traced, only three dealers moved to points farther than 
me mile from the original sites. 

In judging the wisdom of moving to a new site when 


not compelled to do so, it is always wise to assume that 
there is a considerable speculative element involved 
(that is, with regard to trade-retention). It is best to 
exaggerate it rather than to discount it, because it has 
been found that, in some instances, business so re- 
located in the stationery field, must produce not only 
enough new volume to offset the 40% of old trade that 
fails to follow the move, but must also produce another 
70 to 80% new business. This is necessary to achieve 
a satisfactory net profit on the expanded overhead set- 
that has been assumed in making the change. 


Use On-The-Spot Studies 


Whether starting in business, relocating an estab- 
lished business, or opening an additional or branch 
store, mere guess-work in judging the suitability of the 
site is almost certain to prove costly 

The location scouts of the big syndicated stores and 
chain” systems make their selections on the basis of 
demonstrable facts and concrete observations pertain- 
ing to the spots picked for analysis. They must know 
what they are doing before they assume the expense 
ind the re nsibility inherent in any mercantile 
leasehold 

They make n-the-spot studies of every environ- 

ental factor and condition having a bearing on the 
merchandising fertility of the site. They check the 
number of persons passing the site every hour; the pre- 

ominant buyer-types as regards age, sex, and appar- 
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NEW .. . NU-VISE SIGNAL 
COUNTER DISPLAY 


25 Cellophane-covered Cards of 20 Signals each. 
The Standard Assortment consists of the 6 
fastest-moving colors. The Display is also 

available packed with any color assortment 
as ordered. Order one for immediate 
shipment or write us for a descriptive folder. 
Ask for Nu-Vise #11 


George B. Graff Co. Cambridge 40, Mass. 
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Sales 


A Product of the SOUTH... 
The NEW FRONTIER FILING CABINET 
Named for Durability, 
Sturdiness and Smart Appearance. 
Prompt Delivery with an 
Assurance of Quality and Service. 
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VANGUARD | 
Steel STORAGE FILES 


serve as ACTIVE files with Phos with Too 
positive, simple stacking earance at Fron 
provisions, plus 





e Brass finish cardholder and handle 


IMMEDIATE |e Four rollers for ease of operation 
DELIVERY @ Index guide rod with brass knob 
Self-locking follower available 


~ Vengahd 
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PROTECT COSTLY OFFICE MACHINES 


WITH HEAVY DUTY ADJUSTO-TOP 
STANDS 





No. 92 TOP ADJUSTS—6'/, x 7% to 15 x 15!/2 


From center to center of cups 


No. 92F with pan 14 x 14!/ deep for Friden machines 
Write For Full Information 
L. C. FLEWELLING CO. 


12411 Industrial Ave. NEvada 6-2134 
Hollydale, Calif. 
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ent socio-economic status. They observe what percent- 
age of daily passersby stop and buy in the stores of 
the immediate vicinity. 

The expert location-finder also ascribes considerable 
importance to the general character of the business 
firms of the locality and especially to those business 
houses which will be the immediate neighbors of their 
organization’s new unit, if it is installed in the tenta- 
tive premises. This has a bearing on the interchange 
of buyers amongst the different stores. It also has some 
bearing on the power of advertising to attract traffic 
to the locality. If all the firms in the vicinity are high- 
grade business houses and, in addition, are progressive 
and ethical advertisers, that fact augurs well for the 
increasing mercantile development of the locality. 


Consider Physical Features 


Physical features of the location, apart from the 
structure to be occupied, have considerable significance 
too in their final estimate of its merchandising suit- 
ability. Accordingly, they make some study of the width 
of the street, the height of structures facing and flank- 
ing the prospective installation, and the lighting con- 
ditions of the neighborhood. 

Then, of course, the window frontage—the facilities 
for adequate displays—is of primary importance in 
their appraisal of the value of the contemplated store 
premises, the depth, length, and design of the window 
frontage always being checked against the require- 
ments for their particular type of outlet. 

Related to the efficacy of ample display frontage are 
the width and condition of the sidewalk in front of the 
building. A narrow sidewalk greatly lessens the sales- 
productivity of even the best window display facilities, 
not only because it frustrates inclination to stop and 
look into windows skirting a constantly crowded nar- 
row sidewalk, but also because when pedestrian traffic 
is forced to move too close to a building the congestion 
created by this narrowness of the sidewalk forces the 
crowds past the site. 

In other words, they do not look into the store, or if 
they do, perchance, a traffic officer soon orders them to 
move along. For this reason, I have been informed, no 
professional demonstrator will put on a demonstration 
in the windows of any metropolitan store the sidewalk 
fronting which is less than eight feet wide. 

Other considerations affecting the merchandising 
value of a contemplated site are transportation facili- 
ties, not only within the city, but to and from smaller 
contiguous communities that have some business-po- 
tential for a stationery outlet. 


Allow Room for Parking 


Parking space also comes in for consideration, be- 
cause a majority of the customers of any large com- 
mercial stationer have cars or trucks, and some load- 
ing space as an adjunct to the premises as well as 
some parking facility nearby, doubtless has some trade- 
attracting value these days. 

The shrewd stationer will investigate the background 
of the location he is considering. Sites that have been 
good continuously for a long time are likely to keep 
on getting better, barring complete subversion of the 
economic structure of the whole community or a radi- 
cal re-arrangement of some important transportation 
route that virtually removes the location out of the 
path of business expansion. 

Sometimes a dynamic merchandiser, who is resource- 
ful and amply capitalized, has succeeded remarkably 
in developing what had been considered a “secondary” 
location-value, or in regenerating one that seemed to 
be starting a downward trend.. But, as a rule, it is 
futile to try to revive any location that has been 
“jinxed” by several failures, even if a low rental be 
offered. 

One very important matter to consider is whether 
there is any unusual obstacle or hazard to the public’s 
convenient and safe approach to the entrance—such, 
for illustration, as motor traffic congestion at a nearby 
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The Backbone of Your Business | 
SERVICE 


Guaraniee it 
with the 

Best 
Ames FUTURISTIC 5-Star Platens 





Manufactured and Distributed to Office Machine Dealers by 


AMES SUPPLY COMPANY 


ATLANTA CHICAGO DALLAS LOS ANGELES NEW YORK CITY SAN FRANCISCO 
156 Alexander,N.W. 564W.Randolph St. 19132 Commerce St. 777-779. Pico Blvd. 37 Murray St. 583 Market St. 





















© TEMPO ALL-ELECTRIC 
OFFICE PRINTER 


for speed—efficiency—beauty 
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© TEMPO INKS 


Designed to produce beautiful copies 
and meet your specific requirements 


will produce better copies 
than any other stencil, regard- 
less of typewriter used for 
cutting 
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Ef. (PO MILO HARDING CO. 


acc us PAY ore 434 W. Pico Bivd., Los Angeles 15, Calif. 
M i L 0 H A R D I N G STENCIL Please send illustrated catalog 


COMPANY DUPLICATING PRODUCTS 
| Nome 
Established 1904 
434 WEST PICO BOULEVARD, LOS ANGELES 15, CALIFORNIA Peon 
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BENTSON 


EXECUTIVE SERIES 
STEEL DESKS AND TABLES 





Designed to a modern trend in office 
furniture STYLE LINE advances a new 
; harmony of distinctive beauty, office 
: comfort, convenience, flexibility and 
lasting service. 
The ‘Executive’ provides large tops 
for adequate work space and al! of 
the functional qualities of ‘‘planned- 
to-serve’’ desk accommodation. 


WRITE FOR 
COMPLETE DETAILS 


The BENTSON MANUFACTURING COMPANY 
AURORA, ILLINOIS 





The Line of Most Assistance 





Perfect union of Revolving Choir 
looks, comfort and 
stamina... the 3-way 
combination that 
builds GOOD WILL 
for your store! 





No. 7225 Sofa Modern, elegant, 
built to stand a lot of service 





For BRIGHTer offices . . . for craftsmanship at its 


very peak . . . give your most discriminating 


customers the privilege of ordering from our catalog 





Coa Mem NY : 


No. 209 Arm Chair MANUFACTURERS OF Wohelloed leaker Hand 
Matching 209%2 above 


133 BLEECKER ST., NEW YORK 13, N. Y. 
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crosswalk, or, such unchecked high-speed motor traffic 
past the site that persons avoid crossing the street near 
the store. 

Whether the rent factor is economically sound in the 
investment set-up of a stationery business depends 
upon the productivity of the location. Not every sta- 
tioner can have a so-called “premier” location, because 
there are not enough of them in the average town or 
city, nor is it always necessary (fortunately) for a sta- 
tioner to locate in the vortex of trade in order to de- 
velop a successful business. 

There is a relation between the rent factor in retail- 
ing and retail advertising costs to this extent: Ina 
location that costs $1,000 a year more than another 
location—the larger rent being theoretically warranted 
by the greater volume of traffic—the stationer should 
be able to save that percentage of his usual advertising 
appropriation represented by the ratio of $1,000 to his 
previous rent. In other words, if the $1,000 represents a 
sizeable 20% increase in rent, the dealer should be able 
to reduce his advertising the same per cent. 


Avoid Speculating 


If location value does not exert a basic influence on 
advertising requirements in every large city (at least, 
so far as business from within the city itself is con- 
cerned) then the bottom falls out of the realtor’s stock 
argument that the “high” and “low” of store rents are 
only relative terms—that is, with regard to the volume 
of reasonably assured daily business that can be at- 
tracted from the pedestrian traffic that continually 
passes the spot 

Good advertising, long continued, does unquestion- 
ably stimulate the accumulative increase in the trade- 
drawing value of a good business site. But a stationer 
does not sign a lease to develop a store site for the 
landlord, even though long occupancy of premises by 
an enterprising merchandiser does inevitably confer 
that benefit on the owner of the property. Neither 
should a stationer speculate too much on the “futurity 
value” of any doubtful site in the exigency of being 
required to relocate and not being able to find imme- 


diately an unquestionably desirable spot. 
He needs a location that is productive now, and one 
which, so far as it is humanly possible to foresee, will 


continue to be productive and to increase in mercantile 
potency with the commercial development of the city. 





Cartwright Extends Directory Deadline 


Due to the whole hearted acceptance and enthusiasm 
by national manufacturers and educational institu- 
tions for two new catalog directories, the “New Eng- 
land School and College catalog-directory and Ameri- 
can College Supplement” and the “National Industrial 
Catalog-Directory” it has become necessary to extend 
the advertising deadline. 

The first fore-mentioned catalog-directory promises 
to cement a closer relationship between American busi- 
ness and American educational institutions. It will 
carry catalog advertising from manufacturers, whole- 
salers, distributors, importers and other concerns doing 
business with these outlets. It will be a valuable and 
much needed buyer’s guide for schools and colleges. 
These will be sent free to all schools from junior high 
up, in the six New England states, and to all colleges, 
universities and schools of college level throughout 
America, Alaska, Hawaii, Puerto Rico and the Virgin 
Islands. The directory section will list these schools and 
colleges thus providing a valuable mailing list. 

The National Industrial Catalog-Directory will carry 
the same advertisements at no extra charge, and will 
be sent free to all U. S. Armed Service Procurement 
Depots and the Defense Department. It will provide 
a Buyer’s Guide for open contract buying. 

The advertising deadline will be extended to March 
31, 1953. Further information may be obtained by 
writing to Cartwright Directories, 155A Downer Ave., 
Hingham, Mass 
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A NEW SERVICE CHAIR MAT SIZE 
CREATED FOR THE MODERN DESK 
34” Lip 


Greater 
Foot Space 














5 Colors 


EXECUTIVE MAT 
No. 1502—48"x54” 


Protects carpets. Covers worn spots. Made of durable 
Tempered fibre. Also available—Standard size 36" x 48". 
Colors: Brown, Green, Black, Maroon and Silver Gray. 
3 SHIPPING POINTS 
Long Island, N.Y. * Chicago, Ill. 





* Lourel, Miss. 
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3500 OAKTON ST. SKOKIE, ILL. 
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Salesmen, Trainees, Clerks and Others 






Every One Who 
Uses Loose Leaf 
Material NEEDS 


Tabbing or Index Sheets 


And 
Aico’s Line Is ue ae 





The Finest, icaaser' Made! 


© In Six Inch Str 


. ice of 8 
© + wena For — This is the original tubular edge 


1, 2 or 3 Line Titles Tabbing; smooth, extra heavy 

10 pt. plastic. Lasts indefinitely. 
Won't crack, split nor warp. Has 
strong linen skirt. Also in 4 pre- 
cut sizes 





. 
¢ Cuts Without Waste 


Wide Variety of indexes 
For All Standard Size 
Binders With Or Without 
Extended Tabs. All Stock 
Tab Classifications. Wide 
Choice of Tabs And Sheets 


You meet any demand for Index 
Sheets with Aico’s wide selection 
available. Are punched or drilled 
to fit all stock size binders. Made 
to order Indexes also available. 
Prompt quotations supplied. 





Write Dept. D For Our FREE Helpful Selling Aids 


AIGNER INDEX CO. 97 Reade st., New York 13, NY. 
G. } AIGNER co. 426 S. Clinton St., Chicago 7, Ill. 
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It's never too 
late ... never 
too early to 
talk and sell 


STARK 


CALENDARS 


A quality line of stands and pads featuring all 
popular styles and sizes. 


write or 


Calendar pads are lithographed—on high-grade phone for 
bond paper with the date in red and the monthly 
calendar in bive. complete 


Fast, 2-color lithograph printing enables us to details 
give you the best in quality and prompt service. 


“In Calendars the Quality Mark is Stark’ 


GTARK CALENDARS 


100-112 BISSELL ST. * PHONE Sts * JOLIET, ILL. 
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P. assed Away Es 


James E. Jarman, 

99, founder of Jarman’s, Inc., Charlottesville, Va., died 
recently. Active in the stationery business for 80 years, 
Mr. Jarman did not retire until he was 95. Up toa 
few months ago he was a frequent visitor to the 
store which he founded and had watched grow from 
a one-show-case display to one of the most talked of 
stationery stores in the area. 


The Late 
James E. Jarman 





Many successful store managers and reliable clerks 
in various cities today received their early training 
under “Brother Jimmy,” as he was called by his many 
customers and relatives. One of his early customers 
was the well known Dr. McGuffey, author of the 
famous McGuffey readers. 

Mr. Jarman was born in Mechums River, Va., on 
July 7, 1854. His entire life was spent in Albermarle 
county. 

The firm which he founded is now under the man- 
agement of his son, Z. L. Jarman, assisted by the late 
Mr. Jarman’s grandson, Roe Jarman. Young Jarman 
is well known in the office furniture field and has just 
completed a two-year term as president of the Rich- 
mond, Va., Stationers Association. 


tr bt + 


Ernest C. Hazel, Sr., 

80, died on January 4 at his home in Waco, Tex. 
Until his retirement on July 1, 1941, Mr. Hazel was 
president of the Lockwood-Hazel Printing & Stationery 
Company, Atchison, Kans. He managed the firm from 
the time of its organization until he retired, a period 
of 35 years. The company is now known as the 
Lockwood Company. 

Mr. Hazel was born in Newman County, Ill, and 
when a small boy moved with his parents to Pawnee 
Rock, Kans. The family then moved to Atchison and 
Mr. Hazel went to work for the A. Caldwell book 
bindery. He was later employed by the Atchison Steam 
Printing Company. Some time later he joined the 
Trade Printing Company in which he bought an in- 
terest. The company later was incorporated under the 
name of Lockwood-Hazel. His partner in this venture 
was the late C. A. Lockwood. 

In 1897 Mr. Hazel married Mary Elizabeth Semple. 
They had five children: Ernest Hazel, Jr., The Hazel 
County Record Binders, St. Louis, Mo.; Constance 
Marie, who died in infancy; Robert, since deceased; 
Kenneth, of Los Angeles; and Neola Hazel of New 
York, N. Y. Mrs. Hazel passed away in 1937. 

For 30 years Mr. Hazel traveled for the Lockwood- 
Hazel firm, drawing plans and securing contracts for 
the furnishing of 21 out of 28 new courthouses built 
in Kansas. He equipped several state office buildings 
as well as the six-story Watso Library at Kansas 
University and buildings at Kansas State college, Man- 
hattan. He achieved a national reputation as a de- 
signer and contractor of office furniture. 

Because of his travels it was estimated that Mr. 
Hazel probably had a larger acquaintance in the state 
than any other Kansan. In 1935 he was supported 
widely for the Republican nomination for governor 
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We make forms of any size or 
arrangement of parts—including 
purchase orders, soles slips, 
checks, statements, ledgers, etc. 
Any color paper: your imprint 


included in a prices. Prompt 
delivery 
i 
| Quantity part 4 part 5 part 
5,000 17.90™ 21.95™ 30.70™ 
10,000 12.75 15.95™ 26.25™ 





NEW LOW PRICES 





REDIFIXT 





W-2. WITHHOLDING 
TAX FORMS 


Regular, IBM, NCR 


All state forms in stock. 
Lowest Prices 


Write for latest 
Price List 
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STANDARD 
if f 
Highest Prices tor cash and charge forms. 
Quality 4” to 4a" width 54%" Width 
7 6%” Length 8%" Length 
Delivery 12 Writing Lines 12 Writing Linca 
3 to 4 Weeks 
° Quan. Dup. Trip. Dup. Trip. 
Write for SM 29.50 36.75 40.50 50.75 
Complete 10m 44:00 58.50 61.00 81.50 
Information ism 58.50 80.25 81.50 112.25 
20m 73.00 102.00 102.00 142.00 





OTHER AVAILABLE STOCK FORMS 
AUTOMOTIVE * CLEANERS & DYERS * CASH & CHARGE 
GAS & SERVICE STATION * LUMBER DEALERS 
COAL & OIL * RECEIVING REPORTS * PURCHASE ORDERS 
BILLS OF LADING 


* Lock up ALL STEEL 

Register with lock com- * 

partment. May also be 

had with cash drawer. C9IS PTs 


for use with 
CONTINUOUS 
FORMS 


Portable Aluminum Regis- 
ter with file compartment, 


30 Vesey Street, Dept. 27 = Write for complete de- 
New York 7, ye Y. : scription and prices. 














OFFICE APPLIANCES, 


March, 


mL 


salle” 


Pittsburgh Cut Wire Co. 


1120 GALVESTON AVE.: PITTSBURGH 33, PA 


1953 





245 









































— another profit-builder from 


The Sengbusch E-Konomy Kleradesk is all-new — new convenience, 
new flexibility, new low price. Just look at the exclusive features of this 
new vertical desk file! 
@ Built in two sections that separate easily and quickly. Permits 
addition of as many standard Kleradesk center dividers as needed for 
individual desk requirements: 
@ Uses all standard Kleradesk center sections — They a// 
fit the new E-Konomy Kleradesk. Takes any combination of high or low 
center dividers and 3”, 6”, or 10” floor boards. 


® Sturdy — Built to last — All-welded construction and the iden- 
tical steel used in the standard Kleradesk. Available in grey or green — 
harmonizes with other Kleradesk sets. 





























@ New Low Price — E-Konomy Kleradesk retails for a new low 
price — only $7.95. Furnished complete with set of blank index cards. 
For bigger sales tickets, sell both the E-Konomy Kleradesk and the 
right combination of center dividers and floor boards to fit your cus- 
tomers’ individual needs. Stock up now on this fast-moving item. 













E-Konomy Kleradesk 


separates in a i 
=> = Ask for circular EK-53 available free with your imprint. 
addition o By 
standard Kleradesk Also catalog page E-K-1953 for your salesmen. 
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FILING SUPPLY COMPANY 
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@ Kraft and Manila Folders, Letter, Legal and Special Sizes 
@ Alphabet and Blank Guides, Plain and Metal Tabbed 
@ Form Cards and Guides, Ruled, Printed and Tabbed 

@ Pressboard Expansion Folders, Letter, Legal and Special Sizes 
@ Transfer Cases, Black Tarboard, 3x 5—4x6—5x8 









FILING SYSTEM SUPPLIES 


A Quality Name in the Paper Conversion Industry 
for over 68 years 


We specialize in “MADE TO ORDER” Guides and Folders 
Quotations given same day request received. 


THE GRAND FILING SUPPLY CO. 


Grand Haven, Michigan Phone 499 


ALSO 
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but at his reque 
candidate 

In 1943 Mr. Hazel married Mrs. Jane Baker. They 
moved to Waco, Tex., in October 1952. Mrs. Hazel’s 
daughter, Mrs. A. W. Hunt, Jr., and Mr. Hunt also 
are residents of Waco 
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st this support was shifted to another 


P. G. Picknell, 


58, vice-preside! 
catur, IIL, 


in the store 


it of Haines & Essick Company, De- 
ollapsed and died on January 10 while 


The Late 
P. G. Picknell 


Mr. Picknell had been with Haines & Essick for 
32 years, part of which time he served as secretary 
of the corporation until 1948 when he became vice- 
president. An active member of the National Sta- 
tionery & Office Equipment Association, he was a 
former governor of District No. 6. He also served as 
president of the Illinois Bookseilers & Stationers Asso- 
clation 

A well-kn musician, Mr. Picknell played the 
trumpet and cornet in several orchestras and bands 
including the old Lincoln Theatre orchestra, in De- 
catur; the Municipal band and the Shrine band. 


+ + + 
Norman D. Macleod, 


long connected with credit and buying activities in 
the stationery field, died in Seattle, Wash., recently, 
at the age of 68 years. For the past few years he had 
been in the credit department of Lowman & Hanford 
Company, but earlier had been with other stationery 
houses 

A native of Ontario, Canada, he was a Navy veteran 
of World War I. In Cleveland, Ohio, he was a buyer 
for a stationery firm there before coming to Seattle 
from the Middle West in 1928. Before joining Lowman 
& Hanford Company he was for some time a credit 
official of the old Seattle Star. 

Besides his widow, Isabelle, he leaves a daughter, 
Norma I. MacLeod, of Seattle, and a brother, Jack 
MacLeod of Chicago, Ill.—CML 


tr iF + 
Jay B. Rider, 


retired president and treasurer of the Duggan-Rider 
Office Supply Company, Erie, Pa., died on January 12 
at his home. For 40 years he was associated in the busi- 
ness with the late Patrick M. Duggan. 

Mr. Rider served as treasurer of the company until 
the death of Mr. Duggan in 1947. He then combined 
isurer with that of the presidency until 
business was sold. Mr. Rider is survived 

nieces and a nephew.—GET 
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Mrs. Fay Beck, 


of 11 Foster Parkway, Mount Vernon, N. Y., wife of 
William Beck ntroller of the Art Steel Sales Cor- 
poration of New York, died January 24 in Mount Ver- 
non Hospital after a brief illness. Her age was 47. 
Born in New York, she was active in many Mount 
Vernon philanthropies 
ides her husband, are a son, Robert; 
f Wolfson; a brother, Nat Wolfson, and 


Surviving, be 
her father, W 
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VISIBLE FILING 


EQUIPMENT 


KARDEX-ACME-POST INDEX 


Etc. All types of panel equipment 
Thoroughly Rebuilt 
and Guaranteed 


BIG SAVINGS 



















Surplus Equipment BOUGHT 


Full cooperation and prompt 





attention on all 


COMMERCIAL 
CARD SYSTEM CO. 


135 GRAND STREET 
NEW YORK 13, N.Y. 
CA nal 6-5728 
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the biggest value 
in Comfort, 
Beauty, 
and Quality... 


_ KING offers the biggest chair 
value an effice dollar can buy. 
The handsome styling and 
cus quality of the 
entire King line is in- 
“stantly appealing. You'll find 
volume sales easier to make . 

and individual sales easier to 
_ lose. And, you'll acquire o 
| meanure of customer satisfoction 
never before enjoyed. 
ond personnel are 


pleased investment- 
. THAT 


REPEAT BUSINESS. 





The Duchess . . . Model 222-S 


“ 


x Tod y for the New Royalty Line Literature 
wy KING POSTURE CHAIR CO. 


753 »uth Raymond Avenue * Pasadena 2, California 
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two sisters, Miss Ida Wolfson and Mrs. Kate Lapides. 
+ i: - 

J. Dorsey Hunter, 

86, operator of The Index, stationery store in Belle- 
fonte, Pa., died on December 27. He was an instructor 
at Penn State College until the early part of the cen- 
tury when he bought the stationery store. Mr. Hunter 
operated the store until his health began to fail a 
few years ago..—GET 


rt bt F 


Rachel Itkin, 

mother of David, Philip, Irving, Ben, Abe, Sarah Lam- 
bert and Sam Itkin, died on January 13 after a pro- 
longed illness. Services were held at Neiberg’s Mid- 
wood Memorial Chapel, New York, N. Y., on January 
14. The Itkin Brothers store closed for the day to 
honor Mrs. Itkin’s memory. 





lowa Firm Remodels Store 

In addition to an attractive new store front Thomas 
P. O’ Toole & Sons, office supply dealers at Dubuque, 
Iowa has recently remodeled the store throughout. The 
store has a display area of 20 by 75 feet and carries 
a large stock of office furniture and supplies. 


7 


AND SONS 


THOMAS P. (6) TOOL! 


a 


a we 





New Store Front... Thomas P. O'Toole & Sons select a 
simple, modern front to attract business to their newly remodeled 
store. 


Thomas O’ Toole says that the firm now has three 
men traveling in 19 counties in the area. The company 
makes a specialty of furnishing supplies for court- 
houses, besides handling regular office supplies and 


stationery. A few of the many lines carried are Art 
Metal furniture, Shaeffer pens, Columbia ribbons. 
NPS 





Dave Siegel Aids Star Loose Leaf Customers 

Following the pattern of many larger companies 
who use engineers to sell their technical products, Abe 
Siegel, president of Star Loose Leaf Company, Inc., 
165 Duane St., New York, N. Y., announces that his 
brother, Dave, his factory supervisor for the past five 
years, is now doing outside selling. 

In addition to selling, he will attempt to co-ordinate 
his intimate knowledge of production problems with 
an understanding of customers’ needs, in order to es- 
tablish a better producer-customer relationship. 

President Siegel also announces that his firm now 
stocks a complete line of sheetholders and has added 
as stock items the increasingly popular register sizes 
of 84% x 8'%-inch post binders and 8% x 7-inch slot 
lock binders. Also offered, at no extra cost, is a high 
finish levant grain fibre stock to replace the ordinary 
pressboard in one type of binder 
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| : 1019 EAST 75TH STREET CHICAGO 19, ILLINOIS 
MANUFACTURERS OF STEEL SPECIALTIES 











the “xe that leads 








(ES) Pins 
LD py “WALL 


BY NONE 


<> No.| 902 STEEL TYPEWRITER 
7 and UTILITY TABLE 


these features 


© Solid—Sturdy one piece embossed table top with 
rounded corners 

© Heavy gauge furniture steel legs that are edge 
rolled and snag proof 

© Superior underconstruction and reinforced frame 
for extra rigidity 

e Full piano hinged leaves °* E Z Roll casters 
that don’t fall out 


20 x 16” TOP WITH TWO 9 x 16” LEAFS— 
SHIPPED K.D.—IND. CARTONED 


—= GLEAMING BAKED ENAMEL = 
Scratch Resistant Finish 


White for Literature 
GOODFREND METAL PRODUCTS CO. 























~& modern ZZmal; Imperial 


Introducing new, modern sectionals 
that combine functional beauty and 
super comfort. Available in top 
grain leather and the new — — 
ELASTIC NAUGAHYDE. 


Also available in settees and arm chairs. 





™ 
No. 732 ~~ 


Height Overall 35 
Depth Overall 26 
Width Overall 22 1/2 
Depth Of Seat 20 
Between Arms 20 


Center To Match 
No. 324 Width Overall 23 
Depth Overall 31 
Height Overall 33 
Width Overall 27 
Depth Of Seat 221/2 


WRITE FOR OUR CATALOG OF FINE LEATHER FURNITURE. 


IMPEP MM eaiter Fernie 2 


7th STREET ° 





A COMPLETE LINE OF UPHOLSTERED LEATHER FURNITURE 
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Uoholstered Furniture 
LMR OL 


OFFICE EQUIPMENT DEALER 





Building upholstered lounge chairs and davenports for 
business use requires specialized knowledge. We know 
what these special wants are and we have designed oa 
line that fills the bill for office equipment dealers. There's 
a Stationer’s unit for any commercial application you run 
into. So .. . boost your furniture sales the easy way 
by dealing with the “Upholsterers to American Business”. 
Write for complete information on our line. 


hmervican Business”’ 


MANUFACTURING CO. istclatacaso 











REVOLUTIONARY 
Socssesce RW 











injector stamp kit 





Imagine! +». you can sell ‘ 
¢ customers an entire stamp- Mere biock letters. 


swirling scripts instead of 


DEPARTMENT in one neat The basic set includes the case, 


attractive package. This hand- injector handle, customers choice 
some cated plastic case in of 6 stamps from 16 standards, a 
two-tone grey is the modern an- one ounce bottle of stamp pad 


swer to the unsightly rubber ink, and a large No. | stamp 
stamp stands of a by-gone age pad. (Blank stamps are available 
. and only 4 x i Yoon of for customers’ special needs.) 


desk space is required! Your 

customers will thrill to the unique RETAILS 9 
and appropriate uw». de- COMPLETE FOR AY 

signs. . . . Parcel Post Stamp 

that is suggestive of Pony Express 

USUAL DEALER DISCOUNT @ WRITE TODAY FOR INFORMATION 


FD MAR scorer 
309 So. Farwell St., Eau Claire, Wis. 
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HANDY “GLIDEX” 


TRADEMARK 


TELEPHONE BRACKET 


A Stable Seller the Year ‘Round 
: 4 









Saves desk space—swings in any direction— 
Keeps phone in easy reach yet out of way— 
The only bracket made to hold present models. 


Made of strong, durable steel. Extends to 30 rigid 
inches. Closes only 9 inches. Various types of mount- 
ings available for attaching to wall, desks, table 
edges, side of tables, etc. Nothing to get out of 
order. Eliminates nuisance of phone cord mussing 
desk papers. 


WRITE FOR ILLUSTRATED LITERATURE AND DEALER’S PRICES 


NN /& A, As 
Ct JO. 


Y Ny NY Ni 
GLIDEX CORP. ~“<=aas= 


4538 W. ROOSEVELT ROAD, CHICAGO 24, ILL. 


Kiuege Ahead 
WITH THE FINEST 
TUBULAR CHAIR EVER! 





















More durable — and more com- 
fortable than many folding chairs 
costing twice as much, Krueger 
tubular steel chairs boast: — 


@ Seamless tube frames 


@ Electrically welded and 
riveted construction 


@ Die-formed leg stretchers 
@ Curvedrollededge backrest 


@ Positive, non-pinching 
seat lock 


@ Silent folding operation 
@ Y-type non-tipping frame 
@ Baked-on enamel finish 





No. 62, with curved hardwood 
veneer seat for indoors and No. 
61, with perforated, curved steel 
seat for outdoor use, provide you 
with super quality seating that is 
sturdily built. to fast for years. 
Light in weight, quick and quiet 
folding, easy to carry and store. 


Vertical see! bracing bors within 
tubular fegs provide extra strength, 
figidity t@ rivets, hinges, mechanism. 
Steel dome feet for smooth gliding 





WRITE FOR CATALOG 


SS ee 
ine 


be covered with moar-pr 
ber feet. ies 






BAY + WISCONSIN 
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APPLIANCE PRODUCTS COMPANY, 2034 JENIFER 
ST., MADISON 4, WIS.—New brochures have been prepared 
by this company to illustrate and describe its line of Serv-Mor 
wardrobe units claimed to handle more garments in less space. 
























































CEL-U-DEX CORPORATION, 1 MAIN ST., BROOKLYN 
1, N.Y.—A description of this company’s filing system last 


month inadvertently dropped the letter “s” in referring to 
“Vers-A-File.” 


CHALLENGER STEEL PRODUCTS CORPORATION, 
350 MORGAN AVE., BROOKLYN 6, N. Y.—"“The Budget 
Line That’s Quality Conscious” is the name of the firm’s new 
catalog showing its line of steel cabinets and utility desks. 
Printed in orange, black and white the new catalog sheets 
have photographs and drawings to illustrate every description. 
At the bottom of each sheet is space for the dealer’s imprint 
should he care to send it out as a separate mailing piece. A 
new price list is also available from the company. 


CUSHMAN & DENISON MANUFACTURING COM- 
PANY, 153 W. 23RD ST., NEW YORK 11, N. Y.—This 
animated window display promoting the Flo-Master felt tip 
pen is designed to augment the popular display card No. C-6. 
The hand with the Flo-Master moving from side to side is 
actuated by a simple battery-powered motor. It points out 


pin e Flo-master y 
. dt . ? 





the many features of the ink and shows the bold lines made 
by the pen. Colored inks and corresponding colored caps on 
the pens provide a good selling point. Marking possibilities 
are emphasized as well as the many features of the special 
inks. Some of the most popular uses are illustrated. Also 
shown in the display are the pocket and king size sets, cans of 
Flo-Master ink and the set of eight colors in two ounce con- 
tainers. Dealer aid AC-1 should be specified when writing to 
the company for information. 


DIXIE CHROME PRODUCTS, DIVISION OF SOUTH- 
ERN CONSOLIDATED MANUFACTURING CORPORA- 
TION, IRVING, TEX.—New catalog No. 67 features the 


firm’s new “Color-Keyed” merchandising theme in the presenta- 
tion of chromium furniture for offices, reception rooms and 
lounges. The new catalog covers the function of color in 


today’s business interiors, construction features and photo- 
graphs of manufacturing processes. In addition there are 18 
color pages of merchandise illustrations and descriptions. The 
company’s new dealer-help policy is outlined in detail at the 
back of the book. Also available is a swatch folder containing 
new color additions to the line and a four-page mimeographed 
brochure in which are outlined plans for sales meetings. 


LEXINGTON LEATHER GOODS COMPANY, 12 S. 
JEFFERSON ST., CHICAGO 6, ILL.—A new brochure has 
been issued carrying illustrations and details of brief and zipper 
bags, zip kits, music cases, insurance cases, ringbinders, collec- 
tor’s wallets and other leading goods items. 


BERT M. MORRIS COMPANY, 8651 W. THIRD ST., 
LOS ANGELES 48, CALIF.—The firm’s 1953 catalog of 
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TWEETEN 


| The Best & Most Economical 


MARKING PENCIL 


Screw-type feed like a me- 
chanical lead pencil. 


(| Sturdily made for heavy 
duty any place where check- 


ing pencils or crayons are 


Makes neat, legible marks on 
practically every type of 


surface. 


Pencils available in Black, 
Red, Blue & Green 


Refills available in six colors, Black, 
Red, Blue, Green, White & Yellow. 
Packed 12 of one color to a pack- 
‘ age. List price 25¢ per package. 


A 49c Retailer 
(including Federal Tax) 








aes WRITE FOR LITERATURE 
AND TRADE DISCOUNTS 





TWEETEN Zire Co., Inc. 


2029 WEST FULTON STREET 
CHICAGO 2, ILLINOIS 

















INCORPORATED - CHICAGO 








Manufacturers of Fine Upholstered Furniture 


oLurury ‘ sain 


Marion V. Follin James 4. Davison 
REPRESENTATIVES °..°. "orn = 6 


Visit owr new Quarters 


469 East Ohio St. Chicago 11, Ill. 


Corner Lake Shore Drive 
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PREMIER CUTTERS 


give you the “Edge” in selling 
Paper Trimmers! 





For the Best Cutting Edge . . 
PREMIER CUTTERS because— 


© All boards are scored—criss/crossed '/2"' lines 

© Permanent lock on guide 

© All sizes of boards equipped with removable blades 

e All blades of hardened stee! 

© Precision ground blades 

© Perfect cutting edge 

@ Rock maple wood base wil! not warp 

e Cutting handle secured with safety spring—will not fall 


> Write: — for further information and prices. 








P re 334 N. Bell Ave. 
hole Mi pricl: @. Chicago 12, Il. 








REPRESENTATIVES 
MILTON STONE, 320 Broadway, “<— ag S240 Sheridan Rd., 
icago, 
Lic NaTEIN, 223 S. 10th St., HARRY HENKEL, 439 Ellis St., 
"Pa mrfom San Francisco, Calif. 
«. tu. 329 Belt Ave., Henry Deutsch, Cox Lane Route 5, 
Box 747, Dalias, Tex. 


—1 Mo. oO: 
STAN MOLLERSTROM, South Eastern Atiantic States 











TYPEWRITERS 
ALL MAKES 


REGAL’S NEW YORK warehouse 
and 80 stock depots cerry a re- 
volving stock of 10,000 machines. 


THE UTMOST IN - edd 


s eS 


—THE LOWEST IN PRICES 


REGALRITE BRAND 
RIBBONS AND CARBONS 


PROVEN-BEST BY TEST—BEST FOR LESS 


REGAL TYPEWRITER COMPANY, INC. 


200 HUDSON ST. NEW YORK 13, WN. Y. 
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matched desk top equipment is now available on request. 
Among the many items illustrated and described are pen sets, 
memo pad holders, the Morris phone rest, ash trays, book ends 
and letter trays. All items in the catalog are priced. 


NUCRAFT FURNITURE COMPANY, 1615 EASTERN 
AVE., S.E., GRAND RAPIDS 7, MICH.—The new 1953 cata- 
log and price list of the company includes new items added to 
its line: corner tables, file drawers for the credenzas, and so 





orateg te. 53 OMPICE accessonre 





forth. Illustrated and described are office accessories styled in 
genuine walnut and oak. Included are such products as book 
cases, telephone cabinets and tables, reception room tables, 
waste baskets, costumers and letter trays in genuine walnut 
and rift white oak. 


REMINGTON RAND INC., 315 FOURTH AVE., NEW 
YORK 10, N. Y.—Two black, red and white folders are a 
stimulating introduction to the firm’s new typewriters: the 
Remington Quiet-Riter portable, the portable without tabu- 
lator, and the new Remington Office-Riter. Both folders are 
excellently illustrated with photographs of the new features 
in addition to a full description. A list is also given of pro- 
motional aids available to dealers as well as a list of current 
publications carrying the firm’s advertising of these new type- 
writers. 


VALCO COMPANY, 1311 ANN AVE., ST. LOUIS 4, 
MO.—A new mailing piece provides Valco with a medium of 
presenting its satin-finish spun aluminum line of smoking 
stands, sand urns, torchiers and costumers. These are illus- 
trated in an attractive manner and vital information is provided. 


VICTOR SAFE & EQUIPMENT COMPANY, INC., 315 
FOURTH AVE., NEW YORK 10, N. Y.—Continuing its 
program of dealer sales aids, the company is now offering a 
brilliant two-color envelope enclosure featuring the Victor Fire 
Drawer. This single drawer insulated unit bears the S.M.N.A. la- 
bel which certifies that it will protect paper contents for at least 
one hour in heat reaching 1700 degrees Fahrenheit. The 
Fire Drawer, which offers the protection of a safe with the 
convenience of a file has been designed to be used by the side 
of a desk to protect papers in work. The new stuffers which 
were planned to assist dealers in direct mail advertising, will 
be supplied free of charge with the dealer’s imprint. 


ALFRED ALLEN WATTS COMPANY, INC., 216 WIL- 
LIAM ST., NEW YORK 38, N. Y.—An informative and 
helpful “Business Forms Sample Folder” has just been issued. 
The folder is attractively lithographed in green and black on 
heavy white bristol and is provided with filing tab and pocket 
in which samples pertinent to any problem of form project 
may be placed. The inside cover is devoted to illustrations 
covering a wide variety of form construction features adaptable 
to the varying needs of punch card tabulators, teletype and 
bookkeeping machine equipment or handwriting, with maxi- 
mum speed at lowest finished-record cost. The folder covers 
information helpful to those interested in streamlining the 
preparation and handling of business forms. Instructions for 
good form design and economy include 17 “Dont’s” and 15 
“Do’s” (time savers). Also included in the folder are pointers 
on simplifying methods, adapting size to the work content, 
economical binding and filing, general layout instructions and 
varied approaches to the handling of deletions and later en- 
tries. Requests for the folders should be sent directly to the 
company. 
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Get the NEW AardsZod CATALOG 


Super-Quality 


BRIEF CASES—PORTFOLIOS 
BRIEF BAGS—CATALOG CASES 


Priced to Give the Dealer Extra Profit! 





Combination Brief Bag & Catalog Case.—Top grain 6-oz. cowhide. 
British brown or black. 16, 18 and 20-in. sizes. Equipped with Presto 
lock, 3 interior pockets and 2 partitions. Also 2 handmade leather 
strap handles which completely surround bag, reinforcing it against 
overweighting. Finished with French edges and a square bottom. 


Write for Catalog of Complete Line—Now! 


Bristol MANUFACTURING CO. 


1670 MORROW STREET GREEN BAY, WISCONSIN 














Designed and created by 


of 
Grand Rapids 






No. 1000 
Revolving 
Chair 
All Walnut 


Overall 
Height 33 

Overall 
Width 24 

Seat depth 20 


between arm 


Back height 
from seat 
Side Arm Cha 
to Match 


Write for Illustrated Literature and Prices 


GRAND RAPIDS 


LEATHER FURNITURE CO. 


201-207 Front Avenuc, NW Grand Rapids 4, Mich 
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Shake the shimmy 


FROM YOUR MIMEOGRAPHS, 
SPIRIT DUPLICATORS, 
FOLDING MACHINES 








BASE THEM ON A 


HALVERSON 


No. 52 
ALL-PURPOSE STAND 


@ RIGID—Provides the sturdy 
foundation your office equip- 
ment needs for better perform- 
ance. 

@ DEPENDABLE—Heavy 18- and- 
20-gauge steel construction, elec- 
trically welded. 








@ STREAMLINED—Trim round cor- EQUIPPED with Adjust- 
ners, smooth edges for neat- o ides for 
ness, safety. levelling, or r- 
@ SOUNDPROOF—No annoying Se sree. ewe oe 


vibration—can be moved quietly ; 
from place to place. 
@ PERMANENT FINISH of gray Height 2812", odjust- 








hammerloid baked enamel—posi- 
tively resists spirit duplicator 
liquids. 





SHIPPED COMPLETELY SET UP—NO ASSEMBLY NECESSARY 
WRITE TODAY FOR CATALOG, PRICES 


HALVERSON SPECIALTY SALES CO. 


1219 W. Chestnut St., Chicago 22, tl. 


Le Salle sven" AND WOOD 


Smokers-Ash Trays 
and Costumers 

















constructed. > No. 140-X.—New 






breakable hooks, modern desi 
ball turned ends. Extra heavy 
21” spread. 68” , or 
—~ Finishes: 1%” post. Ship 
satin chrome, pine weight 
, olive green sembled ready to 
golden bronze. use about 19 Ibs. 
te Units of six, Golden bronze, 
weight 60 tbs. 


bright er satin 
ehrome. 


No. 320. Snuffer smener. By 
removing top ring, the oversize 
inner je can be emptied 

in a few 


seconds. Heavily weighted 9% 
base. Finishes: bright or satin 
chrome, statuary bronze, golden 
bronze. Shipping weight {2 Ibs. 


All Smokers individually boxed. 


See Us at Booth 167 
NOFA Convention Show 
Cleveland, Ohio 


WRITE FOR CATALOG OF COMPLETE 
METAL AND WOOD LINE 


LA SALLE PRODUCTS CO. 
2216 N. Clybourn Avenue Chicago 14, Ill. 
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Immediate Deliveries 


on the complete 


STABILITY LINE 





> 


FILE FOLDERS 


(Manila and Kraft 
PRESSBOARD FOLDERS 
INDEX CARDS 


(Bristol and Pressboord) 


EXPANSION FOLDERS 
(Legal, Letterhead & Special Sizes 
CELLULOID INSERTABLE 
INDEXES & CARDS 
METAL & PLAIN TAB GUIDES 
(All Kinds and Sizes) 


Backed by 25 years’ experience ous exclusively 
with Commercial Stationery Retailers 





Equipped to handle Every Type of SPECIAL 
ORDERS as fast as you need them. 








Write for New 1953 CATALOG and Dealers Discounts 


AMERICAN GUIDE & FOLDER CO. 


155 NORTH UNION AVENUE, CHICAGO 6, ILL. 

















Ops: 


DESKS~+ TABLES 


by 








| Send for Catalog. 


'LEHIGH DESK CO., INC. 


| 106 Duane St., New York ©@ Factory: Bethlehem, Pa. 
































Profitable, High Quality 


ZIPPER RING BINDERS 
PORTFOLIOS 


BRIEF BAGS + BUSINESS CASES 





Smartly and Scientifically Designed for 
School, Business and Professional use. A 
line that will completely satisfy particular 
customers. 


Dealers should have our Illustrated Cata- 
log and Price List in their files. If you 
haven’t—write for it. 


CHICAGO SADDLERY CO- 


105 SO. JEFFERSON ST. ° CHICAGO 6, ILL. 
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Year after year, for the 
past 33 years, it has been 
our privilege to be consid- 
ered No. 1 on the Dealer’s List 
Parade for rough and rebuilt office 
machines. 


Only because of you could this grati- 

fying record have been established. 

It’s a position that we strive to maintain 

through our recognized policy of offering 

the finest rough and rebuilt office machines 
. at down to earth prices. 





Whatever your requirements may be in Add- 
ing, Bookkeeping, Billing, Calculating and 
Addressograph machines .. . you're sure to find 


the model you need from our stock of thou- 
sands of office machines, in our modern, 
spacious building. 

Write for Dealer Price List No. 10 


INTERNATIONAL OFFICE APPLIANCES, Inc. 





326 Broadway, New York 7, N.Y. + HA 2-6700 
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P. alents 


Copies of patents can be obtained from the Commis- 
sioner of Patents, Washington, D. C., for 25 cents each. =» 
Stamps and personal checks are not accepted.) 








Granted December 16, 1952 


2,621,800. Shelving Construction. Han Neubaver, Minneapolis, Minn 
ustration 


Granted January 6, 1953 
2,624,046. Desk Stapler t E. Nyberg bh ; | assigned to Va 


illustration ( i } | 
2,624,273. Checking Means for Interpreters. John N. Wheeler, Hawthorne olor armony In 
; s| Busine Machines Core New York, N. Y 

ustration 
2,624,312. Magazine Pencil. Samue! 8. Harris t. Petersburg, Fle b Pp 
2,624,313. Mechanical Pencil and Collet Therefor. Walter E. Jacobser Car on aper 

A . thamot Pa sssignor ; Prismati« Inc. 
2696914. Retractable Pen. Weller B. Seats. Sun Velie. Coll. aene The finest quality carbon paper in color-backed sheets of 


blue, black, green, and purple . . . and packaged in cor- 
responding colors for: 








@ emphatic customer recognition 
@ simplicity of weight selection 


@ ease in reordering 


See these beautiful sheets . . . they have sales appeal plus! 
Free samples are yours . . . just say the word! 


For Domestic and Export Trade 











bere U. S. TYPEWRITER RIBBON MFG. CO. 
saat naasee << 621-623 CHERRY ST. - PHILADELPHIA 6, PENNA 








eVBAUE,, 
A_/ STEEL SHELVING 


U. S. Pat. No. 2,621,800 








2486.101 





Extra Valve Features 
To Help Sell 


NEUBAUER “TWIN-POST” 
Adjustable Steel Shelving is 






































ee) stronger, more rigid at the vital 
‘ees 205.281 oints— corner posts. NEU- 
= i. SAUER “TWIN-POST” de- 
sign is actually 2 posts with 3 
. a . ' ee = Se ar a strong corners (see inset). 
624,315 Fe ; ‘ oe a So a Ke Eng Shelves fit tig ghtly . « every- 
. 3 Kahn, orth Gergen, N. J thing stays in line. Smooth, 
2,624,317. Pen harpener. Murry Tall, New Rochelle, N. Y. beautiful and strong—adaptable 
2.624.343. Ledger Tray. N Welk. Athe t assignor to The for most shelving nee 
~ J 18 and 20 ga. steel shelves 
2? 624.439. Key 1 h Regulating Mechanism for Typewriting Machines range in 25 sizes from 24”%x9” 
N.Y. essianor % Smith & Corona Type to 48”x24”, 16 ga. posts from 
tMustretion 6’ to 10’. Olive Green or Air- 
seas ane Ghcctees , Machi oe “—~" Chathan line Grey baked-on enamel. 
2,624,50 e aicula ing achine. by : PS, . Y Special colors available. Built 
é Business Machine rp., New York, N. to last, priced to sell... a 
2.624.508. Electror Divid ng and _Muitipiying Apparatus. Arthur H wonderful repeat order builder. 
} E ps, Wappinger Falls, and 
assignors ft nternational Business Ma 
Illustration. es elo) 
2,624,511. Record Perforation Analyzing Mechanism. Clarence R. Manning “" 
, " ; stional Busine Machines Corp New York — 
IMustrat . —— 
2,624,535. Elevating Platform for Typewriters. Franz W. Bollhoefer, Har 2 
= See 
624.597 Re 4 ord MV Wina nson City N. Y assignor 
7 C N ~ N Y 
SaRAaeh Bie Cabtedd, Matte Chun de Pesce See ee ee FREE ESTIMATES 
stration . . we'll quote through you. 
Write today for complete in- 
- 953 formation. 
sranted January |3 ’ Ask about NEUBAUER 
2,624,878. Stapling Machine. Herbert W. Mara Brooklyn, N. Y., as “TWIN-POST” Basket Racks 
to V illustration for school and factory locker 


624,940. Card Punch Roy M. Osborne, San Rafee!, and Berger Stock- rooms. 


"242495. Telephone Indicia Card Holder. Dwight Griswold, West Hert TITAN T OAM Minnoonolic 18, Minnevote 
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* A desk set that eliminates conven- 
tional pencil sharpening — insures 
clean uniform lines, permanently. 


% A lifetime injection lead holder 
with “pointer” that really sharpens 
new precision points in a jitlly! 


* A point-of-sale item that stops cus- 
tomers and sells them on sight! 


Here's a startling new time saver 
that makes conventional pencils and 
sharpeners obsolete. For fine, accur- 
ate detail work .. . an indispensable 
aid to Draftsmen, Artists, Architects, 
Designers, Engineers, Students, Book- 
keepers and others. Lead holders 
available with lead in deg. 7B to 9H. 


DON’T DELAY 
This is but one of hundreds of qual- 
ity profit-proved Alvin drafting. draw- 
ing and stationery items available— 
send for complete catalog 
and amazing price list today! 
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2,625,100. Printing Hammer Rebound Preventing Means. Harry M. Wil- 
liams, Oakwood, and James E. Johnson, Dayton, Ohio, assignors to The 
National Cash Register Co., Dayton, Ohio. 

2,625,101. Sheet Reversing Mechanism for Rotary Perfecting Sheet Printing 
Apparatus. Harry F. Gammeter, Cleveland Heights, Ohio, assignor to 
Addressograph-Multigraph Corp., Cleveland, Ohio. Illustration. 

2,625,162. Adjustable Side Bar for Posting Trays. Oscer F. Edeborg, 
Jamestown, N. Y., assignor to Art Metal Construction Co., Jamestown, N. Y,. 

2,625,225. Card Punch and Verifier. William Wokenfuss, Union, N. J., 
assignor, by mesne assignments, to Burroughs Adding Machine Co. Iflustra- 
tion. 

2,625,251. Korean Typewriter. Pyung Woo Kong, Seoul, Korea. Illustration. 

2,625,252. Carbon Feed Control Mechanism. Lester P. Riddle, Eureka 


and Joe D. Severns, Peoria, Ili. Ulustration. 
2,625,253. Page indicator Mechanism for Typewriters. John S. Burris, 
Houston, Tex. Illustration. 


2,625,322. Transaction Counter Selection and Control. Frank B. Moser, 
Dayton, Ohio, assignor to The National Cash Register Co., Dayton, Ohio. 

2,625,323. Cash Register. Gunnar Nelson, Dayton, Ohio, assignor to The 
National Cash Register Co., Dayton, Ohio. Illustration. 

2,625,324. Total Taking Means for Tyepwriter-Computers. Oscar J. Sund- 
strand, West Hartford, Conn., assignor to Underwood Corp. Illustration. 

2,625,391. Method of Assembling Continuous-Form Stationery. Louis Jensen 
Chicago, IIl., assignor to Uarco, Inc. 

2,625,408. Accounting Device. Jack Hirsch, Mamaroneck, N. Y. 


























Granted January 20, 1953 
2,625,681. Table Type Stapler. Frank S. 8 3+ New York, N. Y., as- 


signor to Arrow Fastener Co., Inc., Brooklyn, N. Y. 
2,625,723. Bendable Prong Paper Fastening Clip. William E. Bassett 
Ww ibridge, Conn., assignor to The W. E. Bassett Co., Derby, Conr 
2,625,908. Copyhoider. Charies W. Knott, Santa Barbara, Calif., assignor 
f forty-four per cent to Fred T. Harsh. five per cent to James D. Harsh 
nd five per cent to Fred T. Harsh, Jr., all of Santa Barbara, Calif. 
2,625,935. Envelope and Support Clip Therefor. Herbert W. Marano 
Brooklyn, N. Y., assignor to Wilson Jones C Chicago, | 
2,626,035. Duplicating Ribbon Attachment. us C. Hochr New York 


N.Y. Ilustration. 
2,626,036. Typewriter Line Control Attachment. Bernard Sternfeld, Brooklyn 
N. Y. Olustration 


2,626,097. Envelope Fastener Means. Walter H. McConnaughy, Washing 


2,626,109. Adding Machine Tape Roll Supporting Means. Arthur |. Hart 
f Cc 


x 


2,626,149. Card Feedbox. Hartvig E. Holmberg, St. Paul, Minn., assignor 


The Hart Mfg. Co., St. Paul, Minn. 
2,626,198. Store Wall Furniture. Anthony Vanderveld, Grand Rapids, Mich. 
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NEW PROFITS! 
CENTRAL’S stece/ BOX LINE 


NEW! GREATER 


CAPACITY 


tt sf 
CLICKSNAP 
S h Operation The dimensions tell 
— — the story—11/2x734 
POSITIVE x4\i”. Heavy steel 
Automatic - Secure one - piece construc- 
Lock with 2 Keys tion. Hammered 
silver finish. 
Central proudly adds these greater capacity steel boxes 
to their accepted line of Cash, Bond & Utility Boxes. 


COMPLETE QUALITY LINE CASH, BOND and UTILITY BOXES 


NO. 10 SERIES |] 4ox6x2 4" NO. 9 SERIES 11 %4x7 Mx4'? 4” NO. 23 SERIES 11 Yex6x4 6” 


19-10A “CLICKSNAP” & tray 9-99A 9-50A 19-23A .“CLICKSNAP” & tray 
19-10CL Comb. lock & tray with canti- without 19-23CL Comb. lock & tray 
9-10A ."CLICKSHAP” no tray lever tray tray 9-23A . “CLICKSNAP” no tray 
9-10CL Comb. lock no tray 9-23CL Comb. lock, no tray 


2415 W.19th ST. CHICAGO 8, ILL. 


50 Church St., New York 7—Cable—“Frozar™ 





Large Variety of Sizes and Styles 


Noesting considers QUALITY 


is of first importance. 


NOESTING PIN TICKET CO., INC. 


728 E. 136th Street’) New York, N. Y. 
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PROMPT SHIPMENT 
"Ele PRONG FASTENER 


BINDERS 


Available with or 
without prong fasteners. 





Durable, all purpose binders. 
Complete range of popular 
sheet sizes and capacities. 
Red or Black Pressboard. 2 
pieces, cloth or scored hinge 
construction. Punched for all 
standard spaced fasteners. 


PRONG FASTENERS 


Attachable prongs or 
continuous-base prong 
tyles. Light-weight 
steel. Non-corrosive 
finish. All popular 
capacities and c. to c. 










Write Today for Our 
NEW Complete, 72 page Illustrated 
CATALOG No. 56 


ELBE FILE & BINDER CO., INC. 
P. 0. BOX 951 FALL RIVER, MASS. 











the NEW line that 
delivers EXTRA profit! 





with 


3 BUTTON MAGIC 



















Posting Equipment Corp 
777 Hertel Avenve, 
Buffalo 7, N.Y 


Gentiemen: 


Pleose rush your descriptive brochure ond 
price list on the complete line of P. E. C. 
Posting Trays and Stands. 


POSTING EQUIPMENT 
CORPORATION 


777 HERTEL AVENUE 


NAME... 
TITLE.... 


Clip and attoch to company letterhead. 
o.1 


BUFFAIL 7, N.Y 
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SPLED-Mo 






SPONGE RUBBER STAMP PADS 


POUENOUR STAMP 
PAD NEEDS IN 


ONE 
ALL-PURPOSE 
LINE! 


Supply your customers with all their 
stamp pad needs from the profitable 
Speed-Mo line — the only complete 
stamp pad line on the market. There 
is a Speed-Mo pad and ink for every 
stamping job in office, factory, ship- 
ping room. You need carry only the 
common over-the-counter pads. We 
furnish prompt shipment on special 
pads (up to 20” x 36”). 


pads are of a specially treated sponge 


Chaar s guoranteed. Re-inking is 
simple — you just brush the ink on Speed- 

































LIBERAL DEALER DISCOUNTS 


Write for folder showing over 35 stock items 


RIVET-O MANUFACTURING CO. 


ORANGE, MASSACHUSETTS 


1, for complete information write 
429 Main St., West, Hamilton, 


50 FEDERAL ST 


Ontario 


ONLY THE FINEST 


INSTRUMENTS 





Write to Dept. A, on bwa- 
ineas letterhead, for your 
copy of the 1952 Price 
Liat and Sample Catalog 


ONLY THE FINEST 


PAPER. 


permits you to build 
greater profits and 
better goodwill by 








[Sos 


eset vas 


serving your cus- 
tomer with the 
exactitude he 
demands. 


SAXON Pager CORPORATION 
240 WEST 1th STREET, NEW TORK 11, &. YT. 
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Jes Now 


SELLS ON SIGHT! 
WORLD WIDE MARKET! 
BIG PROFITS FOR YOU! 


Be first to offer THE NEW COATER 
combination Hat and Coat Rack. 
Constructed of all welded heavy 
gauge steel—equipped with 7 High- 
ly Polished Cast Aluminum Hooks 
and two adjustable wall brackets. 
30” Width 10” 
Finishes: Buff, Gray, Green, Blue, 
Black. Suggested List Price $16.50. 
sample today at Dealer’s Price. 





DISTRIBUTORS WANTED 


CRAWFORD METAL CRAFTSMEN INC. § 
OHIO. 


7-4 Shel. 


Length 


High Gloss Smooth Lacquer 


Red or 
Order 


OW) I eS Oden 








immediate Delivery — 
Liberal Dealer Discount | 











Jobbers, Brokers Wanted 





Receipt Books 
for the trade 


LOWER PRICES 


earn you a 
better profit 


Duplicate Receipt Book Co. 


Box 842, Birmingham 1, Alabama 


500 Receipts and 
500 Duplicates 


write for catalog 


Rated dealers 
ralers only 











r 


The BOSTON KS 


For Durability, Speed, 

Precision and Eco- 

nomy, you can’t buy 

better than a Boston. 
* 


SPECIFY “BOSTON” .. backed 


by a full year's Guarantee! 











BOSTON 


PENCIL SHARPENERS 





C. HOWARD HUNT PEN CO. 


CAMDEN 1, N. J. 


Also manufacturers of Speedball 
Pens and Products... 


Hunt Pens 








DAYTON STENCIL 


WORKS C 
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al 
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" rand Rapids, M 
illustration 


Granted January 27, !953 
2,626,479. Telephone Desk Secretary. Murray Ma New York, N. Y. 
2,626,592. Mechanical Push-Type Lead Pencil. Edwin C. Hedler, Chicago, 


2,626,593. Pencil Sharpener. Robert C. Gwin Barrington, R. |. 
2,626,610. Vertical-Type File Folder. John S. McTavish and Albert H 


Canada, assignors to The Office Specialty 

Mt N ~anada. 
2,626,693. Space Controlling Mechanism for Multipitch Escapement Type- 
writers ++ New York, and Joseph Lee Sweeney, Jacksor 


N. Y sssignor to said Sweeney 


: lilustration. 
2,626,694. Letter-Fee 


Mechanism for Typewriters and Like Machines 
’ assignor t Jerwood Corp., New 


Sheet Retractor Mechanism harles Schroeder, West 
erwood Corp., New York, N. Y. 
2,626,696. Front Feed Paper Gauge. Walter A. Anderson, Bridgeport 
; rp... New York, N. Y 

2,626,697. Line Number and Page End Margin Indicator for Typewriters. 
W t Illustration. 

2,626,748. Adjustable Crosstooter Pickup. Elmer L. Wise, Farmington, 
ssig New York, N. Y 

2,626,749. Overdraft Mechanism for Accounting Machines. 


2,626,695. Carbon 


Raymond A. 


sse R. Granger. Artt R. Colley, Andrew 

han. W Paden, James H. Crawford, Herbert C. Johnson, 

R t H ; rt C. Mitche Dayton, Os assignors to The 
\ t Ohio. Illustration. 


2,626,750. Carriage Operated remy Sf Mecheniom for Accounting Ma- 


hines. F A Herbert C hns snd Paul H. Williams 
National Cash Register Co., Dayton, Ohic 
626,752. Carry Device for Electronic Calculators. Samuel B. Williams 
M to The Nationa ssh Register Co., Dayton 
2,626,816. Loose-Leaf Calendar Hanger. Or P. Winford, St. Paul, Minn 
; , + k + Da r Minn 
2,626,817. Loose-Leaf Sheet Calendar Hanger P. Winford, St. Pa 
; ~ L Ww St Pau Mir 
2,626,818. Binder Hanger For Loose-Leaf Sheet Calendars Orion P. W 
c ; Br wn & 8 rT. " p su Minn 
2.626.819. Loose-Leaf Display Calendar Or P. Winford, St. Paul, M 
. Ps Mine 
—- - 


Walter A. Sheaffer Il Heads Pen Company; 
Craig Sheaffer Becomes Government Aide 


The election of Walter A. Sheaffer IT as president of 
W. A. Sheaffer Pen Company, Fort Madison, Iowa, was 
announced by the company February 5, according to 
newspaper sources. He succeeds his father, Craig 
Sheaffer, newly-nominated assistant secretary of com- 
merce, who resigned as president and a director on 
accepting the nomination. 





The new president was treasurer and assistant to 
the president 
Financial Motes 
Sheaffer Pe Company , Fort Medien, lowa.—Stockholders voted 
¥ ; = deck of te aumenes hon 
er e Th reas n +h corpora 
> 3 “ enable h 
3 3 &vaiiat ~] 





AAPA WRAOOAAAAAAAAAAAAAAAAAAAAAAAAANA1O040¥ 
MR. CALCULATOR 
That's me 


KNOWN FROM COAST TO COAST AS THE 
MAN WHO GIVES YOU BEST CALCULATOR 
QUALITY FOR THE BEST PRICE 
* 


ISRAEL MEIZNER 
MERCURY BUSINESS MACHINES CO., INC. 


CORNER 20th STREET 
NEW YORK 3, N. Y 


GRamercy 7-0055 
WRITE FOR OUR NEW PRICE LIST 


ewe eeeeeoueey 


900 BROADWAY 


nh ee ee be he te te ee ee 
wevevw«eeeeeeeeeeeeeeeeeeeeeeerrrrrrre 





; 
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BRIEF COVERS 


A Complete Line—133 Items— 
For Every Use—Business, Professional, School 


The easy, mod- 
ern way to pro- 
tect business 
papers and doc- 
uments, to keep 
presentation 
material clean 
and flat. One or 
more sheets are 
quickly changed 
at any time. 






COLOR RANGE TO SUIT 
EVERY NEED 

Red Deep Green 

Orange Blue 

Brown Midnight Blue 

Tan Grey 

Green Black 


No. 525 Covers are made of heavy weight leatherette to stand 
a lot of wear. Equipped with practical, built-in double prong 
fasteners to accommodate letter size sheets a x 11”. Packed 
25 of a color (or 25 assorted) to a box. »oxes to shipping 
carton. 

Write for catalog and prices on complete line. 


AMBERG FILE & INDEX CO. 
Filing Specialties Since 1868 
1608 Duane Bivd., Kankakee, Ill. 











CO 200K / Mitt 


MBAS? 


Chem-Board y gh are permanent. They cost and 
wei about 50% less aan. steel; cost less than some 
rein corrugated paper files. 


Chem-Board is the product of our exclusive process 
for chemically impregnating 350 pound test corru- 
gated fibre-board to make it flint-hard and rock- 
strong. Fully loaded Files can be stacked to the 
ceiling without intermediate supports. They mate 
together vertically . . . operate treely without sag- 
ging or binding . . . . repel vermin ... can't rust 
- . - @re impervious to moisture .. . have positive 
drawer stops .. . follower-blocks ‘are available. 


Chem-Board Files are 


steel wire, ‘They have CONVOY hen board 


wasll Ieee, Write today 
for list of users, illus- 
trated price list, and 
details about our Dealer 
Franchise. 


STORAGE FILES 


PO Station B, Box 216-G «+ Canton 6, Ohic 
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4%" 
counters, showcases, 


& | WIDE 
etc Attach with cement, 


EASY TO SELL BECAUSE THEY’RE 
Fhe STYLE 
: For labels 
on bins, 
tacks, staples, screws 10 fire- 
proof plastic holders to a package 


EASY TO ATTACH. 
LH-340 
~_— 
shelves, cabinets, 
complete with perforated paper inserts and 


fac es ready to slide into 
a oe 









- oe acetate 
= Standard widths: 1/2” ‘ by 2”, 8’ 
Specials to order. IMMEDI ATE ’ DEL IVERY. 


Write for Details and Samples 


AIGNER INDEX COMPANY 


99 READE ST. DEPT. D NEW YORK 13, N.Y. 


place. 
lengths 








MASTER 
SPEED KEYS 


SPRING keys for true 
finger comfort 


Spring 
Cushion 


SPRING keys for 
increased production 


SELL THEM TODAY! 





WRITE FOR FULL INFORMATION 


SPEED KEY CORPORATION 


268 R CHAUNCEY STREET BROOKLYN 33, N. Y. 



















The Original 
SINGLE - FLUID 
Ink Eradicator 


@ INK-OUT contains no free acid, 
leaves no brown stains. 
ee > saeigioe makes permanent eradice- 
quickly with one application. 
= INKOUT removes ink, iodine, fruit 
and medicine stains from paper, 
hands and clothing. 


PORATION MONTCLAIR. NEW JERSEY 








CORP 


' 


PRINT-O-MATICS “PERFECT PAIR” 


WORLD'S FINEST 
FULL-SIZED 


DUPLICATOR 
under 960.00 


gp 
i] j 7 J 
PRO MAE 
MODEL 4-A 
Fast—Accurate—ffficient 
Handles Post-Card to nee Size 
Vrite f * > Catalog of 
pment and Supplie 
PRinNes O-MATIC CO., INC. 


E MART « CHICAGO 54 ILLINOIS 





IMPRESS 
“Twin-Pakt'’ 
STENCILS 
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Write us when you 
have inquiries 
from churches, 
schools, clubs, etc. 













STEEL or WOOD 
FOLDING — NON-FOLDING. 
Save time . . . state type and 
quantity under consideration. 


ADIRONDACK CHAIR CO. 


ee (Nr. 27th St.) N.Y. 1, ML Y- 


WANTED 


AGENTS 


Who Call on Financial Institutions 
To SELL A Complete Line of: 
PASSBOOKS 
POCKET CHECK COVERS 
write to— COIN SAVERS 
AMERICAN PASSBOOK CO. 


Ontario Building Cleveland 13, Ohio 


PRICE CARD HOLDERS 

















Price Ticket Hooks, Holders, 
Stands, Under Counter Cash 
Alarm Tills, Roll Wrapping 


Paper Stands and Cutters, Cone 
Twine Holders, Window Trim- 
mer Hammer, Self-Threading 
Snap-In Tag Needles, etc. 


Originator of Cleanatype 





Finest cleaning fiuid 
for all office ma- 
chines. Wholesale 
only, in pints and 
quarts. 


Write for Illustrated 
Price List and 
Dealer’s Discount. 


RUDOLF ORTHWINE CORP. 


416 West 33d St., New York 1, N. Y. 


THE MIDWEST PEDESTAL LINE 


FOLDING TABLES 
. the \ 
““DUHONEY-20” 


AUTOMATIC LOCK 


End seating. giving 
more leg room; double 
brace; steel channel 
apron; plastic edge; 
only some of the many 
advantages of the 
Midwest Pedestal Leg 
Folding Table. 

“DUHONEY-20”" legs 
fold for easy storing; 
lock automatically * in 
place — can’t collapse. 


CHOICE OF PLYWOOD, 
MIDTEX, FORMICA & 


















DISTRIBUTORS IN ALL MAJOR CITIES 











LINOLEUM TOPS. 
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*No 
—it's 








Fe 





il 


OFF 








7 IPE CLEANING MADE. EASIER 


with the amazing 








Typists and busines CLEANS 


machine oper rs wont ° Typewriters 

| *Norta Plastic Type Cleaner * Billing Machines 

- a ena * Adding Machines 

: vite wn 1 c a6 * Addressing Plates 

/ liquids tc * Marking Devices, etc. 

*NORTA THE ORIGINAL PLASTIC TYPE CLEANER 

) Free somple sent upon request...write to 

NORTA DISTRIBUTING COMPANY 

te 1165 Broadway, New York 1, N.Y. 











All esr of RING and POST 





A complete line of piline for the 
| Commercial Stationer 


Write today for Free Catalog 


be NEIMAN LOOSE LEAF & BINDERY CO. 


NOT INC. 


1717-19 S$. HALSTED ST. . CHICAGO 8, ILLINOIS 














*Tgubman® 








* ENOUGH BLACK INDELIBLE INK 
FOR 3000 MARKINGS 


* WON'T EVAPORATE 
* WON'T RUN 
« WON'T WASH OUT 


Attractive 3-color counter display holds !2 pens. 
Nationally promoted via radio, tv, newspapers. 





15 


Refills 50¢ § 


Order through your wholesaler or write direct 
for literature and prices. 














SAMUEL TAUBMAN & CO. 


\ 1 WEST 34th ST., DEPT. O NEW YORK 1, N. Y. 


se WELCH 


FOR QUICKER PROFITS 
pewality Cucle.. 




















Corre re Choirs 
writer Stand ond Cost 


MODEL 197-R dealer dis ts up t 

















Write today f format 
Weleh INDUSTRIES 


2911 Empire Ave., Burbank, Calif 
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MARKWELL 


THE WORLD'S M APLING MA 


“STAPLES 
“STAPLERS 
“FASTENING 


CALITIES 2 OuT 


BETTE 


IN MANY L * ase f 


3 STAPLERS IN USE ARE MARKWELL 





PLEASE WRITE FOR ne) 
DEALER DISCOUNTS AND CATALOGUE 


200 HUDSON STREET, NEW YORK, N. Y 





“1a Potut MECHANICAL 
PENCIL LEAD POINTER 


FOR DRAFTSMEN, ENGINEERS, 
ARTISTS, ACCOUNTANTS 


Leads are pointed in a fraction of the time 
required by messy, old-fashioned methods; 
and, the TRU-POINT is fool proof — 
will not break leads even when an ex- 
tremely fine point is required! 

Puts perfect points on leads of mechanical 
pencils (draftsman type) and on wood 
pencils, after wood has been cut back 
with knife. Clean, easy to use. Guaran- 
teed mechanism. For literature and dealer 
prices, write today to 


ELWARD MANUFACTURING CO. 


557 Pew Paw Avenve, Benton Horbor, Michigan 


















by train, bus, plane or automobile, 
whether for pleasure, on private busi- 
ness or government service, 


BEACH’S 


“Common Sense” 


Expense Books and Sheets 
are best for keeping track of expense. 
There is a Personal Expense Book, too, 
for records at home. 


Beach Publishing Co. 


7338 Woodward Ave., Detroit 2, Mich. 


Drop @ postcard today to 


271 Ninth St., Brooklyn 15, N.Y. 
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FOR 
EVERY 
PURPOSE 


_-“ 









TICKET PUNCHES 











THE HOGGSON & PETTIS MFG. CO., 141T Brewery St, New Haven, Conn. | 





Nos. 17, 33—Notches qari, sheets, etc. No, 
17 dies not over %” wide, *%” deep; No. 33, 
not over 4” deep. 

No. 2—For %-%” round holes; 1%” reach. 
No. 3, 1%” reach & No. 12, 2” reach, same 
style as No. 2. All will take special dies. 
Talley Punch—Registers number of punchings to 
99,999. Punches %”, %” or %” round holes—also 
ey designs. Same counter available in our Nos. 

3, 10, 11, 21. Write for circulars. 








HANSON Postal Scales 


Model 1509 (illustrated) 


office use. 5 Ib. by ‘2 oz. Computes 
postage for air-mail, first-class, and 
merchandise up to 4 lbs. 


Model 1546 — desk scale, with Lustron 


plastic body—2 Ibs. by 1 oz. 


Mode! 1530, Parcel Post Scale. 


25 Ibs. by 1 oz. 


Model 1515, Heavy duty Parcel Post 
50 Ibs. by 2 ozs. 


Model 158, Hanson, Jr. 8 oz. by ‘2 oz. 
areY Rite), Bel.) 8 a @ « Pare 


525 NORTH ADA STREET * CHICAGO 22, ILLINOIS 





for average 











HEAVY CANVAS 


NIGHT DEPOSITORY 
BAGS 


THE STANDARD HEAVY DUTY CASH 
CONTAINER FOR DEPOSITORIES 
COLLECTIONS — ETC 


mene HH & = 
Mr. Dealer: 


If you serve banks, truckers, etc., your 
customers need Maybeck Depository 

gs. Don’t lose customers or sales 
because you don’t have these bags in 





stock. 

Buy direct at the right price. 
WRITE NOW for descriptive circular and zg 
prices. 


H. G. MAYBECK Co... INC. I 


131-19 Jamaica Avenue Richmond Hill 18, N.Y. a 








NO SWING 
NO SWAY 


Lifts off safety domes 
with clever lever. TEN 
DAY DELIVERY after 
receipt of order. 





Cramer POSTURE CHAIR CO. 
Kaunsos City 6, Mo 


O05 Chartotte 
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Keep your eye on 
BORROUGHS | 


Manufacturing Company 





@ Library Shelving 
@ Storage Cabinets 
roducer I 
Producers of stee oo ee 


@ Storage Units 


3002 N. Burdick, Kalamazoo, Mich. : 




















MARKILO~ | - 
CELLULOID PRODUCTS Ve 


Loose-leaf envelopes, punched; card-cases, any size; 

menu covers; factory record protectors; tag holders; 
bill-fold envelopes; stamp containers, etc. Made of 
acetate (flame resistant) transparent cellulose. We 
build to fit your particular need. Write us for details. 


Markile Company, Mfrs. 


3633 S. Racine Ave. Chieage 9, U. S. A. 













CASH REGISTER 
PARTS 





ry 


sO 


WRITE FOR OUR LATEST CATALOG 
INTERNATIONAL CASH REGISTER & PARTS CO. 


Successors to Chicago Cash Register Parts C 


wv 





207 EAST SVEnGnEE AVE. MT. PROSPECT, TLLINGHE 
CAGO PHONE: NEwcastie 1-2900 
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WASTE BASKETS 















KARD-KEEPER 


The Kard-Keeper is an 
all steel miniature filing 
cabinet to fill a long 
evident need—filing 
business calling cards. 
individually boxed. 
Available in 
grey, green and 
brown. Equip- 
ped with A-Z 
index. Extra in- 
dexes and cards 
available. 


MODEL H. W. _ 2, 
iK 3” 4! 8” 


LIT-NING PRODUCTS CO. 


2694 Elm Avenue Fresno, California 


Packing 
6 


Carton Weight 
10 Ibs. 


a 
~~ 


























@ The Orig no i still the best 
@ Holds, clamps, binds anything 
@ Precision-mad¢ tempered 
spring steel f fetime 
service 
@ Removable ted handles 


CUSHMAN & DENISON MFG. CO. 
153 West 23rd St., N. Y. 11, N. Y. 














BINDER CLIPS 


Sell telephone comfort 
and convenience in the NEW 


REST-A-PHONE 


UNIVERSAL MODEL 
TELEPHONE REST 


the new features include . . 





(1) Universal mode! fits &-3, F-3, and @G-3 
handset (Western Electric equipment). (2) New 
gray ribbed rubber wil! not soil clothing. (3) 
Patented 3 point suspension makes Sest-A 
Phone a true telephone and not just a hook 
(4) Molded of tight, tough, tenite plastic to 
eliminate weight. (5) Spring clip gives S&S sec- 
ond installation with complete ease of adjust 
ment. (6) A 7 degree siope on cradie ets 
siope of average shoulder and ives greater 
stability. Write today. A trial order will prove 
profitable! 


Exclusively Patented & Manufactured by 


Rest-A-Phone Co. 


P.O. BOX 8788 + PORTLAND 7, ORE 











March, 


1953 





steel. 
Steady year ‘round profit makers . 


Gray. 
prices on all Ohio Baskets. 


or Pearl Gray 


Have you seen the Deluxe SOLID ALUMINUM BOTTOM Basket? True LONG LIFE appeal for homes, 
offices, institutions, hospitals, doctors, dentists, public places. 


THE QHIO CAN & CROWN CO. MASSILLON 7, OHIO 


(ROLLING STORE LADDERS 


pot. LING LADDERS—Made 
Oak Birch. 
SIDE and CEILING TYPES— 
with steel track for mounting 
on shelving, filing cabinets or 
ceiling. 
ee “na LIBRARY TYPES— 
require no track and are 
mounted on wheels with Auto- 
matic Safety Brakes 
Send for Cromer 42-0A and 


dealer discou 
WELDED STEEL SAFETY 
LADDERS— from 1” di- 


ameter round furniture tul- 
ing. with expanded metal 
steps. Mounted on Swivel 
Brake Casters. Ladder can be 
rolied freely when no one is 
on it. When you step on the 
ladder the rubber tipped legs 
rest on the floor and prevent 
rolling. Made in 2 to 8 step 
heigh's, and 3 widtns. 

Send for Circular 52-0A and 
dealer discount. 


Manufactured by 


I. D, COTTERMAN “* “aizresst “* 


| MR. DEALER ... 
DON’T LOSE THOSE ORDERS 
NEEDLESSLY! 


IT COSTS YOU LESS TO DRAW 
FROM OUR LARGE STOCK OF 
WOOD AND STEEL | 
DESKS - CHAIRS - FILING CABINETS 
LEATHER FURNITURE and ACCESSORIES 


IMMEDIATE SHIPMENTS 


Write or call for complete information, prices and dealer discounts. 


| OFFICE FURNITURE WHOLESALE DISTRIBUTORS | 


WAREHOUSES 

| NEW YORK 4,.N. Y. MIAMI, FLORIDA 

| 74 BROAD ST. 70 N.E. 2nd ST. 
BOling Green 9-8231 82-8484 








Paap eterteateass: omen. 





LOS ANGELES, CALIF. 
830 WILSHIRE BLVD. 
TR—7003 


Ever popular, EXECUTIVE WOOD GRAINS 
are faithful lithographic reproductions of 
beautiful Mahogany or Walnut on sturdy 


. « also 
come in best selling Olive Green and Pearl 
Write for complete information, 


NO. 26-0 (26 Qt.) MAHOGANY OR WALNUT. 
14%” high, 13” top dia. Also made in Olive Green 


NO. 16-0 (16 Qt.) MADE IN WALNUT ONLY. 
11%” high, 11%” top dia. Also made in Olive Green. 











STAND-BY COPYHOLDER 


All steel, Rubber paper 
grippers and feet, 9x12” 
high, collapsible easel 
and instantly moveable 
eye-guide or line indi- 
cator. Ideal for all typing 


operations. 


List price only $5.95, 
packed 3 to a carton. 
Readily sold wherever a 
typewriter is used. Get 
a sample carton today. 


COPY RIGHT MFG. CORPORATION 
53 Park Place Dept. D-27 New York 7, N. Y. 
Canadian Agents: UNDERWOOD Lid. Toronto | 
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No. 900-N Arm Chair 
Large coil-spring seat 
with waterfall roll front. 
Flared leg design 
revente back of chair 
m marring wall. 
Upholstered armrests. 


No. 903-N Side Chair 


Matching unit with 
roomy, coil-spring seat 
and waterfall roll front. 
New flared leg styling. 
All-weided, all-metal! 
frame with leg braces. 


YOU’LL 










No. 1250 
Executive 
Posture 
Chair 
Precision engineered to uphold 
the executive position! Free 
floating posture back adjustable 
four ways. Spacious, coil-spring 
waterfall roll front seat. 

















GET A BIG CALL FOR 


ROYAL'S NEW EXECUTIVE CHAIRS 


pp oe a ee ee i 


ROYAL METAL MFG. CO. 
175 N. Michigan Ave., Dept. 53, Chicago 1 


Please send us your new Royal catalog of office 
furniture. 


Firm Name 





Address 





ee 


By 





Lt ee 
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We've redesigned our office line! Now, at no increase in prices, 
these improved features become standard on all Royal office 
chairs: Wall-saver flared leg design in matching ensembles, 
waterfall seat fronts, and upholstered armrests. All this plus our 
new posture chair for executives adds up to a greater profit 


potential for you! Write for free Royal office catalog today. 


metal furniture since '97 ¢ yal 
— 


ROYAL METAL MANUFACTURING COMPANY 


175 North Michigan Avenue, Dept. 53, Chicago 1! 


Factories: Los Angeles - Michigan City, Ind. - Warren, Pa. - Walden, N.Y. + Galt, Ontario 
Showrooms: Chicago + Los Angeles « San Francisco « New York City 


OFFICE APPLIANCES, March, 1953 
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5D Years of: 
Heyer Quality .- 


| UNDER HEYER MANAGEMENTS 





Chicago Hektograph, first 
manufactured by Ted Heyer in 190 












The going was tough when Ted Heyer went into business for himself, 
away back in 1903. But today many of the dealers Ted visited when he 
first made his rounds at the turn of the century are still loyal customers 
of the Heyer Corporation. 
The loyalty of Heyer customers—developed through these fifty years of 
quality duplicator manufacturing—is due to three basic Heyer policies: 

1. Give the public what it wants—at a price it wants to pay. 

2. Give the public everything required for successful duplicating. 

3. Give every customer an unconditional guarantee of quality and sat- 

isfaction. 

Ted Heyer established those policies in 1903. The Heyer Corporation will 
always observe those policies —will always do everything possible to merit 
the industry's continued loyalty. 
Our thanks to you, the Stationery and Office Equipment Dealers of 
America, for your continuing loyalty to The Heyer Corporation. You have 
built this business. 


The Heyer Conqueror Spirit 
Duplicator—the ultimate in 
duplicating machines—re- 
cently introduced by The 
Heyer Corporation. 





Buy Heyer—Famous in Duplicating for 50 Years! 
Write for Golden Anniversary Catalog 


ORATION, CHICAGO 23, ILLINOIS 


: : Conadion Distributors 
Eastern Office Western Office The Brown Bros., Ltd. 


| °  @ 
t 17th Street, New York 3, N.Y 2610 Sunset Bivd., Los Angeles 26, Calif. Montreal—TORONTO—Voncouver 
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CUT COST 
PER COPY... 





















Everybody likes 
them because 
\ 
wer're FAST" 
THEY'RE SIMPLE! 
THEY'RE CLEAN ! 





THEY'RE ECONOMICAL 


... With Fanfold or other Continuous Forms and 


UNDERWOOD CORPORATION MANIFOLDO PACKETTES 


How do you handle Multiple-Copy Carbons? 
If you're not already using Fanfold or other 
Continuous Forms, chances are they can speed 
production and save you money. If you are 
using them, but without floating carbon, you 
should check into the advantages of Underwood 
Corporation Manifoldo Packettes. 


This simple method of adapting floating carbon 
to your requirements reduces the operator’s 
work to the barest minimum...typing and re- 
moval of forms. You can use Underwood Cor- 
poration Manifoldo Packettes with any Con- 
tinuous Forms, including Fanfold...unslit, or 


slit in any combination. 


Operators prefer to work with them, because 
they’re clean and easy to use. Even the “green- 
est hand” in the office can learn to load them 


with only a few minutes of instruction. 


Underwood Corporation 


Management heartily approves of Underwood 
Corporation Manifoldo Packettes, because fin- 
ished work is neat, clear ...and at a low cost 


per copy ° 


You can buy Underwood Corporation Manifoldo 
Packettes in large quantity without the fear of 
the carbon paper drying up and becoming unus- 
able. Only top quality materials are used in 
their manufacture, and Underwood Corporation 
Manifoldo 


copies whether you’ve had them in the stock 


Packettes Ww ill pre duce excellent 


room for one day or one year. 


Check into this modern method of making car- 
bon copies. Ask your Underwood Corporation 
Representative forademonstration in your office, 
and he'll show you how Underwood ¢ orporation 
Manifoldo Packettes can be adapted to your 


requirements ... efficiently and economically. 


One Park Avenue 
New York 16, N. Y. 
Supply Division 
Burlington, N. J. 








